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DESIGNED FOR 


The Beaver No. 102—PD Wide-Roll Pipe 
Cutter is made especially for power drives. 
Makes fast, easy cuts with guaranteed track- 
ing. Range %" to 2”. 


The Beaver 77 Power Drive Threader is 
ideal for use with Model-D. Dies can be 
opened up. There's no backing off. Range 


ONE-MAN) OPERATION AND PORTABILITY... 7 were ee ae 


© APPROXIMATELY 100 POUNDS NET WEIGHT! 
© ALL GEARS RUN IN OIL! 
TROUBLE-FREE, HEAVY-DUTY CHUCK! 
ADEQUATE MOTOR VENTILATION! 
CONVENIENT OPERATOR SWITCH! 
SAFETY-LOCKED SWITCH LEVER! 
BRONZE SPINDLE BEARINGS! 


Model-D with drive shaft 
geared tools will cut and 
thread up to 8” pipe. 


Aluminum-alloy housing and chuck make the Beaver 
the lightest, smallest, all-purpose power drive now avail- 
able. The flat top serves as a tool tray. Large side openings 
act as motor ventilation and hand grips for easy moving by 
one man. Chuck is trouble-free with tons of gripping pres- 
sure. Attractively finished in baked enamel, this new Beaver 
unit can work on the bench, on the truck or with pipe legs 
on job locations. Parts are interchangeable with Beaver 
Model-C power drive. Write today for full information. 


216-300 DANA AVENUE - WARREN, OHIO, U. S. A. 
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CUTS MAKE SENSE— 

pe Lalli ynen youl 

Saves our 

ent \ Dayton 
in 8 Veal 


GOOD MORALI 


1 


CLINIC ON WHEELS 
is the successful sales pro 
motion effort of a Mem 
phis distributor. Page 82 
tells all about its series of 
one night stands in the 
two-week tour of a five 
State territory 


—=> 


TEAMWORK, exempli- 
fied in distributor-supplier 
cooperation, is indeed an 
asset. A Chicago firm, re 
alizing this, has formulated 
a policy to insure a 
smooth-running _ relation- 
ship. Page 86 gives the 
details. 


THE TELEPHONE can 

1 great asset to anv 
ompany—or as great a 
liabilitv. A Denver firm is 
making sure it’s in the first 
ategory by conducting 
monthly meetings on tele 
phone technique. Page 96 


and 


IT PAYS to advertise— 
and a Canton distributor 
reaches industrial users by 
newspaper ads on the 
sports and financial pages, 
Page 108 gives the deals 
on their advertising pro- 
gram 


20% REDUCTION in 
overhead costs has been 
achieved by a Glendale 
supply house. It's resulted 
in only a 2 to 3% drop in 
sales volume over a on 
year period. You'll find 
the facts and figures on 
page 55 


NON -CUSTOMERS 
proved to be a very im 
portant and _— successful 
contact for a North Caro 
lina supply house. A dem 
onstration for REA engi 
neers and advisors opetied 
the farm market for dis 
tributor sales. Page 98. 





“Rolling Readjustment” 
Talk of the Trade 


Editorial 


REGULAR FEATURES 


7 Supply Sales Trends 


ria Price Index 


118 Selling Is My Business 


1 120 On the Market Today 





H:K INTERNAL WRENCHING 


Pts 
PS 
Se 
- 
SEF 
EF 


BUTTON 
HEAD 
Socket Cap Screw 


Guaranteed U nfailing Performance 


Industrial Distributors like the Holo-Krome 100% 
Distributor Sales Policy. Your territory may be open. 
Interested? Write for details! 


HOLO-KROME 


‘socitr séciws 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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NEW GEARED FLEXIBLE COUPLING ANNOUNCED 


Link-Belt Design Has Greater Bore Capacity 
Than Other Leading Makes 


It’s Easy to Pick 
Right Drive from 
Integrated Line 


To help show how pre-integrated 
Link-Belt drives can cut power 
transmission costs, Folder 2488 
has been published. Included 
are brief descriptions of enclosed 
gear, fluid, P.I.V. and chain 
drives, couplings and bearings 
In addition, 13 line drawings 
show typical arrangements 

Copy points out how Link-Belt 
integration of all these compo 
nents saves on installation and 
operating costs. Dimensions of 
all components are correlated— 
no alignment problems, no need 
to exchange drawings with other 
suppliers. 





Folder 2348 Lists 
Bearing Locknuts 
and Lockwashers 


Every purchasing agent should 
have this four-pager. Containing 
complete ordeting data tor shaft 
sizes from 5/16 to 7-11/16 in., 
it also-gives features that make 
even these “standard” items a 
better buy for your customers 
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dia. (in.) 
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Link-Belt 
coupling 
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most leading 
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Link-Belt Rol 


ler Chain 


Has Built-in Extra Life 


For drives or conveyors that 
must operate under severe con- 
ditions, Link-Belt Precision Steel 
Roller Chain gives unmatched 
service. The four engineering 
extras illustrated below add up 
to built-in extra life. 

Available in single or mul- 
tiple widths, 4g to 3 in. pitch 
and 1 to 3 in. double pitch, it's 
a positive, flexible, economical 
chain. And the better-than-98 % 


Don't Overlook Th 
t igi) 


Bi 
Lida ® 


Shot-peened rollers have ex- 
tra fatigue life under impact. 


efficiency is sustained through- 
out the chain's long life. 

You'll find Roller Chain Data 
Book 2457 an invaluable sell- 
ing aid. The 148 fact-packed 
pages include engineering data, 
pre-selection tables, specifica- 
tions, application and mainte- 
nance data. Covered are complete 
drives, transmission and conveyor 
chains, sprocket wheels and 
casings. 


ese Link-Belt Extras 


PIN CONTACTS OUTER SURFACE 
FOR LOAD DISTRIBUTION 


CLEARANCE 


SURFACE 
FoR EASY 
ASSEMBLY, 


PIN CONTACTS OUTER 
SURFACE FOR LOAD DISTRIBUTION 


Couple and uncouple multi- 
ple-width chains more easily. 





ORDINARY CONTROL L-B EXACT CONTROL 
OPTIMUM OPTIMUM 
~ 


ee a — 
TEST CHAINS TEST CHAINS 


Closer heat treat control helps 
attain greater uniformity. 


UNIFORMITY 

















Lock-type bushings on many 
sizes assure free articulation. 
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The .new line of Link-Bele 
geared flexible couplings for 
high speed and high torque ap- 
plications achieves important 


size reductions 

with no sacrifice y& Sales 

of load capacity. Meeting 
in Print 


They can be ap- 
plied where radial 
clearances are too 
small tor conven- 
tional couplings. Users will also 
like the ease of assembly and 
disassembly, even in limited 
space. An Allen wrench is the 
only tool required. 

In addition, the design pro- 
vides for reasonable parallel and 
angular misalignment with a 
minimum of backlash. The wide 
face of the internal gear teeth 
allows end float of connecting 
shafts while maintaining full 
tooth contact. The externally 
cut gear teeth of the hubs are 
machined to provide constant 
clearance at the root of the in- 
ternal teeth of the housing. 

The two sections of the free- 
floating housing are rabbet fitted 
and bolted together to function 
as a single rigid unit. And the 
positive lubrication seals also 
add life. 

Ten standard sizes are avail- 
able, with bores ranging from 
one to six inches, hp ratings at 
100 rpm from 2 to 450. Hubs 
bored for either slip or shrink 
fit on shaft can be furnished. 


Folder 2375 gives detailed de- 
scription, dimensional tables and 
complete selection data. 





LINK-BELT COMPANY 


Plants in: 

Indianapolis + Philadelphia 
Chicago « Atlanta « Colmar, 
Pa. + Houston + Minneapo- 
lis + San Francisco + Los 
Angeles + Seattle. 19,389 


Offices in Principal Cities 














for the finest in taps... 


for the finest in cutting tools... 


for quick easy tap selection... 


for all the facts on tapping.. 


THREADWELL TAP & DIE CO. GREENFIELD, MASS. 
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The Cover 


Money, money, money— it’s an ever-int 
portant item. The spending of it is easy 

that comes naturally. But we have a trio 
of stories that help you save it. A Cali- 
fornia distributor tells how he cut over- 
head costs 20%, an Ohio firm talks cents 
and makes sense and sales, and a digest 
article gives you the basic ABC's of what 
it “costs” to cut prices. (Incidentally, we 
hope you have a prosperous New Year.) 
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HEAVY DUTY BED TURRET 


Massive grey-iron bed and ram castings . . . 
%” x %” precision ground ways .. . key 
parts hardened steel precision ground . . . 
turret head, 5%” hex, 6 stations, 1” tool 
hole . . . ram, 16%” long weight 130 Ib 


CARRIAGE TURRET 


This assembly replaces the standard carriage 

+ four way tool post turret is released by 
convenient lock handle and rotated to any one 
of four operating positions, avtomeotically in- 
dexed. Operates either by lever or cross feed 
screw. 


CLAUSING DIVISION, Giedas. Press. Company 


1-117 N. PITCHER ST., 


CLAUSING 
5300 

TURRET 
LATHE 


PLUS iw lathe hiatorg! 


The massive new 12” Clausing ‘‘5300"’ series precision lathe equipped 
with lever type collet chuck, lever type carriage turret and bed turret is 
the biggest PLUS in the 1” collet capacity hand turret lathe field. For 
the rapid machining of duplicate parts, on short run jobs and hand screw 
machine work, it is unexcelled. It is ideal for second operations that re- 
quire close tolerances and smooth finish . . . perfect for experimental 
and research development work. 


The heavy duty Clausing bed turret has 6 stations for 1” tool shanks, 
and head indexes automatically clockwise or may be moved in either 
direction by hand. Carriage turret provides for five more operations. The 
precision ground, forged steel headstock spindle turns on widely spaced 
heavy duty Timken ‘‘Zero-Precision"’ tapered roller bearings, the most 
accurate used in any lathe, and has 1” collet capacity and 1%” hole. 


Other features that give the Clausing ‘‘5300" Accuracy Plus and Capacity 
Plus include new heavy-duty headstock . . . massive bed and precision 
ground Vee and flat ways . . . built-in countershaft with friction clutch 
and brake for instant starts and stops of spindle without stopping motor 
. . . automatic double-walled apron with splash lubrication . . . 12 spindle 
speeds, 29 to 1300 RPM... and quick change mechanism .. . 48 
power feeds. 

With the Clausing 5300" you can offer your customers a big capacity, 
precision turret lathe for‘test runs or round-the-clock production at a frac- 
tion of the cost of an automatic lathe. There's nothing like it — at or 
near its price! 


WRITE FOR ILLUSTRATED LITERATURE 





amas PRess, 


KALAMAZOO, MICHIGAN 


OmMPan’ 
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Sold from distributors’ stocks 

—in Single Reduction and 

Double Reduction series— 

with capacities from 1 to 

43 hp and output speeds 
from 12 to 330 rpm—Dodge Torque- 
Arm is the new and modern idea 
in speed reducers. 

No special engineering required. 
No foundation to provide. No flexible 
couplings. No sliding base. No lining 
up difficulties. No expensive installa- 
tion. Stock Taper-Lock sheaves pre- 
scribed for each job to provide de- 
sired speeds. Application to other 
machines is practical and easy. 

Unit is driven through any V-Belt 
Drive. Torque-Arm, fastened to any 
fixed object, anchors the reducer unit. 
Turnbuckle provides fast and accu- 
rate adjustment of belt tension. 

Torque-Arm is a speed reducer 
that saves money! 


DODGE MANUFACTURING CORPORATION 
500 UMION STREET, MISHAWAKA, INDIANA 


The Most Complete 
Line of Shaft-Mounted 
Speed Reducers! 


TRI-MATIC 

OVERLOAD RELEASE 
Provides instant, positive pro- 
tection for driven machines, 
motors and reducer itself. 
Automatically (1) loosens the 
belts, (2) cuts off power, (3) 
gives a-warning. 


TORQUE-ARM BACK STOP 
Available from stock when re- 
quired. Easily installed—sealed 
inside reducer housing. Sim- 
ple, positive action prevents 
reversal. 


DODGE 


of Mishawaka, Ind. 


I 


Pervert 


THE TRANSMISSIONEER is featured in every 
Dodge advertisement. Prospects are urged to 
call the Transmissioneer for information about 
the products advertised and news of latest de- 
velopments in power transmission machinery. 





$@$ ad © 


ROLUNG GRIP AND TAPER-LOCK SHEAVES, DODGE-TIMKEN TAPER-LOCK 
FLEXIBLE COUPUNGS 


DIAMOND D CLUTCHES 


SEALED UFE V. BELTS PLLOW BLOCKS 
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1954: “Rolliné Readjustment” At A High Level? 


By The Economics Department 
McGraw-Hill Publishing Co. 


6 Moe year 1953 seems to have 
wound up about as we have been 
reporting we thought it would. Busi 
ness generally is at a high level. But 
industrial production has been sliding 
from 243 in March to about 
230 in November, as measured by the 
Federal Reserve Board index. Durable 
goods have been leading the decline. 

Prices have leveled out, with no seri 
ous weakness except in farm products 
Profits have been very good for the 
year as a whole, but the fourth quar 
ter will probably not measure up to the 
rest of vear. In short, the boom is 
beginning to taper off. And this—let’s 
not be unduly modest about it—is the 
course outlined in our 
November outlook a year ago 

[his year we have a much tougher 
question to Granted that 
business is sliding now, how far will 
Will we have a continued slow 
Or will we have what has be 
known as a “rolling readjust 
ment,” where one 
picks up as another falls off, so that 
the total level of business changes 
hardly at all? Or is business about to 
take a sharp turn one way or another? 

The best answer we can give now is 
that a continued slow slide, with em 
phasis on the slow, is in prospect, at 
least for the next six months. This 
slide may be interrupted by a seasonal 
rise in production in one industry or 
nother But the 
ment is likely to be downward 

lo be perfectly frank about it 
there is now nothing in sight at th 
end of the next six months which 
indicates that there will be a 
marked change in the direction of 
business at that time But, 
politically explosive a 
ibout a 


something 


gradually 


of events we 


answer. 


it go? 
slide? 
come 
spect of business 


dominant mov ¢ 


clear] 


fiven a 
world as that 
in which we live, it is reason 
able to that 
turn up to knock relativel 


calculations into a 


will 


assume 
long-rang¢ 


cconomk ) ked 


INDUSTRIAL DISTRIBUTION 


hat as it is to assume that such cal- 
culations will not be upset by the un- 
foreseen and even the preposterous. 
So, for the present, we are limiting our 
look ahead to the period roughly 
bounded by next Fourth of July. 
[hose responsible for business plan- 
ning will, of course, keep in mind the 
possibility that this time there will be 
no loud political explosions to make 
monkeys of economic forecasters who 
reckoned without them.. We return 
to this aspect of the outlook later. 
[he reasons for expecting a con- 
tinued decline in production have 
been outlined in our previous out- 
looks. Manufacturers’ inventories are 
still high. And manufacturers’ sales 
ire not being matched by new orders. 
With no sharp upturn in orders in 
prospect, this situation makes a further 
decline in production seem inevitable. 


But Demand Is Still High 


On the other hand, there is impor- 
tant evidence, in both the consumer 
and industrial fields, that no drastic 
cutback of production will be neces- 
sary in the near future, because de 
mand is still reasonably high: 

(1) The October survey of 
sumer buying intentions, conducted 
by the University of Michigan’s Sur- 
vey Research Center, shows that most 
consumers are still in a mood to buy 
and that they have the cash to back 
up their intentions. The survey ex 
perts warn that this does not mean a 
spending spree of the kind we had in 
early 1953. But it does seem to in- 
dicate consumer expenditures will be 
vell maintained, not cut sharply. 

2) Our own recent survey of busi- 
ness plans for capital expenditures in- 
dicates a relatively small decline in 
this area for 1954 as a whole. In view 
of the substantial backlog of orders for 

ipital goeds, it seems entirely reason 
ible that the decline in the first half 
vear will be less than 5%. 

3) The federal budget for the cur- 
rent year indicates a decline of only 


con 
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$1.5 billion in the annual rate of 
spending between now and mid-1954. 
This is probably as much as federal 
spending can be cut in the next six 
months, although larger savings are 
possible later on. And about one- 
third of this drop in federal expendi- 
tures will be offset by a continued rise 
in outlays by state and local govern- 
ments. 

A more detailed look at the produc- 
tion prospects for key industries sup- 
ports the expectation of a gradual 
slide in the first six months of 1954. 
As in 1953, the “ups” in some lines 
will partly offset the “downs” in 
others, although the advantage lies 
mainly with the latter. 


Automobiles on the Rise 


Automobile output will show a 
seasonal rise in the next six months. 
Factories plan to turn out three mil- 
lion cars in the first half of 1954 (al- 
most as many as in early 1953) and 
an imcreased volume of parts. This 
will give important support to demand 
for steel and non-ferrous metals. So, 
output in this important group of in- 
dustries may hold up fairly well in 
the months just ahead. 

Electric appliance production will 
probably decline by 5%-10% after 
the Christmas season. Inventories of 
the big dollar items—refrigerators, 
washers, ranges and vacuum cleaners 

are still quite large. Output of radios 
and TV sets is expected to drop from 
here on. Production of sets in the 
first half of 1954 will be considerably 
below early 1953 levels, although it 
is expected to hold up better than 
appliance production. 

Public and private construction 
should stay close to present near-rec- 
ord levels through the first half. The 
decline expected in home-building 
(see our report of last month) is likely 
to be concentrated in the second half 
of the vear. Any declines in industrial 
construction will largely be offset, in 

(Continued on page 10) 





nothing succeeds 
like 


The figures on Lunkenheimer Distributor sales 
of Bronze Valves during 1953 have just been 
totaled — and they show another exceptional 
increase over the previous year! The highly 
respected Lunkenheimer policy of selling valve 
benefits — not discounts —- is still paying off for 
distributors! 


Your customers know from experience that the 
cost of a Lunkenheimer Valve gets smaller and 
smaller and smaller with every passing year of 
dependable service. It’s not the first cost of a 
valve that counts— it’s the cost per year of 
service, taking into consideration all the main- 
tenance required for that valve over the years. 
Lunkenheimer Valves assure maximum service 
at minimum cost per year, because they are built 
to the highest standards of quality in design, 
workmanship, and materials. 


(AHMM)ANN 


VyPvVP PAR 


More and more of your customers are realizing 
that Lunkenheimer Bronze Valves not only give 
them quality— but quality at rock-bottom cost. 
Take advantage of the growing swing to Lun- 
kenheimer Bronze Valves during 1954! 


To help you get your sales off to a flying 
start, Lunkenheimer is conducting one of the 
biggest promotions on Bronze Valves in its 
history. Watch for the details! 


REE, LW WN | 
THE ONE lat 
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Your 1953 Sales of Lunkenheimer Bronze 
Valves rolled up another Outstanding Record! 


Your Opportunities for 1954 are Even Bigger! 


Know These Lunkenheimer Bronze Valve Features 


STEMALLOY® STEM is made 
of the exclusive, patented 
silicon-bronze alloy that 
eliminates stem-thread fail- - 
ure. Not one of the mil- NON-SLIP® HANDWHEEL as- 
lions of Stemalloy Stems sures a firm, cool grip . . . makes 
now in service has ever it easy to close the valve tight, 
been returned because - reducing wear and eliminating 
of thread wear. leakage. 


| REPACKING — - ; LONG PIPE THREADS 
Back seats are and extra clearance at 
above stem threads end of threads prevent 
where scale is not pipe ends from jam- 
likely to form. ming against the seats 
They permit re- | or diaphragm to cause 
packing under : misalignment and leak- 
pressure while the 


an .“ 


Awww iy 


HEXAGON-HEAD 
GLAND provides a 
firm wrench-hold for 
loosening and raising 
the gland . . . elimi- 
nates digging and 


prying. 


STAY-ON DISCS are 
exclusive features of 
Lunkenheimer “N-M- 
D” Valves and Bronze 
Gate Valves. When 
opened wide and dis- 
assembled, the disc can- 
not drop off the stem. 


valve is wide open. 


EXTRA-DEEP ; 
STUFFING BOX CLOSE-GRAINED 


holds plenty of BRONZE, a Lun- 
packing. Long : kenheimer de- 


thread engagement velopment, is: 

between stuffing - q . : hard and dense : SELF-LOCKING HANDWHEEL NUT 
box nut and stuff- — increases the - stays tight through the entire serv- 
ing box prevents valve’s strength - ice life of the valve —holds on 
leakage. and resistance to corrosion. : mame plate for quick identification. 


PLUS ALL THE EXCLUSIVE FEATURES OF INDIVIDUAL VALVES FULLY DESCRIBED IN LUNKENHEIMER LITERATURE 


You will receive more information about the new Lunkenheimer LUNKENHEIMER 
Bronze Valve Promotion through the mail and from your 
Lunkenheimer Representative. Be on the lookout for it. The ; 


Lunkenheimer Co., Box 360U, Cincinnati. 


HEIMER — 
BRONZE~- iRON~ STEEL 
NAME IN VAL V Gee 
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Here wd = the eee 


Jaws Nickel Chrome Moly Alloy Steel 


Key Holes do not extend into body 


cavity thereby sealing out dirt 


One Piece Geared Nut Construction 


a. Entire Chuck Body Hardened inside 


and out 


Taper Bore hardened and ground 


Chucks and Keys 
interchangeable with other makes 


eco that «aKxe 


- 


performance and long wear 


; ‘Dppene Hin 


=? 
Every chuck is individually 
checked for accuracy | 
you can depend on Supreme 
Chucks for trouble-free 
' 
m7, 


SUPREME PRODUCTS, ma J 


2222 S$. CALUMET AVE., CHICAGO, ILLINOIS 


the chuck that lives up to its name ... SUPREME 
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1954: “Rolling Readjust- 
| ment” At A High Level? 


a 
(Starts on page 





early 1954, by a continued rise in 
commercial building and in state and 
| local outlays for highways, schools and 
sewer and water works 

Textile production will probably 
drop more than seasonally, becaus¢ 
recent output has been outrunning 
sales. Even if Christmas business at 
retail matches earlier forecasts (and it 
may not) manufactureres and whok 


salers will still have too much inven 
tory. Paper and paperboard mills may 
run into the same problem. 

Chemicals made just about the best 

| production record of any industry in 
1953. But next year, output in the 

| first half may average 2%-3 below 
| current rates, largely because of declin 
ing demand from two key customers 

agriculture and textiles 


FRB Index: a 10% Drop 


Adding up these diverse prospects, 
| it appears that the Federal Reserve 
index of industrial production, as pres 
ently calculated, could slide as low as 
220 (10 below the 1953 peak) by 
mid-1954. And we think it will be 
somewhere around there. Before that 
time, the index as we know it will 
| cease to exist. It will be repla ed by a 
| revised version that has better weight 
ing for the various industries and bet 
ter adjustments to eliminate purely 
seasonal swings. The new index may 
show little resemblance to the one 
| which everyone is so occupied with 
forecasting for the full year 1954 

Chis may cause some suspicious pet 
sons to suggest that the Federal Re 
serve Board statisticians are timing the 
revision to aid their fellow economists, 
by making it impossible to come up 
with a specific forecast for the second 
half of 1954. And it is no doubt true 
that the change in indexes will help 
mistaken economists conceal their et 





rors if forecasts should go wrong be 
tween now and late next year 
We, however, are going to avoid the 
| temptation thus presented to us by 
| declaring ourselves out of any contest 
to name the dominant economic trend 
beyond next mid-year. Our own view 
is that such a forecast is impossible 
to make at this time, with any accu 
racy. Here are some of the reasons 
|) Washington is ir the midst of a 
| major squabble about the size of de 
fense expenditures in the fiscal year 


Cortinued on page 14 





INQUIRE NOW! 


Full inventories of all 
MORSE STOCK SPROCKETS 
now ready for fast shipment 


Standard 
Stock Roller 


to help improve your profit picture oie tpeien 


Now you can nail down every stock pitch, available in Types A, B, and C. 
sprocket order that comes your way and Silent chain stock sprockets available in 
brighten your profit outlook considerably. lo” and 34” pit h. 


You can avoid annoying your customers Taper-Lock stock sprockets: Morse 
with long delays; you can avoid losing l'ype B stock roller chain sprockets with 
important volume. Taper-Lock bushings available in all 
pitches from 2" through 1'4", 10 to 112 
teeth, bere diameters from 4” to 3” in Stock Silent 
undivided responsibility. You can furnish increments of 6". All Paper-Lock sprock- Chain Sprockets 
your customers with sprockets carefully ets come to you attractively boxed and 2" pitch, %" pitch 
machined to American standards; brought marked for easy shelf identifica- 


toa amectn, clean finish; painted to resist 
rust—and always built to Morse’s high 
quality standards, These are sprockets 
precision-built by a chain manufacturet 


Type 8B 
Taper-Lock Stock Roller 
Chai ockets 
You can put your stock-sprocket program an 
in capable hands and enjoy the benefits of 





tion, easy storage. 


Let us explain the many ways it will 
pay you to do business with indus- 
trys number-one producer and 
for prec sion chain. seller ot stock sprockets. W rite for 
Standard stock sprockets: Available information today. MORSE CHAIN 
in cast iron or steel. Plain-bore roller COMPANY, 7601 CENTRAL AVE., 


chain sprockets, *s” pitch through 2” DETROIT 10, MICHIGAN, MECHANICAL 
POWER TRANSMISSION 
prooucts 





FOR 24 2a z4 MASTERS OF MECHANICAL POWER TRANSMISSION ag 1893 


DFANOAFPRACAE 


HIGH PITCH 11 1) AUTOMOTIVE | 
STANDARD . ) SPRING-LOCK ROLLER CHAIN TAPERLOCK j[ ap CABLE * ATTACHMENT SILENT SILENT CHAIN HY-¥O | Son aan 


© ENDURANCE «d pamctnne 
ROLLER CHAINS ROLLER CHAINS ROLLER CHAIN PROCKETS SPROCKETS DRIVES CHAIN CHAINS CHAINS SPROCKETS DRIVES DRIVES 


SQoraryrvrree 


) TORQUE 
FLEXIBLE =|] 4 FLEXIBLE MORFLEX a =e 6 I MARINE OVER RUNNING OVER-CENTER PULLMORE 
Scum Gan) BBR Ole PLINGS te — COUPLINGS CLUTCHES CLUTCHES autos | MMMTING [°° uTons 
COUPLINGS COUPLINGS COUPLING COUPLINGS | ORIVESHATTS | CLUTCHES 
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When you sell Binks Air Compressors 
you can offer a unit for every need 


With this complete line you'll 
never miss a sale for lack of 
the right size or specifications. 
Performance-proved Binks Air 
Compressors offer more essen- 
tial features — more value — 
more of everything that makes 
sales easier for you—including 
powerful publication advertis- 
ing. Get the facts on why it 

ys to be a Binks distributor. 
Write today for full informa- 
tion. 


MODELS & SIZES 


Single or two-stage units, tank- 
mounted in sizes from “% H.P. to 
15 H.P....also, single and two- 
stage base-mounted types from 
% H.P. to 20 H.P....and portable 
single-stage units in capacities 


of from 2.2 CFM to 105 CFM. 


EVERVIA/NG 


< 


FEATURES 


Oversized Timken tapered roller 
main bearings, lightweight auto- 
motive-type rods and pistons, 
high-efficiency valves, quiet op- 
eration, completely loadless 
starting, constant level oiling, 
larger cooling surface and other 


a 


SS 


long-service features. 





GUNS + SPRAY 


BOOTHS + MATERIAL TANKS « EXTRACTORS & ACCESSORIES 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR — wa 


12 


~NY 
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CATALOG 8109 


IT'S FREE! cer » 


ai om 


Write today for this 16-page 
CATALOG DATA-BOOK NO. 810, 
packed with practical information 
that makes it easy for you to sell 
exactly the right air compressor 
for your customers’ needs. For con- 


venience, use the coupon below. 





-- 
Binks Manufacturing Company 
3128-30 Corroll Ave, West 
Chicago 172, Ill. 
Gentlemen: Please send me immediately a 
FREE copy of your new Air Compressor CAT- 
ALOG DATA BOOK No. 810 and facts why 
it pays to handle the Binks line 


COMPANY 
~~ ADDRESS 


~ ZONE STATE 









































PROTO Y TOOLS 


PROTO heonefema te: ate! 5 


nes 1, 
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1954: “Rolling Readjustment” 


VISES Siem 


ARE BUILT TO WORK beginning July |, 1954. The Secretary 


of Defense has already announced that 
he intends to cut another $2 billion 
from the annual total. But the Secre- 
tarv of the Treasury, who has to pay 
the bills, is reported to favor a cut 
of $5 billion. He is apparently im 
pressed by the fact that, without this 
larger cut, his bills may run to about 
$8 billion more than his income. 
The presumption that it is safe to 
\ cut defense spending seems to rest on 
Hardened, alloy-steel jaws can never . . 
the reports, made public by the Cen- 
get lost, loose or broken becouse tral Intelligence Agency, that the Rus 
wei. they are mold-welded into a perfect sians are doing likewise. A decline in 
relate Me sl-taaal*lal-taLMe lalieia, defense expena'tures of the propor 
tions reportedly preferred by Mr. 
Humphrey would obviously — have 
major effects on the economy. But the 
program is so involved with considera 
tions of domestic and international 
political uncertainties that we can only 
wait to see what happens. In this con 
nection, it is well to consider that even 
after the Secretaries have settled their 
apparent differences, they must deal 
with a Congress which may have its 
own ideas of what is best for both 








their departments. 


EVERY DETAIL is — Plans May Change 


: Capital expenditure plans are 
The hardened alloy-steel jaw facings of the Reed vise make jaw eure to be reviewed carefully as the 


replacement unnecessary. Because they are permanently welded into year goes on. When plans are re 
position, they avoid the nuisance of lost, loose or broken jaws so viewed in such an uncertain year as 
often encountered with ordinary vises. Together with other exclusive the next one promises to be, large 
Reed features, they create a sturdy, solid-as-a-rock vise that will out- changes are possible. In recent years, 
last and ovt-perform any other vise on the market. The alloy steel actual spending for-new plant and 


: hi , , equipment has generally exceeded 
screw and vise nut are machined to close tolerance for maximum original plans, which indicates that r 


bearing, easy operation and perfect alignment. An adjustable front view of the plans led to their increase 
end bearing and a longitudinal take-up on the vise nut maintain align- But there was a notable exception in 
ment and eliminate all lost motion permanently. Castings are of 1949. Reports early next year from 


sound, semi-steel, contoured for heavy sections at all stress points the Commerce Department, and our 
own regular survev in the spring, may 


while permitting maximum accessibility to the work. ie aaaee Dedtestlon of « tend. 
(3) Consumer expenditures, which 

it pays fo sell quality! Because they ‘carry the load" are by far the largest section of the 

under the hardest conditions of usage, REED Vises make total business picture and at times the 

friends for the distributor who sells them. Take advantage most volatile, are dependent on many 

of this profit and good-will power by maintaining an psychological factors that our friends 


adequate stock af all times. at the Survey Research Center assur« 
us cannot be measured this far in ad 


vance. For example, what will happen 
to the view of the consumers (a ver 
large group of them) who are worried 
about depression rumors? Will this 
begin to affect their spending? Or will 
they continue to feel—as many still 


MANUFACTURING COMPANY do—that it is 2 good time to buy, as 


ERIE, PENNSYLVANIA «+ U.S. A. (Continued on page 18 
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STANDARD for 
Cough fot since 881" 








Red Shield says ; 


vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pre- 


N S)folitelolge Ry -adia Mule lial -iglule Md sl-lalel tii Rele-Meh Zell (ol o)(-Miclm Zell mel tie emilee 
{ ferred and promoted. Standardize with Standard. It is a good line to represent: 





STANDARD TOOL (‘0.& 


3950 CHESTER AVENUE fatagie ty me) lie) 


FACTORY eS IN: NEW YORK ee DETROIT «© CHICAGO « Fils as © SAN FRANCISCO 


’ 
\ 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 





All Raybestos-Manhattan 


Distributors and their Customers 


Benefit from R/M’s... 


Complete Line industrial Rubber Produ 


-o- COMPLETE LINE 
OF INDUSTRIAL RUBBER PRODUCTS 


Factory-Field Engineering Service 


In each of the basic lines of R/M Industrial Rubber 

Products you get a complete range of constructions, 

many of them exclusive, to meet every customer re- 

quirement. Homoflex and Condor Hose for hundreds 

of uses . . . Condor, R/M Super-Power and FHP 

V-Belts for all applications . . . Homocord, Homoflex 

and Ray-Man Conveyor Belts, with the revolutionary 
A Business Relationship thet “Weers Well” sin) | “XDC” Cover . . . Condor Compensated and Whip- 
cord Endless Flat Transmission Belts with a choice of 

driving surfaces for every specific customer need . . . 

These well-known brands give your customers ‘‘More 

Use per Dollar.”’ Through repeat business from satis- 

fied customers R/M Distributors profit by more sales 


Strategic Warehousing, Dependable Delivery © per dollar of selling effort. 


MANHATTAN RUBBER DIVISION PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


GRAS HY tp 


Flat Belts Conveyor Belts Air, Woter, Steam Hose . Suction Hose Industriol Fire Hose 











Other R/M products include: Industriol Rubber * Fan Belts * Radictor Hose * Brake Linings * Broke Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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“OIC Valves are well publicized... 
many customers demand them” 


says Mr. W. J. Fleming, president of 
United Hardware & Supply Co., Inc. 
Titusville, Pennsylvania 


Mr. Fleming adds, “OIC Valves are modern in design and 
well constructed. Our volume of valve business is consid- 
erable and very profitable. 

“Well publicized . . . well designed . . . well constructed 
... customers demand them’”’. Add these stated facts to the 
service and co-operation OIC extends to distributors. 
You'll know the reason why an OIC Distributor Franchise 
is worth going after. 


THE OHIO INJECTOR COMPANY + Wadsworth, Ohio 


ee). THE LONG LINE OF VALVES 


FOUNDED 1883 


iRON & BRONZE, 
Va LVE S FORGED & CAST STEEL; 


LUBRICATED PLUG VALVES 
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1954: “Rolling Readjust- 


vick LowCostSolution To jimall 


H long as they have the money? De 
¢ u ion 0 CMS cisions along these lines could be cru 
eé cial for the business trend next year 

s But we cannot foretell what they will 

be. 


(4) The labor outlook for 1954 is 
particularly murky. One labor analyst 
has summed it up by saying that there 
will be “enough unemployment to 
embarrass the Administration, and 
not enough to restrain the unions.” 
here has been much blithe talk to 
the effect that negotiations in 1954 
will be mostly about fringe benefits, 
rather than wages, and that such n« 
gotiations will probably go mor 
smoothly. We are not at all sure that 


s kat at e > ae & &} uU Cc ¢ coe § either idea is correct Too manv mm 
stances have bcen brought to our at 

Series H= Helical Gear tention where unions intend = 

Anc 


10 cents an hour, plus fringes 
concentration on fringes, if that is 


e No Adjustable Motor Base! what develops, is no insurance against 
- ‘SS > lj ~ ‘ c 
No Reducer Supports! trouble—witne the — Ver 

1€ 


pensions four years ago guaran 


No Alignment Problems! teed annual wage, a favorite union 


proposal for 1954, looks like an 


Quick, Easy Installation! equally thorny issue. 
Trouble-Proof, Long-Life Service! Perhaps the most likely place fo 


explosive bargaining is in the steel in 


Efficiency From 96% to 98%! dustry, where current wage contracts 


expire on June 30. We are not pre 


Low In Price & Operation! dicting that there will be a steel strike 


2 Standord Ratios: os ch Bete ned a a 
. - < - > 4 ’s 
19.6 to I ond 11.25 to I interest that each time in the postwar 


period that steel seemed to be getting 
plentiful a strike has occurred 





Headlines Unpredictable 


bed Note how driven shaft fits directly In vicw of the recent he idline $s, it 
into tubular low-speed shaft of reducer 


and extends for full width of housing. hardly seems necessary to remind any 


one that there is to be an election in 


@ Large Timken bearings throughout. Matiitees TOGA Elections strdoce 


@ Turnbuckle adjustment on =S—"9 war scares and their effects on con 


M" 


sumer behavior have been highly im 
portant, if not dominating, element 
‘ in the business picture of recent year 
@ Helical gears cut from forgings Z So to our forecast of a continued grad 
= Mehanite castings for long, = MS = . ual slide in business over the next six 
ques Service. Bf . months, we simply add a caution as t 
@ Steel pinions, integral with 5 the unpredictable nature of things to 
shafts, are induction hardened and Le SSS come thereafter. It seems highly un 
aeaiiies benten and anitines A Bi likely to us that there will be a revi va 
a : —— of serious inflation. But otherwise, the 

range of possibilities is sufficienth 

Write For Catalog wide to suggest that the best polic: 
for 1954 is to be very much on one’s 

toes. This, of course. 18 Our custom 
ary attitude, and we shall be reporting 
on developments as the year goes 


THE MEDART COMPANY 27008 To kassoun along. 


either side eliminates sliding 
motor base required for 
adjusting belt tension. 


rey 
Mii, 


lh 








} 


Most Complete Source For Mechanical Power Transmission Equipment 
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Guwh Steels Wire Co. Ammeumced: 


AMERICA’S MOST 
MODERN WIRE 
PRODUCTS MILL! 


Te ie 
saan ot Ae ae 
: : Re a 
, oe. eek * a 


4g 
1 oP gt 


ial 








New buildings, new methods, most modern electronically controlled 


machinery of very latest design, manned by personnel thoroughly 


qualified by many years of experience! 
These, and many other advantages, enables GULF to offer you the 


highest possible quality: 


Chain, welded and weldiess - Nails and staples - 
Chain-link fencing + Concrete reinforcing wire 


mesh - Steel wire: plain, annealed, galvanized. 


There is a GU 


BAYAMON 15, P.R., U. S. A. 
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P&H Zip-Lift Electric 

Hoist (Push-button 

control) 

This sturdy small hoist is 

a hot item for multiple sales. 

Some large plants use as many 

as 500 Zip-Lifts to keep loads moving, 
for positioning work and equipment. 
Capacities from 250 Ibs. to one ton. 





dct 


Me 


P&H Zip-Lift Electric Hoist 
(Rope-control model) 


Brand-new. Same maneuverability as the 
push-button control model. Rope-control 
equipment permits substantial price reduc- 
tion — makes easier sales for you. Sales- 
helps galore on these popular hoists. Avail- 
able in 500 and 1000 Ib. capacities. Ask 


to see them. 


WSO eA A 








P&H Hevi-Lift 


Custom-built to your customer's 
specifications. Over 3,000,000 
possible variations of this 
heavy-duty hoist to fit your 
prospect's needs. Easily con- 
verted to any type mounting; 
trolley, bolt, or lug suspension, 
hook suspension or crosswise. 
P&H Chain Hoists Geared-limit switch can be set 
to suit ceiling and floor limi- 
There's a whole group of these hoists. You tations. Availoble in capaci- 
can sell spur-geared hoists, army-type trolley as ’ ties up to 15 tons. Forty-eight 
hoists, low-headroom trolley hoists what . : re page bulletin, available on 
ever your customer needs. Capacities up as this model, helps you sell. 


high as 25 tons 








(Re. 6e 28 eee. 





P&H Jib Cranes 


Eight different models of jib cranes, includ- 
ing bracket-type, mast-type, and pillar-type 
Capacities up to 12.000 pounds all of 
them built for a reach of from 8 to 20 feet 
Addition of this complete line of iib crones 
to the P&H selection lets you sell both the 
hoisr ond the mounting. Catalog and sales 
information available to help you 














_ Here's the big news 





in hoists for 1954. 


Now the({is\ Franchise Pays Extra Dividends with 


A greatly augmented product line 








S you know, Mr. Distributor, the more you have 
to sell . . . the more sales you make . . . the 
more profit you make. And this year P&H has 
added several new products to its line — filled it 
out to let you sell competitively by units and price. 
If your customer wants a chain hoist, a trolley hoist, 
a jib crane, a spur-geared hoist, a rope-control Zip- 
Lift — you've got it for him. 


And you've got the long established P&H lead- 
ers, too — the P&H Hevi-Lift, for husky-muscle 
load-handling up to fifteen tons; or quick, push-’em- 
around action with the P&H Pushbutton Zip-Lift. 

And don’t forget this! To lift a capacity of a 


stated hoist, only 75% of the motor’s efficiency is 
required with P&H construction. Furthermore, 


By the way . . . in case you want to 
start cashing in on a P&H franchise — 


— complete service from one source 
2. Asolid sales policy that protects you 
3. Profit-boosting promotion 


every P&H hoist is guaranteed to lift an occasional 
25% overload. 

Profitable? You bet. P&H’s solid sales policy 
protects you; makes sure your sale is your sale; isn’t 
namby-pamby about stating terms and conditions. 


Sales promotion back-up? Sure— you get it. You 
get it from two-color, full-page, case-history type ads 
in pertinent business papers; hard-hitting mailing 
pieces for your own use; catalogs, bulletins, display 
material, telephone-book listings — the works. 

There are some desirable territories still open to 
qualified distributors. If you're interested, get busy 
with the coupon below. Send it in to us for further 
information. Meanwhile, take a look at the com- 
pleteness of the P&H line... 


P&H Hoists 

HARNISCHFEGER CORPORATION 

4683 West National Avenve, Milwaukee 46, Wisconsin 

Gentlemen: I'd like to know more about the P&H complete line. 
Send the dope to: 


let us know who you are, °. —> 


HOISTS 


HARNISCHFEGER, “™ 


CORPORATION 


4683 W. National Ave. * Milwaukee 46, Wis. Address 


Company 








. » > ce eo > @ «a “— 
PEPOIDEIOTE OS® 
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Buyers’ Guide 
to America’s ablest 
supply specialists 


When this sign is displayed by a Distributor, it is more than simply a 
notice that he is the local source for Parker-Kalon Fasteners. 
It signifies also that he is a Distributor with exceptional ability to select 


those products which offer the soundest value to his customers. 


Because the customer confidence thus earned is the well-spring of 
business success, you will find that this sign identifies, as well, those 


Distributors who score highest in sales volume and profit. 


The sales-scoring Parker-Kalon—Distributor “team-work” that gives 
this sign so much special significance continues unchanged, year after 
year. P-K Distributors display it with pride, and with firm confidence 
that they are “OK with PK” . . . for prestige, for sales volume, for profits. 
Parker-Kalon Division, General American Transportation Corporation, 
200 Varick Street, New York 14. 
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Sales Engineering at “Abrasive Tech” 


pays off! Gs 4 


Distributor Salesmen 
get the facts to do 
a real selling job on 
Behr-Manning Products 


For the newest W t h 
in eoated abrasives a C 


, 1954 





The increasing importance of coated 
abrasives and their ever widening 
application throughout industry calls 
for better qualified sales representatives 
than ever before. That is why more 
and more Distributors are enrolling their 
salesmen in the BEHR-MANNING Distributor 
Training Program. Here the necessary — ed o> ieee piel! 
background is obtained with coated abrasive product 
information and application methods studied from the 
salesmen's viewpoint. Those attending find this intensive course 


of training really pays off in increased sales. 


GET FULL INFORMATION — For al! the details cal! the 
nearest Behr-Manning Branch or write The Director, 

Distributor Training, Behr-Manning Corp., Troy, N. Y., 

Dept. ID-1. 


3: Behr-Manning (Canada) Ltd., Brantf 
t: Norton Behr Mann ng Over ea 
New Rochelle, N. Y., U. S. A. 


A COATED ABRASIVES Students try their hand at sharpening Carbide 


/ 
/ 
Tool bits with the new Behr-Manning abrasive 
Be & n0gr eS belt method. 
/ Conroe 


® atvision of NORTON Company 


& PRESSURE-SENSITIVE TAPES 


BEHR-CAT® Pressure-Sensitive Tapes are also 
covered. 


Shirtsleeve session devoted to “‘how to write 
orders and use the Behr-Manning Catalog.'' 


~Behr-Manning! 
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Black & Decker Sales 
are in the making! 


Jou can’t get around it...the tools In construction you get the finest — 
y that serve best, sell best ... and husky housings ... precision parts .. . 
must be the best made. B&D-built custom-made motors, design- 
ed for the job the tool is to do. All are 
assembled by skilled operators with years 
of “know-how,” to give you the finest 
performing tools on the market. 


And in the making of its Portable Elec- 
tric Tools, B&D goes all out to produce 
the highest quality tools on the market. 
Every B&D Electric Tool you get is the 
product of up-to-the-minute design, ex- Topping all this off,is acceptance. Known 
tensive research. Every tool is the devel- for durability. Anown for lightness. 
opment of engineering specialists work- Known for power. Known for versatility. 
ing on a specific tool for a specific use. Black & Decker Portable Electric Tools 
This type of research gave you the origi- are unmatched as power tools for in- 
nal pistol grip and trigger switch; it will dustry. They’re the tools the experts 
continue to give you the latest improve- choose... the tools to make every plant 
ments in design. and shop your prospect... your customer. 


Look what else you have to help 
you sell the Black & Decker line 


The world's most complete line, with the Advanced product engineering! A staff Largest advertising program. Over 5 
right tool for every job — right in type, of product engineers keeps every B&D million sales messages a month in Saturday 
size, speed, power, price! Every plant's a Tool up to the minute with continual new Evening Post and 22 other publications 
prospect for these tools! refinements, new features! “Tell” to help you sell. 


So talk up all these features to your 
prospects. And watch your sales 
and profits grow. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


* - 
Special sales assistance! A i ea 
highly trained B&D Sales ; _~ a D 
Staff is yours, to first-aid A ' 
your own salesmen and - 7 : 


always aid your sales! one PORTABLE 
ELECTRIC TOOLS 


37 factory service branches! Your customers can't 


get more than 24 hours away from Black & Decker THE BLACK & DECKER MFG. co. 
factory-trained technicians and genvine B&D re- 610 Pennsylvania Ave., Towson 4, Md. 
=9 ’ 


plocement parts 
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To Norton Distributors’ Salesmen: 


‘‘Now with a G Bond Wheel we can go com- 
pletely around a 16-inch face mill,’’ writes the 
tool supervisor of a New Jersey plant. ‘Pre- 
viously, due to wheel wear we had to index this 
type of cutter at four different positions. Now, 
on a finish cut, we can go completely around, 


and the cutter runs absolutely true within .0005 
inches. These new G Bond wheels have very 
good, cool cutting action; don’t break down or 
leave jagged edges . . . We'll be using plenty of 


b J 


them on our tool room jobs.’ 
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sets new record 
srinding! 


in tool room 


Here’s Proof... Users praise the many 


“TOUCH of GOLD” 


advantages in Norton pace-setting wheels 


Norton G Bond wheels have sure started something! In tool and 
cutter grinding, as in many other forms of precision and semi- 
precision grinding, they’re giving users an entirely new slant on 
how efficient, long-lasting and profitable wheels can be. 





What users say about New G Bond Wheels 


“Good finish, longer wheel life.” 
“Heavier feeds without burn.” 

“Run absolutely true.” 

“No breakdown — no jagged edges.” 
“Cut freely, hold shape with no burning.” 
“They show how a real wheel will cut.” 











In just a few short months the new G Bond has won its place as 
an important factor in the industrial picture. Remember, you’re 
selling the most efficient vitrified bond ever produced, developed 
especially for grinding today’s tougher tool steels. Norton G Bond 
ALUNDUM* wheels cut freer, cooler, faster. They do more work 
per wheel and cover a wider range of jobs. They hold corners 
better, are better for form grinding, dress easier and produce more 
pieces per dressing. 


G Bond wheels in your customers’ tool rooms 


will take heavier cuts in expensive, heat-sensitive steels without 
drawing temper. They'll reduce tool spoilage, give closer toler- 
ances and smoother finishes — with fewer wheel changes and ma- 
chine adjustments . . . Those are the value-adding, money-saving 
**Touch of Gold” advantages that make G Bond wheels outper- 
form any others your customers ever used. 


We’re selling the G Bond hard 


to your tool room market 
This month we’re reaching your tool and cutter grinding con- 
tacts with color spreads like this, and pages, in the trade maga- 
zines. Follow up with your own hard-hitting sales efforts — and 
cash in on one of the biggest hits in the whole abrasive field. 


*Trade-Mark Neg. VU. S. Pat, Off. and Foreign Countries 


** Better cut and less burn than previous Norton or other make 
wheels. We’re re-ordering 250 G Bond wheels,” was the come 
ment from this Ohio tool company. 


Norbide Dressing Sticks 


Lengthen wheel life up to 50%. Norbide dressing sticks, of hard- 
est man-made material, last for years, keep your G Bond and 
other tool wheels in top condition, 


NORTON 


ABRASIVES 
Gllaking better products...to make other products better 
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HATS OFF to Goce 
the du MONT pistriBuTOR* 


for cashing the inquiries we have turned over to you from du Mont 
National Advertising into such an extraordinarily high percentage of 
orders. 


for reaping the steady, profitable repeat business on 
du Mont tools. 


for giving your customers the kind of service that has built your repu- 
tation as a valued source of supply, by providing them with tools that 
save them time and money — the du Mont quality tools displayed here. 


* 


a few choice territories are still open on one or more of these fast 
selling, high profit items. 
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Sell "Em KEYWAYS For A 
Penny Apiece And You Get 
Quick, Sure, Profitable Orders 

for du MONT Wixate Wan” 
KEYWAY BROACHES AND KITS 


Every single plant you call on is a hot 
prospect for these time and money savin 
tools. They cut keyways by hand, wit 
arbor press, in 1/10 to 1/30 the time it 
used to take. Easy to demonstrate. A great 
satisfaction to sell, and a sure builder of 
good will and repeat business. 


Sell ‘Em du MONT 
Super High Speed, 
Ground TOOL BITS 


Here’s a Super High Turnover 
line that’s walking off with the 
business wherever introduced. 
Available from stock in a com- 
plete range of standard size 
Square and Rectangular Bits. 
Precisely blended and balanced 
to do most cutting, take a 
keener edge and stay on the 
job longer. Once you get your 
customers to try ‘em they sell 
themselves on performance. 
You get the nice, steady repeat 
business from then on. Why not 
get in on the ground floor? 


, N yams 
O-» * 4 l qn 
t . 

temo 


i, 


When a customer develops a job for 

cial broaches, he wants 'em 

precision broaches, pictured, fit the stan- 
dard tooling we use to make our regular 
Keyway Broaches. That's po we can of- 
fer such attractive prices deliveries. 
Sold only through the Distributor, Why not 
cash in on this profitable, volume, repeat 


business. 


: 
: 
: 


Sell ’Em Whiaate Wan” 
MAGNETIC BASES 


Everyone to whom you sell 
dial indicator gages is a 
h-over for this handy 
agnetic Base. It’s a terrific 
time saver! It supplies mag- 
netic power for many 
uses ‘round the shop. Priced 
right and with many exclu- 
sive features that make it a 
real volume and profit item, 4 


The du MONT 
CORPORATION 


Greenfield - Massachusetts 
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to help you sell more (S/razr 


oe 


HIGH SPEED ATTACHMENT 





Up to 27000 rpm for rotary filing and cutting 
with high speed steel and carbide tools! 


Step-up gears mounted in gear head 
triple rated spindle speed . . . let your 
customers meet surface-feet-per-minute 
(sfpm) recommendations, even for carbide 
tools, with ease. 

And it’s easy to work with because the 
step-up gears are in the head rather than 
the handpiece. That means a smaller, 
more flexible shaft can be used and the 
handpiece is compact, light weight. So 
you can promise your customers less 
operator fatigue, faster, more accurate 


work, 


Flexible Shaft Machines 


QUICK CHANGE HANDPIECE 


Change tools in seconds— without wrenches 
—in three simple steps! 


Just PRESS the locking button mounted at 
the shaft end of the handpiece; PULL the 
handpiece away from the shaft; SNAP 
another handpiece in place and you're 


ready for work! 


It's standard on new Strand Flexible Shaft 
Machines with #6 or smaller handpieces, 
also on the new High Speed Attachment 

. at no increase in price. Also easily 
adapted to present units by fitting them 
with a new casing and adapter parts. So 
inexpensive your customers will want one 
for each of the tools they use most often. 


Both of these developments are exclusive with Strand . . . producers of the widest 
line of flexible shaft machines in the field. If you're not already handling this famous line, get in 


touch with us now for information on open territories. 


Recommend Strand Flexible Shaft 
Machines for grinding, brushing, 
rotery filing, sanding, drilling, 
buffing, polishing. 


Ask for Catalog 131-A. 


eR 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND DIVISION 
Weedberry, Bottimore 11, Maryland 
5001 N. Wolcott Ave., Chicago 40, Ill. 
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Not just a “‘face-lifting’’ to meet the new NEMA standards, 


but a completely redesigned motor line 


The Louis Allis Co 
proudly breseils 
the NEW L.A. Zee 


VELL 





mneentrated utilization of over 50 years of engineering and development 


brings you this in motors. 


Please turn the page... 





Here’s new power for all 
standard and special motor applications 

















& New L. A. Fan-cooled and Explosion-proof Motor a» New L. A. Open Drip-proof Motor 


From over 50 years of motor building experience and 


the first fan-cooled, explosion-proof motor 


the first rapid-reversing motor 


many fa mous firsts including the first reaily splash-proof motor 


the first screenless textile motor 


comes the N i a lane 


Here's the motor that’s entirely new through and through, with the new L.A. line. See how these new motors can provide 
such features as new modern styling ...improved ventilation more power in a smaller package for your product or plant 
greater protection ...new conduit box arrangement .with the same high standards of Louis Allis performaace, 
new bearing construction...and more versatile mounting temperature ratings, service factors and torques. Call 


Get the facts on the most up-to-date motors available— your Louis Allis Sales Engineer for the complete story 


. 
Special Note Louis Allis motors, built to the same 


high standards of quality and performance in the old NEMA standard frame sizes, will still be 


available if you require them for interchangeability or replacement 


MILWAUKEE 7, WESCONSIN 





NO NEED to search through directories or ask people 
about it. When you need a finished bearing, a bar 
of bearing bronze or any other one of countless items 
of industrial materials and equipment, just phone 
your industrial distributor. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items..With monéy- 
saving convenience, he can supply hundreds of different sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


Ask him 

for a Bunting 

Catalog which gives 
complete dimensional 
and technical data. 


Bunting 


BRONZE BEARINGS + BUSHINGS «+ PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop « Iron Age * 
Machinery + Mill & Factory + Southern Power & Industry * Steel 


The Bunting Brass & Bronze Company « Toledo 1, Ohio « Branches in Principal Cities « Distributors Everywhere 


® 
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THESE WAREHOUSES— 


mean QUICK Sowiee. 


JERSEY CITY, N. J. 

















CHICAGO, ILL. 
1523 S. State St 
Wbster 9-5774 








SAN FRANCISCO, CALIF 
244 Ninth St it 
— KANSAS CITY, MO. 


1733 Main St. 

2% Victor 7832 
—— 

LOS ANGELES, CALIF $7. LOUIS. MO 


3026 East Olympic Bivd 1700 Chestnut St TENN 
. MEMPHIS, TE 
Atigolus 3-6128 Cintral 6447 730 S. Third St 


] 5-269! 


Home Office 
FORT WORTH, TEXAS 
3600 McCart St. 

Wilson 4255 









































ATLANTA, GA. 








* 45| Whitehall St.. S.W 
MAin 7919 





HOUSTON, TEXAS 
$831 Armour Drive 


Dat hulu a 


SELLING 


FORT WORTH “QD” SPROCKETS and “QD” SHEAVES 
HAVE THE ADVANTAGE OF ONE HUB FOR BOTH 


Fort Worth originated the ta- Why the “QD” hub in roller chain 
pered hub sprocket with the con- sprockets? Better acceptance by indus- 
veniece of the distributor in mind. try of the QD principle; more rugged, 
One hub to do double duty in fool proof assembly; larger maximum 
BOTH sheaves and sprockets. bores are but a few of the answers. 
Noworry about running to a Space does not permit us to give all of 
machine shop for a quick rebore. the advantages. Drop us a line, and 
The distributor makes a generous we will be glad to explain further—or 
profit on the full sale, not just better yet—See for yourself—Try QD 
on the price of a “stock bore” Sprockets and Sheaves — 
sprocket alone. BUY Fort Worth! 





Write for your copy of “QD” 


SPROCKETS, Catalog Section STEEL & MACHINERY CO. 


300-0 just off the press. 
Dept. 11, 3600 McCart, Fort Worth, Texas 
ORIGINATORS OF TAPERED-SPLIT HUB SPROCKETS 
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ARMSTRONG 


TOOL HOLDERS... 
for every operation! 


There are ARMSTRONG TOOL HOLDERS in sizes and types 
for every operation on lathes, planers, siotters and shapers— 
for the heaviest cuts; for the most delicate cuts. 

With Standard shaped cutters, bits and blades of 
ARMSTRONG HIGH SPEED ARMALOY (Cact Alloy) and 
ARMIDE (Carbide-Tipped) they provide a system of tooling 
that assures maximum production per machine hour, lower tool 
costs, and high machining profits. 

Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are being 
bought continuously . . . are a constant source of profit to 
the Industria! Distributors who catalog stock and display 
them. It is a profitable practice to put the question, “What 
ARMSTRONG TOOL HOLDERS do you need?” 


Write for our New S-48 Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave., Chicago 30, Illinois 
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TIME-SAVING, ECONOMICAL 
TAPPING SCREWS ARE USED 
IN AWIDE VARIETY OF APPLICATIONS 
THEY ARE USEDIN: SHEET METAL, 
IRON, BRASS, BRONZE AND 
ALUMINUM CASTINGS, PLASTICS, 
PLYWOOD, SLATE, ASBESTOS AND 
IN FASTENING UNLIKE MATERIALS 
SUCH AS LEATHER TO METAL, 
PLASTIC TO WOOD ETC. 



















































































for as many copies 
os you need. 


wn *This information 
is available intab- 

, 4 ular form for easy 
>) (000 reference. Write 
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COMPANY 


This important aew film dramatizes the story of fasteners. It BETHLEHEM STEEL 
BETHLEHEM, PA 


Export Distributor: Bethlehem Steel Export Corporation 


delves into such common, everyday items as machine bolts, 
nuts, rivets, track bolts and spikes, and also describes roof 
bolts, high-strength bolts, oil-well sucker rods, and a wide 
range of special fasteners. The film takes you behind the scenes 
in our modern fastener plants. It shows how fasteners are made, 
and explains the vital part they are playing in industry 


“Holding Power’ is in color, with sound. It is on 16mm 


> 


d has : Z i ately 3 ite 
hlm, and has a running time of approximately 30 minutes BETHLEHEM STEEL COMPANY 


“Holding Power"’ is an ideal film for showing to distributors, BETHLEHEM, PA 
consumers, and others closely associated with fasteners. It is Gentlemen 
Please send me a print of your new film,’ Holding Power 


also an interesting, highly educational picture for genera! 1 will return it promptly, paying return postage 
. lee ’ ? ; 2m . @yink rein POStaR 


audiences. There is no charge, except for the return postage 

c . Approximate date wanted 
If you would like a print for showing, fill out the coupon, Send Print to This Address 
selecting a date well in advance, and mail it to Publications 
Name of Company or Organizatior 


Department, Bethlehem Steel Company, Bethlehem, Pa. 


BETHLEHEM STEEL |. 
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product 


Why You Can Offer 


longer, Trouble-Free Service 


@ The choice of metals used in the R-P&C Rising 
Stem Bronze Gate has a lot to do with its fine serv- 
ice record. The body is cast of high test bronze in 
our own foundry, the stem is high tensile rolled 
bronze, while the solid wedge and seat rings are 


nickel-alloy. 

The design is important, too. The union bonnet 
adds strength and won’t distort the valve body or 
threads when it is removed. Fluids don’t come 
directly in contact with the operating threads and 
the rising stem shows position of the wedge. It’s 


easy to disassemble this valve where frequent clean- _® Write our Reading, Pa., office for 


literature on this increasingly 


ing is necessary. 
popular R-P&C Valve 


The No. 716 R-P&C Bronze Gate Valve is made in 
sizes |,” to 3”, for 200 lbs. steam pressure at 500° F; 
or 400 Ibs. owG, non-shock. It is economical to buy 


and use. a Pp &C 


SM aire ernision valves 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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HIGHEST QUALITY. It’s both easier and more SUPERIOR SERVICE. The Roebling Wire Rope 
profitable to sell the wire rope line that’s recog- line is complete... meets every requirement. 
nized as unsurpassed for service life and Strategically-located warehouses assure prompt 


economy. deliveries. 











CONSTANT ADVERTISING builds demand. ROEBLING ENGINEERS AND REPRESEN- 

Full page advertisements, in color, reac h all your TATIVES WORK FOR YOU ... their technical 

prospects, every month assistance is available whenever needed to help 
your sales effort. 





Ask us about Roebling distribution in your territory 
JOHN A. ROEBLING’S SONS CORPORATION 


Trenton 2, New Jersey 


A subsidiary of The Colorado Fuel and Iron Corporation 
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The grass is greener 
on our side 
of the fence 


—Heller distributors enjoy the advantages and pro- 
tection of a highly selective sales policy. 


—If you’re a Heller distributor, you can supply all 
your customers all the files they need from one 
complete line — Heller. 








—Heller products are widely known anc nationally 
accepted. A strong advertising program backed by 
fresh new catalogs and sales literature makes the 
selling job easier. 








—Top factory service and friendly cooperation 
eliminates many headaches. Heller representatives 
. are always available, always ready to do that 


/ 
. merica’s oldest : : “extra” job that brings in extra profit. 
file manufacturer 


Co 


TIM TUS Ltt 


FILES and TOOLS 


\ iL 


. 
Lili 


THESE THREE FAMOUS FILES 
ARE MADE ONLY BY HELLER 


NEWCOMERSTOWN, OHIO, U.S.A. 


A New Jersey Corporation 
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supplies all your requirements for ¢ 
SCREWS, BOLTS and NUTS 


BETTER PROFITS FOR DISTRIBUTORS 
are “built into” every part of 
PHEOLL’S dynamic new program 
on threaded fasteners. One im- 
portant way you gain is in having 
a single, reliable source able to fill 
all your needs. Costly, time-con- 
suming paper work and follow-up 
are minimized because— 


1. You need fewer purchase 
orders—consolidated ordering 
from the complete PHEOLL line 
saves going to several sources for 
different fastener types and sizes. 


2. Your follow-up detail is re- 
duced—centralized buying elimi- 
nates many letters, telegrams and 
phone calls. 


3. Your selling and buying are 
simplified—with only one brand 
name and one line to learn. 


But that’s only the beginning! 
PHEOLL also guarantees you re- 
ferral of inquiries and orders...ex- 
ceptional delivery service from the 
industry's largest stocks . . . instant 
stock information...and many 
other big benefits. 


Check the list. PHEOLL can help 
make threaded fasteners a profit- 
able volume line for you. Take ac- 
tion...cash in on this oppor- 
tunity ... write, wire or phone 
today for complete details. The 
PHEOLL man in your area is avail- 
able to see you at your convenience. 


INDUSTRIAL DISTRIBUTION © JANUARY, 1954 




















You don’t get caught with steel you can’t use! 


WHEN YOU BUY STEEL FROM 
WAREHOUSE, YOU GET: 


@ LOWER INVENTORY COSTS 

@ LOWER S°ACE COSTS 

@ LOWER TIME COSTS 

@ LOWER CAPITAL INVESTMENT 
@ FASTER PRODUCTION 


@ FEWER INVENTORY LOSSES 


y* can avoid this costly possibility by using the nearest U. S. Steel 
Supply warehouse as your own. From it, you can get the steel you need 
. in large or small quantities . . . cut to your specifications . . . delivered to 
your production area . . . at the time you desire. You run no risk of inventory 
obsolescence. Your U. S. Steel Supply salesman will help you put your steel 


purchasing on a most economical and efficient basis. 


U.S. STEEL SUPPLY 


DIVISION 


General Office 
208 So. La Salle St., Chicago 4, Ill. Warehouses and Sales Offices Coast to Coast 





Pm ITeoO stares 7 oe a 


TOOL 
MAINTENANCE 





— 


FOR MODERN SANDING 
BY MACHINE OR HAND 
WET OR DRY 


FOR eq ~ 
TOOL AND DIE fo te a 
WORK i ° FOR HAND GRINDERS FOR GENERAL GRINDING FOR CENTERLESS GRINDING 


For over 30 years world-wide users of abrasive products hove 
recognized BAY STATE as a source of highest quality. 

This reputation has been gained by the exacting work of its 
skilled craftsmen, exhaustive product testing and constant field 
research. Wheels of progress indeed! 


— — am — 


For maximum effectiveness of these ‘Wheels of Progress” in your plant, 
BAY STATE offers “On-The-Job” Engineering Service. It brings experienced, 
abrasive-product specialists to any trouble-spot or low-efficiency operation 
in your grinding department. 

These men know grinding, and their services are yours for the asking. 
Write: Bay State Abrasive Products Co., Westboro, Massachusetts. 


BRANCH OFFICES ANO WAREHOUSES — CHICAGO, CLEVELAND, DETROIT, PITTSBURGH. 
IN CANADA: BAY STATE ABRASIVE PRODUCTS CO. (CANADA) LTO., BRANTFORD, ONT. 


Manufacturers of all types of Quality Abrasive Products | 
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how to sell WARREN-TEED SLEDGES 


l You can prove Warren-Teed 
Sledges are in perfect balance. Place 
one of them on a flat surface, give it a 
flick of the wrist and watch it spin in 
an upright position. That's balance! 
Striking faces are machined to a perfect 
are and mirror-like finish. Body of the 
sledges are Dutch Blue finish. Shipped 
with or without handles. 


WRITE FOR FREE CATALOG 


2 Draw this sketch for your next 
customer and show the extra heat treat 
area. Warren-Teed Sledges are DEEP 
heat treated for even wear and longer 
life. They are shock quenched by eight 
high-pressure nozzles, giving all work- 
ing surfaces uniform hardness over 
greater area. The eye is shielded from 
the shock quench to give that area 
ability to absorb greater shock. Make 
this sketch and watch them sell. 


WARRENCTEED 


trade 


3 Here's a security number — No. 
53614 — it's the mill heat number of the 
steel used in this Warren-Teed Sledge. 
Physical and chemical properties were 
recorded under this number just as they 
have been on the thousands of pre- 
ceding heats during the past decades. 
Thus, history and invaluable experience 
records enable Warren Tool to specify 
the proper steel and control the heat 
treating to give you assured quality — 
a strong sales point for you. 


were 


mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 


General Offices . 


Export Division 
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Warren, Ohio 


30 Church St., New York 7, N. Y. 
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INSERTED TOOTH: For heavy production cutting 
of all steel, brass, copper, and aluminum. Alternat- 
ing square and beveled teeth “tri-vide” chips for 
easy cutting and clearance. Teeth can be easily re- 
placed, singly or in complete sets, in the plant by 
any average mechanic. 

SOLID TOOTH: For geneval shop cut-off jobs . . . 
for use on smaller automatic cut-off machines and 
for cutting jobs where narrow kerf is important. 
SEGMENTAL: For especially smooth cuts on pro- 
duction work. High Speed steel toothed segments 
are securely held in a tough alloy plate by a special 
tongue and groove design, have quick clearance 
for faster, freer cutting. 


ry Branc 





“Pick your Teeth! ‘ 


For the best saw-performance on any job... 
SIMONDS gives a choice of All 3 Types! 


SIMONDS MAKES ALL THREE TYPES OF 
CIRCULAR METAL-CUTTING SAWS. So you 
can be sure that SIMONDS will give you the right 
saw for your customer’s job .. . for any type of ma- 
chine. Write the nearest Simonds Office. 


SIMONDS 


' SAW AND STEEL CO 


| 


hes in Boston, Chicago, San Francisco and Portland, Oregon. Canadian Factory in Montreal, Que 


Divisions: Simonds Steel Mill, Lockport, N. Y.. Simonds Abrasive Co., Phila., Pa. and Arvida, Que, Canada 
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*Series 12100 


CARBON { 800 Pounds @ 750°F. 
STEEL } !500 Pounds Cold Non-Shock 


For 150-800 pounds service * Round ~ 
Bolted Bonnet * Bolted Gland * Gasket 
or Ground Joint * Outside Screw and 
Yoke * Renewable Seat Rings *- Solid 
Wedge — Slotted Type * Rising Stem 
11%/-13 Chrome Stainless Stee! 


Tr mmings ° Sizes '/4 to 2? inclusive. 





HENRY VOGT MACHINE CO. Louisville 10, Ky. 


BRANCH OFFICES: MEW YORK © PHILADELPHIA «© CLEVELAND eo cHitaco e ST. LOUIS « DALLAS 
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More and more manufacturers are com- 
ing to the realization that destructive cor- 
rosion, rather than breakdown, threatens 
the equipment they manufacture or use. 

... and any equipment is no better than 
the fastenings that make its operation 
possible. 

Are you stocking the finest in corrosion- 
resistant fastenings — fastenings by 
Harper? 

The H. M. Harper Company is the 
world’s largest and oldest exclusive pro- 
ducer of fastenings from corrosion-resist- 
ant metals. Over 7,000 items are carried 
in stock, bringing to you the multiple ad- 
vantages of a single source of supply— 
one order to write—one account to keep 
—one bill to pay. 

Harper branch offices and distributors 
are located in all market areas, ready to 
give you prompt service. Harper metal- 
lurgists and engineers are available to 
work with you on any tough fasten- 
ing problem. 


THE H. M. HARPER COMPANY 
8219 Lehigh Avenue 
Morton Grove, Illinois 


DIVISION 


FASTENINGS OF HIGH TEMPERATURE ALLOYS 


Y—13 x4 
Silicon Bronze 
Carriage Bolt 


BRASS + NAVAL BRONZE 
E: ale 7 - SILICON BRONZE 
a 7 + MONEL + WICKEL 
EVERLASTING FASTENINGS + ALUMINUM 


+ ALL STAINLESS STEELS 


if « 


SPECIALISTS IN ALL CORROSION-RESISTANT FASTENINGS 
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depressed center wheels 


BRAND NEW PROFIT-MAKER 
a | a Loe 


Reduce rough welds... fast, safely! — Remove flash from castings... fast, safely! 


continually putting more sense in your customers abrasive dollar... c 








Finish rough edges... fast, safely! 


Here’s a great new cost-cutter by CARBORUNDUM 
to help your customers do a fast, safe job of 
roughing... grinding welds... cutting off...and 
slotting. CARBOFLEX Depressed Center Wheels 
are strongly reinforced for complete operator 
safety, yet give an extra high rate of cut. 

Some typical jobs where CARBOFLEX De- 
pressed Center Wheels have proved their supe- 
riority: undercutting and reducing heavy welds, 
cleaning castings, roughing off fins and sharp 
edges, notching and cutting off gates and risers, 
removing surface defects, and general purpose 
roughing, slotting and cutting off. 





Cut off or slot... fast, safely! 


FOR OUR DISTRIBUTORS... 


An exclusive feature of the CARBOFLEX De- 
pressed Center Wheel: the back, as well as 
the face, is knurled. Your customer can cut 
with either side plus the edge, without initial 
dressing. 

The right combination of tough, top-quality 
abrasive grain and a strong, reinforced bond is 
what makes CARBOFLEX Wheels so effective. 
CARBOFLEX Depressed Center Wheels combine 
extreme high strength and resistance to crack- 
ing with maximum cutting ability...the only 
combination that gives your customer more 
production per wheel at less abrasive cost. 


@ WE'RE TELLING YOUR CUSTOMERSto ask you to demonstrate this remarkable new 
cost-cutter. But you'll make many more sales if you offer to show what CARBOFLEX 
Depressed Center Wheels will do—on every call. You'll find it takes very little demonstration 
to turn a mildly interested prospect into an enthusiastic buyer! 
The Carborundum Company, Dept. ID 85-41, Niagara Falls, New York 


 CARBORUNDUM 
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And it's FASTENERS that make the 
sale of hand tools really profitable! 


@ May seem odd, but there’s lots more 
money in selling razor blades than in selling 
razors. One razor does a man for years, but 
he needs new blades every other week or so. 

Same thing with fasteners. Every hand 
tool you sell indicates a need for bolts, nuts, 
screws, etc. And that need continues 
through the tool’s useful life. For smart in- 
dustrial distributors, fasteners are a steady 
source of extra profits 


Likewise, it’s the smart industrial distribu- 
tor who stocks a well-rounded selection of 
RB&W fasteners. When you handle the line 
made by one of the world’s largest fastener 
manufacturers, you’re always able to recom- 
mend the right fastener for the job— RB& W 
is the complete quality line that stays in de- 
mand year in and year out. Write us for 
details. Russell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, N. Y. 

Note: Man is being pleasantly de-furred 


with Rise shaving cream. Rise dispenser 
plungers are made by versatile RB&W. 


ie 133 & Ww The complete quality line 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N. Y., CORAOPOLIS, PA., ROCK FALLS, ILL, LOS ANGELES, CALIF. Additional saler offices at: PHILADELPHIA, PITTSBURGH, 
DETROIT, CHICAGO, DALLAS, SAN FRANCISCO. Soles agents aft: PORTLAND, SEATTLE. Distributors from coast to coast. 
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LEADER 


IN WIRE ROPE AND CHAIN FITTINGS 


Always ahead of the field — that's something you 
can count on with Laughlin. And you'll be ahead, 
too, when you push this quality line. It's the most 
complete — and the most widely accepted -—— line 
of drop forged fittings. 


Here's the new clevis hoist hook, and it's a 
hook your customers will go for. With hex 
head bolt, check nut and cotter it can be 
installed or removed in a jiffy. 


Available in four safe working load sizes: 
1.5, 2.1, 3.1 and § tons. 


Here's a drop forged heat treated binder 
with major desiqn improvements. It uses 
Laughlin CLEVIS GRAB HOOKS so the user 
can always have the correct size hook for 
the chain. You can buy binders less the 
hooks and supply proper size hooks from 
your stock. Less inventory for you and a 
better binder for your customer. Two 
basic sizes, each takinc 4 hook sizes. 
Swivel tongue swings on end of slotted 
jaw to prevent spreading; positive cam 
lock; light weight yet strong. 

#1 Binder for hook sizes %4", A”, %”. 


#2 Binder for hook sizes %”, 4", '2", 


Just about the handiest thing ever invented 
for making up single or double leg chain 
assemblies and for other chain connections. 
Requires no special tools or welding. Use 
with Laughlin weldless rings or pear shaped 
links. New, exclusive cotter guard protects 
hands and pin end. Available in 4 sizes. 
(Send tor new folder) 


LAUGH tin protects the distributor 
THOMAS LAUGHLIN CO. ® 
112 FORE ST., PORTLAND, ME. 
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This salesman sells the whole line! 


Give your salesmen Armour Coated Abrasives— 
they sell faster because they're precision-made! 


Nearly every plant your salesmen call on uses coated abrasives 
—and every plant wants the sharpest, longest-lasting abrasives 
it can buy. Many of them have used Armour’s precision abra- 
sives for over fifty years—they like the high quality of Armour's 
complete line. That acceptance, that volume is what your 
salesmen need to make more dollars per call! 

Armour pre-sells your prospects and customers. Direct mail 
and advertising explain how our electrocoating process makes 
Armour abrasives strong and firm and how a special heat- 
treating process makes the grains extra tough. Interesting 
booklets and pamphlets as well as “giveaways” help make 
the sale. From then on, your salesmen and a superior product 
take over for steady, continuing sales. 

You will be interested in the new Armour Technical Appli- 
cation Laboratory, full of the latest equipment to help solve 
problems for distributors’ customers. With backing like this, 
your salesmen can’t help but get more dollars per call. 

If you're interested in handling the Armour line of preci- 
sion coated abrasives, write us today! 


Cott Araoive 


Armour and Company «+ North Benton Road + Alliance, Ohio 
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AL: 


ALLEN adopts 
net pricing 


LEN: 
saves distributors 
time and money 


ALLER 


MANUFACT 
URING co 
MPA 
Hartford 2, Connecticut, U.S.A oe 
fat 
a") 


We are now furnishing two net price lists—one pricing and computation,” reports a typical 
quoting consumer prices on full standard pack- Allen Distributor. Apply this time saving to a 
ages and bulk quantities, the other net Dis- broad “active” line like Allen Socket Screws, 
tributor Prices. and you make really worthwhile year-in-year- 
out savings in time, while reducing the possi- 
“Makes a 24% saving in time required for bility of costly pricing errors. 


SOLD ONLY THROUGH LEADING INDUSTRIAL DISTRIBUTORS 
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NICHOLSON SUPERIOR 


Milled Curved Tooth Files 


have these technical distinctions: ( 
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NICHOLSON SUPERIOR CURVED TOOTH FILES come as follows: 


RIGID, tanged—(1) Flat, (2) Pillar, (3) Square. SUPER- 
SHEAR (patented) — (4) a svecial rigid, tanged Curved Tooth 
file with teeth milled in on an are that is “off center” and with 
longitudinal angular serrations to break up filings. FLEXIBLE, 
with holes for use in flexible file holders—(5) Flat only. 
RIGID, with holes for use in straight file holders— (6) Half 
Round Shell with teeth on convex side only, (7) Half Round 
Moulding with teeth on concave side only. 
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m SHORTIES' 


Only 12%” and 
12%: with handles 


12% 


TTT" oie A TTT pore 
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Pi amin! 
A short 9%” and 934” 
with handles removed 





Two New Leaders In The Long Line of STANLEY Drills 





Distributors who stock Stanley Electric Tools know 
the excellence and completeness of this line of drills. 

And their customers know. Now Stanley introduces GOOD COMPANIONS 
two more drills with important new feaiures for use 


in industry. 

Try the new “SHORTIES” for quick sales. These and “50-50” auger bit sets are nat- 
drills are particularly suited for the close area work ural companions selling with the 
so often faced by maintenance men. Electricians, two new Stanley “SHORTIES.” 
plumbers, carpenters all find themselves daily in They go together. For complete 
tight corners where they need drill power packed information, write Stanley Electric 
in less-than-usual-length. These two new Stanleys Tools, 412 Myrtle Street, New 
measure 124%,” and 12%” with “D” handles attached 

. with handles removed (a quick, easy job) they're 
only 974” and 934”. 


Typically Stanley in design and material, both 
drills have full anti-friction ball and needle bearings 4 T AN i EY [ ‘J 
and alloy steel gears. #123 drills up to 4” in steel, STANLEY 


134” in wood and turns 330 r. p. m. with a full load. 
HARDWARE 
TOOLS 


#383 drills 4%” in steel, 1'4” in wood at 580 r. p. m. 
Both new light weight “SHORTIES” have the easily ELECTRIC TOOLS cane STRAPPING 


wiped, high polish, Stanley finish 


Stanley high speed steel Hole Saws 


Britain, Conn. 
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...and now, The Jack Pot Question! 


can you name the company 


supplies catalogs and 





literature that's hard selling & gets results . . . 


conducts sales meetings and special promotions 


will do “missionary work’’ with your salesmen 


that helps rileL4=M hick ee Miilel lei profit ict 


makes the vise in the world... 


guaranteed unconditionally for 5 years!.. . 


lze the answer? 


‘The company that gives you a complete 
profit line of industrial clamping 
ols and an accepted Brand Name 
that means quality in your business. 


WILTON TOOL MFG. COMPANY 
Dept. ID-1 925 Wrightwood Ave., Chicago 14, Illinois 


offices in: new york * chicago * los angeles 
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Dependable, Efficient 
q@ umtis AIR COMPRESSORS 


AIR HOISTS 
AIR CYLINDERS 


a pes 


Cry 
ee (7) 
1ORE prot’ 


PRECISION BUILT COMPRESSORS 
UP TO 50 H.P. 


Advanced two-stage design saves electric current. 
Delivers more air per horsepower. 

Timken tapered main bearings. 

Pressure lubricated rod and piston bearings. 


Assures long trouble-free performance. 


TWO-STAGE, AIR COOLED 


TIME-SAVING Cuwtis 
Air Cylinders and Air Hoists 


@ Low-Cost lifting, lowering, 
pushing, or pulling 

@ Accurately controlled 
operating speed 

@ Cylinders are ground and 
polished 

@ Valve is of disc type lapped 


to its seat. 
Curtis Bracketed Air Cylinder 
can be placed in any position from horizontal 
to vertical. Will lift, lower, push or pull. 


Curtis Pendant Air Hoist 
for any lifting or lowering 
job where headroom is 
not limited. 


CURTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Co. 
1911 Kienlen Avenue, St. Lovis 20, Mo. 


Iu 1954. 


Celebrating 100 years of successful 


manufacturing experience. 
| am interested in items checked be!ow: 


[) AIR COMPRESSORS [] AIR HOISTS [1] AIR CYLINDERS 


Capacity...Current... Lload...Lift.. Load... ..Lift..... 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1911 Kienlen Avenve St. Lovis 20, Missouri 


rocoto 
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Industrial plants have many places where 100- 
pound (WSP) valves could be used. Yet you'll find 
more expensive va'ves of higher pressure. Why? Ap- 





parently some industrial customers haven't been told 
that quality valves are available for 100-pound serv- 


ice. You can save your customers money by recom- 
mending O-B valves for such installations. An O-B 
100-pound valve has the same fine materials and 
workmanship as O-B valves of higher pressures. We 
believe quality counts at 100 pounds, too. 





4367-V 


BRONZE GLOBES + GATES » ANGLES + CHECKS + FOR INDUSTPIAL SERVICE 
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‘Daddys stuck, mommy ” 


It happens so often at the end of a wintry day. 
Your car has carried you faithfully, from one 
business call to another, over streets and roads 
passable by public snow removal equipment. 

Then dead-tired at nightfall, and within sight 
of your family and the warmth of your fireside, 
you get stuck in your own driveway! 

To be “snowbound” fifty feet from home is an 
exasperation many of us have shared . . . but a 
totally unnecessary one. Modern driveway and 
sidewalk snow melting systems prevent it and 
should be as much a part of the modern American 
scene as the integral garage or the automobile 
itself. Amortized over the lifespan of the home 
and financed as part of the mortgage, or later as 
part of an improvement loan, the cost per year is 
negligible compared with the safety, convenience, 


reel Pige 
Vs FAVSL CHANCE. 


increased property value, and collateral benefits 
derived. 

Reliable stee/ pipe, proved in over 60 years 
of hot water and steam heating, is the most 
widely used heat transmission medium for snow 
removal systems. For steel pipe is economical, 
durable, readily formable and weldable for coils 
and grids, and is “familiar” to plumbers and 
pipe fitters everywhere. 

Public interest in “domestic” sidewalk and 
driveway snow melting is high, due to the 
dramatic success of commercial installations seen 
in metropolitan areas. A new 32 page color 
booklet, “Steel Pipe Snow Melting and Ice Re- 
moval Systems”, will help you capitalize on this 
interest and is available without charge or obli- 
gation. Write 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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S thts th the wortlti fiz 
¢ tir Wi rend 


Gnap-Jock vnuxe 
No. 2610-10” 
No. 2607+ 7” 


PROMPT DELIVERY 
FREE; Display 
Literature 
Mats 


Are you offering it to your customers? 


These exclusive advantages: SWIVEL JAW ¢ JAW SIZE INDICATOR ¢ FINGER-TIP LOCK RELEASE 
Fits work. Holds tighter. Visual, on handle. Saves time. Saves hard pull to unlock jaws 





No. 610-10” 
No. 607- 7” 


e na - 
Whe Svap lock 
ZZ, yo teedttd We 

Your Seymour Smith distributor 
has full information—or write us. 


Also Utility Pattern ‘“Snap-Lock’’. Same locking principle, 
same rugged construction but without exclusive features above. 








Seymour Smith 
* al ~y Seymour Smith & Son, Inc., 44101 Main Street, Oakville, Conn. 
<snap-Jock 


Sales Representative: John H. Graham @& Co., Inc., 
Swnce TEX0 


105 Duane St., New York 8, N.Y. 
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“MARVEL” 44s 


Always HAD the edge 





MARVEL High-Speed Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel 
cutting edge electrically welded to an exceptionally tough, 
strong alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are f 


recommended. This greater tension is confined to the cut- 
ting or leading edge by the location of pin holes (exclusive 
MARVEL design feature) and cannot be overcome by work 
resistance. Heavier feeds and greater speeds are practical 


without “run out.” High-Speed-Steel cut- 


ting edge. 

With greater accuracy, higher production and lower costs 

per cut, come the extra dividend of Safety, for MARVEL Tough unbreakable 
High-Speed-Edge Hack Saw Blades are Positively Unbreak- * alloy stecl body with 
able—they will not shatter. hardened eyes. 


MARVEL High-Speed-Edge Hack Saw Blades cost no more 

than ordinary blades. MARVEL High-Speed-Edge Holes Saws Integrally welded to 
not only the “edge” but the tough alloy steel bodies which * make a_ fast-cutting 
give them the extra strength needed for deep work on drill long lasting composite 
presses and lathes. MARVEL Band Saw Blades come welded blade that is positively 
to size ready for use, packaged in individual boxes . . unbreakable. 

these three lines of superior metal-cutting saws constitute 

the very finest blade service you can offer your customers. 


ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 
5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 


; 4 ‘eé ' ‘iu 4 in ; 
Better Machines-Better Blades 
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Our house? 
Built with wire rope? 


l’’ to the giant that is 


Not only yours, Mr. Brow yns of others too ipplying these “‘muscles of steel 
\ miracle of the postwar yea en the construc- merican industry is our big job here at Wickwire 
of more than 7-million new dwe ts. Accom » we've been doing well for over half a century. 
nlishment of this tremendou has called **muscles In the mines... the quarries. . . the logging camp 
steel”’ —rugge ire rope that \ ctor in mining nd wherever wire rope is used, they'll tell you that for 
the ore, quarrying the stor 1 bi nost safety, longer life and most economical service 
that comprise t! you can always count on the quality and strength that is 
building large nto Wickwire Rope. 


A YELLOW TRIANGLE ON THE REEL IDENTIFIES WICKWIRE ROPE 


THE COLORADO FUEL AND 
Houston * Odessa Tex 
PACIFIC COAST DIVISION—Los Angele aki 

Portland * San Francisco * Seattle * Spokane (Fl PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
‘ sun arene, THE COLORADO FUEL AND IRON CORPORATION 


WICKWIRE SPENCER STEEL DIVISION 
Pa 


© Phoe 


Chicago * Detroit * Emlentor 








—— JOWNSTOR 
‘Expands Distribution 


Johnston Pump Company, the fastest growing vertical pump manu- 


facturer in America, has some good territories for the right distributors. 


there's ooo 


in the Johnston Line 


“UNIT-LINE”’ VERTICAL INDUSTRIAL PUMPS 


PROPELLER PUMPS 





GASOLINE DISPENSING PUMPS 





VOLATILE FLUIDS PUMPS 
SUMP PUMPS 
DEEP WELL TURBINE PUMPS 


“LITTLE BEAVER’ TURBINE PUMPS 


Send today for complete details about 


JOHNSTON'S AZo LINE 


JOHNSTON PUMP COMPANY, 3272 EAST FOOTHILL BLVD., PASADENA 19, CALIFORNIA 
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FLEXLOCS STAY PUT. Shuttle assemblies really take a cause real trouble. Machinery stops—it may be damaged. 
Production lags, deliveries suffer, and the manufacturer may 


beating, yet this assembly, put together with FLEXLocs, hasn't 
had a wrench on it since it was installed. Maintenance is a lose considerable money. Stop all this by selling him nuts that 


headache to any manufacturer, and nuts that work loose can stay where they belong—FLEXLoc nuts. 


WHAT’S NEW WITH FLEXLOC 
News that helps you sell 


THINGS TO TALK ABOUT. “Things to Talk About When Selling 
FLeExLoc Self-Locking Nuts” is the title of this new, handy pocket book- 
let. It tells how FLExLocs work, where they can be used, why they can 
be used repeatedly. You get all sales advantages in concise, graphic form. 


It’s a wonderful refresher. Send for yours today. They're free. 


REPLACE THEM WITH FLEXLOC. Thi 
booklet tells and shows why, where, when. It’s 
honey—chock-full of good pictures and goo@ 
information on where to use FLextocs for mains 
tenance. Have your salesmen leave it with theif 
prospects, or make a mailing if you prefer] 
Quantities available without charge. Write FLextiod 
LOCKNUT Division, STANDARD Pressep Steer Co.) 
Jenkintown 13, Pa 
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WHEN THE HEAT’S ON. Modern high- 

quality precision fasteners deserve the best in heat- 

treating facilities, and SPS has done its best to 

provide them. This 110-foot automatic furnace 

line cost over $200,000, but it will wash, harden, WHAT'S NEW WITH UNBRAKO 
quench and temper 1200 pounds of fasteners per 

hour. Through this furnace pass America’s best 

fasteners! Here is where UNBRAKO cap screws, News that helps you sell 

shoulder screws, set screws, dowel pins and pressure 

plugs get their remarkable strength and hardness. 


SPEEDY ASSEMBLY 

INSIDE THE PLANT 
OR OUT. This flow con- 
trol valve, made by a 
Philadelphia manufacturer, 
provides 16 different inlet- 
outlet flow directions for 
industrial fluids of all 


kinds. Four UNBRAKO af 
Socket Head Cap Screws Many UNsRAKO distributors say 


permit the valve to be that the new SPS system of net pricing gives them a profit on 

assembled in jig time. They every order they handle. Under the list-and-discount system, 

also permit any alteration a telephone order of nine items required 200 seconds to price 

in flow combination to be (didn’t include figuring the discount). Under another net-price 

completed in the field in system, it took 210 seconds. The same order took only 150 

less than 5 minutes. seconds to complete under the new SPS system. Some distrib- 
utors estimate that business formerly handled on four trunk 
lines can now be handled with three. A neat 25 percent saving 
which a distributor pockets all along the line. 
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YOUR ADVERTISING. Here are 
a few samples of the ads that help 
build sales for you—a few of those 
which are now appearing in such 
magazines as Machinist, 
Product Engineering, Iron Age, Steel, 
Automotive Industries, Electrical Manu- 


American 


MEN-OF-THE-MONTH 


ta 
Betz 


Gruber 


GRUBER TO BETZ TO BREIT- 
MAYER. This month Raymond N 
Gruber moves from his position of 
UNBRAKO Sales manager to director of 
marketing research at SPS. Charles J 
Betz moves into Gruber’s slot, and 
John W. Breitmayer takes over Betz’ 
post as assistant sales manager. 


Gruber came to SPS in 1936 as a turret 
lathe operator. He helped organize the 
Customer Service Department and the 
company’s present accounting system, 


SALES POINTER. Ever have a 
customer say, “I can’t see the difference 
between an UNBRAKO socket screw and 
so-and-so’s”? Don’t sock him in the 
eye—convince him. One way is to buy 
yourself a 5-and-10 magnifying glass 
and point out the difference between 
an UNBRAKO head and that of an 
ordinary screw. As you know, 
UNBRAKO’S are completely forged 
That means you won't find any 
machining lines under the head of an 
UNBRAKO—and that’s why they're a 
dickens of a lot stronger than the 


average screw. Machining cuts the 


UNBRAKO SOCKET SCREW DIVISION 


facturing, Textile World and a slew of 
other trade and management publica- 
tions. We believe in backing your sales 
efforts to the hilt. This year, more than 
9,000,000 sales talks will be delivered 
to your customers and prospects in 
trade magazines. 


Breitmayer 


and was made director of UNBRAKO 
sales in 1951. Betz was also a turret 
lathe operator in 1940, took time out 
between 1943 and 1946 to serve in the 
Air Corps, and was in the Customer 
Service Department until he shifted to 
UNBRAKO Sales in 1951. Breitmayer 
joined SPS as a mailboy in 1941, Dur- 
ing the war, he was seriously wounded 
when Jap Kamikaze planes sank his 
destroyer off Okinawa. He has been in 
UNBRAKO Sales since last year. 


GOLDEN. Thanks to all 
you distributors who wrote 
to tell us how much you 
liked the SOrH ANNIVERSARY 
Book, its pictures, its facts, 
and all the dope it contained 
about the many: SPS prod- 
ucts. It’s good to know 
that this booklet made a 
darned good selling piece 
as well as an interesting 
memento of 50 years’ 
growth—SPS salesmen dis- 
tributed copies to key 
personnel in the firms you 
do business with. This is a 
book they'll want to keep— 
one which will do you last- 
ing good. 


desirable grain flow lines, weakens the 
bolt, and leaves sharp lines along which 
it is easy for a bolt to shear. The best 
sales talk is always a demonstration. 


It’s a fact 
SPS uses about 160,000 pounds of steel 


daily 


Some 14,000 different items are 


manufactured. 
Sixteen miles of holes are drilled daily, 
914 miles of them threaded. 


More than 100,000,000 threaded 
are kept in stock. 


items 


JENKINTOWN 13, PENNSYLVANIA 
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WHAT’S NEW WITH HALLOWELL 
News that helps you sell 


“BENCHERY'’ POPS THE CORK. An original printing of 5000 
copies of this light and breezy manuscript by the Old Bench 
Hand just whetted the appetite of our distributors. Requests 
for 30,000 more copies have the Old Gentleman popping 
his buttons. If you haven't ordered your supply—now’s the 
time to do it. We'll imprint as many of them as you want. 





__ 


1% MILES OF BENCHES TO GM, WILLOW RUN 
The Hallowell Shop Equipment Division, Standard 
Pressed Steel Co., Jenkintown, Pa., has just made 
final deliveries on almost 1'4 miles of work 
benches to this plant—recently purchased from 
Kaiser to house GM’s Hydra-matic transmission 
operations, and now in full production. This order 
was made up of 1350 work benches, 1350 bench 
drawers, 1000 stools, 80 platform trucks, and 
75 shop desks—a whopping order, a great plant. 


MAKING A MAILING? A new Hallowell self-mailer, Form #839A, is 
ready and waiting to help you sell shop equipment. It catalogs the complete 
line. All you have to do is address, stamp and mail it. We'll gladly imprint 
as many as you need. Write HALLOWeLL SHop EgouipMeNt Division, 
STANDARD PresseD Steet Co., Jenkintown 13, Pa. Put your order in now, 
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Whatever the job... 


marking 
Ties 


or 
Malice 


‘ me f, ‘| Jf at ce 
ons Naa 


PeRmAcet lArES 


Find out how you can use | e sensitive tape write Permacel Tape Corporation, New Brunswick, N. J 
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Ye ere Or) IN COMPILING 
 ‘\ ~MODERN INDUSTRIAL 


x SUPPLY CATALOGS / 


WITH SPECIAL 
FEATURES 


® All prices of tools made of High Speed Steel printed 
in RED, Carbide prices in GREEN. 


® Action illustrations demonstrate the use of many 
products. 


® Manufacturers’ trade marks are reproduced in the 
headings of well-known brands. 


®The pxges are made up into two columns with a 
dividing line making a more effective presentation. 


Included in our list of customers are many of the na- 
tion’s leading distributors. Good will of our customers 
is indicated by their repeat orders to us. 


We are Specialists in the compiling of Industrial Mill 
Supply catalogs as our activities are confined to the 
Industrial Supply Trade. 


The complete story of our method of producing mod- 
ern and up-to-date Industrial Mill Supply catalogs .. . 
will be sent to you upon request. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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g Application 
ER DRILL 


For Every Carbide Drillin 


P 
There's @ STANDARD SU 


sally super! 


Six points of superiority— 
Result of two years’ research. 
Extensive tests indicate it’s the 
most durable and the fastest 
cutting carbide twist drill de- 
veloped to date. Feeds as high 
as 8” per minute in cast iron 
have been obtained. Stocked 
in fractional, wire and letter 


sizes for your convenience. 


NEW LOW PRICES 





f 
// 

an | fin 
bi Gual@ 


QUALITY CAR BIODE Toots paolo] Mae?) te. Bd 


21650 Hoover Rd., Detroit 13, Michigan ° 5210 San Fernando Rd., Los Angeles 3, California 
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“U.S.” V-Belt engineer 
eliminates 51 sizes 


from customer's stockroom! 


(above) U. S. V-Belts 
on a horizontal mill- 
ing machine. 


(left) U.S. V-Belts on 
a vertical milling ma- 
chine. 


(below) Chart shows 
reduction of V-belts 
in customer's 2 plants 
after survey by 
“U.S.” engineer 





PLANT 1 PLANT 2 TOTAL | 
o£ 3 Pre- Post Pre- Post Pre- Post 
: g sur- Sur- sur- Sur- sur- Sur- 
vey vey vey vey vey vey 
No. V-Belt Drives 1084 1084 308 308 1392 1392 
No. V-Belts 3103 3103 757 757 3860 3860 
No. V-Belt Sizes 152 109 85 70 169* 118* 
No. Sizes Eliminated 43 15 51* 
Percent Decrease In 
No. Sizes Used 28.2% 17.6% 30.2% 


Duplicate sizes in each plant not counted in this total 








U.S. V-Belt installations on a double-crank form press. 


Here's what the Plant Maintenance Manager said: “Stocks have 
been simplified ...and the ordering of replacement parts has been 
made much easier.” With U.S. Rainbow® V-Belts, 51 sizes were elimi- 
nated—a saving of 30.2 This was the result of a survey made by 
a U.S. Rubber engineer in two plants of a leading aircraft manufac- 
turer. So impressed was the customer by the thoroughness of this 
“U.S.” engineering service that he has invited “U.S.” to make a 











Packings Survey. “U.S.” Research perfects it 

“U.S.” has the largest collection of V-Belt molds in the world and “U.S.” Production builds is 
can fill any requirement. “U.S.” engineers do not believe their job U.S. Industry depends on it. 
stops when the sale is made. You will find them constantly helpful 
in belt service and selection. Call them at any of our 25 District 
Sales Offices or write to address below. 


anne Dat RS RUBBER COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose + Belting + Expansion Joints + Rubber-to-metal Products + Oi! Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings + Tapes 
Moeided and Extruded Rubber and Plastic Products + Protective Linings and Coatings «+ Conductive Rubber « Adhesives «+ Roll Coverings « Mats and Matting 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD « 


\ 
\ 
: 


“SHINYHEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p .s. i. 
Carried in stock. 


“LO-CARBS” 
Made of AISI C-1018 steel—bright 


finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size — not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Fiat and chamfered ma- 
chined point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 


CONNECTING ROD BOLTS 


Made of alloy steel—heat treated 
—threads rolled or cut—finished 
to extremely close thread and 
body tolerances — body ground 
where specified. Expertly made 
by the pioneers in producing con- 
necting rod bolts by the cold 
upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat trecat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made hy the pioneers in produc- 
ing Cup Point Set Screws by the 
cold upset process. Cup points 
machine turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Fiat and chamfered ma- 
chined point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style—to blue print 
specifications — hexagon feed 
hard; polished if specified — 
threads soft to close tolerance — 
points machine turned; flat and 
chamfered. 


*% 
SPRING BOLTS 


Case hardened to proper depth 
and ground to close tolerances. 
Thread end annealed. Supplied in 
various head shapes, with oil 
holes and grooves of different 
kinds, and flats accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert—steel covered. Finish: piain, 
zinc plated, cadmium plated. Size 
9/16", 3/4", 15/16” across the flats. 


Tapped 1/4" to 3/4" inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hex- 
agon nut fits snugly into shell. 


/ 
i 
| 
/ 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 
LEADING 
DISTRIBUTOR 


+ 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





Something to SELL About! 


NEW DIRECT ORIVE 


ROBBINS & MYERS 


WNOUGTRAL 
FAN 


does heavy-duty 
jobs at low cos?! 


Such a powerful fan at low cost means big 
demand! Simply explain that the rigid construc- 
tion of this new fan puts it in the heavy-duty 
propeller-fan class . . . then sell hard with prices 
that start as low as $160.00 (24” size)! There’s 
value for you! And the market is tremendous! 
This fan is designed to operate against static 
pressures in industrial, commercial and military 
applications. It’s easy to install, and does a 
whale of a job. Check the selling features below. 
Then return the coupon for complete details. 


@ Direct Drive reduces main. @ High-strength blades of 


5 Sizes 
24” to 48” 
5400 to 
36000 CFM 











— + 
+ 
<== 
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Automatic Shutters — Avail- 
able for every size fan. Shut- 
ters open when fan is “on’’; 
close when it’s “off.” 


MAIL TODAY! 


Robbins & Myers, tnc., Fan Division 
387 So. Front St., Memphis 2, Tenn 


tenance costs 

@ Square steel frame forms 
easy-mounting panel 
Streamlined air iniet re- 
sults in 15% to 18% more 
efficiency than ordinary 
entrance rings 
“Gull-Wing” design of 
airfoil blades gives uniform 
pressure velocity 


"Gull-Wing" BSlades—Sharp 
change in pitch near center of 
blades promotes uniform 
pressure velocity. 


aluminum alloy are non-rust- 
ing, non-crystallizing, non- 
overloading 
Capacitor-type motor, 
totally enclosed. Ball bear- 
ings permanently lubricated 
and sealed. Explosion-proof 
motors available on order 

@ Automatic shutters cavail- 
able to fit all fan sizes 


S 
Large Center Disc — Reduces 
re-entrance air loss. Blades 
are individually mounted— 
replaceable. 


ROBBINS & MYERS, INC., Fan Division, Dept. 1D-14 
387 South Front St., Memphis 2, Tenn. 


Send more information about your new Industrial Fan to: 


Name 


Address 
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HY-PRO 
SPECIALIZES 
IN TAP 
PROBLEMS 


...f0 cut your customer’s production costs 


Hy-Pro centers its operation on solving tap problems. . . prob- 
lems which can cost you time and dollars. Because taps are 
Hy-Pro’s important line, they continually concentrate their 
research and creative staff at analyzing and improving every 
phase of tap use. The result has been their proven reputation in 
production circles as the ‘“‘Tap Specialists.”’ 

Whatever your customer’s tap needs may be, either specials 
or standards, keep reminding him about Hy-Pro. Their engineer 
specialists can help him cut production costs. 





HY-PRO TOOL CO., NEW BEDFORD, MASS., U. 
Distributorships Available in Sdlected Markets 
ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 6141 North Elston Ave. 
CHICAGO, ILL. 


OAKLAND 18, CALIF. DETROIT 21, MICH. 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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“AMERICAN BRAND” ROPE REFERENCE PAGE 


HOW TO UNCOIL ROPE WEIGHT AND STRENGTH CHART 


“American Brand” and ““Amco All-Weather’ Pure Manila Ropes, 
and “‘American Brand” Sisal Rope. 





Aporon. Feet 
Length Full | Approx. Per 
Cir. Coils-Feet | Pounds Pound 
sie 3,000 45 66.6 
34 2.750 55 50.0 
1 2,250 65 34.5 
1. A new coil of 2. Cut lashings 3. Grasp tag end ive 1,620 66 24.4 1.350 
‘*American on inside and re- and pull up. ; 16 1.200 63 19.0 1.750 
Brand’’ Rope move. Leave 22 — 
should be placed wrapper around 13/8 1.200 7s 16. oe 
11/2 1,200 90 13.3 2.650 


tag end up coil to keep rope 
clean 13/4 1.200 9.61 3.450 


2 1.200 160 | 7.25 | 4,400 
20/4 1.200 200 | 6.00 5.400 
202 1,200 234 5.13 6.500 
23/4 | 1.200 270 | 4.45 7,700 
3 1,200 324 3.71 9,000 
31/4 1,200 375 3.20 10,500 
31/2 1.200 432 2.78 12,000 
33/4 1,200 502 2.40 13,500 
4 1,200 576 2.09 | 15,000 


4i/2 1.200 720 1.67 | 18,500 


5 1,200 8c3 1.34 22,500 ; 
si2| 1,200 | 1,074 | 1.12 | 26,500, 
2 6 1,200 | 1,290 £930] 31,000 | 24 


21/8 6i/2| 1,200 | 1,503 800] 36.000 
















































































21/4 7 1,200 | 1,752 685 zy ,000 
—— 4 -—— —_}———_—_ - + 

21/2 71/2 1.200 2,004 .600 46,500 | 

25/8 8 1,200 | 2,290 524] 52,000 


27/8 81/2] 1,200 | 2,580 465| 58,000 
THIS IS CORRECT. Wrapper and lashings have been 3 Cd] 1,200 2,900 414] 64,000 




















removed to show clearly how first turn comes off the 31/8 91/2 1,200 3,225 372 71,000 


bottom of the coil. If uncoiled any other way, rope will 31/4 10 1,200 3.590 .335| 77,000 
kink and tangle. 3s/8 1 1,200 4,400 .273| 91,000 


4 i2 1 5.225 .23 105,000 


safe working load, do not exceed 20% of Tensile Strength. 












































CHART FOR MATCHING ROPE TO BLOCK 





Size of Block Size of Block 
(Length of shell] Size of Rope | (Length of shell] Size of Rope 
in inches) (Diameter) in inches) (Diameter) 





For ready identification by the purchaser, all 3" 14" 1%" 
“AMERICAN BRAND” PURE MANILA ROPE " ton va) 
3” in diameter and larger has red and green ? 7 - 
marker yarns. 5" 16" 1%" 

6" 


“& ALLOW FOR SLING ANGLES 7" 


" " "ym 
Diagram shows how the load increases at the tt ze 7" i 
sharper sling angles. The load at 90° is doubled ? . one 
at 30° and is four times greater at 15°. For maxi- 10" A" 
— a and economy never use slings of less 12" 1’~" 





000° 185. Om LACH LEG OF Sing 


Wood Snatch Blocks 





1900° 485 




















American Manufacturing Company, Brooklyn 22, N. Y. 


Rope (Manila, Sisal, Jute, Nylon, Polyethelenc, Saran, Glass, Dacron) Twine, Ookum, Packing, Baler 
Twine, Carpet and Electrical Yarns 








2000 188 Branch Factories: St. Lowis Cordage Mills, St. Lowis 4, Mo.; Delaware River Jute Mills, Philadelphia, Pa 


Sales Offices: Boston, Chicago, Houston, Los Angeles, New Orleans, Philadelphia, Pittsburgh, San Francisco 
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Talk of the Trade 


MARSHALL PLAN: The Marshall brothers, Carl and 
Mack (Marshall Tool & Supply, Los Angeles) report 
they hawé their own Marshall Plan—Carl and Mack are 
twins; they married twins and now each couple has 
three children. . . Mack visited New York recently and 
reported she felt right at home—it was during New 
York’s “hnprecedented” smog siege. 


HONESTY: After ten years of attending the New York 
Hardware Trade Association’s annual holiday party, I’m 
convinced there is no skulduggery in the awarding of 
turkeys and hams—I received a turkey this year. . . Ken 
Freedell (Stanley) was the one who pulled the number 
. Thanks, Ken. 


for me. . 


MYSTERY: What’s Miles Stray (Chas. A. Templeton, 
Waterbury) mean when he refers to New England as 
“the home of the priceless ingredient’? . . . Interested? 
Miles will be glad to explain 














CLINIC TROUBLE: Frank Nelson (Garrett Supply, 
Los Angeles) wasn’t taking any chances on getting into 
anniversary trouble with Mrs. Nelson. . . He had to 
celebrate the actual anniversary by attending a week-long 
clinic but he had big plans. . . He told Mrs. Nelson, 
“Right after the last meeting Friday night, we'll grab 
a plane, dear, and spend the entire weekend in Las 
Vegas” . . . "twas a wonderful plan. . . What happened? 
Frank spent the weekend in bed with a cold. . . I like 
the story Frank tells about inviting wives of salesmen 


to a sales meeting. . . The invitations had just gone out 
when a salesman strode into Frank’s office with fire in 
his eve: “I don’t mind you inviting wives,” the salesman 
told Frank, “but let me tell you, you’d better keep the 
meeting going until 2 a.m.—that’s when my wife thinks 
sales meetings end.” . . . No meeting ends earlier than 
that, does it? 





EXECUTIVE 
| COMMIT TES 








DOWN THE AISLE: The associations’ executive com- 
mittee meeting m Arizona was more than a routine 
meeting for Ashley DeWitt (Briggs-Weaver, Dallas). . . 
At the conclusion of the Camel Back session, Ashley 
took unto himself a bride. . . Congratulations, Ashley. 
Here’s wishing you and Mrs. DeWitt the best of 


everything. 


SEASONAL: This is the time of year when sales 
managers and vice presidents go into a huddle—and 
when they come out of the huddle, one goes to the 
Southland while the other goes to California. . . There’s 
a consolation for the rest of us, though . . . they say 
the winters are getting milder. 


PRIZE CRACK: Did you hear the retort of a new car 
owner who was being ribbed about not going for the 
extra charge for automatic transmission? . . . “No so 
and so in Detroit,” he said, “is going to tell me when 
I have to shift gears on my car.” 

R. W. B. 
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A FAIR OFFER 


If you will put a Jenkins Valve, recom- 
mended for your particular service, on the 
worst place you can find — where you can- 
not keep other valves tight — and if it is not 
perfectly tight or it does not hold steam, oil, 
acids, water or other fluids longer than any 


other valve, you may return it and your 





money will be refunded. 


Donkiine Srey 


A FAIR OFFER THAT HAS BEEN IN EFFECT 
SINCE 1869 
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er O4 years... 
still making friends for 


JENKINS DISTRIBUTORS 


There are many and good reasons why the Jenkins Distributor values 

his Jenkins Valve franchise so highly. He gets solid support from Jenkins 
field men, from continuous, nation-wide advertising . . . steady sales 
promotion .. . expert engineering service. But the one big reason is 
summed up in the 60 words of “A Fair Offer”, first published in 1869, and 


reprinted millions of times since. 


This simple, sincere statement of selling policy is a valuable aid to the 
Jenkins Distributor in every sales contact. The modern valve user knows 
it has been proved time and time again, and that the Jenkins Bros. 


organization of today stands squarely behind every word. 


The “Fair Offer” will go on making friends for Jenkins Distributors. 
For, at all times, buyers will appraise a product, not alone by its promised 
performance. but by the evidence of integrity of the men who make it. 


Jenkins Bros.. 100 Park Avenue, New York 17, N. Y. 


to sell 


» JENKINS 
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Load-carrying carcass of specially 
woven rubber-impregnated belt duck, 
constructed to meet specific service re- 
quirements. An exclusive Republic 


Heavy-duty, impact-cushioning rubber treatment protects the duck against 


cover specially compounded to resist 
cutting and abrasion, thickness deter- 
mined by individual requirements. 


Special open weave breaker fabric 
provides better adhesion between car- 
cass and cover and localizes the effects 
of cutting and chipping encountered on 
severe operations. 


mildew. 


Skim coating of elastic rubber promotes 
flexibility and guards each ply against 
penetration of moisture. 


Flexible bottom cover made of the 


same wear- and age-resisting rubber 
as the top cover. 


Here are the Benefits of Super Excelo 


When your customer “needs the best” . . . show him Super Excelo 
Conveyor Belting! It will carry more, longer than any other belt of 
its type. 

Study the five construction points listed on the movie screen above, 
then show your prospect the construction, explain the “built-in” 
benefits, fit the belt to his particular needs and ask for the order. 
You'll be well on the way to another sale! 


— a 


REPUBLIC’S 5)-POINT SALES POLICY 


@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 
ments of the trade solicited. 


After a successful installation of Super Excelo Conveyor Belting, your 
customer will be glad to see you when you present other products 
built by Republic Rubber — for 52 years “Specialists in the production 


of Industrial Rubber Products.” 


A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected. 


A PRICE basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM from competition from his source 
of supply, either direct or indirect, among 
the trade covered by his day-to-day so | 
licitations. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN I, OHIO 


PRODUCTS* 


SELLING helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a 
knowledge of the product sold. 


<n eee 


RUBBER 


| 
2 


INDUSTRIAL 
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industrial Distribution 


Your Problems As We See Them 


At this time of year the editorial staff of INpusrriat Distrisution works out its plans for the 

months ahead. What is the current position of the industry we serve? What is the industry 
uitlook? What new, different and recurring problems will you face? As we analyze your problems, 
we are also outlining our own editorial job. We are most helpful to you when in our editorial pages 
we give you solutions to your most pressing problems. 

Here we'll let you in on our thinking. Since our editors are assigned specific territories which 
ire covered regularly, I've asked each editor to set down briefly what he feels to be the most impor- 
tant problems facing distributors in his territory in 1954, During the past couple of months in their 
travels throughout the country, they have talked to scores of distributors. Here’s how they summarize 
the outlook. Do you agree with them? Let us have your thinking.—Walter F. Crowder, Editor 


New ENcianp States INcLupinc Upper New York: The continued squeeze on profits makes 
operating costs the major problem for ’54. Many distributors in multiple-story buildings in congested 
areas are contemplating modern plants on the outskirts of town. Every phase of operations—office rou- 
tines, warehouse functions, personnel in general—should be studied and analyzed with an eye toward 
improving efficiency and, at the same time, cutting costs.—-George Bottari, Assistant Editor 

Merropouitan New York AND NortrHerN New Jersey: High cost of doing business in the 
metropolitan area and the return of = buyers’ market have made distributors here more conscious of 
the need to cut costs and expand volume. Many are planning more advertising, more intensified sales 
training, or additions to sales staffs. 5 yme are pushing sales into new areas, or trying to cover old areas 
more thoroughly. To save costs, many would like to drop low-margin lines. Some are moving or plan- 
ning to move less congested areas. These trends will probably accelerate and result in more inten- 
ive competition, especially in outlying areas. Price cutting is still a problem.—Van Philip, Assistant 
Editor 


Mip-Atiantic States IncLtupinc Onto: Distributors lifted last year’s sales slightly over 1952 
els—but not without head-scratching. Big worry: large accounts buying solely on price, thus cre- 
iting opening for opportunistic price-cutters. Established dist ributors countered with more intensive 
elling, ended up in1 cases with an entirely fresh attitude toward their operations and their* cus- 
Mounting t quire intensified training of all sales personnel. Major relief 


l 
ne 


through higher produ v.—Don McGill, Associate Editor 


ATLANTIC AND SOUTHERN Srates: Influx of new industry to Southeastern States continues but 
stributors are finding t that it brings not only increased volume but an intensification of compe- 
m, particula from direct sellers. Maintenance of adequate margins is a growing problem demand- 

ng more management concentration and action on company policies, sales objectives, customer evalua- 
tion, organization and institutional advertising. To make progress against direct selling, distributors must 
iggressively sell themselves and their services—Jack Wertis, Senior Associate Editor 


CENTRAL AND Mountain Srares: Distributors are optimistic in their sales forecasts for 1954 but 
there is a growing realization that the selling job is getting tougher. Alert distributors are meeting 
this challenge with action programs. Better organization and planning of sales effort to avoid waste 
and, of course, do a given job at less cost. Better training and planning for outside salesmen and more 
effective use of inside salesmen. Analysis of customers’ potentials and better scheduling and use of 
selling time. To put these programs across, the best efforts of management, salesmen and suppliers are 
required.—Bob Slater, Associate Editor 


SOUTHWESTERN AND Paciric States: Costs, over-all as well as those of individual operations, are 

f prime concern to distributors in these expanding areas. Close study of expenses does not reflect a lack 
of confidence in the future; it stems directly from a determination to operate more efficiently to know 
exactly what all operations cost and what benefits are derived from each. Sales analysis, determination 
of potentials, establishing of salesmen’s gh gi are the things distributors in these areas are 
talking about and doing something about. The job ahead for ’54 is to put teeth in effective, hard-hit- 


ting sales management programs.—Ray Bamett, Managing Editor 
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BANNER advertising exhibit is displayed by Crawford ter (A. Schrader’s Sons): Tom Jones (Robbins & Myers 
Jordan (Weston); A. R. Peroutka (Falk Corp.); Frank Meis ind Walker Wellford, Jr., J. E. Dilworth Co., spor 


Clinic Goes On Wheels To Customers 


By Jack Wertis, Senior Associate Editor 


SALES PROMOTION ON WHEELS—an idea for bringing the 1. Movable product exhibits prepared by five suppliers, 
demonstration-clinic to customers—was tried by the J. FE some with the cooperation of the Dilworth Co 

Dilworth Co., Memphis, Tenn., last year and won the 2. A large van in which the exhibits were transported 
approval of the distributor, suppliers and customers. The from place to place on the nine-city schedule (not includ- 
success of the experiment has prompted Walker Well ing Memphis where the starting show was held 

ford, Jr., president, to contemplate a bigger “Dilworth 3. Representatives from the Dilworth Co. and from 
Rocket Caravan” for another two-week tour of the terri- each of the five suppliers participating. 

tory which includes parts of Tennessee, Alabama, Missis It wasn’t as simple as that, according to Mr. Wellford 
sippi, Louisiana and Arkansas There was plenty of work before and during the tour 


Briefly, the “Rocket Caravan” consisted of Four months of planning and preparation preceded the 


OPERATION of the A. Schrader’s Sons exhibit is explained MALLET IN HAND, Bill Luoma, Jackson salesman for 
bv Frank Meister to Mr. Wellford who observed that “mov- Dilworth, get ready to test the Falk Corp. set-up under 
ing” exhibits were most appealing to visitors the direction of Mr. Peroutka 

: I 
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result of traveling 
This exhibit 


ALL SET and waiting for customers 
it night and arranging exhibit in the 
it Jackson, Miss.. was a two-night 


tour which then involved packing, moving, unpacking, 
etting up, demonstrating, interviewing and repacking on 
rigid six-day week schedule. From 6 a.m. to midnight 
n ordinary day for those ipanying the “Cara 

But, Mr. Wellford state it well worth the effort 
nd the $1,000 it cost the c mpal for the truck rental, 
ire of truck driver and helper, hotel space (used for 
xhibit purposes in eight of the nine stops), lodgings, 
Many of the sales made subsequently, sales 
men said, were directly attributable to the show. One 
ale, definitely instituted at one of the shows, mor 
than compensated the manufacturer-supplier for the 


neals, ete 


xpense of preparing his exhibit. Salesmen were en 
thusiastic over the opportunities offered to bring their 
customers to see key products demonstrated under most 
favorable conditions, with manufacturers’ representatives 
nd engineers on hand 

In organizing the “Caravan”, Mr. Wellford selected 
mly five product lines to show. The lines were allied, 
but not competitive. The point of this was to permit 
the maximum customer concentration on a few related 
products so that the idea that these products were avail 
ible from Dilworth stocks would be strongly implanted 
in the customers mind. The lines selected were also 
the sort which could not be easily demonstrated to 
the customer or prospect in his plant This same idea 
vill dominate the next tour now being planned by Mr 
Wellford who had in mind the theme of “Safety” 
Only he plans using two trucks n 


WORKINGS of control devices featured in the Weston 
lisplay are shown by Mr. Jordan t wen Cox, manager of 
Dilworth’s Jackson branch 


INTEREST in the Worthington exhibit is shown bv Bill 
Walton of the Jackson branch who accompanies Mr. Well 
ford on a tour of inspection. 


Ihe value of “live” exhibits, Mr. Wellford added, 
was also clearly demonstrated by the tour. Visitors to 
the show, he observed, invariably concentrated on the 
exhibits which showed action, or which could be acti- 
vated on the spot. Dramatization, as far as Mi: Well- 
ford is concerned, is of utmost importance to the suc- 
cess of industrial exhibits. The active exhibits stimu- 
lated more inquiries and most sales 

Invitations were printed on a business reply card and 
were distributed by mail and by salesmen. The reply 
card carried the itinerary of the “Caravan” and respond- 
ents were asked to mark the place they would catch” 
the show, sign the card and return it through the mail. 
Accompanying the invitation was a folder, prepared espe- 
cially for J. E. Dilworth Co., advertising the caravan, 
the stops it would make and the lines that would be 
demonstrated. 

The initial show was staged at the Dilworth head- 
quarters in Memphis and then proceeded on one-night 
stands to Florence, Ala.; Tuscaloosa, Ala.; Meridian, 
Miss. There was then a two-night stand at the Jackson, 
Miss., branch of Dilworth’s. ‘The last week was another 
series of one-night stands at Monroe, La.; El] Dorado, 
Little Rock and Pine Bluff, Ark., and Greenville, Miss. 
Each day the exhibition opened at 2 p.m. and closed 
it 10 p.m. 

Mr. Wellford made the complete tour as did the 
uppliers’ representatives. G. R. MeCalla, executive vice- 
president of Dilworth’s, was in attendance the first week, 
ind Max E. Wells, sales manager, the second week. 


INSPECTION of Robbins & Myer exhibit is made by 


fellow exhibitor, Mr. Meister, who listens to Mr. Jones 
explain “The Voice of a Grain of Sand.” 
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Clarkson Tech is equipped with new, modern classroom and laboratory facilities. 


Clarkson Sets Up Course 


CLASSES IN A NEW FOUR-YEAR CURRICULUM designed t 
train young men for careers in industrial distribution wi 
begin next fall at the Clarkson College of Technology, 
Potsdam, N. Y. The first of its kind to be given by am 
iccredited college or university, the curriculum will lea« 
to a Bachelor of Science Degree, with the major in indu 
trial distribution 

Announced recently by Clarkson Tech’s president 
Dr. William G. Van Note, the new course climaxes se\ 
ral years’ planning and hoping not only by the college 
itself, but also by members of the Joint Educational 
\ids Committee of the National and Southern Indu 
trial Distributors’ Associations and officials of the Ame 
in Association. 

In the latter stages of its preparation, the curriculum 
ecame a joint project of a Clarkson Tech faculty com 
mittee, the Trustees of the college and supply indust 
cpresentative 
The Engineer in Distribution 

As head of a widely-known school of technology, D1 
Van Note long has been aware of the engineer's inade 
quacy in the sales and distribution fields—just as sales 
trained personnel have been handicapped by their lack 
f basic technology. 

‘hese inadequacies have become more noticeable, Dr 
Van Note observes, as the demand has grown for tech 
nically-trained men in distribution—in industrial distri- 
bution 

“What is needed now,” states Dr. Van Note, “are 
men who have a solid grounding in engineering and re 
lated sciences so that they can understand industria 
processes and equipment. But they must also have the 
broad business administration training which enables 
them to analyze an industrial potential and transmit 
their findings to business executives and production 
men.” 

A similar view has prevailed among many leading in 
dustrial distributors—which was one reason why NIDA 
and SIDA together formed their Joint Educational Aids 
Committee last year at their Miami convention. After 


that, it was only a matter of time before college and 
businessmen met around the same table and decided 
m the desirability of the curriculum Clarkson Tech will 
offer next fall. 


Scheme of the Course 


Under the new program of courses, 

(the initial enrollment) will be given a fundamenta 
gineering education along with training in liberal 
ind business administration subjects 

In terms of semester hours (132 hours fo 

ir course), here is the scheme of the cours¢ 

Basic science (math., physics, chemistry 

i ngineering 

Business administration 

Liberal arts studies 

Physical ed. or military scien 

Electives l2 

The curriculum isn’t merely Clarkson Tech’s standard 
engineering course cut down to make room for a smat 
tering of business administration and liberal arts sub 
jects. It’s a-completely new curriculum, taking its place 
alongside the college’s other degree courses like engineet 
ing, business administration, etc. 

Not only were 18 new courses created for this curric 
culum, but the teaching of all subjects will be tailored 
to the demands and objectives of the final degree. Thus, 
engineering drawing, for example, will be taught in the 
knowledge that the student is ending up on the distribu- 
tion side of industry, not on the design engineering side 
of a drafting table. 

Significantly, the curriculum will be administered by 
Professor Lowell W. Herron, the present dean of arts, 
science and business administration and acting dean of 
engineering. It will be his task to take two divergent 
curricula, merge them into one. 


Engineers and People 


Clarkson Tech’s new curriculum places a good deal of 
emphasis on liberal arts subjects—cultural history, prob- 
lems of civilization, oral communication, English, psychol- 
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Attractive college campus is located in Potsdam in upper New York State (see map). 


In Industrial Distribution 


ogy. Ihe assumption is that the graduate, upon entering 
the business world, will be dealing with people as wei 
as with machines. Consequently, he must be prepared to 
judge and express ideas. ‘This assumption is not, however, 
something new at Clarkson Tech; since its founding 
half a century ago, the college has insisted engineers 
should be well-rounded and well-grounded. 

In his fourth or senior year the student will get down 
to a serious study of the various phases of industrial dis 
tribution, and of such subjects nternational 
trade, industrial reports. 


B.S. in Industrial Distribution 


urse Is 


The prime purpose of Clarkson 
to train students who will be lead ’ thead 
in the distribution and marketing il products 
The whole four-year curriculum is » relieve the 
lack throughout industry of men 
of both engineering and di 

\ graduate in Industrial D 
ably be placed in any numl 

sales representative, purchasing nt, heavy in 
wherever! 


P 
manutfa 


] 


sales enginee! 
th 


Clarkson Equipped for Course 


Clarkson ‘Tech 
idm I 
chemical, mechai 
back to the star 
founded 
ited in the 
Svracuse, N. Y., th 
students—all men 
divided between the 
science, and business administrat 
Within the school of engineering ar 


chemical engineering, civil engineering 


four departments 


electrical engi 


neering, mechanical engineering, and muilitary science 


Ihe school of arts, science and business administration 
has six departments: business administration, chemistry, 
liberal studies, mathematics, physics, and physical edu 
ition. 

Physically, the college has kept abreast of its academic 
program, so that today its lecture halls, laboratories, dor- 
nitories, and athletic facilities rank with the best. Not 
long ago a niece of the Clarkson family willed the 600 
icre fainily estate to the institution, making possible the 
crection of a new freshman dormitory which will accom- 
modate 300 students. 

Clarkson ‘Tech has an endowment of approximately 
$2,000,000 and a number of scholarships available to 
outstanding students. 


Tuition, Dining, Residence Fees 
The cost of tuition for two semesters at Clarkson Tech 
$675. A non-refundable deposit of $25 (credited 
toward the first semester’s tuition) is required when the 
tudent iccepted for admission. Each entering stu 
dent pays a matriculation fee of $5, and each senior pays 
raduation fee of $10 when he registers for his last 


ompletion this year of the new dormitories, 
imen will be required to live and dine on the 
Ihe dormitory charge for room and board will 
mest All sophomores are required to 

House on the campus, the college union 

lhe charge for this is $225 per semester. This 
not ipph to students residing in college fra 


The School and Setting 
Described as a typically New England village, Potsdam 
the ideal location for a college. Between Clarkson Tech 
nd the 6,000 townspeople the friendliest relations exist. 
l'urther, in the same town is the State University Teach- 
rs College, a point of some interest to the students of a 
trictly men’s college 

The College is conveniently located on main highways 
nd the New York Central line. 
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TAP TROUBLE on the part of customer of Ray Wright 
salesman to desk of Pete Schwan, engineer and sales 


bring 
They decide problem requires specialized engi 


dinator 
neering knowledge of manufacturer's man 


The perfect combination: 


“Engineering From The Factory Man— 
Sales And Service From The Distributor’ 


Srertinc Propucts Co., Inc., Chicago, realizes the 


value of the manufacturer's man working in conjunction 
with the distributor salesman—so the company has 
formulated a policy to insure a smooth running rela 
tionship 

According to Ray Wright, salesman and assistant to 
the president of Sterling, the company tries whenever 
possible to have the factory representative call on Stet 
ling accounts by himself. For example, if a distributor 
salesman finds on a routine call that a customer is 
experiencing trouble, he sizes up the situation. If the 
difficulty is highly technical, he asks the customer’s 
permission to bring in the manufacturer's man. He 
then contacts the appropriate factory man and gives 
him sufficient details to allow him to make the call 
ind correct the bottleneck without the distributor sales 


man tagging along 


W anted—Good Engineer 

There are some exceptions to this, of course,” says 
Mr. Wright. “Primarily we have to know that the 
manufacturer's man is a good engineer in his line and 
that he is entirely above-board with us. But once that’s 
established, the method has several advantages. It means 
that only one man is tied up on a problem that might 
take hours to solve. It does away with the necessity 
of the salesman and the representative trying to re 
adjust full schedules so that thev can get together. And 
it gives each of us the opportunity to fulfill our func 
tion—sales and service for the distributor, engineering 
for the representative.” 

Another part of Sterling’s policy in regard to distribu 
tor-supplier salesmen relationship is to be entirely frank 
with them. “We sometimes have honest differences of 


86 


> eo 
4 HURRY CALL is put in for Paul Shenefelt, Winter Bros., 
to whom Mr. Wright explains that customer has com 
plained of breakage, low number of holes per tap, using a 
2/64 size tap on sintered material 


said Mr. Wright, “but we have a policy 


opinion,’ 
men just what it is. And we expect 


tell manufacturer's 
the supplier to reciprocate. As a result we have n 
complaints nor, we believe, do they.” 

In the event that Sterling does send one of its men 
out to make calls with a manufacturer's representative 
the salesman makes it a point to plan his calls so that 
the customers he is going to contact are all consume! 
or prospective customers of the factory man’s produ 

lo illustrate Sterling’s effort to get the maximum 
out of the distzibutor salesman-factory representative 
let’s hear the comments of Mr. Wright and Paul Sh 
felt, Chicago district manager for Winter Bros 

“Paul is an engineer first, rather than a salesman 
says salesman Wright. “Our relations are always pl 
int and profitable—and I feel that he helps m« 
satisfy the customer 


is 


= 
main job 


Regular Visits Welcome 
“One of his practices that goes over big with 
that of stopping by here regularly to talk to the vari 
salesmen—he sells himself to our boys. And when we 
ask him to go out on a tap job, if he sees a need for 
nother product we handle, wire brushes, say, he make 
in opening for us there and passes the word along to us. 
And he doesn’t spread himself too far or too thin 
his products have limited distribution in this area, 
he’s able to keep in touch with his distributors. That 


know, and our source knows, what’s going on 
the 


way we 

“Friday morning is like old home day here 
factory men stop in; we talk things over; work on 
problems—and exchange leads. Furthermore, if all our 
factory men were as good engineers as Paul, we wouldn't 
even need our own engineer.” 
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How to Waste Time on Calls 
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ON WEEKLY VISIT to Sterling Mr. Shenefelt explains 
how he changed style of tap, type of lubrication and altered 
speed, to solve customer's complaint. He knows if problem 
comes up again Mr. Wright will remember solution 
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way they 


accounts. 


we nC 


relations between 
both 


we 


7a eens 
This salesman 


likes to work with 


because: 


. He is an engineer first, not a salesman 
. He passes sales leads on to the distributor 


. He is above-board. 
He sells himself to the salesman. 
He doesn’t spread himself too thin 


Serna 


ue ee This manufacturer’s man 


a 


¢ 


i. 


likes to work with 


this salesman 


because: 


. He understands the factory man’s function. 

. He plans the calls he makes with manufacturers’ men. 

. He backs up his technical knowiedge with the factory 
man’s. 

. He remembers solutions to problems they work on to- 


gether. 
He passes compiaints, his own or the customers, on to 


the manufacturer's men. 
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California distributor 
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tackles small order prob- 


lem and learns... 
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POINTING THE WAY to reduced overhead costs is William Lombard, Southwest 
Supply Co., Glendale, Calif. He's pointing to the firm’s sales curve for the benefit 
f Chet Cope and Erv Wright 


How To Cut Overhead 20% 


Study leads Southwest Supply salesmen to concentrating on accounts 


with good potential; 


Ray Barnett, 


Wuen W. F. Lomaarp, Southwest Supply Co., Glen 
dale, Calif., decided to stop talking about the small 
order problem and to do something about it he had no 
idea ieee his attack would lead him. Today, he knows, 
and he’s more than happy about it becaus« 

1. Salesmen now concentrate on customers whose 
business is profitable to Southwest Supply—and the sales 
men have more time to spend with these customers 

2. The number of slow-paying accounts is now only 
one-fourth of what it was a year ago 

3. Overhead expense is 20% less than it was a year 
igo, while dollar sales volume is down only 2 to 3%. 

l'o start at the beginning, it was just about a year ago 
that Mr. Lombard returned from a distributor mecting 
He had heard sales figures quoted; he had studied I.D.’s 
sales figures; he had heard and read economists’ reports 
ind predictions; he was convinced the business peak was 
past and the time had arrived to curtail expenses 


The Biggest Problem 


He felt that the biggest problem facing Southwest 
Supply was the cost of handling small orders. Drawing 
n his own experience and checking against government 
figures, he concluded that the small order problem wa 
iggravated in Southern California by the fact that the 
area tops the country in number of small shops. Despite 
this, Mr. Lombard felt that something could be done 

Having a penchant for figures, Mr. Lombard decided 
that before any action could be taken he would have to 
know statistically just where his firm stood on small 
ders. It was no small job. He went back over two 
vears of records and tabulated: lines of billing, average 
cost of invoice, percentage of total costs, and average 
time for payment by accounts 

After a thorough analysis of all available figures, Mr 
Lombard, with the assistance of Chet Cope and Erv 
Wright, established that 914% of the total dollar volume 
done by the company came from 224% of all accounts 

Put in reverse, this meant that 7749 of thc accounts 


number of 


slow paying accounts reduced 


Managing Editor 


were responsible for only 84% of the firm’s dollar volume 

“And that,”” Mr. Lombard declared, “didn’t seem to | 
1 good ratio.” 

[he obvious solution, according to Mr. Lombard, 
would have becn to go out and get more big accounts 
But, he continued, this is something that is not donc 
merely because it looks obvious. 

Armed with figures, Mr. Lombard then went over the 
history of each account with the salesman assigned to 
that account. There were two questions that necded 
inswering for each account: 

“1. Are we getting all of this account’s business? 

2. If we are not, would it be profitable to us i 
did get all of his business?” 


Small But No Problem 


Immediately dropped from the list of accounts 
equired attention were those whose purchases migh 
be small but were not frequent and, therefore, were not 
too costly. For example, a firm that made total mont! 
purchases of $50 or $75 but did so on one, two or t 

ders was not considered a costly account to hand] 

On the other hand, a firm that bought $75 wort 
tems a month with 41 transactions (an actual 

tainly was costly to handle. In another case, Mr 

ombard handled 63 transactions in one month 
ota! dollar volume of less than $75—including thr 
of 10 cents each in one day—al! charges 

lhe credit picture for each account also was stu 
This was an avenue that didn’t seem to warrant 
because the company’s credit situation dollarwise had 


lways been good. From a loss standpoint, the d 


+ 


nvolved were negligible. 
From an account standpoint, though, Mr. Lombard 
uid, the situation was entirely different, 45% were slow 
It took one other compilation of figures before Mr 
Lombard felt he had the complete picture. He studied 
deliverv costs and found that it was costing 67 cents f 
Southwest's delivery track to make a stop. 
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CUSTOMER CLASSIFICATION is easy for telephone 
alesmen Dorr Hushaw and Bill Darch. Each man has a file 
vhich identifies accounts, showing which of three categories 
they are in 


Mr. Lombard pointed out, 


t just doesn’t make sense 
to make a $5 sale when delivery costs alone eat up ¢ 
ents of your total margin.” 


What To Do About It? 


Reduction in sales expense was the first target in M1 
Lombard’s campaign. Only by finding time for salesmen 
to make more profitable calls, Mr. Lombard reasoned, 

uld the company reduce its average cost per call. That, 
f course, is where the salesmen’s answers to potential 
of each account came in. Those accounts that had no 
vorthwhile potential, just couldn’t be called on as fre 
quently as they had in the past. That was only a partial 
inswer, though. 

Many of the accounts deemed to have a worth 
while potential; it was true that they were small firms 
nd that, in most cases, there were no formal purchasing 
departments; in fact, in most cases, members of top 
management were the buyers. This was something Mi: 
Lombard capitalized on 

Each account was asked a direct question: “How 
often do you want Southwest sman to call on you? 
He’s been calling . 

The customers were not strangers to Mr. Lombard 
ind his management colleagues at Southwest. Even so, 
Mr. Lombard said, it was action that could have back 
fired. In asking the question, Mr. Lombard made cer 
tain that he qualified it by stating that he was talking 
about routine calls, not calls where the salesman had 
something specifically to talk about or recommend 

Almost without exception, the customers’ reply was 

this effect: 

We're always glad to s« Southwest man, but gosh 

u know how much time it takes to talk with a sales 
man. Now if he’d just come by on ery ——, | 
think it’d be much better.” 

Those accounts in this category were watched with 


t \ drop in dollar volume, which oc 


extra special care 
urred in a few cases, meant 
The result 

Over a full year, there 
volume dropped that it was not traced directly to a 
customer. 


mmediate investigation 
ne single case where 


responding drop in activity by the 
Through this action, Southwest salesmen gained time 
customers, 


time for creative selling with the bigg 
time for digging up new custome! 

The second step taken by Mr. Lombard was to talk 
to those accounts whose sales histories showed averag« 


purchases of $10 or less over a month period 


It was at this point that Mr. Lombard reached a basic 
decision. He would risk losing accounts rather than con- 
tinue handling them unprofitably. In taking this story 
to customers, Mr. Lombard strove to talk shop language. 
He pointed out that, if a shop accepted an order for one 
or two items, the setup time and then the running it 
through the shop with special attention more than ate 
up any profit that could be made on the order. 

The reaction of customers was varied; some were 
highly insulted, others fully realized the problem and 
offered to try to correct their bad purchasing habits. 

“Like most industrial supply firms,” Mr. Lombard 
said, “we've always had a minimum charge. But, like 
most firms, we never really enforced it. It’s a dangerous 
thing to handle. Nevertheless, we determined to use it.” 

Southwest's accounts are now divided into three classi- 
fications 

1. Special service accounts 

2. Regular service account 

3. Minimum charge accounts 

Those in the special category (No. 1) are the accounts 
that numbered only 224% of the total but gave the 
supply company 914% of its dollar volume. For these 
companies, Southwest is prepared to give unlimited 
service 

“Anvthing within reason that we can do for these 
companies, we'll do,” Mr. Lombard explained. 

In the No. 2 group, are those Mr. Lombard described 
1s having no large potential but also as good, steady cus- 
tomers—‘‘the backbone of the industrial distributor’s 
For these companies, Southwest strives to 
render good, average, normal service. A customer in 
this categorv can get unlimited information as to where 
to get an item that Southwest does not have in stock, 
whereas for a customer in Class 1 Southwest would go 
out and pick up the item 


business.” 


No. 3 Classification 

In the No. 3 classification are the customers con- 
sidered costly to do business with, from Southwest's 
viewpoint. A customer with this rating does not get an 
order delivered unless it totals $20 or more. On orders 
under $20. the items are mailed or shipped eollect 

In addition, no orders are accepted from Class 3 cus- 
tomers that involve backordering; only items in stock 
are sold to this group. And this, Mr. Lombard said, 
eliminated one of our biggest expenses. “When you 
stop to think of all the paperwork that’s involved in 
1 back order, vou can see why it’s expensive.” 

Accounts in Group 3 also proved to be the ones who 
were slow pavers: 98% of the slow accounts averaged 
purchases of under $100 a month. Naturallv, credit re 
trictions now are tightened for No. 3 group 

Delinquent accounts, as a result of the move, dropped 
from more than 40% of the total number of accounts 
to less than 11% in six months. In the same six month 
period the company’s dollar sales volume went down 
only 14¢ Overhead costs have been cut 20%, thanks 
to the elimination of backordering, checking on credit. 
delivering, etc. The saving comes primarily from a reduc- 
tion in personnel. The staff has been cut from 42 to 33 
employee: 

During the peak year, the ratio of inside personnel 
to outside salesmen was between 54 and 6 to 1. Now 
the ratio is between 4 and 44 to 1. 

All in all, Mr. Lombard is glad he tackled the small 
order problem because he has cut operating costs, in- 
creased efficiency and maintained dollar volume to within 
a couple of percentage points. 
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Starting six years ago with four shelves of stock, E. H. Monnier (left) with 
brother D. C. Monnier, has built business on specials and cost analysis. 


lf You Talk Cents—You Get Sales 


Dayton distributor finds sales talk is cheap, 


unless it gets down to costs . . . then it pays 


By 


his customers, 
E.. H. Monnier has pushed his annual 
dollar-sales from nothing 54 years ago 
well up into the six-figure bracket this 
year. What's more, the young presi 
dent of Dayton’s Monnier Tool & 
Supply Co. has helped pioneer a new 
trend in tool selling 

Mr. Monnier started his working 
life as a toolmaker, and worked in 
large and small plants all over the U.S 
When he began his supply business 
back in 1947, it was only natural that 
he concentrate his selling efforts on 
cutting tools. Not only was he well 
acquainted with tool and die shops 
in the Dayton area, but he had an 
above-average savvy of their operations 


By TALKING SENSE to 


90 


Don MeGill, 


Associate 


Mr. Monnier soon found, though, 
that catering to the highly-specialized 
requirements of toolmakers involved 
more than an expert knowledge of 
tools 

In fact, it was Mr. Monnier’s very 
expert knowledge of the toolmaker’s 
trade that led him to adopt his present 
selling methods. 

From his own previous experience, 
Mr. Monnier knew that toolmakers 
continually are using undersize and 
oversize tools—in other words, tools 
that depart from standard or stock 
sizes. Unlike production-line items, 
the jigs, patterns, and gages turned 
out by toolmakers are practically hand 
made to close tolerances. 
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Thus, when a toolmaker want 
undersize reamer for a hole, he'll mos 
likely search the tool crib drawer f 
used tool on or close to the d 
size 

It was Mr. Monnier’s idea to stock 
these special sizes for the convemience 
of the tool and die shops. However 
he soon encountered a stiff cost-con 
sciousness on the part of prospects 
While they agreed it was a good idea 
to have special-size tools handy on 
toolmakers’ benches, they balked at 
the cost. 

It was then Mr. Monnier got on a 
dollars-and-cents basis with his pros 
pects. To one, he pointed out that 
each of the highlv-paid toolmakers in 





the shop had to make at least five 
trips a day to the crib to find a used 
tool of the right size. 

“Figuring that this $5-an-hour man 
spent only a minute making each 
trip,” says Mr. Monnier, “you could 

mservatively say every trip he made 
to the crib cost the firm 12 cents. In 
1 day these trips would cost 60 cents 
In a year, they’d cost at least $144.” 

With this argument, Mr. Monnier 
had no trouble convincing the man 
agement each man should have a 
$100 kit of special-size tools on his 
bench to save these needless trips 

While he has used the technique 
of hitting the customer’s “pocket 
book nerve”’ to sell specials, Mr. Mon 
nier maintains the same technique 


should be used to sell all industrial oe . die viet ye aa 
supplies COST ANALYSIS BOOSTS SALES: Mr. Monnier showed Midwest Tool & 


- Engin'g. Co. that toolmakers’ trips to crib to “‘mike’’ worn reamers in search tor 
oo many salesmen, he says, pecial size could cost at least $144 a year per man He sold $100 kit of undersizc 

“think they’ve got to be accountants ind oversize tools (below) which each man keeps on his bench ready to use. Mr. Mon- 

to analyze a customer’s costs. Well nier helps toolmaker Zeb Lee Bilbrey check over his kit of taps, drills, reamer 

they don’t have to have anything ex 

cept a little common sense to spot 

where a customer might be losing 

money—even a few cents a day. And 

for all they know, it might be thes« 

few cents that’ll make the sale.” 


New Tool Trend? 


In endeavoring to concentrate his 


business on the selling and stocking of 
specials, Mr. Monnier found he was 


touching off a small revolution in the 
tool industry 

Most cutting tool manufacturers 
hold off the production of specials for 
separate runs, devoting regular runs 
to the output of standard size tools 
When Mr. Monnier told his supplier 
what he was aiming at, the two 
studied the potential available and 
gave the idea a four-month trial 
When it was clear the idea was catcl 
ing on, the supplier began turning 
out specials on regular runs. N 
Monnier Tool & Supply carric 
40 of its stock in undersiz 
oversize cutting tools. 

Since then, other major tool man 
facturers have followed suit, are nov 
turning out specials for their di 
tributors 

Hi weve}r, Mi Monnie 

Just having specials in stock 
mediate delivery isn’t the ans 
elling them. You’ve got t 
ustomer the cost advantage 
them. And this means getti1 
not only to dollars, but cent 

Looking ahead, Mr. Monnier 

rves: “What impresses me ab 

pplv business is that e 
day's specials become . = 
stock items, the distributor who I SPECIAL-SIZE END MILL can cut costs, Mr. Monnier points out to S&S Tool 
cost advantages to a customer is goin Co.’s O. F. Schweller (left loolmaker L. E. Jordan is cutting slot for insert with 
to get the sales.” 17 end mill. Standard size tool would necessitate extra work 





tomorroy 
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How Many More Units Will You Hove 
To Sell To Maintain Your Present 
Volume of Sales 
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Formula usedis x = oz 
C = Proposed percentage of reduction in selling price. 
X = Percentage of sales gain in units required to give 
ithe same dollar volume as at present 
Note: Percentages are expressed as decimals. Thus 
20% would appear as .20 rather than as 20. if C 
represents a 20% price cut, the formula yields: 
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How Many More Units Will You Have To Sell 
To Maintain Your Present Dollar Gross Margin? 
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Formula used is: x ween 1 


M = Your gross margin percentage to sales. 


Note: Percentages are expressed as decimals. 





C = Your percentage of proposed selling price reducticn. 


X = Percentage of sales gain in units required to give the same dollar gross margin as at present. 


Present Gross Margin 
= ——EE ~ 


3.4 
| 
Md 
15.4 
20.0 
25.0 
30.4 
36.4 
42.9 
50.0 
57.9 
66.7 
16.5 
87.5 
100.0 
114.3 
130.8 
150.0 
172.7 
200.0 
233.3 
275.0 
328.6 
400.0 








What Happens To Gross Margins When You 


‘THE EFFECT OF PRICE CUTS On gross 
margins and sales objectives are graph- 
ically illustrated in a series of tables 
prepared by IT. G. MacGowan, man- 
ager, Marketing Research Department, 
‘The Firestone Tire & Rubber Co., the 
tables are key illustrations of an articie 
“What Happens To Margin and 
Profit When You Cut Prices 5%, 
10%, 20%?” written by Mr. Mac- 
Gowan for the October 15 issue of 
Sales Management. 

The tables are among the most 
comprehensive guides which have yet 
appeared on the subject. Briefly, they 
show 

1. The percentage of additional 
units which you must sell to yield the 
same DOLLAR SALES VOLUME 
AS AT PRESENT, when you cut the 
present sales price from 1 to 25 per- 
cent. 

2. The percentage of additional 


~- 


units which you must sell to yield the 
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Editor’s Note 


The other day I was going through 
Sales Management magazine and came 
across a very interesting article by my 
friend, ‘Tom Mac Gowan. In a series 
of tables, it shows what it “costs” to 
cut prices. Or, more properly, it shows 
the increase in volume that is required 
if you are to offset gross margin losses 

Through the courtesy of Mr. Mac 
Gowan and Sales Management, we are 
happy to bring you here, in digest 
form, the basic tables. They will en- 
able you to appraise quickly the im- 
plications of price cutting on gross 
margins, sales objectives and, of course, 
on net profits. 


W.F.C. 











same DOLLAR GROSS MARGIN 
as at present in six gross margin cate- 
gories, when you cut the sales price 
trom 1 to 25 percent. 


3. The percentage of dollar sales 
volume increase which you must at- 
tain in order to yield the same DOL- 
LAR GROSS MARGINS as at pres 
ent in six gross margin categories, 
when you cut the price from 1 to 25 
percent. 


Table | 


This is a simple guide to indicate 
how many additional units you have 
to sell after cutting the sales price, 
to match the dollar sales volume you 
had before you cut the price. For ex 
ample, if you drop the price on an 
item 5 percent, you will have to sell 
5.3 percent more units to attain the 
same dollar sales volume as you enjoy 
now. The hidden implications are 
additional inventory to support the in 
crease in unit sales required to achieve 
the same dollar volume, as before cut- 
ting the price. 
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TABLE iit 





How Much Will You Have To Increase Your Dollar Sales Volume 
To Maintain Your Present Dollar Gross Margin? 





e 
4 


Swoon aD OT mw ee 


You will 
nave to 
increase 
your 
dollar 
sales by 











—s : 
m(1—C) 
MC ~ 


as 
M= Your gross margin percentage to sales. 


Note: Percentages are expressed as decimals. 





Present Gross Margin 





If your proposed percentage of price reduction and percentage of gross margin is not shown, use this formula: 


C = Your percentage of proposed selling price reduction. 


X = Percentage of dollar sales volume gain required to give the same dollar gross margin as at present. 





86.7 
97.5 
110.0 
124.6 
141.8 
162.5 











Cut Prices 5%, 


Table 2 


Since added sales volume is not 
always synonymous with increased 
profits, distributors will find this table 
more revealing than th first. It shows 
the effect of price cuts on six different 
items, earning from 15 to 40 percent 
gross margin. Should you cut the 
price of any of these items, the table 
shows you the percentage of unit sales 
increase you will need in order to 
produce the same amount of gross 
margin dollars the item earned be- 
fore you cut the price. 

Assume you are selling an item 
which produces a gross margin of 25 
percent of the sales of that item. You 
cut the price 10 percent. When you 
cut your sales price, you cut your gross 
margin, so how many more units will 
you have to sell to produce the same 
amount of gross margin dollars you 
earned before you cut the price? 


INDUSTRIAL DISTRIBUTION © JANUARY, 1954 


10%, 20%? 


Find 10 percent in the left hand 


column, go across to the column 
headed “25 percent”. You find that 
you need an increase of 66.7 percent 
over your previous unit sales to earn 
the same amount of gross margin dol- 
lars!’ If the item yielded only a 20 
percent gross margin and you cut the 
price 10 percent, you will need to 
double your unit sales to earn the 
same amount of gross margin dollars 
you earned prior to cutting the price! 


Table 3 


Since a record of unit sales is not 
ilways available to distributors, the 
third table serves to show the addi- 
tional increase in dollar sales required 
to earn the same amount of gross mar- 
gin dollars when a cut in price is 
made 

Assume you are currently selling an 
item which yields a 30 percent gross 


margin. You want to cut the price 
12 percent but would like to know 
what additional dollar sales volume 
you'll need to earn the same amount 
of gross margin dollars you are cur- 
rently earning on sales. Find 12 per- 
cent in the left hand column, go over 
to the column headed 30 percent and 
you will find you will have to increase 
your dollar sales by 46.7 percent. 


For The Mathematicians 


The formulas for obtaining the fig- 
ures used in the tables are provided 
by Mr. MacGowan at the bottom of 
each in the event distributors may 
wish to work out their own figures for 
gross margins not included in Tables 
2 and 3. 

Assume that the present gross mar- 
gin on a particular item is 27 percent. 
You propose to cut the sales price by 
9 percent. But you want to know the 
percentage of increase in unit volume 
which would be required to earn the 
same amount of gross margin dollars 
as you are now earning. Take the 
formula given at the bottom of Table 


In this equation X is what you 
are after: “the percentage of increase 
in unit volume which would be re- 
quired.” 

M equals the present percentage of 
gross margin. In this case it is 27 
per cent, or .27 for use in the formula. 

C represents the proposed price 
reduction in this case 9 percent or 
.09 for use in the formula. Here's 
how the formula works: 


27 


7 ~~! 


X = 


The answer is .50, or 50%, the per- 
centage by which you will have to 
increase unit sales to earn the same 
amount of gross margin dollars as now. 

The formula for determining the 
percentage of increase in dollar sales 
which would be required to earn the 
same amount of gross margin dollars 
after reducing the price 9 percent is 
given at the bottom of Table 3. Let X 
represent the percentage of additional 
dollar sales needed, let M represent 
your present gross margin (.27); let 
C represent your proposed reduction 
in price .09. Here’s how the formula 
works: 


27 (1—.09) 


a 27-09 


- I 


The answer is 36.5 percent. 

The assumption is made that the 
cost of goods sold per unit remains 
constant. 
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A sales manager gives 


7 suggestions on... 


How To Develop Salesmen 


By George L. Bottari, Assistant Editor 


“Having been a salesman myself, I know the trials and 
tribulations encountered by new, young salesmen,” says 
Frank Grender, industrial sales manager, Onondaga Sup- 
ply Company, Syracuse, N. Y. “Usually the newcomer is 
assigned the worst territory, calls on small accounts, and 
finds the going tough. He feels lost, alone, and dis- 
couraged. And during those trying days, I believe it’s 
management's job to encourage and direct the tyro sales- 
man. 

“Based on our experience, here are seven tips that have 
enabled us to develop the new, young salesman 





Compliment him when he gets a good order 
or cracks a new account 


“While we don’t advocate babying a new salesman,” 
Mr. Grunder, (above right with George Haryon) explains, 
“we do think it’s good business to school everyone in 
our organization to compliment the new salesman when 
he makes progress. Flowers for the living, is our motto.” 

\ new salesman, encouraged by the inside organiza 
tion, gets the idea he’s a valuable, important membet 
of a team; he realizes he isn’t alone in the job of selling, 
ind he strives to do his part for the organization 


Teach him how to compete 
with “old timer” competition 


One of the prime reasons for the young salesman’s dis 
couragement is the realization that his competitors are 
old timers with a wealth of experience and the advantage 
of long-time personal relationships with good accounts 

In Mr. Grunder’s opinion, this is a tough obstack 
that management must help the salesman combat. First 
of all, management must help the new salesman learn 
all he possibly can about his job and products. He must 
make more calls. He must learn to capitalize on the old 
timer’s complacency which results in ignoring new devel 
yments, taking his accounts for granted, and calling 


oO} 


spasmodically. The new salesman must b« convinced 
that persistent, regular solicitation will, in the long run, 
pay off if he is around when the buyer needs help. He 
should also be made to realize the oldtime buyer may 
retire or get transferred. Where competition has the 
account sewed up on the major lines, the new salesman 
should be taught to concentrate on minor items and en 
deavor to get orders for something—anything to get the 
account on the books 

Wherever possible, he should be taught to demonstrate 
new products, and try to develop a need for products on 
new applications; techniques the old timer usually neg 
lects. Fred Polsin (center), abrasive specialist, helps new 
salesman Tom Sweeney and George Haryon. George 
Haryon, just put this idea to work and cracked a good 
account by being instrumental in developing a smal] wire 
brush application into a major item. 

Competing with old timers requires hard work and 
creative selling. One possibility frequently overlooked by 
the new salesman, is the opportunity to sell perishable 
tools for the machine bought from competition 


Give him an opportunity to put gripes 
in writing and make constructive criticism 





WE'RE IN TROUBLE 











A discouraged young salesman is prone to think up 
excuses for his lack of success. This leads to griping about 
petty or imagined faults on his company’s part. 

Mr. Grunder has devised a form called, “We're In 
rouble”. Space is provided for the customer’s name 
why the trouble, and, most important, is the space alloted 
to “I Suggest”. This gives the new salesman a chance to 
put in writing what he thinks should be done to remedy 
the situation. 

Once the salesman gets his gripe down on the “We're 
In Trouble” form, it’s out of his system; he’s less in- 
clined to waste valuable time griping with other members 
of the organization, or worse yet, with outsiders 

Mr. Grunder’s experience has been that some worth- 
while constructive criticism is obtained on these forms; 
then it’s management’s job to take some action on them 
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Teach value of team work with inside staff 


Inspiring team spirit is another way to improve a new 
salesman’s morale. He should be taught to work closely 
with all inside personnel, and they in turn, should be 
encouraged to cooperate with him. Tips from inside 
telephone salesmen about interested prospects or cus 
omers are appreciated by the new salesman 

At Onondaga Supply Company, the purchasing agent 

irks closely with new salesmen. He listens to their 
requests for increased stock based on future needs of their 
wccounts. And, along with management, every effort is 
made to be sure inventory reared to meet current or 
expected requirements. A. J. DeMartino, inside abrasive 
specialist, and R. V. McCulloch, P. A., work closely with 
new salesmen. 

Nothing is more discouraging than to get an order, 
ind then lose it due to lack of stock. 

The new salesman at Onondaga Supply is also stimu 
lated to spend as much time as possible with his 
inside and outside abrasive specialists, and manufacturers’ 
representatives. This not only adds to his product 
knowledge. but gives him a sense of being part of a com 
pany-supplier team 


Spend time calling (alone or 
with him) on his tough accounts 





As the new salesman learn assigned to 
better potential accounts. And ; with these 
more desirable accounts, he frequ sets so far, and 
then can’t seem to button them 

Mr. Grunder believes it advisable t 
‘f his time with the new salesman. These two-man calls 
provide an opportunity to detect flaws in the new sales- 
man’s technique. But Mr. G jutions manage 
ment to make allowances for nervousness. “The new 

with the brass 
ixed a selling job as he 


spend one third 


salesman,” he says, “is apt t 
along, and probably won't do as r 
yrdinarily does.” 

Scme‘imes it is better for the sales manager to call 
lone, particularly on a discussio1 mpany policy 
matter 


In other cases, the buyer will blow off steam about 
service, and as Mr. Grunder puts it, “Where a buyer 
really wants to put us over the coals, I'd just as soon he 
did it to me, than the new salesman. I've been through 
the mill plenty of times, it’s part of the game, but the 
new man might take it too much to heart.” 

Solo calls by the sales manager also provide an oppor- 
tunity to discuss personalities with the buyer. The buyer 
will criticize a new salesman or an inside telephone sales- 
man to the sales manager where he might not do so 
direct with the man involved, 


Keep him informed of his sales attainment 
—including profit 





Mr. Grunder says, “Here at Onondaga Supply, we 
have no secrets from our salesmen. The IBM tabula- 
tions by product and by customer not only show sales 
volume, but also profit. I go over these figures regularly, 
particularly with the new salesman, to show him where he 
should be spending his time, to give him the necessary 
direction that will result in mutual benefits. I try to show 
him he is actually running a business of his own, and 
it must be conducted on a profitable basis. This type 
direction is appreciated, for as the new salesman learns 
the ropes, he goes on a commission basis, and his income 
rises as his profitable business increases. 


Assist him in making and 
keeping planned itineraries 








The new salesman, usually unfamiliar with the terri- 
tory and accounts, doesn’t know where to spend his time 
to the best advantage, therefore it is management's re- 
sponsibility to give direction along these lines. 

Each salesman at Onondaga oe a planned itine- 
rary every week. Mr. Grunder checks it to see if they are 
planning to spend time where it will do the most good. 
At the end of the week, call reports are analysed to see 
what is being accomplished, where management can be 
of assistance, and if the salesman follows his itinerary. 
Number of calls to sales are checked against the IBM 
ales analyses which helps the new salesman realize where 
he is wasting or using his time to the best advantage. 
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“RECOGNIZE ’'EM before they tell you who they are,’ “MAIN THING when a customer calls,” says Mark Lee, 


says Ferd Cain, head of the steel room If you can de telephone salesman, “is the ability to give correct informa 


that, and if you know vour stuff—you're in tion in a courteous manner 


Effective Use Of The Telephone 


By Robert Slater 


Associate Editor, Chicago 


“SOMETIMES | think our greatest asset 
is the telephone,” says Warren L. 
Foss, president of M. L. Foss, Inc., 
Denver, Colo. “We have some people 
here who are doing a great job for us 
public relations-wise, whenever they 
use it. 

It’s Mr. Foss’ idea that, in an area 
where competition is keen, no oppor 
tunity to raise the customer’s estimate 
of his distributor's courtesy and efh- 
ciency should be neglected—which he 
believes leads him logically to an 
appraisal of where his company stands 
in respect to phone courtesy. 

“For five years now,” he said, 
“we've been holding half-hour meet- 


“INTEREST IN PEOPLE and a knowledge of the firm’s line helps me,” says 
ings every month. Our twelve phone 


Switchboard Operator Audrey Andrews. Wrote one customer: “I called you from 
Salt Lake City; this is to compliment you on the operator who took my call.’ salesmen, our switchboard yperator, 
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MONTHLY MEETINGS are 
M. L. Foss, Inc., Denver, Colo 


attended by personnel of 


in two 


shifts. There they 


Begins In The Classroom 


the salesmen or I take a phone man 


nd all other personnel who come in 
contact with the public, attend these 
sessions in two shifts 

We take up such matters as prod 
uct knowledge, courtesy, and service 
which I believe are the cardinal rules 
in effective use of the phone. We 
discuss procedure methods, new prod 
ucts, pricing procedures. Frequently 
we show films—we’ve used “The Face 
in the Mirror,’ the sales training film 
on courtesy. and we also show manu 
facturers’ films—most recently, a film 
on brass.” 

Mr. Foss pointed out the fact that 
his telephone salesmen coordinated 
their efforts with the outside salesmen 

thus he believes the phone men to 
be as important as the outside men 

“Although all our telephone sales 
men are competent to handle any call, 
we find it practical, in some cases of 
course, to have one man exclusively 
handle a big account. He knows that 
company’s needs, its procedures and 
makes his friends there. Frequently, 
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out to meet a buyer. He might al- 
ready be well acquainted with the 
voice—he’ll have even a better picture 
vhen he meets the man.” 

It isn’t only the telephone salesmen 
whose phone manners make or break 
1 supply house, according to Mr. Foss 

other personnel perform important 
phone jobs too. He aims his instruc 
tions at them also. The results? 

“Recently a purchasing agent gave 
me a ring and said, ‘I just wanted to 
call you and express my appreciation 
for the courtesy I get from M. L. 
Foss people.’ And when I call on ac- 
counts, I get many comments on our 
employees’ alertness and courtesy. 
Again, an account from Salt Lake City 
once called us long distance for a rush 
item. Later we got a letter from him 
( omplimenting us on our switchboard 
operator. She must have made quite 
in impression for him to have gone 
to that trouble.” 

The girl at the switchboard, accord- 


are instructed in the three elements of successful phone 
utilization: product knowledge, courtesy, service 


ing to Mr. Foss, is in a crucial spot. 
He mentioned the fact that Audrey 
Andrews, who presides over the Foss 
lines, makes a big hit with the cus- 
tomers. “It’s amazing the number of 
people whose names she can remem- 
ber. Customers appreciate that. She 
sticks on the phone too—won't let a 
customer wait 15 seconds. If she 
can’t locate the party, she asks the 
customer right away if she can’t call 
him back. 

“She knows the switchboard from 
one end to the other. She’s been do- 
ing it for years, but she isn’t cal- 
loused.”’ 

The head of the M. L. Foss steel 
room, Ferd Cain, is another example 
of a good telephone relations man. 
“For my money,” said Mr. Ross, “he’s 
the best in the country. I don’t care 
where you go in Colorado, you'll hear 
him mentioned. He has a terrific 
memory; his product knowledge is 
near perfect; and he manages to get 
sincerity across in his voice.” 


7 





FARM APPLICATIONS of electric tools are demonstrated 
to REA advisors at Carolina Machinery & Supply Co. so 


they can inform farmers on how electricity can save time, 
manpower and money and get work done 


Demonstrations For Non-Customers? Why Not! 


North Carolina distributor develops farm trade after giving 


free demonstration of electric tools to state REA advisors 


Tue CarouinaA MACHINERY & SUPPLY 
Co., Rocky Mount, N. C., operates in 
a semi-industrial and semi-agricultural 
territory, a situation in which many 
distributors find themselves today 
since industry began moving out into 
the country Any opportunity to 
broaden the firm's market is welcomed 
by George H. Booth, president. This 
is the chief reason why he recently put 
on a special demonstration of electric 
tools for the benefit of Rural Electri- 
fication Administration engineers and 
advisors. It was a way of opening the 
farm market 

REA engineers and advisors, Mr. 
Booth explained, can hardly be classi- 
fied as industrial supply and equip- 
ment customers. Any sales made to 
REA are made to branches or head- 
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purchasing 


quarters through regular 
wasn't to 


procedures. But the idea 
sell anything to the engineers and ad 
visors except knowledge of tools and 
applications. By their routine duties, 
Mr. Booth said, REA people do some 
very valuable missionary work for dis 
tributors. They advise farmers how 
they can use electricity to save time, 
labor and costs. All the distributor 
has to do is to realize that, when he 
helps the engineers and advisors, he 
really helps himself. That was the 
purpose of the special demonstration. 
And he isn’t complaining about the 
results: sales of electric tools to farm- 
ers are now part of the company’s 
volume. 

Mr. Booth’s realization of the po- 
tential among farmers as the result of 
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rural electrification came about more 
or less fortuitously. A state group of 
REA engineers and advisors had 
scheduled a two-day meeting in Rocky 
Mount. The program chairman set 
about arranging demonstrations of 
electrical goods. The purpose was to 
acquaint the advisors with products, 
applications, developments and cost, 
time and labor saving ideas. The ad- 
visors, in turn, would then be better 
equipped to inform farmers as to what 
was available and what could be used 
to advantage in particular cases. 
Although most of the advisors at- 
tending the meeting operated outside 
his territory, Mr. Booth sensed the 
possibilities of having some missionary 
work done for his products at the cost 
of very little inconvenience. He of- 





fered to stage the demonstration in his 
own building. After settling the date 
and time of the demonstration with 
the program, it was merely a matter 
of getting in touch with Dick Wel 
some, Porter-Cable field representa 
tive, and ask him to handle it. 

Mr. Welsome came to Mr. Booth’s 
place beforehand and the two laid 
out a program designed to demon 
strate all the tools as they applied to 
farm projects—dovetailing, sawing, cut 
ting metal roofing and asbestos siding 
with abrasive blades, hedge-shearing, 
shaping, planing, mortising, sanding, 
belt grinding. During the demonstra 
tion, however, one prop had been 
verlooked—a log—and an employee 
had to rush out to Mr. Booth’s hom« 
ind fetch one since the guests showec 

en interest in log cutting 


] 


\ total of 18 advisors and eng 
ittended the demonstration ARRANGEMENTS for demonstration are quickly made by George H. Booth, 
Booth explained that the tools Carolina Mach’y & Supply president, in call to supplier's field man. 


vere to see demonstrated are tl 
tock-in-trade of industrial suppl 
uch as Carolina Mach’ 
He added a brief resume of 
operations and gencral run « 
hand ed 

Che guests were ideal nstra 
tion audience. They questioned Mr 
Welsome and Carolina Mach’y & 
Supply salesmen in attendance thor 
oughly. They insisted on seeing things 
done with the tools. They insisted on 
handling the tools themselv 
were obliged in everv wav and 
ill the product literature tl 
for additional information 

As an added fillip, Mr. B 

ited them to see a motion 

1 protective coatings, an < 

gladly accepted 
Light refreshments 


Hey 


were sen 
tters of appreciatio 
om the guests 
ne feb comesste eseu eS WAREHOUSE SPACE for demonstration is laid out during discussion between 
eee niin Toles : Walter Cobb. warehouse manager, and Mr. Booth 
dovetail attachments were 


the counter. Inquiries revealed 
1 |, semi-agricultural area, M1 


is convinced, could use this applications of the tool or piece of 
business. The problem is how equipment advertised. Over-the- 
olicit the potential business. At counter sales of electric tools and 
sent, he thinks direct mail is the equipment isn’t bad business at all. 


the purchasers were farmet nswer with emphasis on the farm 


“heard” of the products 

people and that thev | 

waiting” for such : 
The small distributor 


CE: an SE 
Regional Meetings: 
In Biloxi—Jan. 13-15 


REMEMBER: In Cincinnati—March 12 


Triple Convention: 
In New York—May 16-19 
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ROBERT J. CALVIN 
President 
V. J. RIORDAN 
Vice President 


BETHLEHEM STEEL CO. 
WALWORTH @ CO. 
GREEN TWEED CO. 





OLD LETTERHEAD of Rogers Mill Supply Co. had 11 
lines of type, in three black-and-white type faces. It in- 


evs 


ROGERS MILL SUPPLY COMPANY 
27.29 WASHINGTON AVENUE, BELLEVILLE 9, N. J. 
Distributors For 
STANLEY TOOL CO. 
NATIONAL TWIST DRILL CO. 
J. H. WILLIAMS CO. 
CORBIN CABINET & LOCK CO. 


SHERWIN WILLIAMS CO. 
MANNING MAXWELL & MOORE 
LUFKIN RULE CO. 


cluded names of officers, names of several leading suppliers 
two telephone numbers, and two street numbers. 


Your Company Name — Does It Get Across? 





Here Are the Steps Rogers Mill Supply Followed 


in Making the Change, and the Reasons: 


1. The over-all size of the letterhead was reduced and 
three-fourths of the wordage was eliminated. 
“A cluttered letterhead looks garish and unattrac- 
tive. Also it distracts the reader. Letters are for 
messages, not advertising matter. The place for 
advertising is in advertising literature.” 


2. Names of officers were removed. 
“The reader is most interested in the name and 
title of the man who signs the letter.” 


3. The list of manufacturers’ lines was dropped. 
“It’s impossible to print your catalog on a letter- 
head. There isn’t room to list even all our leading 
lines, to say nothing of the rest of them. The 
best place for a catalog is the catalog itself, or a 
mailing piece. Also lines change and then the 
letterhead is obsolete.” 


4. Unnecessary details were eliminated. 
“Our old letterhead listed two phone numbers. Ac- 
tually the phones are connected and one number 
serves perfectly well. There were also two addresses 
(27-29 Washington Ave.) but it’s all the same 


building.’ 


5. Type was standardized and modernized. 

“We changed from three different type faces to 
one modern face to simplify and streamline the 
general appearance. Of course, in most instances, 
the use of three type faces is considered to be all 
right, provided there is not a cluttered appearance. 
But use of more than three is generally not re- 
commended.” 


6. Both the company name and trademark were en- 
larged and engraved in red color. 
“We strove in our design to avoid pretentiousness 
or the appearance of boascing how big we are; we 
are a small firm and that would be ridiculous. 
That does not prevent us from putting our name 
forward and shouting our message—in the proper 
place. Here the only message, besides the letter 
itself, is our name and trademark. We feel there 
is nothing wrong either with using color to attract 
attention, provided the appearance isn’t garish.” 


7. Engraving was substituted for printing. 
“Relatively speaking it cost plenty—-but 
worth the difference.” 
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REVAMPED LETTERHEAD features name and new 
’ modern type. It 


de mark in red color, engraved 





ROGERS MILL SUPPLY COMPANY 


27 Washington Avenve, Belleville 9, New Jersey 


takes up less space, eliminates all extraneous matter, includ 


ing officers names and catalog of lines 


New Jersey distributor didn’t think his did, so he revamped printing 


designs on letterheads, calling cards for greater impact on customers 


YOuR COMPANY NAME on lett calling cards and 
delivery trucks helps strangers form their first impression 
of your firm. 

Will it be a good one? 

Robert J. Calvin, president of Rogers Mill Supply Co., 
Belleville, N. J., explored this question in some detail 
recently before revamping his firm’s letterheads, cards 
and trademark. For its letters and quotations, the com 
pany used to employ a fairly heavy letterhead, occupy- 
ing 11 lines of type on about one-fifth of the page. It 
included names of officers and manufacturers’ lines, plus 
telephone numbers and other data. This has now been 
“streamlined” and cut to two lines. Also calling cards 
and the signs on the company’s deli trucks have been 
revamped 


“The Trademark Should Tell What You Do” 


Dominating both the new letterheads and calling cards, 
as well as truck signs, is the firm’s trademark. It consists 
of an oversized “R” and the engineering symbol for 
“dead center” (a solid circle within a broken circle, in- 
tersected by crosshairs) 

Considerable planning, with the help of professional 
felt this sym 
bol had to be one that would get our name before cus 
tomers and make them remember it,” said Mr. Calvin 

The “R’, of course, spotlights the first letter of the 
firm name Ihe dead-center svmbol indicates to me 
chanical men (1) accuracy, (2) the fact that the firm 
does business with engineers, and the type of jobs 
the company’s products perform We supply the tools 
that make holes and fill them” 


wency people, went into the design. “W< 


“Calling Cards Are for the Man” 


The company also had it ling redesigned 
Mr. Calvin commented: “When we put a man on the 
road, we are sending out the n not the company. He 
represents the company, of course, but it’s the man the 
customer sees standing before him. His name should be 
prominent enough on the card so the customer doesn’t 
have to squint to read it.” If not in large type, at least 


the man’s name should pre th unpany name, he 
feels 


Many companies’ cards, he says, are so cluttered 
with advertising and other extrancous matter that the 
salesman’s name is barely visible. Or else the man’s name 
has been presented in such small type that “you wonder 
if they are ashamed of him.” 

Ihe Rogers card closely resembles the letterhead, with 
trademark and company name in red color, and modern 
type. 


“You Can’t Hide Your Truck” 


Just as important to first impressions, says Mr. Calvin, 
is the firm’s delivery truck. Again, he banks heavily on a 
simple and striking design. The truck sports the Rogers 
name and trademark combination in gold leaf, and lit- 
tle else (the gold treatment cost $45 compared to $20 
for a standard paint job—but Mr. Calvin feels this was 
worth it, too). 

Letterheads, calling cards and truck signs are only 
a small part of a distributor's advertising, says Mr. Calvin, 
but their value in forming a customer’s general impres 
sion of the firm and making him remember its name far 
exceeds their cost. Renovating them for maximum effec 
tiveness is cheap advertising, he reasons 





ROBERT J. CALVIN 


ROGERS MILL SUPPLY COMPANY 
27 WASHINGTON AVENUE, BELLEVILLE 9 W. J. 
HUabeldt 22-8608 








nd 





SAME DESIGN THEME marks calling card: simplicity, 
modern appearance, with caller’s name relatively prominent 
and above the company name 
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Put Tools on Wheels 


For Sales Unlimited 





IN ORDER TO REALIZE the maximum 
potential from the busy contracting 
trade in Indiana, Gilbert Voelker, spe 
cialty man for Indiana Manufacturers 
Supply Co., Indianapolis, drives a sta- 
tion wagon outfitted with a 4 h.p. 
radial arm saw mounted on a track so 
that it can be pulled out on the tail 
gate for easy demonstration. 

He calls on building contractors, 
planing mills, and the woodworking 
rade, and is also on call if needed by 
iny of the firm’s ten other sales repre 
sentatives. Mr, Voelker tries to carry 
a complete line of tools the contractor 
might use in construction work—such 
items as portable hinge-butt 
routers, door templates, drills, electric 
planes and lock mortisers 

“During the nice weather,” savs Mr 
Voelker, “I try to call on outside con 
struction. It makes it more convenient 
if you can pull right up to the building 
ind show your prospect what can be 
saved by using power equipment. And 
I have found nothing that will prove 
my point like 
tion.’ 

Mr. Voceiker estimates it takes him 
minutes daily to clean the 
chine, and feels that it pays dividends 
keeping a clean, new machine in his 
at all times 


Saws, 


} 
i personal demonstra 


hve ma 


Cal 


Roadside Sale 


‘I started out a few weeks ago to 
make several calls in the North East 
territory,” savs Mr. Voelker, “and, as 


all my calls were spaced quite a dis 


102 


a 


IDEA BEGAN with trailer-mounted tool which Salesman 


Gil Voelker, Indiana Manufacturers Supply Co., 


visit lumber yards, construction companies 


tance apart, I was driving at a good 
rate of speed. 

“I was between Gas City and Mun- 
cie, Indiana, when a car ran along side 
of me and motioned for me to pull off 
the road. The driver hollered that he 
wanted to see me. 

“To make a long story short, the 
man had noticed my saw sign in the 
window of my car, and wanted to ask 


; 


used 


some questions. | demonstrated the 
machine to him and gave him a cata- 
log—and about six weeks later, he 
came into the office and bought a 
saw.” 

The fact that Mr. Voelker’s st 
wagon usually carries a new saw each 
time he starts out is a good indication 
of the success of the company’s idea 


to “put tools on wheels.” 


ition 


TOOL IS MOUNTED on a track so that it can be pulled ont on tail gate 


demonstration. Mr. Voelker tries to s¢ 


I] 


tools from demonst 


wagon after 
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Quantity Pricing Cost Justification Methods 
To Be Studied By New FIC Advisory Committee 


UUANTITY DISCOUNTS and pric« 
entials—practices which industria 
tributors have urged their manufac 
ing-suppliers to idopt—may become 
more widespread when the Committee 
on Cost Justification 
pointed by Federal Trade Commission 
chairman, Edward F. Howre 
pletes its assignment 

In the past, manufacturers and 
distributors who wished to set up 
quantity discounts and price differen 
tials faced two obstacles. One was 
Office of Price Administration which, 
ifter the Korean outbreak, 
sanction any changes in pricing meth 
ods. Another was the attitude of the 
pre-Eisenhower Federal Trade Com 
mission which regarded qua 
discounts and differentials 
possessing anti-trust implications 
sequently, still 
don’t know if they risk anti-trust 
plaints by granting such dis« 
how thev could ihem 
Federal Trade C 
tion 

Attempts to set quantity 
ind price differentials usually wind up 
in lengthy court litigation. | 
ple: battles over the 
limit rule issued by FTC (covering 
discounts by the Big Four m 
turers) and how much evidence vou 
need to prove that differentials 
were granted in “good faith” to meet 
competition (The Standard Oil of In 
diana Case) are still in 


} 


recently 


fused to 


price 


businessmen 


yustiry 


Ommission 
uNnts 


cXam 
nrst quantity 
tire 


inufa 


price 


Compliance Sought 
But now that Republi 


najority on the NM ISsior 
indications that there m 


'C law 


tant changes in I 
ming up. Chairman 


! 
innounced that he is more 


vith un pliance, not pun 
And the creation of the Cor 
Cost Justification is another a1 
] ; 
peful sign. Professor 
Taggart, Assistant Dean of th 
f Business Administration 
sity of Michigan, and a leading 


ounting, is hi 


more h 


] 
i 


tv on cost acc 
committee which includes: C. R 
Pittsburgh Plate Glass Co.; Alvin 
Jennings, Lybrand, Ross Bros. & Mont 
New York accounting firm 
Kelley, Macv’s, Kansas Cit 


gomery, 


FE. W 


Herbert F. Taggart 


H. T. McAnley, Ernst & Ernst, Cleve 
land accounting firm Albert E. Sawyer, 
Sawver & Marion, New York law firm; 
Otto F. Taylor, O, F. Taylor & Co., 
New York accounting firm. 


Functions Explained 


I'he function of the Committee, ; 
Mr. Taggart explained, is to 
Ascertain whether it is feasible 
the Commission to develop stand 
irds of proof and procedures tor cost 
ng which can be adopted by the Com 
l'o the 
ent that such standards of proof and 
satisfactory costing 
rocedures can be developed, 
ho wish to facilitate a determination 
with the Robinson 
organize their cost 
would enable them 
prepare the data r 
that price differences 
t no more than “due allowance” 
cost differences. (FTC Chairman 
explained that “although it is 
ynized that no feasible 
inting system can give instantaneous 
Robinson-Patman Act answers, there is 
cessary conflict between better 
for Commission purposes and 
useful costs for management.” 


ssion as guides to business 


guides to 


laDi« 


cllers 


ym pliance 

ian Act can 
form which 
readily to 


d to show 


cost ac 


no mn 


Advise the Commission concern 
ing the part which accounting should 


} 


plav in the initiation and investigation 
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of cases. This advice would concern 
procedures prior to the issuance of a 
formal complaint, during which time 
the proposed respondent should have 
an opportunity to give preliminary in- 


formation on cost justification. 


3. Advise the Commission on ~ 
cedures which relate to cost justihca- 
tion after the complaint has been 


issued. 


lhe committee is only advisory and 
will only make recommendations to 
the Commission. But, if it comes up 
with acceptable standards, supply man- 
ufacturers and distributors presumably 
would be able to determine whether 
they are complying with the Robinson- 
Patman Act by organizing their cost 
records accordingly. Clarification of 
just what would be required by the 
Commisison to prove that price differ- 
ences reflect no more than “‘due allow- 
ince” for cost differences would 
remove considerable doubt. Manufac- 
turers and distributors could keep their 
cost records in a way that would be 
most adaptable to justify differences, 
should the FTC ask them to do so 

The Robinson-Patman Act permits 
price differentials which “make only 
due allowance for differences in the 
cost of manufacture, sale, or delivery 
resulting from the differing methods of 
quantities in which such commodities 
ire... sold or delivered.” FTC in the 
past has been successful in making 
price discrimination charges stick 
iwainst sellers who could not prove cost 
The pre-Howrey com 
mission tried to make a buyer 
bear the same burden—that is, prove 
his seller’s cost justification. This was 
rejected by the Supreme Court in the 
Automatic Canteen case last Summer. 


justihcation 
even 


Need For Guides 

Chairman Howrey, as well as many 
anti-trust lawvers and businessmen, 
feel that FTC up to now has failed to 
provide business with workable guides 
is to what accounting principles will 
be acceptable in a cost savings defense 
to Robinson-Patman Act discrimina- 
tion charges. Thus, he wants the com- 
mittee to advise on whether such 


Continued on page 207 





Vaterials Handling Equipment 


24 Hours A Day 


Duri 
uring Regular Business Hours 


Phone MA rket 2.1750 


Red Bank 6-1344 


E. R. PATTON 


PRescott 8.133) Field Engineer 


N. B. SEGGE 
: Livin st Field Engineer 
H. J SWAN ston 6-0489 
. . Field Eno; 
ORang 5.83 gineer 
J. ZALESKy : a 
ESsex 3.7295 hse. Foreman 
R. A. SEGGEL 
Livingston 6-0327 
D. M. JONES 
ORenge 2 6866 Vice-President 


Treasurer 


L. L. SEGGEL 


201 mangey 
Free om $7... . NEWARK 5, NM. J. 


° See Othe, Side 


++. President 
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“Emergency 
Are Our 


<= We ask for them 





By Van Ness Philip, 


“WeE'LL ALWAYS HAVE CUSTOMERS 
who get us out of bed at midnight 
whether we like it or not. We sell 
that kind of service and we might as 
well advertise what we sell.”’ 

That's the thinking at Dodge 
Newark Supply Co., according to 
L. Lawrence Seggel, president. It 
prompted two recent promotion proj 
ects aimed at convincing customers 
that emergency is a distributor's busi- 
ness—at any time of day. 

1. The first, a direct approach, is a 
one-page color mailing-piece titled 
“Service Around the Clock—24 Hours 
a Day.” Its chief feature is a listing 
of the home phone numbers of the 
Newark, N. J., firm’s staff, so customers 
will know where to turn quickly after 
regular business hours. 

2. The other project is a less direct 
but more detailed plan for promoting 
the extra-service idea. Called the “‘Serv- 
ice Report” file, it’s a collection of 
written reports by sales engineers de- 
scribing any trouble-shooting incidents 
or after-hours work that can be con 
sidered bevond the ordinary. It is de 
signed to make the entire staff more 
conscious of a distributor’s service mis 
sion and to provide a repertory of cases 
salesmen can cite in their talk with 
customers. 


Nine Telephone Numbers 


The mailing piece, known as the 
“Emergency Call Card List,” was 
partly the outgrowth of a need for 
more efficiency in handling emergency 
calls and more equitable sharing of off- 
hours duties. Before, customers had 
been in the habit of calling the firm’s 
executives in most emergencies. Their 
names were on company mailings and 
were easiest to recall. Now, customers 
have a list of nine numbers to choose 
from, including five field engineers, the 








Calls 
Business” 


We brag about then—> 





Assistant Editor 


president, vice president and treasure! 
and the warehouse foreman. All these 
persons have office keys. Their homes 
are in six different communities, so a 
customer can tell from the telephon« 
exchanges who is nearest. 

Significantly, the sales engineers are 
listed at the top of the card, and the 
firm’s executives at the bottom, ending 
with the president. Both names and 
titles are in large type. 


Service Is Worth Writing About 


Mr Seggel says the idea for the ser 
ice report occurred to him one 4th of 


ty 


July when he answered a call from 
Newark hospital. A flat drive 


hospital's ice Compressor was 
ommission, and he travelled 
miles to get the pulley that v 
t back in operation. 
He reflected that his 
- 
vere continually recalling 
] + 
service similat 
trouble-shooting at 
1 normal distributor 
wondered how many mem 


thing 
tTHnIin?g 


ympany, to say n I 


realized the am 
17 ] 


the prox 
tage Mi g¢ 
more difficulty than he an 
ersuading salesmen to r 
‘extra-service” incidents—not for lack 
f cases, but for lack of time 
But he feels that anvthing that helps 


effort 
eCrrvl 


; 


. 
sell “service” is well worth the 


shut down. 


I met Mr. Able et our office and we wers able to help his out 
with a coupling, while sot entirely satisfactory, would at least keep 
him working until euch time as they could make « permanent repair. 


I believe this also should be on recerd with us. 


The following is 
March at 9:30 P.M, ene that ha 


with as, Priday, the 9th of 


the writer believes should go oa recorg 


The writer was, at 
that 
mission Club Meeting and was callow cr tims at the Power 
he bad of mith & Wright, Inc., Middletown 
@ breakdown of « he - town, §. 


ing his problem over the ' 


I have not bea 
resume they must be running thes 
+ ae I 
Teakdown, as I would ettenpe to por way again 


I thought 
mught you would like to have thie for our records 


ning 
Saturday © 
‘phoned = oa 
1, Stanley of wubject LreakiowB. need 
vie at 10:00 Acie strippee and Oe oe next 
Mar ae tely 6" —_ in time for 
Herringbone coer wer t get the plan running 
omen! 
ed a replec the 
nifte in stock, 
enn St tans A en 
: in stock and mace 
without 
a 12 produc tion 
Co. vo Ore x nn onaanalf of weir 
nave 


'% car'y tis 
name 


ly 
tever oa we had two 


This company is on « 24 hour basis and many major repairs can only 
be made on Sunday and I kmow of six (6) specific times where I was call- 
ed in om Sunday eat two (2) epecific times where I was called in after 
midnight to get thes the necessary material to get thes running. 


I do not recall any one time that we were not able to give thee the 
correct material or substitute something that would do the job aptil we 
could get the correct material for thes. 


In one instance, I might mention that they broke « head shaft of an 
elevater and it was necessary for me to call Mr. Adams and make 
mente for one of his men te come in and aake up « shaft while I 
Seaboard Grain taking the measurements and ‘phoning it to hin. 


This should be, in ay opinion, om recerd. 
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EMPLOYEE-INSPIRED STEEL RACK for holding belt some at Mize Supply Co., Waynesboro, Va., and saves 


und hose reels makes filling orders easier and less trouble warehouse space, and employees are proud of it 








Good Morale Benefits Small Firms Also 


Creating atmosphere in which employees take interest in jobs pays 


Virginia firm tangible dividends in form of improved warehouse operations 


MAINTAINING GOOD EMPLOYEE MORALE isn’t a one-way ing which also served to convey to customers and pros 
street, as the Mize Supply Co., Waynesboro, Va., has pects the impression of efficiency and capacity to serve 
learned. You premote good morale and it can vield some Under the circumstances, the warehouse staff under 
very tangible results. In the case of Mize Supply, it is the direction of George Short, store manager, needed 
resulting in improved warehouse operations no urging to make its contribution. With a new addition 
The company’s experience also points up the fact that to the warehouse portion of the building, employees were 
human relations is not a big company “luxury” but some determined to make its interior reflect efficiency and 
thing that can be successfully managed by small ones capacity to serve, also. 
Primarily, morale is a question of an emplovee’s attitude 
toward his employer, the job and the job environment. If 
he’s appreciative and interested in all three, you have an Reels of flat belting had always been kept on some sort 
employee with good morale and an asset to the firm of home-made rack. Cordage and hose were laid on open 
If not, then something is wrong, either with emplovee, floor space. Mr. Short and Herman Royer, warehouse 
man who handled orders for these items, weren’t satisfied 
} with the arrangement, suspected that there was a better 
Start Off Right way. The layout took up on much space. It didn’t look 
Mize Supply got off on the right foot in human rela good. Uncoiling hose and cord to measure off short 
tions by constructing its own quarters at the start. Re length orders was troublesome. The two men got to- 
cently, increased activity made the erection of additional gether and came up with a design of a steel rack which 
warehouse space advisable. Thus, a clean, attractive could hold all the belt and hose reels off the floor and 
environment was provided with ample space for efficient in less than half the floor space. They had no trouble 
operations. The effect of clean, attractive quarters on securing the approval of Ed Cook, manager, for a welder 
employees was enhanced by a policy of good housekeep to come in and join the pipe which formed the frame 


Constructive Approach 


employer, job or environment 
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aig a : f 
DISMOUNTING used belt reel, George Short, store man 
ager, shows how two axles are mounted on a single frame 


ird by staggering supports 


sce pictures). When finished, the rack was painted alum- 
inum giving it a sturdy and neat appeardnce 

The fellows next tackled the problem of cordage stor 
age. Their combined ingenuity came up with a steel 
pipe welded frame for board shelves on which packaged 
cord coils could be laid. A small ring welded to the 
top of each shelf facilitates the location of the size rope 
[his was also a space and 


ordered and the loose end 
time-saver and enhanced the warehouse’s appearance. 

As Mr. Short put it, “I think that when the boss shows 
his appreciation of improvement ideas by listening and 


adopting the good ones, it’s sort of a challenge for us 


to keep on the look-out for other things we can do, It’s 
to our mutual benefit. We think these racks, for instance, 
vork faster and with more 

t means less waste of 


make it easier for us to do ow 
curacy As for the compan 
warchouse space and good ser 


Ideas Encouraged 


The attitude is not exclusively Mr. Short’s. When the 
firm decided to buy some new trucks for delivery pur- 
poses, a truck driver had some ideas to facilitate loading 
and unloading fitted pipe or any irregular shaped mate 
rial. It was a simple idea of putting the panel braces on 
the outside of the truck body which carried the load 
instead of on the inside where they served merely as 
snags for any protruding parts (see picture 

Ihe experience of the truck driver with panel braces 
on the wrong side (as far as he’s concerned they're wrong 
of the panels is indicative of the important role that 
minor details play in determining employee morale. Most 
truck bodies are adapted by local fabricators to users’ 
specifications. Since appearance of the truck is a consid- 
eration with iunanv truck-owners, the body fabricator 
obligingly places the pane] braces on the inside to leave 
: smooth exterior. This presents a nice surface for paint- 
ing and advertising which is well and good as far as the 
ice 1 goes 

Fxperience, however, taught this truck driver who, in 
many cases, has to load and unload the truck, that the 
constant snagging of merchandise on the braces wasted 
a lot of his time and fraved his temper no end. Often 
he would have to clamber back on to the truck to free 
the merchandise which he could have easily pulled off had 
the sides been smooth. With him it was a slow bum 


every dav 


- 


SMOOTH INTERIOR SIDE WALLS on truck body was 
driver's idea of more efficient design—panel braces on the 
outside where they don’t interfere with loading or unloading. 


ANOTHER EMPLOYEE CONTRIBUTION is ingenious 
shelving for storing and dispensing rope. Note ring through 
which end is inserted for ready seizing 


Fortunately, Mr. Short learns of such difficulties in 
frequent discussions on handling problems with employ- 
ees. It’s shop talk but good for all concerned. “Why 
can’t we do this? Why can’t we do that?” The truck 
driver was merely told to think about what he would sug- 
gest and to get his ideas together as the firm was thinking 
about buying some new trucks to replace old ones. 

This put the truck driver on his own and he took the 
dare. He not only came up with the suggestion to put 
the braces on the outside but he also figured out the 
most efficient length a truck body should be to handle 
the goods he had to deliver. It seems that he often car- 
ried loads of long pipe which protruded over his cab 
making it difficult to get in and out on calls. 

When the firm did replace the trucks, he was told that 
his ideas had been adopted entirely and is he a happy 
truck driver today! 
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Sports page advertising originated with president R. P. Christian (left) shown 
discussing program with son R. A. Christian and sales manager W. L. Juergens. 


Use It Right—and Newspaper Advertising Pays 


Accorpinc To ID’s report on advertising and sales pro 
motion in December, only a corporal’s guard of industrial 
distributors advertise in daily newspapers. And only a frac- 
tion of these admit such advertising nets them any trace 
able benefit. 

Comes now Canton Supply Co., Canton, O., who arc 
rounding out a year of newspaper advertising with the 


SIX Nic yN I H aid dh ift d by 

Christian ht) with help of Repositon 

sentative W um Williamson. Campaign will include larg 
stitutional ad mmemorating July 4th or Thanksgiving 


treasurer R 
advertising repr 


Im paign 


INDUSTRIAL DISTRIBUTION 


assertion that the results far outdistance the costs. Why 
should this distributor claim success where so many oth 
ers profess something akin to failure? 

It all started early last year when Canton Supply took 
space in the Canton Repository to tell domestic use 
what retail dealers handled a certain line of water | 
for which they were dist 


} , , 
DULO 


COPY is prepared by sales manager Juergens, who shares 
lity with Mr. Christian and Mr. Williamson. Fin 
copy is preferable to that furnished by s 

] 


but latter willingly lend cuts and mat 


responsil 
velieves its own 
. 

pliers 
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Call 6-8252 
/WILLIAMG 


“SUPERRENCHES” 


WOOL ALLSTAR FOOTBALL GaME— 
M—ALOLST 6 


SUPPLY 
COMPANY 


Ber ime Intowiry Since 1880 


938 CLEVELAND AVE. SW. 
ono 
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r'YPICAL ADS placed | t pply in Canton 


Repository. 1 financial page. 


Wrenches ; power drill were advertised on sports 


is adver 


In this case, advertising a consumer product to the con 
umer market, Canton Supply did nothing out of the o1 
But president R. P. Christian began to wonder 
if his industrial customers, couldn’t be reached in the 
ime way. His son (and treasurer of the company) R.A. 
Christian quickly pointed out that newspaper advertising 
for a supply house was the most expensive way of influenc- 
the market. If th lopted it, he said, they would 
ng for the Repository’s 65,000 circulation to reach 
only a f hundred customers and prospects 

However, the elder Mr. Christian wasn’t to be deterred. 
He still felt they read medium like a 
newspaper to Teh idvertised the 
right products to the right peop! 

His idea took the form of 
Canton Supply’s repair and 
ber belts. It appeared on the Repo 


tr ] 
ul i 


dinary. 


pe pai 


could u : Vv 
intag« 


ment describing 
nizing service for rub- 
tory’s financial page 
nd stressed cost-savi 
from this el ent encouraged Canton 
chedule featuring other 


hand _ tools, 


Results 
Supply to approve a 
lines—abrasives, hois 
fire extinguishers 

Some of these product 

- + 

il page, others (like p 
ports pages, and still 


power tools, 
idvertised on the finan- 
wer and hand tools) on the 
ind fire ex- 
tinguishers) in the general news section. The general 
rule applied in positioning the ads was the same in each 
ise. Get the advertising message across to the person in 

i position to influence buying 
Actually, most of the ads were placed on the sports 
pages—especially those featuring power and hand tools 
—where they would be read by men in the shop or plant. 
“These,” remarks R. A. Christian, “‘are invariably the 
people who specify what tools they want. And in a sports 


other like abrasives 


DO YOU KNOW HOW TO USE AN ADVERTISING 


tised in general news section to reach as many users as pos 
sible. Ads are placed in sections having known readership 
umong industrial Canton Supply runs about 50 


Jlumn-inches of display advertising costing $65 every week 


users 


center like Canton, they are also among the most avid 
readers of the sports page.” 

But Mr. Christian doesn’t believe 
tising is effective only in Canton. “I'd be willing to bet 
that the kind of buying influence a distributor wants to 


reach in an industrial plant anywhere is, by and large, 


sports page adver 


also a sports fan 

Although they have no statistical proof, both Chris 
tians feel their newspaper advertising is getting results 
From what their salesmen and some of their customers 
tell them, the ads are being read by the people they're 
intended to reach. Moreover, the younger Mr. Chris 
tian, who was skeptical at first, now gives this form of 
idvertising highest marks for increasing Canton Supply's 
sales volume. He was more than ready to approve a sec- 
ond six-month schedule of 400 lines (about 50 column 
inches) a week. 

In their newspaper advertising, Canton Supply didn’t 
everlook putting their name before the public in an insti- 
tutional way. Thus on the Fouth of July and Thanksgiv- 
ing, they ran large display ads setting forth a religious 
theme. 

The firm has received cooperation from suppliers in 
the matter of cuts and mats with which to illustrate the 
ads. Preparation of the ad copy is about evenly divided 
among William Williamson, the Repository’s advertising 
representative, sales manager W. L. Juergens, and R. A. 
Christian. Mr. Christian believes original copy is prefer- 
able to any which their suppliers might furnish. 

“All we are doing,” states the elder Mr. Christian, 
“is tailoring our newspaper advertising to the industrial 
market, then placing it in the newspaper so it will be 
seen and acted on by that market. On this basis, we think 
the program is paying its way.” 


AGENCY? TURN PAGE => 





If it doesn’t, then it must be rebating comm: 


someone else, and therefore not devoting commiss! 
providing proper agency service. 


3) Does it have adequate personne! with exp 


* 8 - 
and ability to serve general advertisers 
| ve isin PC 4) Does it have the financial capacity t 
obligations to media owners? 
M _ 
CAN AN INDUSTRIAL DISTRIBUTOR get any benefit out of How an Agency Is Paid 


using an advertising agency? In a recent “Management Advertising agencies’ main income source is ¢ 
Aid” issued by the Small Business Administration, payments (usually 15% of the insertion pr 
rederick R. Gamble, president of the American Associa- media in which they place advertisements. To 
tion of Advertising Agencies, describes in detail how in agency placing a $100 advertisement in a 
igencies function and what they can do for firms falling woukl be paid $15 by the newspaper. 
in the “small business” category. His implication is In the case of most advertisers, media 
trong that these firms can profitably use an agency— will pay for the bulk of the agency’s service 
provided they choose the agency best equipped to handle businessman, however, you may use relativel 
their particular advertising problems. tising space in publications, in which case a 
\ qualified advertising agency,” Mr. Gamble points arrangement wouldn’t permit an agency t 
mit, “does much more than just ‘write advertisements.’ ”’ advertising problems proper attention 
lor example, before any advertisement is written, an “If necessary,” states Mr. Gamble, “you 
gency will with the agency a minimum fee, but one which 
|) Study your service and products, determine their to compensate it for its time and effort an 
xlvantages and disadvantages in relation to competition; reasonable profit. And in addition to the minin 
Analyze your present and potential market as to the agency will ordinarily add a handling charg 
location, season, trade, and economic conditions; cost of materials and outside services purchas« 
3) Evaluate the advertising media (publications, direct behalf.” 
mail, etc which can be profitably used to interpret For special jobs—direct mail, news letter, h 
your service and product to your customers. These media displays—the agency will ask a “service” fe 
ire analyzed according to circulation, character, influence, ma a. De 
physical characteristics, etc Agreement with Agency 
Next, the agency will develop and present for your \ distributor should have some written a 
ipproval an advertising plan. When you have reviewed with the agency, and it should pay heed to the 
ind approved the plan, the agency will 1) term of contract, (b) scope of services ag 
1) Design, write, and illustrate the advertising; perform, (c) how agency will bill you for s« 
2) Contract for the advertising space or arrange for dered, and (d) rights and duties of agency anid dis 
the issuance of circulars, mailing pieces or whatever form should contract be terminated 
of advertising you've decidéd on (an agency does these Any agency-client agreement is based on 
things in its own name as an independent contractor principles 
not as an “agent” in the strict legal sense); 1) Agency will not, and at the same time, 
3) Put the advertisements into appropriate form for ccount directly competitive to yours; nor will \ 
publication or distribution; nother agency's service without the first agen 
After the advertising has appeared, the agency ent 
1) Checks and verifies the insertions, displays, etc.; ncy gets vour approval on al 
Handles auditing, billing, and payment 


| advertisir 
. n | ? Lh] 
vy at a medium’s publish 


scTViICcCe OT space 
ized commission, remits 


How to Choose an Agency to medium: 
+) The 2% cash discount allowed by m 


assed ge to client by agency when it is 


5 Cl not responsible for failur« 


The important thing Mr. Gamble advises, “‘is to 
cate a bona fide g agency qualified to giv 
uu the advertising cor | you need.” 

He refers distril to t tional “Standard Adve 

ng Register,” in which more than 2,500 agencies in ‘ . . 

Using Agency Effectively 


parts of the U. S. are listed. He also makes passing 
if agencies listed in the classified telephone directory Declares Mr. Gamble: “The agency-client 
it determines a dependable agency is the ; a partnership, to which vou bring technical 


: I 


’ 
ppliers t rv out their commitments 


product, your market, and y 


ul 
an Newspaper Publishers Assn., Periodical Pub which the agency brings its knowledge 
Assn., Associated Business Papers, National Busi rt of salesmanship.” 
ness Publications. Agencies having this acceptance carry v real sense, therefore, an agency is 
the group’s initials in their listing to your own advertising department or prograi 


vs 


icceptance by such media groups as the vo 


If an agency is not handling enough national adver must, then, be confidence and a free exchange 
tising to be so endorsed, the distributor can measure it: tion on both sides. 
dependability by the following vardstick Finally, savs Mr. Gamble: “It’s poor business 


1) Is it a bona fide independent operation? Is it free wencies to give their specific recommendation 

from undue control by anv one advertiser, and therefore the agency is engaged. You are most likely to get 
unprejudiced umd unrestricted in its service to all other lvertising recommendations after the agency h 
clients? Is it free from control by one medium owner? vorking with vou long enough to get a full unde 


" > at «oe 7? 
Does it keep all commissions it receives from media f your business.’ 
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GREETING CUSTOMERS, according to Otto Hart (sec their problems. Mr. Hart believes the top executive in a 


ght leads t in 1e1 ndaing of istomers and firm should make it his business to see customers 


The Top Executive: Just What's His Job? 


Here’s an Oklahoma distributor who says the top man should do noth- 


1 fy 


ing but be able to do everything, he must keep himself flexible 


- as to how much policy can be deter- 

By Otto Hart, president mined, and, if I were to spend every 

Hart Industriel Supply Co., : day determining policy, I'd be making 
Oklahoma City, Okla. so many changes no one would be able 

to know what our current policy was. 

While I do not favor shoving the 

Just wuHaT should the top executive my responsibility for policy making onto 
yf an industrial supply company do ; others, I do advocate all key per- 
his contribution to the succ f his sonnel being given an opportunity to 
rm? ; speak their piece on any proposed pol- 

That may simple ques icy change. For example, recently we 

mn but the more you thi ut i set up a materials handling division. It 

was prompted by a bit of market re- 

search that showed us there was a good 

sales potential here for materials han- 

dling equipment. Before we went into 

though, we held an informal meet- 

Otto Hart ing of key men; each one was given an 

pportunity to explain what establishing the division 

night do to his operation Then, when we had the 
est thinking of all, we went ahead. 

[he point I’m trying to make here is that, even in 
determining policy, the role of the top executive is one 
ling being a “one man show.” 

If you don’t build up men’s confidence in their ability 
make decisions, you'll be making all decisions your- 
lf; your desk will be piled high with papers and prob- 
president’s chief determine policy ems and you will not be flexible. It may seem easier 
be a full-time job in a pani it employ today to draw upon your experience and make the deci- 
or thousands of people but, in a small o1 ions but the only thing you are really doing is building up 
ion like Hart industrial Supply with 45 employees, trouble for tomorrow, 
mining policy is not an evervd hor here’ s When your desk is piled high with work, you don’t 


I 


di€ 
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CONFERENCES are a part of an executive's job. Before 
deciding on a policy change, Mr. Hart talks things over with 
the general manager, Virgil Schenck, in whom Mr. Hart vests 
both authority and responsibility 


have an opportunity to get out and meet people cus- 
tomers, potential customers, manufacturers, community 
leaders 

At Hart Supply, we have a heavy counter business. 
We have four full time counter men. Normally, they 
can handle the traffic but occasionally they get swamped. 

When we hit one of these peaks, | make it a point to 
get out on the floor. Not so much to fill in and become 
a counterman but more to circulate among the customers; 
to talk to them, learn more about their problems and 
show them we are interested in serving them. It’s like 
being a floor walker in a department store. 

Is this worthwhile? 

There’s no doubt about it in my mind. As a matter of 
fact, whenever | spot a “stranger” at the counter, | make 
it a point to meet him. And if I don’t spot him, the 
countermen make it a point to call me and introduce me 
to the ‘‘stranger.”’ 

It’s amazing how often those “strangers” develop into 
good customers. Naturally it’s not just a matter of saying 
hello to a newcomer to town; I take him on a tour of our 
plant, show him what stock we carry, explain our office 
operations to him, introduce him to our key men and, 
in short, show him that we mean it when we say “wel- 
come stranger 

Getting out and seeing customers in their plants is 
another thing you can do only if you do not saddle your- 
self with regular chores. Obviously, it’s impossible to 
visit all customers but I do make darn sure that I visit 
our top customers. And, I've found, customers appreciate 
a distributing company president thinking enough of 
them to call in person. Here again, it’s not a matter of 
doing a sales job; if a customer wants to talk about pur- 
chases, I’m certainly willing but that, fundamentally, is 
not the purpose of my visits. Selling is the salesman’s job. 

As a matter of fact, giving a person a job to do, 
equipping him with the tools to do the job and then let- 
ting him go ahead and do it is the only way to keep your- 
self from being a bottleneck in your own firm. 

It’s for sure that every person in an organization will 
make mistakes—and that includes the top executive. Our 
men make mistakes but they learn by them; they learn 
how to weigh factors and come up with a decision. 

The top executive in any firm, even though it be a small 
company, cannot do everything himself; he has to dele- 
gate work and with work should go a delegation of respon- 
sibility and authority. 

That, according to my way of thinking, is the way to 
stay flexible, to keep your finger on every operation and 
your hand in none. 


Did You Miss... 


CLINIC ON WHEELS: Memphis distributor puts on a 
traveling show that gets results. To learn how h« 
worked it see page 82. 


. DEGREES: After months of study by educators and 
leaders in the industrial supply industry, Clarkson 
College is ready to launch a course in Industrial Dis 
tribution. Got a son who wants to follow in dad’s 
footsteps? Better read about the new course on 


page 84. 


OVERHEAD, PRICE CUTTING, & SAVINGS FOR 
CUSTOMERS: That makes quite a package on the 
dollar side. More specifically, if you want to know 
how a California distributor slashed overhead 20%, 
see page 88; if you want to know how talking cents 
will make sales, read an Ohio distributor’s story on 
page 90; and, if you’d like to know exactly what 
happens to your money picture if you cut prices, 
study the tables on page 92. 


DEVELOPING SALESMEN: A Syracuse sales manager 
lists on page 94 seven points that'll interest other 
sales managers. 


TELEPHONE EFFICIENCY: A Denver distributo: 
tells how to make effective use of the phone 
see page 96. 

NON-CUSTOMERS: Do you just forget about them? A 
North Carolina distributor (see page 98) doesn’t; he 
puts on demonstrations for non-customers. 


YOUR COMPANY NAME: Read on page 100 how a 
New Jersey distributor decided his name was not 
getting across to customers and how he stream 
lined it. 


FEDERAL TRADE COMMISSION: They say you can’t 
get along in business unless you know what's going 
on in Washington that’s why the story on page 102 
is “must” reading for all in the supply industry 


Look For... 


SUPPLY SALES TRENDS (pages 114 & 116): Sales 
figures, listed by regions so you can compare your 
figures with distributors in your area. 

PRICE INDEX (page 118): What’s happening to price 
in 19 classifications? 

THE OUTLOOK (page 120): An economist looks at the 
steel picture. 

NEWS (pages 124-128): From near and far come reports 
on people and companies in the industrial supply 
industry. 

SELLING IS MY BUSINESS (page 130): Salesmen tell 
you how they work. 

ON THE MARKET (page 132): New and improved 
products with sales possibilities for distributors. 

SALES HELPS (page 196): New selling aids prepared 


for distributors by manufacturers. 
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Climb on,Sir 


HE Osborn brandwagon has been rolling for more than 

60 years. Your selective Osborn franchise gives you the 
opportunity to enjoy a highly profitable ride. With the 
Osborn name leading the parade, our advertising builds 
acceptance which you can quickly turn into sales. Get your 
share! The Osborn Manufacturing Company, Dept. R-13, 5401 
Hamilton Avenue, Cleveland 14, Ohio. 








COSBORN> OSBORN MAINTENANCE, PAINT AND POWER BRUSHES 
——— FOUNDRY MOLDING MACHINES 
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U.S. TOWALS 


October 1953 
Compared with 
September 1953 


+$3% 





We 





October 1953 
Compared with 


October 1952 





Compiteo ay INDUSTRIAL DistTaisuTION 











WH 





-3% 


First 10 Mos, 1953 
Compared with 


First 10 Mos. 1952 


+2 % 


—__L_ 








Supply Sales Trend 


Final Figures For October 1953 





October 1953 
Compared with 
September 1953 


October 1953 
Compared with 
October 1952 


First 10 Mos. 1953 
Compared with 
First 10 Mos. 1952 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+ $% 


+12% 


+ 5% 


+ 7% 











+ % 
+ 1% 


+ d% 


+ 1% 
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The Oster No. 782A “Rapiduc- 
tion Jr.’ is ideal for threading 
bolts, rods, and nipples...long or 
short, straight or bent pipe. Its 
standard bolt rangeis 4" to1"; 


pipe or nipple range 2” to 2”. 


The Oster No. 502 “Pipe Master” is a sturdy machine that's 
easy to operate, easy to move, and easy-on-the-budget. The 
“Pipe Master” has a standard range of 4" to 2” and extra 
range of 4%” to %”. It cuts off, reams, and threads 4" pipe 
twice as fast as it can be done by hand .. . 2” pipe five times 
as fast. Its “AUTO-GRIP” Front Chuck eliminates need for 
a bar or T wrench and assures fast, safe, positive operation. 


The Oster No. 6A “Rapiduction” is the 
standard of the industry. Designed for 
large-scale production threading, its many 
spindle speeds allow every size of pipe to 
be threaded at maximum speed. Through- 
out its entire standard pipe range of 1” to 
6” and bolt range of 1” to 4” die-head 
change is never necessary. 


Ads like this one are appear- 
ing in leading publications 
read by your customers. They 
are presenting hard facts 
that prove it pays to buy 
Oster pipe-threading equip- 
ment from you. 

Ads directed at your cus- 
tomers are also pointing out 
that you offer them reliable 
service, speedy delivery, and 
sound recommendations. 

It will pay your customers 
to buy Oster machines, and 
it will pay you to sell them. 
If you need sales bulletins 
or promotional literature, 
write us. We'll be glad to 
cooperate in any way we can. 











THE . MANUFACTURING CO. 


Main Office and Factory: 
2041 East 61st St., Cleveland 3, Ohio 


Builders of Cost Reducing Threading Equipment since 1893 
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SALES TRENDS (Cont’d.) 





October 1953 
Compared with 
September | 953 


October 1953 
Compared with 
October 1952 


First 10 Mos. 1953 
Compared with 


First 10 Mos. 1952 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wvoming 


PACIFIC 
California 
Oregon 
Washington 





+ 4% 


+11% 


+18% 


+ 1% 


+ 4% 








- 1% 


-14% 


+11% 


+ 9% 


- 8% 





2% 
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a ae 
“SMART PACKAGING is ANOTHER 


YARWAY SALES 


ADVANTAGE 
{Poy ror Us” 


ae 
= STEAM 
TRAP 


Nu! Wwe 


says 


=e Potter W. Shaw” 


Every box is an advertisement for 
YARWAY Impulse Steam Traps. In 
addition, high visibility and easy shelf 
storage make the smartly-designed 
YARWAY Steam Trap box popular 
with distributors. 

This is just one more way YARWAY 
backs up distributor sales effort. A 

strong consumer promotion program 
includes trade journal advertising, direct 
mail, steam traps clinics with the Yarway 
movie, trade show displays, plus other 
up-to-the-minute dealer sales aids. 


YARWAY Impulse Steam Traps are 
marketed through recognized industrial 
distributors. More than 900,000 have 
already been sold. 


For information, write... 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


*SALES MANAGER, The Mau-Sherwood Supply Co. 
Cleveland, Ohio 


impulse 
Steam trap 
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Price Index for 19 Product Classes 


(1947-49—100) 
% Change 
Oct. Sept. Oct. From 
NAME OF PRODUCT CLASS 53 53 S32 Year Ago 
Abrasive Products 116.9 116.9 ol 2 
Cutting Tools 121.5 121.5 
Fans and Blowers 143.7 140.6 
Fasteners 156.8 156.3 
Incandescent Lamps 36. 136.9 
Industrial Rubber Products 127.1 
Lubricants ‘f $5.1 


Materials Handling Equipment 32.: 131.9 


Mechanics Hand Tools 


(Files, saw blades) 137.1 137.1 126.9 
Metalworking Accessories 130.5 121.3 
Motors 118.3 117.0 
Paint 112.0 110.6 
Portable Power Tools 118.1 113.3 


Power Transmission Equipment 131.8 124.4. 


Precision Measuring Tools 120.6 117.6 
Pumps and Compressors 132.1 123.2 


Steel Products 3 
(Pipe, bars, nails, ete.) 141.5 130.7 


Valves and Fittings 131.7 122.7 


Welding Machines 
(Equipment, rods) 124.4 119.9 


Total Index 128.7 123.0 


‘ Rure 
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CHESTER = eczicc< HOISTS 


a great new line to sell— 
get these descriptive folders 
and see the reasons why 


Write for your complete information on 

these new Chester Electric Hoists today 
A ' ... your customers will be asking you 
‘oe about them, very soon. 


> ~ 


Of Here is a line of eight splendidly en- 


gineered electric hoists designed to put 
MODEL E: 5 sizes, % to 2 more heavy handling jobs on a paying 
ton. Flexible wire rope- \ basis. COMPARE them for quality fea- 
coute EM, Sentant pec tures of motors and parts, efficiency, 


button control. Lifting ons . 
peeks 13 2 Show durability, and for easy smooth operation, 
Find out all about the new Chester Electric 


Hoists today. Write now . . . ask for folders 
E 853 and EC 953. 


MODEL EC: 3 sizes, % to 
1 ton. Welded alloy steel 
link chain lift, pendent 
rope control. Lifts adapt- 
able up to 66 ft. 


CHESTER HOIST DIVISION 
The National Screw & Mfg. Co. 
Lisbon, Ohio 


FASTENERS Sf HODELL cums of cna HOISTS } 
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The Outlook For Steel 


By The Economics Department, McGraw-Hill Publishing Company 


HE STEEL INDUSTRY today is making a 
transition --- the decline from superboom to 
prosperity. 

Few industries have hada bigger boom than 
steel. Except for the strike period in 1953, 
steel mills operated at close to 100% of capac- 
ity from April 1950 to June 1953. And mean- 
while, capacity increased 17%, to 117 million 
ingot tons. For most of this period, leading 
steel companies have been in the excess profits 
tax bracket. And even after taxes, return on 
capital has been above anything in pre-Korea 
years. 

But it's clear that the steel industry is now 
entering a more difficult period. Operations 
are down from 105% of capacity early in 1953. 
In the first half of 1954, steel output is likely 
to average 85% to 90% of the new capacity 
figure. But many people in the industry expect 
the rate to drop below 80% sometime next year. 

These are still relatively high levels of 
operation, by historical standards. But they 


represent quite a drop from the peak of the 
recent boom. Because steel is one of our most 
basic industries, and because it has always 
been regarded as a cyclical industry that went 
from boom to bust, it is worth analyzing how 
well the steel industry can stand up to such a 
test. 


COMPETITION for markets will be hot among 
the steel companies in 1954. And they will also 
face increasing competition from aluminum, 
plastics and other products that are potential 
substitutes for steel. But all the evidence in- 
dicates the industry is prepared. 


ZATION has been a key part of the 


steel industry's capital spending program since 
1946, and especially since 1949. In adding 25 
million tons of new ingot capacity, the steel 
companies have raised the proportion of their 
facilities that is completely new to about 20% 
of present capacity. That is the amount built 
since 1946. If the capacity built during World 
War II is included, then as much as 30% of total 
steel capacity today is in relatively new plants. 
And many older plants have been so thoroughly 
modernized that probably 70% of 80% of all 
steelmaking facilities are in truly first-class 
shape. 

If steel operations drop to 80% of capacity, 





companies will simply close down their older 
plants. At 80% --- which many regard as a 
normal operating rate for the future --- the 
industry will use only its most efficient capacity, 
and so will be able to earn good profits. In fact, 
some analysts think the steel industry can break 
even at 60% to 70% of capacity, because at those 
levels it would be running only the most modern 
plants. 


RESEARCH is the steel industry's best bet to 
meet the competition from newer metals and 
plastics. This includes, as always, basic metal- 
lurgy --- new properties, new alloys, etc. --- 
but the emphasis is shifting to application --- 
the development of completely new products. 
For example, the use of steel in the building 
industry, particularly in housing, could be 
greatly increased if prefabricated steel sections 
were used in place of wood. Use of new alloys and 
new extrusion techniques may produce superior 
types of steel pipe for the fast-growing chemical 
industry --- where copper, aluminum, titanium 
and plastics all compete. 

Some steel companies now carry plastic pipe 
to round out their line. But they're betting on 
steel pipe to hold most of the sales volume. 

Some of the most intensive research is in 
the field of steelmaking itself. New develop- 
ments include continuous casting of ingots, hot 
extrusion of finished shapes from the original 
castings, and the manufacture of carbon steel 
in electric furnaces. Within five years, these 
new processes may lead to substantial new 
capital expenditures by steel companies. In 
particular, they might make it possible to set 
up small-scale steel operations in market areas 
away from the main steel centers. With present 
techniques, construction costs so much that 
output tends to be concentrated. 


FINANCING: The steel industry now has a 
strong financial position. And, without excess 
profits taxes, it's going to be even stronger. 
Leading steel companies can cover their divi- 
dends two or three times out of this year's 
earnings. They're confident they can earn as 
much or more in 1954 --- even at lower oper- 
ating levels. That's when the capital invested 
in modernization programs is expected to pay 
off. 
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HE Seer 


A Few Typical Applications 
of the new FALK 
Shaft-Mounted Drive 





a great new member of a famous family 


FAUX SHAFT MOUNTED DRIVE 


' A STURDY, 
COMPACT SPEED-REDUCING UNIT 





e 


--FALK 


» ++ @ good name in industry 
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Cameron & Barkley 
Promotes Seigler 
As Miami Manager 


Harry D, Seigler, Jr., has been 
named manager of the Miami, Fla., 
branch of the Cameron & Barkley | 
Co., Charleston, S. C. Mr. Seigler 
was formerly assistant branch manager 
at Tampa, Fla 

A native of Florida, Mr. Seigler | 
joined Cameron & Barkley in 1940 | 
after attending the University of Flor- | 
ida. After a brief period of training, he | 
became a salesman and was assigned 
to a city territory. During the war, 
he served in the Army Air Force. He 
returned to Cameron & Barkley in 
December 1945. He was called back 
to active military service during the 
Korean conflict and won the Dis 
tinguished Flying Cross. 

Mr. Seigler has been 
branch manager at Tampa 
March 1953 

Leroy C. Rathsam, formerly district 
sales engineer for Link-Belt Co., sta 
tioned at Kansas City, Mo., has joined | 
the sales staff of Cameron & Barkley’s 
Jacksonville, Fla., branch 


assistant 
since 


Lewis-Diesel Buys 
Southland Engineering 


The Lewis-Diesel Engine Co., 
Memphis, has purchased Southland 
Engineering & Supply Corp. of Mem- 
phis for about $60,000, T. Walker 
Lewis, president of Lewis-Diesel, an 
nounced recently 

Southland will become a branch of | 
Lewis-Diesel and all Southland em- | 
plovees will be retained, including 
Robert M. Underwood, Jr., president | 
and treasurer, and M. L. Hays, vice 
president and secretary. Mr. Under- 
wood was named vice-president and 
director of the new organization 

The Southland firm, founded in | 
1952, specializes in well drilling and | 
irrigation 





organized in 
1945 as a section of Lewis Supply Co 
of Memphis. It was retained by Mr 
Lewis when he sold the supply firm 
to Howard A. Jackson of New York 
City im 1946. The company also op 
erates a subsidiary at Little Rock, Ark., 
managed by T. Walker Lewis, Jr 


Lewis-Diesel was 
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Worthington Corp. Honors Its Oldest Distributor 


Carey Machinery & Supply Co., Baltimore, was recently cited by the Harrison, N. J., 
manufacturer, for long service as the first of Worthington’s more than 1,000 dis 


ributors and dealers 
receives plaque from Frank J. 


Here Cheston Carey (right), Carey Machinery president, 
Whalen, 


Worthington vice-president. W. H 


Wheeler and J. O. Glenn of Worthington are looking on 


Southern Distributors To Meet This Month 


Opening event on this winter's 
meeting schedule will be the three- 
day mid-year session of the Southern 
Industrial Distributors Association, 
Jan. 13-15 at Biloxi, Miss. 

Members of the American Supply 
& Machinery Manufacturers Associa- 
tion will also attend. (The Southern 
Association executive committee re- 
cently abandoned its original plan to 
make it an invitation-only event). 

The regional meeting of the South- 
erm and American Associations will 
also be held in Biloxi, concurrently 
with the Southern Association’s mid- 
year program. 

Both meetings will take place in the 
Edgewater Gulf Hotel 


Two Hotels Available 


Southern Association officials have 
urged that the home offices of com- 
panies planning to attend register all 
of their representatives in advance and 
make hotel reservations through the 
Southern Association’s office, 208 
Peachtree Arcade, Atlanta, Ga. The 
Hotel Markham, Gulfport, Miss., will 
also be used 


The Biloxi program will open with | 


a reception and cocktails at 6:30 p.m., 


INDUSTRIAL DISTRIBUTION 


Jan. 13. The next day will be occupied 
with a general meeting at 10 and four 
Marketing Workshops: Promote to 
Sell; Be Wise-Analyze; Keeping Your 
Salesmen Fit; and Reducing Distribu- 
tion Costs. A banquet is scheduled 
for the evening. On Jan. 15, there will 
be another general meeting and Mar 
keting Workshops will be continued 
through the morning 


New England Group to Meet 


The New England Iron & Hard 
Association will hold its 6lst an 
meeting and banquet in the 
Plaza Hotel, Boston, on 
January 21. Sidney J. Simons, of S. 
Simons Hardware Co., Boston, chair 
man of the banquent committce, has 
announced that invitation and reserva 
tion cards have been mailed 

Another regional meeting, sponsored 
by the National and American As 
sociations, is scheduled for March 12 
in Cincinnati, at the Netherlands 
Plaza 

The Triple Industrial Supply Con 
vention will be held in New York 
City, May 17-19, at the Waldorf As 
toria Hotel and Madison Square 
Garden. 


ware 
nual 
Sheraton 
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Madsen & Howell, Yarnall-Waring Hold Steam Trap Clinic 


“ 4 ww” 
roy ow, 
: 


Audience of 110 North Jersey industry men kept questions 
Howell, Inc., 
Here R. S. Pollard, Yarnall-Waring steam trap 
Behind him are Ray Peterson, 
of Yarnall-Waring 


moving fast at session at Madsen & 
Ambov, N. J., 


sales manager, 
Glen Chase and J 


answers one 
A. Steer, 


October New Orders 
Declined Only Slightly 


[he American Supply & Machin 
erv Manufacturers’ Association’s new 
order index showed a slight 
for October of 4.6 under the Septem 
ber figure, but still held 46 ibove 
the base month of July, 1948 

The October index of 146 is 
below the October, 1952, 
158.4 

The 
ume of orders distributors place with 
American Association members con 
tributing to the survey 


decline 


also 


hgure of 


index is based on dollar vol 





Perth 
earth 


Allen Supply Elects 
Krabbenhoft Vice-President 


John Krabbenhoft, sales manager of 
Allen Supply Co., Inc., Cedar Rapids, 
lowa, has been elected a vice-president 
of the company. 

Mr. Krabbenhoft served four years 
in the Marine Corps during World 
War II. He obtained a degree in busi- 
ness administration from the State 
University of Iowa. 

He joined the Allen Supply Co. in 
August of 1947, working in all depart 
ments from shipping to outside sales. 
He became sales manager in 1950. 


sales staff up until midnight 
followed up by phone to draw selected audience 


Distributor stressed engineers and pipe fitters, rather than 
purchasing agents, in its invitations—so interest was down-to 
Here customers check samples closely. 


Questions kept 


Company send cards, then 


Continental Supply 
Names Sales Executive 


rhe Continental Supply Co., Dal 
las, has named Jack A. Davis manager 
of tubular sales for the company’s 
Oklahoma-Kansas division with head 
quarters in Tulsa. 

Mr. Davis has been manager of the 
firm's pipe line equipment division for 
the past 74 years. 

R. E. Scheibel, former refinery sales 
man in Lake Charles, will take over 
Mr. Davis’ former post in Dallas. 

Mr. Davis joined the company 20 
years ago. 


Parker-Kalon Holds Distributors’ Sales Course 


manager of 
certincates 
seven firms: 


S. S. Kahn, | sales 
Parker-Kalon, 
to representatives of 
M. R. Conran, Globe Machinery & 
Supply Co., Des Moines; Bill Duggan, 
Aikenhead Hardware Co., Toronto, 
Canada; George Hoffman, The Kim- 
ball Co., Cleveland; Harold V. Ostran- 
der, Burhans & Black, Inc., Syracuse, 
N. Y.; Fred Jordan, Thomas Smith & 
Co.., W orcester, Mass.; Bert Townsend, 
Caverill, Learmont & Co., Montreal, 
Canada; and Curt Kling, Clark Wit- 
beck Co., Schenectady, N. Y. From 
Parker-Kalon were Frank Hamouz, 
Gil Harrell, J. Schwartz, J. Kursman, 
C. J. Geis, Harold Elfenbein, S. Harz- 
feld, W. A. Toepel and E. Ogulnick. 


presents 
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Two Distributors Celebrate Their Diamond Jubilees 
Fish & Hunter Opened for Business 75 Years Ago in the Black Hills 


Dr. F. S. Howe 
The Fish & Hunter Co., Deadwood, 
South Dakota, recently celebrated its 
diamond jubilee in recognition of 75 
years of business in the Black Hills 
Festivities included an open house 
and a banquet for all employees and 
ex-employees. A special issue of the 
Deadwood Pioneer Times was issued 
covering the event 
Lumber for the gold rush—cabins, 
Sluice boxes, rockers and mills—gave 
the company its start in 1877. John 
Hunter, the founder, brought in a 
portable sawmill by ox team when the 
Black Hills were opened for settle- 
ment 


Many of the incidents of those days 
have been handed down by word of 
| mouth from men who were in the 
employ of the company in the early 
days to their sons who are working for 
the firm today. 

In 1879, Deadwood was swept by a 
fire which took practically every frame 
structure in the town. The mill sup- 
plied all the iumber used to rebuild 
it. In 1883 Mr. Hunter formed a 
partnership with J. M. Fish. Later, 
the company expanded its operations 
to include industrial supplies, incor- 
porating in 1891. 

President of the company is Dr. F. 
S. Howe, who bought the interests of 
John Hunter in 1906. Dr. Howe is 
also president of Black Hills Oldsmo- 
bile-Cadillac Co., Black Hilis Rea! 
Estate Co., Canyon Oil Co., and 
Director of the First National Bank 
of the Black Hills. He was mayor of 
Deadwood from 1924 to 1934. 

Walter E. Dickey is treasurer of 
the company. He is the son of E. C. 
Dickey, one of the company’s first 
employees. Mr. Dickey 1s also vice 
president and manager of the First 
National Bank; and vice president and 
director of the Index Chemical Co., 
Houston, ‘Texas. 

George R. Hunter, the 
founder, is vice president. He is also 
president of the B. H. Oldsmobile 
Co. of Rapid City; president of the 


son of 


Gerald D. Crary 


Black Hills Mercantile Co. of Dead 
wood, and director of Custer Lumber 
Co. 

Gerald D. Crary, secretary and gen 
eral manager of the firm, is a director 
of the Greater South Dakota Assn., a 
director of Custer Lumber Co., and 
a past director of the Deadwood 
Chamber of Commerce. 

D. H. Crary, Jr., with the above 
four officers, is a director of the com- 
pany. Elmer J. Kvam is in charge of 
the wholesale building material divi- 
sion and Lloyd Johnson heads the 
wholesale hardware and paint depart 
ment. 





Pittsburgh Was Called Allegheny When Samuel McKnight Was Founded 


Lather C. Stevens 


Ihe year the first commercial tele 
| phone exchange opened and only two 
| years after Custer’s famous stand, a 
young Irishman named Samuel Mc 
Knight opened a hardware store in the 
| town of Allegheny Today the town 
is known as Pittsburgh and the young 
Irishman’s humble business is known 
as Samuel McKnight Hardware Co.., 
one of the city’s biggest industrial 
distributors 
The McKnight firm has commem- 
orated its long history with a maroon 
covered booklet describing the careers 
of its three presidents—founder Mc 
Knight, Hugh F. McKnight, and 
Luther C. Stevens. An _ attractive 
spread recounts in pictures and woids 
the various vicissitudes through which 


the firm has passed—the disastrous 
1936 flood, for example, when six feet 
of water inundated the company’s Fed 
eral Street premises. Then there was 
the 1947 fire which caused less dam 
age than the tons of water poured on 
it 

Che company had survived an earlier 
disaster from fire, back in 1896 

\ well-known wholesale hardware 
firm, McKnight operates three retail 
stores in the Pittsburgh area, the latest 
being the sleek, modern Bellevue unit 
opened in 1951. 

A final page of the booklet presents 
pictures of McKnight branch store 
managers, salesmeu, purchasing agents, 
and other officials. On the last page, 
the firm lists names of suppliers 


INDUSTRIAL DISTRIBUTION © JANUARY, 1954 





Threadwell Tap & Die Holds 3-Day Sales Conference 


+> 


Advertising and promotion plans to 
back up distributors in 1954, including 
two new slide films, featured the 
Greenfiekd, Mass., manufacturer's 
meeting for management, 
and representatives 
here are Walter Carlson, Carlton 
Wood, Benjamin Weidemeyer, Jack 
Sutter, Roy Heldenbrand, C. O. Crom 
weli, Paul Polk, Carl Johnson, Charles 
Hertter, Paul Hawthorne, A. B. Rus- 
sell, Albert Kuhns, John Rush, Edgai 
Haas, Jr., William Kaueper, Earl 
Cook, Albert Cranks, Aubrey Ozias, 
Walter Marek, Leonard Rice and 
Phillip Johnson. 


salesmen 


sales Pictured 


Virginia, Carolina Distributors To Meet 


Industrial distributors from North 
Carolina and Virginia will hold an 
other meeting, patterned after the in 
itial session held in Greensboro, N. C., 
last October, at the John Marshall 
Hotel, Richmond, Va., on Feb. 18 
George W. Sydnor, of Smith-Court 
ney Co., Richmond, and Lloyd B 
Mize, Industrial Supply Co., Rich 
mond, are co-chairmen. 

Fifty invitations to attend have been 
mailed but, as Mr. Sydnor explained, 
“this is not an association meeting 
but an independent meeting of indus 
trial distributors in the area to dis 
cuss problems of a mutual interest.” 
Those invited have been advised the 
can invite any recognized industrial 


distributor to attend the meeting. 

Only a morning session will be held 
in the Byrd Room of the John Mar- 
shall Hotel, starting at 9:30 A.M. The 
meeting will conclude with a Dutch 
l'reat lunch at the hotel. 

Seventeen industrial supply firms 
were represented at the initial meeting 
of Virginia and North Carolina dis- 
tributors held at the Sedgefield Inn, 
Greensboro, N. C., last October. At 
that time it was unanimously decided 
that such meetings should be held 
quarterly and should be alternated be- 


tween a Virginia and North Carolina | 


city. Mr. Sydnor and Mr. Mize were 
ippointed a committee of two to ar- 
range the Richmond meeting. 


New North Jersey Firm 
Organized by Gerweck 


Gerweck Industrial Supplies, a new 
firm, has opened for business in Irving 
ton, N. J., a Newark suburb. The ad- 
dress is 1199 Springfield Ave. 

It is headed by Robert L. Gerweck, 
former vice-president of Crane & Mil- 
ligan, Inc., of Newark. 

The firm of Crane & Milligan was 
dissolved, following the three-year ill- 
ness of S. J. Milligan which compelled 
him to retire from active work. Mr. 
Gerweck handled the liquidation with 
option to purchase any stock needed 


| in his new business. 


Crane & Milligan was founded in 
1906. Mr. Gerweck became a stock- 
holder and was elected vice-president 
in 1923. 


T. B. Wood’s Representatives from 16 Cities Meet 


te "i ee ey ~ 
; : ae ——_ c, 


Sales 


representatives from through- 
out the country met recently at the 
T. B. Wood’s Sons Co. headquarters 
in Chambersburg, Pa. Shown here are 
Ross T. Reed; T. C. English, Sr.; Rob- 
ert G. Cahill; Harold T. Kendall; E. R. 
Kleinlein, Walter T. Wonnacott; 
Henry D, Clark, Sr.; Robert C. Reese; 
Ralph S. Carlson; H. G. Tondreau; 
R. L. Garretson; S. Branson Soales; 
Ward C. Johnson; Gordon M. Hen- 
derson; James A. Wills; Donald H. 
Fielding; E. L. Nuernberger; and 
Charles O. Wood, Jr. 
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Barksdale Valves Moves Into [ts New Plant 


Recently opened plant of Barksdale Valves in Los Angeles will increase firm’s pro 
ductive capacity for hydraulic control equipment 


Templeton, Kenly Occupies New, 


Modern plant just opened by Chicago manufacturer as the 


lempleton, Kenly & Co. has 
moved into a new, larger plant in 
Broadview, Ill., a suburb of Chicago. 

I'he new single story structure, con 
taining 96.000 sq ft. of floor space, 
is located on a five-acre tract at Gard 
ner Road and 16th St. Designed for 
streamlined production flow, the plant 
has a centrally located mezzanine 
parts storage area which is accessible 
to both assembly and manufacturing 


Larger Plant 


architect sees it 


sections. Shipping and receiving facili- 
ties include a four-truck dock and two 
car rail siding 

Ihe office section is built of face 
brick and shot limestone to 
harmonize with homes in the border- 
ing Westchester residential section. 

J. B. Templeton, company presi- 
dent, said the move to larger and 
more efficient quarters was dictated 
by the development of new products. 


sawed 


Binks Opens New Canadian Plant in Toronto 


PMR tot A 


oe 


This new larger plant replaces the Binks Mfg. Co.’s former operation at Windsor, 


Ont 


It houses Toronto sales district headquarters 


New Supply Company 
Formed in Columbus, Ga. 


Con-Tex Industrial Supply Co. has 
been organized as a wholly owned sub 
sidiary of Phillips Hardware Co. in 
Columbus, Ga., to handle industrial, 
textile and contractors’ sales. 

A. E. Mvers, chairman of the board 
of Phillips Hardware, is general man 
ager of the new firm. D. M. Greene, 
who formerly headed the Phullips 
Hardware Industrial department, has 
returned to the sales staff to handk 
special accounts. 

While the two firms will operate 
separately, they will have the same 
officers and directors. 

Next spring Phillips Hardware will 
construct a new building of modern 
design on Victory Drive, Columbus, to 
allow for expansion of sales and facili 
ties, the officers announced. 

Con-Tex Industrial Supply will con 
struct a new building at a later date, 
they said. Plans call for expanding the 
sales territory beyond the Columbus 
area. 

Newlv added to the sales force are 
O’Deil F. Hackler and Albert W. Stan 
ford. 


MAPPING PLANS for new Con-Tex 
Industrial Supply Co. are D. M 
Greene, of sales staff, and A. B. Myers, 


general manager 


Rose, Kimball & Baxter 
Names Department Head 


John E. Dublin has been 
manager of the industrial department 
of Rose, Kimball & Baxter, Inc., FE] 
mira, N. Y. 

Mr. Dublin has been with the com 
pany since 1945 as a sales representa 
tive He is past president of the Elmira 
Junior Chamber of Commerce 


named 
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There’s a Yale hoist 
for every lifting job! 
( 





















































¢ No matter what your prospect's business or in- 

dustry is, he can profit from the time, work and 

money-saving advantages of the YaLe Put-Lirt! 

Tell him about the countless pulling jobs that can 

be done...then how this more versatile tool lifts, 

too...with YALE-warranted capacities as high as 

30,000 Ibs. Yes, the YALE Put-Lurt can be one of 

his most valuable maintenance and construction in - 

tools... indoors and om. , , Locating steel plates on ship deck is just one of the countless 
Point out the superior YALE design; the top- jobs done quicker and easier with a Yave Put-Lurt. If your busi- 


quality YALE construction. Demonstrate the ness is building, public utilities, transport, textiles, metal, mining, 
‘ farming... heavy or light...there’s a Yate Put-Luirt to help you 


easier-to-use universal ratchet action. Then close keep costs dowt ficiency up 
ee COSLS GO BeeeS ciency e 


the sale by showing how one man and a YALE 
Put-Lirt can do the work of an entire crew... 


and do it faster, better and cheaper. * 
For details on the YALE Put-Lirt...and the rest 
of the complete YALE line of hand and electric 


hoists, see the new “YALE Horst Users anp *Registered in U.S. Patent Office 
Buyers Guipe.” If you don't have a copy, write 


Yale & Towne, Philadelphia 15, Pa. MATERIALS 
The EZR Manufacturing Co., HANDLING EQUIPMENT 


Philadelphia 15, Pennsylvania 


Yale Gas and Electric Industrial Trucks * Yale Worksavers * Yale Hand Trucks « Yale Hand and Electric Hoists « Yale Pul-tifts 
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“Selling Is My Business e ec oe Dol use the 5 steps to 


. « . . . ‘ o—_ i . hee _ > va v4 
successful selling? .. . Sell one item at a time? .. . Always know what the customer needs? 


ROBAH G. TATE: 


5 Steps Insure 
Success in Sales 


Good counter sélling is like the 
spokes in a wheel, according to Robah 


G. Tate of Gastania Mill Supply Co, 


Gastonia, N. C. He says that all the 
spokes must work and move together 
if progress is to be made 

He lists these spokes, the mark of 
successful selling, as 


1. Honesty in pricing, promising 
delivery, product merit and per 
formance. 

Dependability—what the sales 
man promises his customer 
should be accomplished on 
time. ‘The customer depends 
on you, don’t let him down 

Know customer, learn 
ibout his business, his prefer 


Be help 


your 


neces and his needs 
ful in fulfilling them 
Courtesy to everyone 
Product knowledge is most im 
portant. Unless the salesman 
knows about the product, sell 
difhcult and leaves the 
undecided 


ng is 


customer 


Mr. Tate has been selling for more 
than a quarter of a century and has 
been with Gastonia for the past eight 
years 

He believes that when a salesman 
can call a customer by name a better 
relationship is assured Mr. Tate 
says it is much easier to recommend 
products when you know the type and 
extent of customer operation. He 
feels this is something every salesman 


should cultivate as far as possible. 
Having an interest in customer prob- 
lems is a stimulant to service. 

Another important factor in learn- 
ing about customer operations is pro 
viding an opportunity to recommend 
other items which are useful. This 
increases sales 

“If you want to do a lot of selling,” 
Mr. ‘Tate says, “you must think of 


things to sell and ways to sell them.” 





E. L. SCHWEIZER: 


You Can’t Always Tell 
What Customers Need 


E.. L. Schweizer has been selling for 
Vhurston-Holland Co., Norfolk, Va., 
for the last four years. Prior to that, 
he had prepared himself for the job 
for 14 vears as truck driver, clerk and 
store manager. So, naturally, he has 
1 pretty good idea of what his com 
pany's customers need and buy 

But Mr. Schweizer now knows that 
sclling industrial supplies leads up 
some curious alleys. A foreign ship 
rived in port one day and Mr. 
Schweizer was on hand to find out if 
they needed supplies. After getting 
in order for some staple items, Mr. 
was nonplused by a re 
Without 
what he 


Schweizer 
quest for a “de-mouser’’. 
thinking, he 
could do 

\ little later, he suspected that the 
de-mouser” something that 
could not be found in a supplier’s 
catalog; that it nothing more 
than an allev cat. That didn’t faze 


said he’d see 


was 


was 


Mr. Schweizer who baited a trap with 
sardines that night and rounded up 
a dozen alley cats. He picked the 
biggest and brought it aboard th 
ship the next morning. It was just 
what the ship wanted and M1: 
Schweizer picked up 10 bucks for his 
trouble. Nothing like service! 





F. A. SPARGO: 


One Item at a Time 
—And Hammer Away 


“Don't try to sell a customer se\ 
cral things at once—he can't concen 
trate on more than one at a time,’ 
advises F. A. Spargo, of William J 
Burns, Inc., Providence, R. | 

He believes any line worth selling 
is worth at least five minutes of a 
salesman’s concentrated effort on on 
call. On another call, you can try 
something else—but can’t 
the catalog al! at when 
pecting for new business, he says 

Alwavs he takes with him the item 
he’s pushing, to demonstrate. 

“T talk about it as if it were th 
only line we carried,” he says 

Mr. Spargo feels that the tendenc: 
in the business is to carry too mam 
items. Giving each its proper selling 
effort is difficult. But the salesman 
can’t get the average customer's in 
terest or attention unless he makes 
coherent presentation, by sticking t 
one subject at a time 

“Also, vou have to keep 
the sales message in subsequent ca 
Customers forget. In fact, if they 


didn’t, there would be no need for 
salesmen on the road.” 


you COvVCIT 


once pros 


tin 
Ccpca 


17 
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"Whozit Whodunit” 


OR “THE CASE OF THE FOOT IN THE DOOR” 


@ Here’s a crime neatly solved by Whozit Who- 
dunit. Whozit — a hard-drinking, fast-talking Fer- 
ret is — naturally enough — a private eye. 


This case began when a distributor salesman 
for Dumore Precision Tools returned from a call 
and gasped, “It was MURDER!” 


“Come, come,” queried Whozit, “how do you 
know it was murder?” 

“Well, it wasn’t exactly murder,” said the sales- 
man, “‘but I would have been murdered if I hadn't 
been quick of foot.” 


“Ah ha,” exclaimed Whozit. Borrowing a nickel 
(this is an old story), he phoned the alleged as- 
sailant and after a short talk, had the case cased. 


“You,” he snapped whirling on the salesman, 
“were almost a victim of justifiable homicide. Sure, 
your story jibes — up through the point about 
having the right tools and the right prospect. 
Dumores are unquestionably fine tools and prac- 
tically everybody is a prospect .. . but right then 
you provided your prospect with a motive for 
mayhem. YOU WASTED HIS TIME!” 


Whozit continued, “That prospect was a busy 
man. Did you show him any specific way that a 
Dumore would solve his skilled labor shortage, 
cut his costs, or give him any production shortcuts? 
No. Man, you’ve got to know what he wants to 
know ... tell it to him in the shortest time possible. 
That’s the way you get away with the order and 
live longer in the process.” 

Thus the salesman, not the prospect, was found 
guilty. He was promptly sentenced to a short term 
study of Dumore Tools. 


However, the case ended on a Today, the salesman, distributor 
happy note. After serving his sen- and customer are all considerably 
tence, the salesman demonstrated happier. In fact, everybody is better 
he’d learned his lesson. He became _ off except Whozit. He forgot where 
top salesman in the organization, to send the bill for his services. 


DUMORE PRECISION TOOLS 


THE DUMORE COMPANY 


1321 SEVENTEENTH STREET * RACINE, WISCONSIN 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Pump Oiler 


Asbestos-lined 
Flexible Spout 


\ new all-purpose 6-0z pump oile: 
with asbestos-lined flexible steel cone 
shaped spout has been introduced 

he hydraulic action of the 
pump oiler is said to deliver oil in a 
full stream or one drop, depending on 
pressure applied to the finger trigger 
lever 

It features a 
body, double-scamed bottom and cop- 
Che flexible steel spout 
awkward places. 
contains no 


new 


scamless drawn steel 
perite finish 
allows reaching into 
The pump 
pump leathers and no soklered connec 


mechanism 


tions; all pumps parts arc replaceable 


Kagle Manufacturing 
Wellsburg, West Virginia 


Company, 


Tape 


Offers High Heat, 
Non-corrosive Properties 


\ new high-strength electrical tape 
with a one-mil Mylar polyester film 
backing and a thermosetting adhesive 
has been introduced 

Designated “Scotch” electrical tape 
No. 56, it is said to offer high heat 
properties, extreme toughness and re 


sistance to cold flow, as well as excel 
lent non-corrosive propertics. 

lhe new thin tape is said to be de 
signed for use as a coil wrap and core 
insulation in fine wire coils and sole 
noids where resistance to solvents and 
moisture, as well as attractive appear 
ance, are desirable. 

According to the maker, the thermo 
setting, pressure-sensitive adhesive sets 
for three 


after exposure to 250 deg. | 
one hour. 


hours, or 300 deg. F. for 
After curing, the tape is said to with 
stand temperatures up to 220 deg. F. 
ind intermittent temperatures up to 
275 deg. | 

Dielectric strength is said to be 
greater than 5,000 volts and insulation 
resistance greater than 100,000 meg- 
ohms, while the electrolytic corrosion 
factor is 1.0. Tensile strength is 30 
pounds per inch of width and stretch 
before breaking is 100 percent 

lhe new tape is yellow, and is avail- 
ible in rolls 72 yards long, in widths 
from }-in. to l-in., with wider dimen- 
sions available on special order. 

Minnesota Mining and Manufactur- 
ing Co., St. Paul, Minn. 


r=) 


Drills 


Accurate Points 
In Small Sizes 


According to an announcement 
from the manufacturer, they have per- 
tected a method of manufacturing 
drills in the range 0.15 M/M (.0059- 
in te-in. that is outstandingly suc- 
cessful in producing consistently ac 
curate cutting points 

It is stated that the flutes of the 
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drill are ground from solid heat-treated 
blanks which results in a uniform, 
close-tolerance tool not subject to the 
distortion of any subsequent heat treat- 
ment 

At the same flute-grinding opera- 
tion, the drill point is said to be point 
ground without removing it from its 
holder, so that the cutting lips always 
bear the exactly correct relation both 
to the flutes and to the axis of the 
drill. This is claimed to positively pro 
vide the high degree of centrality es 
sential for precision micro drilling. 

Whitman @& Plymouth, 
Michigan 


Barnes, 


Weighs 15 oz., 
Improved Design 


A new spray gun designated as 
Model 26 that weighs 15 oz. has been 
innounced., 

Ihe aluminum body and handle and 
trigger designed to fit even a small 
hand, makes it ideal for women op 
erators, according to the maker 

The gun has a replaceable cartridg¢ 
tvpe air valve, and features a brass fluid 
passage said to protect the body from 
corrosion and erosion. 

Air enters the gun through an inlet 
at the bottom of the handle. Large ai 
passages are said to reduce internal fric 
tion, with pressure drop between inlet 
ind nozzle reduced to a minimum 

Model 26 is recommended by the 
maker for spraying lacquers, synthetic 
enamels, paints and all other finishes 
and coatings of light or medium vis 
cosity; for intermittent or production 
touch-up painting, stenciling and 
blending. 

Binks Manufacturing 
Chicago, Illinois 


Company 








TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Flexible Couplings 


For High Speed and 
High Torque Applications 


\ new line of geared flexibk 
plings for high speed and high t 
ipplications has been announced 

According to the maker, these cou 
plings will accommodate a reasonabl 
amount of shaft misalignment and end 
float. 
with bores ranging from one incl 
six inches and with horsepower 
it 100 RPM ranging from 2 t 
Hubs either 
ht on shaft can be furnished 


l'en standard sizes are available, 


bored for slip 


Construction features described by 
the two-section, 
internally cut 


1} 
rabbet 


the include 
free-float-housing 
gear teeth; the two sections ar 
fitted and are bolted together 
tion as single rigid unit, forming dust 
proof, lubricant-retaining enclosure; 
wide face of internal gear teeth pro- 
vides for end float of connecting shafts; 
externally cut geat 


maker 
has 


to func 


tecth of hubs are 
machined to provide constant cleat 
ance at root of internal teeth of hous 
ing, thus accommodating reasonable 
misalignment. 


Link-Belt Company, Chicago, Ill 


Conversion Belt 


Features Light 
Rayon Carcass 


A rayon carcass conveyor b« 
to be sturdy but lighter than 
duck belts, has 
maker’s line. 


Called Nyb-Ray, it is 


peen vdded to 


claimed the 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 


new belt will perform equivalent load 
carrying capacities of cotton carcass 
construction, and it has good trough 
ibility, flex life, tear 
fastener-holding ability, and a 
stretch factor. 

New York Belting @& Packing Co., 
N.] 


resistance, 


lowe! 


Passaic, 


Plastic Tubing 


All-purpose, 
Transparent 


A new all-purpose, transparent plas 
tubing said to have unusual flex 


Acc Ilex, has 


bility, 
imnounced 

According to the maker, the new 
ind 


. : 
KAnOWN iS pcen 


tubing is inert, odorless, non-toxic, 
It is said to be highly r 
icids and al 


wes well 
sistant to most morganic 
kalis, and is resistant to many organ 
chem ils. 

The finish is said to permit qui 
cleaning, and it may be 
lized. It is said to be 
weight, abrasion-resistant, 
ant, and retain its clear transparency 

Ihe new tubing can be connected 
to glass, metal or plastic fittings by 


steam Stefi 
also hight 


1 ’ 
AITIA-TCSIST 


dipping in soapy water and slipping 
wer the fitting. Couplings for the tub 
ing can be made by slipping the tub 
ing into short pieces of Ace-Flex ha 


ing an inside diameter the same as thx 


g 
yutside diameter of the tubing to bx 
joined. Ketone type ma\ 

used to weld permanent joints. Hos¢ 
lamps may also be used 


Standard sizes range from 0.120-in 
] in 


cement 


inside diamet 

colors are available 

American Hard Rubber Company, 
New York, N. Y. 


Power Drill 


With Ball Bearings, 
V-belts Throughout 


new 22-in upright, motor<inven, 


drill has been intro 


.- 2 ired powell 

ced 

i ifure 
ture include 
drive and feed; \ 
shaft; ball bearings 
tershafts: visible 


ing lubrication; 


~ 


claimed by the manufac 
quick-change V-belt 
belt motor counter 
m drive and coun 
Crown gear ball bea 
gear bearings detach 
| three distinct ancl 
mplete feeds—power, hand-screw 
ind lever; cight speeds from 17-452 
RPM; requires only standard 1 HP 
1750 RPM motor. 
Optional equipment such as drive 
rds, chucks, drills, and special ac 
ivailable for the Es 
2-in power drill 
Roversford Foundry € Machin 
Inc., Roversford, Pennsylvania 


ibk incl r¢ place ible: 


iT¢ also 


Impact Tool 


Rated For Nut Running 
To \% in Bolt Size 


Impactool. 
and 


2U clectric 
igned to save 


A me 
ud to be d 
effort on 


ariving, 


- . 
tim 


nut running, 


and 


t ipping, screw 


reaming, drilling, has 


been announced 


Rated for nut running up to }-in 


1} ] 
} 


bolt size, the new tool is said to auto 


Continued on page 137 
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Accurate and Coacentric 
Chamiers 





. 


1+2+3+4 ADDS UP TO 
BALANCED ‘ Ye Se 


It makes sense to your customers. They know that 
low-cost production of tapped holes depends first of all 
on the excellence of the taps. Only with Winter Taps 
can you give them BALANCED ACTION, which assures 


accurate work—minimum scrap loss—long tool life 


THIS MONTH'S 


ALWAYS AT YOUR SERVICE 
ae a A 

ADVERTISEMENTS mplete stock of WINTER 

ARE SAYING 














All down the line, National cutting tools have earned a rep- 


utation for long, dependable performance. With National 
you can deliver a complete line—al!l with the famous 


Nationel Cutting Edges. 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S. A. Distributors i» principal cities. Factory 
Bronches: New York © Detroit + Chicogo * Dallos + San Francisco 





7 CUSTOMERS: 
NATIONAL CUTTING & 


eee eee eee eee eee eeeeeeeeeeeeee 


XJ ANDUSTRIAL SUPPLY 

DISTRIBUTOR = 
NATIONAL Twist Drills, Reamers, Counterbores, Mill- 
ing Cutters, End Mills, Hobs, and Special Tools, 














ALEMITE HAND GUNS! 


° 


HN springs High pressure 
ore special, high 
pistons 

| 
tempered siee are machined and 
will not “fatigue finished to closest 
maintain proper tolerances to 
vension avoid loss of 


pressure 


Case- 
hardened 
follower rods will 
nof score or 


jam 


Perfect seal 
with long last 
ing fotlower is 

assured by extra 
smooth barrel 


surface 


iron. Heat treated 
to withstand 
stress and 


strain 


All 
Alemite guns 
available with 

fitting 
for automatic 


loading 


All ball checks 
are super-hard 
precisely fitted to 
avoid leakage or 


cortamination. Easy 





Alemite Lever Gun. Up to 10,000 pounds pressure. Positive 
delivery assured by heavy priming springs behind top 
grade double cup leather follower. Follower rod slides 
back into gun after filling. Handles all types of regular 
pressure gun greases. Capacity 1 pound. Model 1056SE 








Alemite Heavy-Duty Lever Gun. Extra rugged construc 
tion makes this gun ideal for use wherever operating con 
ditions are severe. Handles all types of pressure gun 
greases, heavy or light. Combination of spring and vac 
uum priming assures positive delivery. 2l-ounce capacity 


Model 6243.J with extension No. 54269 


ALEMITE 


Ask Anyone In Industry 


INDUSTRIAL DISTRIBUTION 


8 PRODUCT OF 


@ Hand guns may look a lot alike on 

the outside—but once you tell your 
\™ customers the inside story of Alemite Hand 
Guns—you’ll make more sales in a hurry! Here 
are the hidden features that make Alemite 
Hand Guns outlast — outperform their many im- 
itators. Tell your customers about them — sell 
this hidden superiority! 


A hard-selling sales film, “No 

Margin for Error,” now avail 

able for your sales meetings or 
plant personnel meetings. A 
fifteen minute, sound-slide 
presentation that dramatically tells and shows in color, 
how modern lubrication methods cut production costs. 
A request on your letterhead will bring you complete 
information without obligation. Address: A.temrte, Dept. 
H.14, 1850 Diversey Parkway, Chicago 14, Illinois. 


JANUARY, 1954 








«+All KINDS! 


THE MOST MODERN- 
HIGH PRODUCTION- 
DIVERSIFIED- 


Cost Cutting 


LINE ON THE 
MARKET TODAY! 


-+All KINDS! 


On The Market Today 


(Starts on page 132 





[he new tool weighs five pounds, 
measures 92 in. overall, side to center 
distance is 1 15/32 in. The motor 

Continued on next page ) 


matically deliver a series of powerful 
rotary blows to the work when resist 
ance to turning is met, without kick 
or twist to the operator 





Index of Manufacturers’ Products 


Pump Oiler Bearings 
agle Manufacturing Company be Sealmaster Div., Stephens 
Adamson Mfg. Co 


Tape : es 
Minnesota Mining and Manufa Belt Preservative 
132 The Viscol Company... 


turing Co 
Tool Bits 
Drills The du Mont Corporation 
Whitman & Barnes 32 
Stepladder ; 
Spray Gun White Metal Rolling & Stamping 


Binks Manufacturing Company 32 Corp 


Grinders . . . all kinds! Bench, 
Carbide Tool, Die, Disc, Drill, 
External, Internal, Lathe, Ped- 
estal, Snagging, Tool Post, Va- 
riable Speed, Vertical Spindle, 
Wet, etc. Sizes: 4 H.P. to 100 
H.P. 
BUFFERS & POLISHERS 
Sizes: Y2 H.P. to 60 H. P. 
ABRASIVE BELT 
MACHINERY 
SPEED-CHUCKING 
LATHES 
SPECIAL MACHINERY 


Flexible Couplings Lamp ' 
Link-Belt Company 83 Westinghouse Lamp Division 
Soldering Tool 
eee » Paci , ¥ Ideal Industries, In 
ow or se ing « acking a) 
Combination Tool 
Plastic Tubing Heston & Anderson 
American Hard Rubber Co be 
Sprinkler Hose 
Power Drill United States Rubber Company 
Royersford F< : 
Co Im 3 Diamond Wheel 
- Super-Cut Distributors In« 


Impact Tool ese 
Ingersoll-Rand Co 3 Quaker Rubber Corp Div. of 
H. K. Porter Company 
Power Drives 


foledo Pipe Threading Macl ‘ Pumps 
Co. .. , Jabsco Pump Company 


Vari-Tool Finisher Band Saw 
The Standard Electrical Tool C 142 Machine Tool Division, Kalama 
z00 Tank and Silo Company 
Veclos V-Belt 
Manheim Manufacturing & Belt Tote Boxes 
ing Company .. Charles William Doepke Mfg 
Company : . 
Air-Hydraulic Vises 
Wilton Tool Mfg. Co Caster Assembly 
The Aerol Company 
Motors 
The Lima Electric Motor Con Hand Lamp 
Crouse-Hinds Company 


Cabinet Oven Home Workshop 
Grieve-Hendry Co., Ine 5 ‘ummins-Chicago Corp 


Vacuum Attachment 


Handpiece 
Clarke Sanding Machine Co 


Franklin Balmar Corporation 
N. A. Strand Div 
Stripping Tool 
Cemented Carbide The Rockford Wire Stripper 
(arboloy Department o ener Company 
Electric Co 9 
Sheaves 
Stand Browning Manufacturing Com 


Karl A. Herman Co 52 pany 


, ; , , . 
++eALL KINDS Gindors...n: KINDS! inden... KINDS! pind. KINDS! Grindors...mi KINDS! 


(rate Valve rump 
rhe Lunkenheimer Co 52 The Aldrich Pump Company 


Power Feed Accessory Soldering Iron 
Benchmaster Mfg. C« 5 Hexacon Electric Company 


wist Drills 


Valve 
Hayden Twist Drill ¢ The 


Cooper Alloy Foundry Co 


lrammels Magnet Chacks 
The Lufkin Rule Company 7 The Taft-Peirce Manufacturing 
company 
Spring Winding Machine 
Neil-Irwin Mfg. Co Padlocks 
Master Lock Company 
Vise Jaws 
Wilton Tool Mfg ) 16 Dial Thermometer 
ited States Gauge, Di °o 
nerican Machine & Metals 


f 


Drill Stand Ar 
Porter-Cable aching 1 In 


Conveyor Pliers 


Landah 


‘ool Company | cyandardl ye lf 


Roenl =r : ~ oe —— ri : 
I ee ; the STANDARD secs tool co. 


Sweeper 


Screws Steam 
(‘or ; e 


MACHINE TOOLS 


2488-96 RIVER ROAD CINCINNATI 4, OHIO 
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239 EAST CHICAGO STREET 


YEAR AFTER YEAR 


Your CUNEO built catalog is fully designed from cover to cover 
to have character, quality, and individuality. It is arranged so 
that your customers find your catalog ecsy to use. Specialists 
who know distributors’ specific catalog requirements work for 
you to assure the success of your catalog. 


Aeres the veault... 
FULL COOP ERATION from initial planning to finished catalogs. 
FULL BENEFIT of Cuneo experience, ability, and modern facilities. 


FULL VALUE in the finished catalogs. 
Aer s the recommendation... 


Write, wire, or phone BRoadway 6-5340. 


One of our catalog experts will call on you at the time you 
«© designate to help you make your catalog 
dollars do the most for you. 





MILWAUKEE 1, WISCONSIN 





cannot be burned out by overloading, 


| | and will operate from any 110 volt 


source, AC (60, 50, 40 and 25 cycles) 
or DC. 

Size 2U electric Impactool is of- 
fered as a bare tool, or in various gen- 
eral service kits. 

Another new item introduced by 
the maker, is an angle head for their 
Impactools. T'wo sizes are available, 


| one for use with Impactools with 4-in. 


square drivers, the other for use with 


| Impactools with #-in. square drivers. 


The angle head attachment snaps 
on the tool like a socket, and can 
be rotated 360 deg. in relation to the 
tool handle. The height (to the 
shoulder of the square driver) meas- 
ures 3 in. and the overall length is 
64 in. 

Ingersoll-Rand Co., New York, 


| N. Y. 


Power Drives 


Operates Hand 
Pipe Tools 


A new “88” Power Drive, said to be 
designed for fast efficient operation of 
hand pipe threaders, cutters and ream- 
ers, has been announced by the maker 

Aluminum housing is said to result 
in weight reduction to 140 Ib, and in- 
crease the portability of this new unit. 

According to the manufacturer, it 
converts hand tools to power in the 
shop or on the job anywhere. Capac- 
ity is ¢-in to 2-in pipe }-in to 14-in 
bolts; with universal drive shaft, geared 
die stocks and cutters up to 12-in 

Made with a red and gray finish, the 





(Continued on page 142 
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VEN TORY 
PROTECT IO, 


Do YOU Have These Priceless Business Assets? 





Yes, the Morse Code is more than a bond between Morse and all Morse-Franchised 
Distributors. It means a close and solid partnership. It also means 100% distributor- 
protection in territory, inventory and service (which is still stepping up week by 
week, because of new Morse methods of controlling and expediting production). We 
back up our partners with national, two-page spread advertising in color — with the 
newest, handsomest, easiest-to-use catalog in the industry with special catalogs 
for their own distribution and the always-in-demand Morse “Machinist’s 
Practical Guide”. All this is yours when you have a Morse Franchise, and start 
operating under the Morse code as our partner. Morse Twist Drill & Machine Co., 
New Bedford, Mass. Warehouses in New York, Detroit, Chicago, Houston, San Francisco. 


MORSE MEANS 100% DISTRIBUTOR PROTECTION 


MORSE Cutting Tools 
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“Right down the line... 


Dayton backs us up 





“Dayton has the personal touch! The cooperation we 
get trom both sales division and factory is really the 
biggest assist we could have in getting new customers 
and keeping present ones. Dayton representatives 
know how to dig in and lend a hand where it’s 
needed. 


Robert G. Campbell, 
Vice-Pres. & Gen. Manager 
The Boyer Campbell Company 
Detroit, Michigan 


~om) 


Sales offices and warehouse of 
The Boyer Campbell Co. in 
Detroit. All power transmis- 
sion equipment has recently 
been consolidated into a sepa- 
rate department for increased 





customer service 


“The factory service is truly remarkable. Orders are 
filled rapidly and accurately . . . no mis-matched 
V-Belt sets . . . no incomplete shipments . . . no 
improperly branded merchandise. 

“Most important, this personal service and co- 
operation is backed by the undisputed quality of 
Dayton’s V-Belt and Cog-Belt* line. So you see, right 
down the line . . . Dayton backs us up with top- 
notch assistance that helps us sell.” 


Outside Calls 


Experienced, factory trained, Dayton representatives 
give personal assistance to your salesmen. It will 
pay you to get in touch with “the Dayton Man” to 
expand your V-Belt and Pulley volume. 


Sales Training 


To assist you in getting the most from your Dayton 
V-Belt and Sheave operation Dayton offers planned 
sales assistance. Sales meetings for your “inside” and 
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with top notch assistance” 





field men alike, supervised by Dayton Sales Engi- 
neers, will keep interest high and place new light 
on the tremendous Dayton V-Belt potential. 


Plant Surveys 


To help your customers get the greatest service from 
Dayton V-Belts, Dayton’s Plant Survey and Preven- 
tive Maintenance programs are made a part of the 
Dayton Franchise. In company with your own re- 
presentative, Dayton men make a detailed study of the 
V-Belt needs of your customers without obligation. 


Clair Davis, sales manager of The Boyer Campbell Co., 
holds a sales meeting for field men on Dayton V-Belts. 
J. Sly, of Dayton, is on hand to assist. 


Robert Campbell and J. Sly, Dayton Rubber Co. repre- Plant survey is conducted by representatives of both The 
sentative, call on City Pattern Foundry & Machinery Co., Boyer Campbell Co. and Dayton Rubber Co. at the plant 
Detroit, a regular customer of The Boyer Campbell Co of a Boyer Campbell customer. 


Dayton’s Selective Franchise 
is available for some areas. It 


may pay you to get complete 


details. Write today on com- 
pany letterhead to: Dayton 
Rubber Co., Industrial Divi- 
sion, Dept. 771, Dayton 1, 
Ohio 


Dayton huwoabex 


Since /905 


World’s Largest Manufacturer of V-Belts 
Dayton Rubber Co., Industrial Division, Dept. 771, Dayton 1, Ohio 


D.R. 1954 
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new power drive is said to have the 
following features: new 3-jaw scroll 
chuck on front with 6 pinions; rear 
chuck, universal centering; universal 
motor, 4 HP, forward and reverse, 25 
to 60 cycle, AC or DC, any 110 volt 
light socket; reducing gears sealed; 
safety latch on tool-rest bar on left 
side; recessed switch, protected against 
bumps; positive chuck wrench ejector, 
each side; chuck wrench in rubber 
holder when not in use; protective 
plate guards motor and gearing from 
damage; aluminum housing in one 
piece; can be mounted on bench or 
service truck or furnished with sef of 
legs and tool tray as accessories. 

Toledo Pipe Threading Machine 
Co., Toledo, Ohio 


= 


S| aac 


Re RAL 


beetle 








Stocked by the Million... So 
Western delivers fast Vari-Tool Finisher 


| Taper Pins are carried in stock in standard sizes from No. 5/0 through For Grinding High-Speed 

No. 10 diameter. Made from bar stock, the smooth machined Stee! Or Carbide Tools 

finish on these parts is held to dimensions well within standard commer- 

cial tolerances. Western = pins are <~ a black a pe A new machine, known as a Vari 

which not only improves their appearance, but also acts as a mild rust . aT " 

preventive keeping the parts in couthsles both on the shelf and in service. Tool finisher, said to. offer an advan 
tage to small and medium shops grind 


ing high-speed steel or carbide tools, 

| Pipe Plugs are carried in stock in huge quantities. The slotted plugs, hee hove ees 
milled from commercial screw stock, are for average —_ . a. ‘ 
cations and are available in 1/8” and 1/4” pipe sizes. The socket plugs, The solid carbide platen is said to 
made of special electric furnace alloy ‘steel for extra duty service, are permit micro finish of end, top and 
available in pipe sizes from 1/16” to 1-1/4" side clearance angles on single point 

Hundreds of buyers of precision parts save time and headaches by tools without diamond wheel or highly 
standardizing on Western. They get their parts as they want them and killed seahorse 
when they want them by using Western's 80 years of experience in pre- Skilled Operators. 
cision manufacturing techniques. It will pay you to write today for rhe right hand side is a compact 
Western's Catalog and prices. assembly consisting of three pulleys to 
accommodate a 54-in by 4-in belt 


which is protected with a steel guard 


’ we Other features are a torque-screw for 
es eri l oma iC \\ adjusting belt tension; and simple ta 
‘ ble adjustment provides access for 


Machine Screw Company RS 7 = mounting new belts. 





























The left hand side accommodates a 
371 Lake Ave., Elyria, O: 6-in diameter (Type 2) plate-mounted 


c indi heel for the hing 
Precision Screw Products, Parts and Assemblies Since 1873 sputstion. The minding suede wee 
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OPPORTUNITY FOR DISTRIBUTORS ! 


These new-type T-] Reamers have interchangeable 
beads... quickly changed! Just one shank for your 
customers to buy—use with wide range of heads 
from %”’ to 2%”’ inclusive, in 44"" increments. . . 
spiral flute. This cuts replacement cost to /ess 
than half! 

Head has tapered hole which insures concen- 
tricity and a snug fit on smoothly ground tapered 
shank. Reamer operates free from binding or 
sticking, due to cutting portion wearing undersize 
and creating negative relief. Performance retains 

DISTRIBUTORS all advantages of standard, expensive reamer. 
’ Backed by T-]’s 37 years of know-how as one of 


Your territory may still be open! — a ‘ we 
Sead coupon or write today bor largest manufacturers of die sinking milling cutters. 


details about profitable 
franchise opportunity. 


The Tomkins- Johnson Co. 
Jackson, Mich. 


Please send details about your distributor 
plan for T-J Reamers. 


Name 


Company 
Street 


I cicnicinbpianee State 
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The Line to Sell 


is the L 


Steel-Grip 


INDUSTRIAL 
Safety Apparel 


TRADE-MARK 


»J TO BE SURE 
OF THE GENUINE 
DEMAND THIS TRADE MARK 


GLOVES 
MITTENS 
HAND- 
GUARDS 
ARM- 
PROTECTORS 
LEGGINGS 
SPATS 
SHINGUARDS 
APRONS 


Ay 


=> Nationally advertised 
=> Nationally recognized 
=> Universally respected 


Industrial’s know-how gained through 
nearly 50 years of leadership in coping 
with the problems of industrial hazards 
assures better design, better protection, 
longer service . . . more for the money. 
Steel-Grip Industrial Safety Apparel is 
nationally advertised, nationally recog- 
nized, the nationally accepted standard 
of quality. Industrial’s Steel-Grip quality 
not only builds sales volume, it protects 
your profit by staying sold. And your 
repeat business is assured. It is more 
profitable to sell Steel-Grip quality than 
to compete with it. Write for our catalog 
now. 


INDUSTRIAL GLOVES COMPANY 
A CORPORATION 
1643 Garfield Street + Danville, Illinois 
(in Canada: Safety Supply Co., Toronto) 





Safeguards furnished in Leather, Asbestos, Flame- 
proofed Duck, Woven-Gard, Wool, Dynel, Vinyl, Plastic 
coated duck, as required. 








STEEL-GRIP 
OPEN END FINGER GUARDS 


The Finger Guard demonstrates how close 
Industrial is to the safety needs of industry. 
Since Industrial introduced Steel-Grip open 
end Finger Guards, they have been used suc- 
cessfully in every type of American industry. 
Made in open and closed end styles, in a 
choice of materials. Ask for literature de- 
scribing the various types. SIZES FOR 
MEN AND WOMEN. 
(U.S. Patents No. 2,351,906. No. 2,461,872.) 
Write for INDUSTRIAL’S CATALOG of Safety Apparel! 
The Nation's Leader in Industrial Safety. 
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tected by a steel guard, adjustable to 
wheel wear. 

Each side of the machine is 
equipped with a 10-in by 7-in tilting 
table with graduated indicator. 

The 3 HP, 3600 RPM motor is op- 


erated by a forward-off-reverse switch. 


The floor pedestal provides a con- 
venient working height for the oper- 
ator. 

The Standard Electrical Too! Co., 
Cincinnati, Ohio 


DESIGN FEATURES OF NEW 
VEELOS TO AND TE V-BELT 


Spb SBS ODe -) .-. 


SST 


Cup washer shaped 
to resst belt wear 


Indrvidval bra is sesignec 
for greater strength 


Stud is anchored permanently in 
the link bor odded durability 


‘\ 
Lak beveled tor 


Veelos V-Belt 


New Sizes For 
D and E Drives 


A new Veelos adjustable V-belt for 
D and E drives has been developed. 

Known as TD and TE, the new 
link V-belts are made of plys of espe- 
cially treated high-tensile strength can 
vas duck, joined by riveted studs with 
removable cup-washers and T-screws. 
This construction is said to give greater 
strength and durability at all key points 
yet enable the belts to be coupled and 
uncoupled easily. 

Two types are available: regular rub 
ber coated for general service, and Oil 
Proof for oily and high temperature 
drives. 

Manheim Manufacturing @& Belting 
Company, Manheim, Pa. 


Air-Hydraulic Vises 


Power Stroke Activated 
By Foot Or Hand Control 


The development of a complete line 
of power operated vises under the trade 
mark “WiltOmatic” has been an- 
nounced by the maker. 

Featuring the use of the conven- 
tional vise screw and handle for pre 
setting the jaw opening to the size of 
the work piece, the power unit, which 
is attached to a conventional vise, has 
an adjustable power stroke from zero 
to 3-in. Other features claimed by the 
maker include: maximum jaw open- 
ing varies from 3-in to 9-in depending 
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When buying gauges ask for USG where a most diversified 
stock awaits your selection. USG Gauges are stocked 
for your convenience. You can order any of a wide variety 
of instruments—233 types, dial sizes, and size ranges— 
without delay. Many of these gauges are obtainable 
immediately from the local stock of distributors of USG Gauges 
in principal cities throughout the United States. Or they 


Three of the many types ond sizes of 
USG Quality Gauges now carried in stock 


may be ordered through your USG distributor directly from 
factory stock at Sellersville, Pa. Take advantage of this fast 
delivery service. Call the distributor of USG Gauges 
in your locality today for information on gauges. 
United States Gauge, Division of American Machine yf sth Fycr 


and Metals, Inc., Sellersville. Pa. 


lth Uy | uiiges Cnyinccra bi Cnilauing Aeuuuy 


Absolute Pressure Gouges * Aircraft Instruments * Air Volume Controls + Altitude Gauges * Boiler Gouges 


PRODUCTS OF UNITED STATES GAUGE. 
Chemical Gauges * Mercury, Gas, and Vapor Dial Thermometers * Gloss Tube and Industrial Thermometers * Flow Meters * Inspectors’ Test Gauges 
Precision Laboratory Test Gauges * Marine, Ship and Air-Brake Gauges * Voltmeters * Ammeters * Welding Gouges. 


OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC. AT SELLERSVILLE, PA: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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Sell 


NUPLA 


hammers 
the one soft-faced line 
serving all industry 


with er 


NUPLAFLEX PS 


SIMPLIFY — SAVE INVENTORY 


NUPLA hammers with their complete size 
and weight selection do the whole job 
easily interchangeable NUPLAFLEX TIPS in 
5 hardnesses meet all soft-faced pounding 
requirements ...replace rubber, rawhide 
lead, plastic and all other lines of soft 
faced hammers 


HAVE TREMENDOUS ECONOMY APPEAL 


Super-durable NUPLA hammers have proved 
to outwear ordinary hammers 10-50 to | 
and have played important roles in many 
cost reduction programs. Write for actual 
case histories 


THE CHOICE OF INDUSTRY 


Many users specify NUPLA with NUPLAFLEX 
TIPS. including General Motors, Chrysler, 
Allis-Chalmers, Ford, Lockheed, Westing 
house, the Army, Navy and Air Force 


WORKERS PREFER THEM 


NUPLA hammers provide solid blows with 
no sting reduce fatigue. Also are safety 
tools non-chipping, no flying particles 
Sparkproof 


Additional Advantages 
TO THE TRADE 


NUPLA hammers offer excellent margins 
of profit at low selling expense...all in 
dustry is a potential market... aggressive 
advertising preselis the line. Complete 
sales-engineering service to the user helps 
maintain satisfactory inventory turnover 
distribution on a selective basis only 


Write for distributorship information__ 
y purpose 
ery hammer 


- 


4 HAMMER for eve! 
a purpose for & 


New Plastic Corporation 
1026 North Sycamore. Dept. No 
Los Angeles 38, California 


106 
Please send me the complete story on 
the NUPLA hammer profit line 

Name = 

Street Address 

City Zone State 
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lon size of vise; power stroke is acti- 
| vated by either a foot or hand control. 
| Relatively low air pressure from 
| plant outlets is claimed to actuate an 
air-hydraulic converter. This in turn 
gives the vise a locking force at the 
touch of a finger. With a power stroke 
of controlled length and the ease of 
pre-setting the jaw opening, the new 
line of vises is said to satisfy all safety | 
| regulations. 

According to the manufacturer, set- 
up time is negligible, and it is readily 
| used as either a power operated or man- 
ually operated vise 

Conversion kits, consisting of hy- 
draulic head, converter, foot or hand 
control and hose, to convert the mak- 
ers manually operated vises, are avail 
ible 


Wilton Tool Mfg. Co., Chicago, Ill 











Motors 
Fan-cooled, | 
Totally Enclosed 


| A new design of totally enclosed, 
fan-cooled motors, available in ratings 
|of 3? HP at 900 RPM to 20 HP at 
3600 RPM in Nema frame sizes 224 
| to 326 inclusive, has been announced. 

The new Type E is said to have the 
| following features: rigid, seasoned cast 
iron frames with integral feet; inte 
grally cast fins providing extra heat 

(Continued on page 150 
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MACHINISTS CHEST 
| 


MODEL 104. Cork lined protective drawers . . . 
one turn of the key fastens cover and all 
drawers with patented lock . . . smooth, stream- 
lined, easy-to-keep clean . . . holds a full 18” 
scale. 1934” long, 1334” high, 834” deep. 
MODEL 105. A “king-size” chest for tools up 
to 24”. 9 drawers. Size 2614°x14\4"x12\". 
By the Makers of HUOT DRILL INDEX 
Write for Catalog Pages 


HUOT MANUFACTURING CO. 
551 North Wheeler St., St. Paul 4, Minn. 








It will only take one 
job for your customers 
to find out the time 
and cost-saving advan 
tages of the More 
Power Puller. 


HAS THE 
POWER TO 
BUILD 
SALES 


MORE 
POWER 
PULLER 


And it will only take 
a few sales for you to 
realize the manifold 
applications this sturdy, 
light weight, flexible 
Power Puller has around 
industrial plants. 


For example, it is be 
ing used for loading or 
handling heavy ma- 
chinery, opening car 
doors and many other 
jobs around a plont— 
yes, the More Power 
Puller has the power to 
build sales for you. 


This unit comes equipped with 20, 30 or 40 feet of 
cable. 


List Price $22.75 to $33.80 F.0.B. Factory 
Distributor and Dealer openings 
Write, Wire or Phone. 


The WYETH-SCOTT Co. 


NEWARK, OHIO 














Chicago 
MOUNTED 


WHEELS 
For Hand Deburring 


Cleaning and ceburring operations using 
hand power tools naturally call for Chicago 
Mounted Wheels . . . first and foremost. Here 
you have a custom built mounted wheel 


Novaculite chips provide a mild honing abra- 
sive action which produces an exceptionally 
clean, dimensionally uniform, smooth finish 
without clogging or charging the work. 
These long wearing chips are characterized 
by irregular shapes with sharp edges and 
elongated points. This means that a larger 
size chip can get at hard-to-reach cavities 
doing the job of small chips without the 
danger of clogging. 


LOOK TO CHICAGO WHEEL FOR 


including every grain, grade, and shape of 
specified structural density to fulfill che most 
exacting requirements. 


NOVACULITE 
For Precision Barrel 


Finishing 


Direct labor savings of as much as 97% 
have been experienced in deburring small 
parts by precision barrel finishing . . . an im- 
proved method of tumbling. 

The unique conchoidal shape of Novaculite 
chips, featuring irregular shapes with sharp 
edges and elongated points, offer important 
advantages in precision barrel finishing. 

For complete information and samples of 
Novaculite and Chicago Mounted Wheels ... 


Sell These 2 High-Profit Items 


WRITE 


HICAGO WHEE L end ms. co. 


1101 W. Monroe Street - 


Dept. |. D. 
Chicago 7, Illinois 
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COMPRESSED AIR... 


0 you get it economically? 


FOR SMALLER QUANTITIES of compressed air, Worthing- 
ton’s Balanced Angle Compressor is your best bet. Mills, 
machine shops and laundries all over praise the quietness 
and efficiency of this dependable unit. Sizes range from 
4 through 15 hp 


Zoxnoz-I47048 


COMPACTNESS AND EASY INSTALLATION are the big ad- 
vantages of Worthington Radial Air Compressors, used 
where larger quantities of air are needed. Like all Wor- 
thington compressors, the radial is equipped with our 
exclusive Feather* Valve. Sizes from 25 to 100 hp 


*Reg. U. S. Pat. OF 





If you can’t answer this one, you might find some 
investigating worthwhile. 

Economical operation depends upon wise com- 
pressor selection and proper application, and 
they, in turn, depend on answers to questions 
such as: When is a compressor worn out? What 
model and horsepower are the best answer for 
your applications? How much reserve capacity 
should you allow for? 

Providing the answers to these and other ques- 
tions about air compression is all in the day’s 
work for your local Worthington industrial dis- 
tributor. Give him a call today and make use of 
his background. He’s got the widest line to choose 
from, so you'll know any new Worthington 
equipment you get from him is “right” for your 
particular job. 


FOR THE REALLY BIG JOBS, specily the horizontal, water- 
cooled HB—the work horse of the Worthington compres- 
sor line. We've had reports about 30-year-old HB's that 
are giving the same good service as when first installed 
Sizes from 74 on up to 125 hp 


Get the whole story about these modern compressors. See your Worthington 
distributor or write for Bulletin WP-1099-B52 to Worthington Corpora- 
tion, Pump and Compressor Merchandising Division, Harrison, New Jersey, 
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“OK, GEORGE. YOU'VE CONVINCED ME 
THAT A TWO-PIECE SHEAVE GRIPS TIGHTER, 
cS BUT | DON'T SEE WHAT DIFFERENCE 
| IT MAKES HOW IT'S ASSEMBLED.” 


“THE QD IS ASSEMBLED RIGHT ON 
THE SHAFT, CHARLIE. THAT WAY 
THE HUB STAYS PERMANENTLY 
ALIGNED. YOU MERELY REPLACE 
THE RIM TO CHANGE SPEEDS.” 


™~ 


“How it's assembled” 
<7, makes a big difference when 
> =. S _ you're choosing sheaves! 


ONLY THE RIM COMES OFF. This is done by using 


the heavy assembly bolts as jack screws. Then the 
sheave slides easily off the tapered hub. No time- Because the famous Worthington QD can be assembled and dis- 


consuming prying or hammering is required. assembled right on the shaft, your maintenance man can change 
speeds merely by changing rims. The previously aligned hub need 
not be touched. 

On initial assembly, holding alignment of the hub is a snap. Ali 
you do is tighten the flange cap screw after positioning the hub 
along the shaft. Drifting of the key is prevented by tightening the 
set screw over the key. 

For prompt deliveries, or further information on any Multi-V- 
Drive equipment, write to Worthington Corporation, Section 
MV.3.4, Oil City, Pennsylvania. 


THE HUB STAYS PUT—there’s no need to remove it when changing 
speeds. When you've finished the job, you just replace the rim over 
it and tighten the bolts. Alignment is permanent 


—— 
¥ 

“ 

ig 

‘ 


Ads Like This Build. 
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—to Find HIDDEN Sales 


on your regular calls! 


with our 


30-DAY TRIAL OFFER 


on the 


FOLEY acvomatic 
SAW FILER 


You probably have a lot of customers who use 
saws to quite an extent, yet still sharpen them by 
hand or send the work out. You may find many 
hidden prospects for the Foley Saw Filer, and 
our 30-Day Trial Offer enables each customer to 
prove ita merits on his own saws 

In any plant where a number of saws are used 
the Foley quickly pays for itself. Foley filed saws 
increase sawing production 25% to 40% because 
they cut so much faster and smoother, run cooler 
stay sharp longe: 


The FOLEY SAW FILER Practically Sells [The FOLEY SAW FILER is the ONLY 
Itself on our 30-DAY TRIAL OFFER wide CROSS CUT ClACUCAR SAWS c 

to 24° diameter and all types of HAND 
SAWS. (All Saws that can be sharpened 
with a three cornered file) 





Our 30-Day Trial Offe s open through you to 
any well rated company. and your customers will 
thank you to be informed about it Write today 
for full details and literature 


FOLEY MANUFACTURING CO. 
3363 N.E. Sth St. | Minneapolis 18, Minn. 


We also make Foley Retoothers for 
hend saws, Saw Setters, Grinders, etc. 


WACO car movers 
AFETY CAR WRENCHES 


WILL SELL... because they are both safe and efficient 

















SWACO CAR MOVER 


Special heat-treated spurs securely grip 
the outside edges of the rail. Handle is 
of rugged, selected hickory, 5314” long. 
A big favorite of safety engineers who in- 
sist on top performance as well as safety. 


SWACO CAR WRENCH 


Strong because it is made of high tensile 
alloy castings. Safe because the handle 
remains stationary in the hands of the 
operator as the ball-bearing ratchet head 
revolves with the car spindle. Weight 26 
Ibs., including 3-ft. handle. 





LOWELL WRENCH CO. 


MASS 
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dissipating surface; double-width pre- 
lubricated sealed ball bearings; correct 
quantity of lubricant sealed in, dirt and 
moisture sealed out; specially designed 
cast aluminum fan provides high ve- 
locity air over cooling fins. 

Electrical characteristics are: 2 or 3 
phase, all standard frequencies and 
commercial voltages below 600 V, as 
required. The new motors can be sup- 
plied for vertical, wall or ceiling 
mounting, as well as standard horizon- 
tal floor mounting. 

The Lima Electric Motor Company, 
Lima, Ohio 


Cabinet Oven 


Vertical Flow, 
More Insulation 


A new vertical flow oven, said to 
reduce heat loss with corresponding 
greater efhicency and lower operating 
cost, has been developed. 

Features claimed by the maker in- 
clude: no metal to metal contact; dou- 
ble gasketed doors with heat trap; 20 

rcent inore insulation; high-low heat 
intensity control. 

Shell construction is 18 and 20 
gage oven steel reinforced and welded 
—6 in legs. Insulation 5 in of Fiber- 
glas. Exterior finish is grey enamel; 
interior finish is 1000 deg. Silicone 
aluminum paint. 

The new oven is made in 2 sizes: 
work space 26 in by 26 deep by 38 in 
high and 26 in wide by 38 in deep by 
50 in high. Temperatures of 650 deg 
or 850 deg F; variations from standard 
to meet individual requirements can 
be made. 

Grieve-Hendry Co., Inc., Chicago, 
Til. 





Handpiece 


For Flexible 
Shaft Machines 


A new quick change handpiece, said 
to eliminate the need for tools in 
changing the working attachment af- 
fixed to the end of the flexible shaft 
of the maker’s Strand machines, has 
been announced. 

The device is fitted with a spring 
lock retaining button. To change the 
handpiece, the button is pressed, the 
entire handpiece and permanently af- 
fixed tool is pulled away from the 
shaft, and a new handpiece and tool 
snapped into place 

The new unit is to be standard 
equipment on all Strand machines 
presently equipped with No. 6 hand- 
pieces or smaller. In addition, the 
new handpiece is to be standard equip- 
ment on the high speed attachment 
recently introduced by the company. 

Franklin Balmar Corporation, N. A. 
Strand Division, Baltimore, Maryland 


Cemented Carbide 


Designed For Heavy Cuts 
At Higher Tool Temperatures 


A new heavy-duty steel cutting 
grade cemented carbide, said to step 


Let ‘‘Die-less Duplicating” 


OPEN DOORS- 
BUILD ORDERS 


for you in any 


metalworking plant 


A Message to Di-Acro* Distributor 
Salesmen (and Sales Managers too) 


Through experience you know that ma- 
chines which in performance give users 
added speed, production short cuts and 
time and cost savings are the ones that 
bring buyers to you. 


5 hand models 
2 power models 





é ; SHEARS 
In the Di-Acro line and the “Die-Less shedanke 


Duplicating” technique you have exactly 4 power models 
that—you sell machines which, operated 
singly or in combination, have demon- 
strated their value to users. 


More than 40 models of Di-Acro Pre- 
cision Metalworking Machines are now 
available to meet many needs in design 
and model shop work and short run or tA 
steady production. baer parties 

Di-Acro Machines have excellent per- 1 power model | 
formance—wide usage—a growing de- 
mand—and consistent advertising support 
in 34 business papers. So push where it 
pays off . . . mention Di-Acro and “Die- NOTCHERS 
Less Duplicating” on every call. You'll \ hand model 
find they make an effective “‘lead”’ line, ipower anaes 
one which also opens the door to the sale 
of other equipment. 


TO THE SALES MANAGER 
Immediate delivery and product demon- PUNCH 
stration. Those are two big services you PRESSES 
offer customers. Always keep a supply of 2 hond models 
Di-Acro Precision Metalworking Ma- 2 power models 

chines on hand and you will make the 
| most of your sales opportunities. 














BRAKES ROLLERS 
Open new doors — 10 hand models 8 hond y 


models 


build new orders 
with Di-Acro* 


*pronounced Die-ack-ro 








Creators of "'DIE-LESS DUPLICATING” 





O'’NEIL-IRWIN MANUFACTURING CO. 
312 8th Avenue, Lake City, Minnesota 
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there’s a pAINE anchor 


igned 
for every purpose — 


right — to do 
the job 


right 


EXPANSION SCREW ANCHORS. For 
anchoring heavy objects— from 50 to 
10,000 ibs. —to masonry and concrete. 
lead expansion sleeves and special alloy 
heads ore rustproof and indestructible. 
Objects can be removed and replaced 
without disrupting anchor. Setting tool 
in each box. 


EXPANSION BOLT ANCHORS. These 
bolt and nut type anchors have tapered 
heads and lead sleeves for fastening 
heavy objects to masonry and concrete. 
Will not loosen from jarring or vibro- 
tion. Made as shown at left and also 
with additional cones and sleeves. Set- 
ting tool in each box. 


FIBRE WOOD SCREW PLUGS. For new 
installations in plaster, marble, tile, 
slate, etc. and for bushing existing 
screw holes. Tough, pressure-cemented 
fibres take expansion under screw pres- 
sure without tearing. Made in various 
lengths for wood screw sizes, Nos. 5 
thru 14 


LEAD WOOD SCREW SHIELDS. 
Easily and quickly installed with- 
out a setting tool on new work or 
for bushing old holes. The wood 





screw cuts its own deep thread and 
the shield, expanding, grips screw 
and sides of holes securely. For 
vse in tile, masonry, plaster, etc. 


DIE-CAST LAG SCREW SHIELDS. For 
heavy-duty anchoring in solid materials 
with square or flattened head lag screws. 
Deep, accurate threads inside shield and 
the exterior. serrations take stress effici- 
ently. lag screws will not strip or bind. 


BRASS EXPANSION SCREW SHELLS. 
For delicate installations where relative- 
ly light objects — Venetian blinds, val- 
ances, door chimes, etc. — must be 
anchored in plaster, tile or other sur- 
faces that chip or croze easily. Require 
a 1” deep, 5/16” diameter hole. No 
Setting Tool Required. 


STEEL EXPANSION SCREW ANCHORS. 
For anchoring light to mediumly heavy 
objects — Venetian blinds, valances, 
shelving, etc.—to walls where par- 
ticulor core must be token to avoid 
damage to the surface. The one size 
tokes a 10-24 machine screw and re- 
quires a hole only 1” deep and %” 
in diameter. No Setting Tool Required. 


Fig 935 


write for 


RM; 
ce «=the NEW 
catalog of 


PAINE 
products 


NT PAINE 


PAINE COMPANY, 17 Westgate Road, Addison, Illinois 
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up machining operations as much as 
30 percent, has been developed. 

According to the manufacturer, the 
new grade 370 cemented carbide, spe- 
cially developed for taking heavy cuts 
at higher tool temperatures, is capable 
of removing more cubic inches of steel 
per minute while providing up to 50 
percent longer tool life. 

Carbide grade 370 is said to be com- 
posed of tungsten carbide, titanium 
carbide, tantalum carbide and cobalt. 
It has a density of 12.60, and Rock- 
well hardness on the A scale of 91.0. 
At present the new grade carbide is 
being produce< in selected sizes and 
shapes. 

Carboloy Department of General 
Electric Company, Detroit, Michigan. 


Self-supporting 
For Dock Boards 


A new self-supporting stand for the 
maker’s Herco dock board has been 
announced. 

The stand is said to simplify installa- 
tion, give greater dock area, and can be 
installed in front of the present dock, 
to which it can be welded or lagged 
into concrete or wood. 

Karl A. Herman Co., Grand Rapids, 
Michigan 


Gate Valve 


For Mildly 
Corrosive Service 


A new 125 Ib. iron gate valve, said 
to be designed for mildly corrosive 
service in the process industries, has 
been announced. 

The cast iron body and bonnet of 





re 














\ 
my = M0-MAX Stih, jaced ROUND TOOL BITS 


. Yi “gl (4 Hi A Rugged, wuswlh Sifie VOOR Culling Buatlibos 


Mo-Max and Mo-MAx CosaLT Tool Bits have been used economically 
under all conditions. Without 


for many years in thousands of plants... 
This advertisement : , 
; exception they have proved conclusively that they perform better than 
2 her high speed steels. Try the Mo-Max brand job 
in the leading metal- other high speed steels. Try the MO-MAXx brand on your next job. 
working magazines. 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 « Chicego 6 + Dalles 2+ San Francisco 5+ los Angeles 58 
‘SS E. P. Borrus, Ltd., London W. 3, England 


iit 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 





New twist on 
old idea 
makes G-E 
fluorescent lamps 
last longer 


NE of the most important 
() materials in a fluorescent lamp 
is the little bit of chemical at each 
end of the tube. The current flows 
through it, electrons flow out, and 
the lamp starts to glow. 

The old idea was to hold the 
chemical on a double-twisted wire 
coil. General Electric’s new idea 
was to go that one better: give the 
wire a triple twist. This not only 
holds more chemical, it also holds 
it longer. 

The result of course is longer lamp 
life and more light for your money. 

General Electric’s triple coil is 
used in G-E slimline and other G-E 
instant-start lamps. Just one more 
example of why... 


You can expect 
the best value from 
General Electric 


fluorescent lamps 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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So easy to couple it installs in minutes 
So strong and durable it lasts for years 


The new Veelos TD and TE adjustable v-belt is the successful 
development of a specific v-belt designed for a specific serviee—D 
and E drives. 

This new Veelos TD and TE v-belt has these basic advantages . . . 

It simplifies installation. Links are quickly joined by easy-to-use 
cup-washers and T-screws to make up individual belts. It's the 
easiest v-belt to couple and uncouple ever developed. And you don’t 
need to waste time removing outboard bearings. 

It lasts longer—is more flexible. New high-tensile strength link 
combined with new stud, cup-washer, and T-screw gives added 
durability. New link construction provides maximum flexibility for 
cooler, wear-resistant running. 

Get the complete story of this great new v-belt for D and E drives, 
Send coupon now for new 8-page illustrated catalog. 


MANHEIM MANUFACTURING & BELTING CO. 
608 Manbel St., Manheim, Pa. 


Please send copy of your new Veelos TD and TE v-belt catalog. 


Name 
Company 


outside the United Stotes Address . 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 
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EACH ANG 


TRADE MARK 


K 


Far sae 
LEADS TO MANY MORE 


Photograph courtesy Sintering Machinery Corporation 


The standard model of this conveyor scale drive unit is chain driven. In this 
case, mine engineers decided to replace the chain with an enclosed drive as 


a precaution against the damaging effects of ore dust. They tried ANGLgear, 


and its built-in lubrication and high capacity filled the bill. 


Help solve a problem and you usually 
make a sale. In the mine case described 


above, the successful application of 
ANGLgear led to several hundred sales. 
The big market for this versatile right- 
angle bevel gear grows bigger whenever 
a new application is devised. Make a check 
of industries in your area. Wherever you 
can help solve a righ-angle transmission 


problem, you've won a customer. 


THERE MAY STILL BE A TERRITORY 
NEAR YOU THAT IS OPEN—WRITE US. 


A Partial List of 


ANGlgear Fields 


Packaging « Food Packing 
Construction + Heat-treating 
Hydraulics « Optical Parts 
Atomic Energy « Agriculture 
Bottling « Instruments 
Oil Surveying » Ceramics 
Box Manufacturing 
Woodworking « Canning 
3-D Movie Equipment 
Electrical Equipment 
Shipbuilding 


” The ORIGINAL right 


angle bevel gear unit 





aoe 
> 


™ . 


ae 


ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 
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the new valve contain 3 percent nickel, 
and the trim is said to be made of the 
most corrosive-resistant alloys used for 
valves. A choice of trim materials is 
offered—either 18-8 Mo stainless steel 
or all-monel 

The new valve is said to be designed 
to give economical service on mildly 
corrosive installations in the oil indus 
try, pulp and paper industry, wood 
treating industry, and many chemical 
processing industries. 

The Lunkenheimer 
nati, Ohio 


Co., 


Cincin 


Power Feed Accessory 


For Use On Maker's 
Hand-Screw Mills 


A new accessory power feed for use 
on all the company’s hand-screw mills, 
ind designed to mount on the end of 
the table with no special machining 
other than drilling and tapping two 
holes, has been announced. 

Housed in lightweight alloy cast 
ings, a worm and gear unit is driven 
by an independent electric motor 
operating on 115 volt AC. This per- 
mits table operation which is totally 
independent of spindle speed. Power 
developed is said to exceed milling 
capacities of the machine. 

Four table speeds are available: 1.2, 
2.1, 3.2 and 4.5 inches per minute 
Features claimed by the maker in 
clude: travel is reversible, permitting 
milling in either direction; automatic 





heckmate 
lola Holadelsloye 


GATE VALVE (upper left) Fig. 2194 
for 225 pounds W.O0.G. Screwed 
ends, bolted flanged bonnet, inside 
screw rising stem. Body and bonnet 
are made of Ni-Resist, with 18-8S 
Mo Stainless Steel Type 316) stem, 
seats, and wedge. Sizes 4” to 2”, 


inclusive 


GATE VALVE (upper right) Fig. 2195 
for 200 pounds W.O0.G. Flanged 
ends, bolted flanged bonnet, inside 
screw rising stem. Ni-Resist body 
and bonnet, with stem, seats, and 
wedge made of 18-8S Mo Type 
316) Stainless Steel. Sizes 1” to 3”, 


inclusive 


GATE VALVE (lower left) Fig. 2193 
for 200 pounds W.O.G. Flanged 
ends, bolted flanged bonnet, out- 
side screw rising stem and one -piece 
yoke. Body, bonnet, and yoke are 
Ni-Resist. Stem, seats, and wedge 
are 18-8S Mo Type 316) Stainless 
Steel. Size 4”. 


LARGE SIZE GATE VALVE (lower right) 
Fig. 2193, 5” to 12”, inclusive, for 
200 pounds W.O.G. Flanged ends, 
bolted flanged bonnet, outside screw 
rising stem and two-piece yoke. Ni- 
Resist body, bonnet, and yoke, with 
18-8S Mo (Type 316) Stainless 
Steel stem, seats and wedge faces 


Fig. 2194 





\ 


Odo bike, thio Ong Odo pea ung mH leading. ) 
wMagaynes ‘to Pal yore Akt 44 POWELL VALVES J 





It’s a winning move every time you select 
Powell Ni-Resist Valves. For here is an 
alloy that has far greater corrosion and 
heat resistance than ordinary Cast Iron. 
Similar to gray iron, and resembling 
austenitic stainless steel in many ways, 
no other cast metal offers such a unique 
combination of useful properties. 
Powell Ni-Resist Valves are especiall 

adapted for handling pulp and paper mill 
liquors, oil refinery acids, alkalies and 
sludges, caustic soda, pickling solutions, 
sea water and many other fluids. Shown 
here are just a few of them to help you 
checkmate the high cost of corrosion. 
They're available through distributors in 
principal cities. If a distributor is not 
located near you, just write us—The Wil- 
liam Powell Company, Cincinnati 22, 
Ohio. We'll be pleased to tell you more 
about these valves—or to help you with 
your valve problems. Powell has prob- 
ably solved more valve problems than 
any other organization in the world. 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


..... 108th YEAR 


INDUSTRIAL DISTRIBUTION © JANUARY, 1954 











= eat 


INDUSTRIAL DISTRIBUTION © JANUARY, 1954 


stops are adjustable for any desired 
length of stroke; manual operation is 
unaffected through incorporation of a 
disengage lever. 

Installation is said to be simplified 
by slots in the adapter plate which per 
mit easy alignment of the drive shaft 
with the table lead screws. The new 
unit is not adaptable to production 
mills having rack and pinion feed 

Weight is approximately 10 lbs.; 
size is 44-in x 54-in by 8 in. 

Benchmaster Mfg. Co., Gardena, 
Calif. 


Twist Drills 


High Speed Steel, 
Sizes Below 1% in 


According to an announcement 
from the maker, high speed steel 
twist drills, in a range of sizes below 
24 in. diameter, have been added to 
their line of adjustable and fluteless 
drills. 

The Hayden Twist Drill Co., De- 
troit, Michigan 


Trammels 


For Layout, 
Scribing, Measuring 


Steel beam trammels, said to be de 
signed to produce an accurate, easy-to- 
use tool for layout work, scribing, and 
measuring, has been introduced. 

Feature claimed by the manufac- 
turer include: free-turning knurled 
grips on top of each tram; trams will 
not turn once set, as top of rigid beam 
is flattened; spring friction prevents 
trams from sliding off beam when 
clamping nuts are loosened; scriber 
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Ads like this appear in Business Week 
and leading trade publications 
every month 


i eS 





Ask Your LYON Dealer! 


@ No need to fish around for the best in steel 
equipment. The Lyon Dealer is your man... 
for two big reasons. First, he offers the world’s 
most diversified line of quality steel equipment 

. more than 1500 standard Lyon items. (A 
very few shown below.) Second, he can show 
you how to get the most out of steel equip- 
ment in terms of time, space and money. Why 


A PARTIAL LIST 


not ask him to stop in with his 76-page cata- 
log —chock-full of equipment and ideas. 


LYON METAL Propucts, INc. 
General Offices: 153 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 


Lyon also has complete facilities for manu- 
facturing special items to your specifications. 


Te 
























































OF LYON STANDARD PRODUCTS 


Be 
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6500 Avondale Avenve, Chicago 31, Illinois 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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compression, torsion and flat springs. 
Round, flat, square or rectangular 
shaped stock can be iormed into 
springs of any length. 

The maker states that inaccuracy 
in adjusting the tension control each 
time a spring is wound has been elimi- 
nated through the use of a tension 
clamp mechanism, and duplicate 
springs can thus be wound so that 
they test with the same load capacity. 

It is further stated that, through 
use of a special cam-lock device, no 
time is wasted in trying to thread wire 
into a difficult holding or locking 
mechanism. 

O’Neil-Irwin Mfg. Co., Lake City, 
Minnesota. 


Vise Jaws 


Replaceable, 
Reversible 


A complete variety of replaceable 
vise jaws, available on all the maker's 
vises, has been announced. 

Included as standard on all the 
maker’s line of machinists’ vises, 
jewelers’ vises, and combination bench 
and pipe vises are hardened speed 
treat steel jaws with diamond serra 
tions. According to the manufacturer, 
these may be replaced with smooth 
jaws of hard or soft steel. 

Smooth jaws of brass or copper, 
which are non-magnetic and non- 
sparking, are also available, as are 
plastic fibre jaws designed for very 
delicate work surfaces. 

The jaws are said to be easily re- 
movable, and interchangeable, and 
designed to be reversible. 

Wilton Tool Mfg. Co., Chicago, III 


Drill Stand 


Height 21-in 
Weight 6 Ibs. 


A new vertical drill stand, said to 
enable the operator to apply stead 
powerful pressure with close control, 
has been introduced. 

Known as Model 5009, and weigh 
ing six pounds, the new stand was de- 
signed for use with the maker’s new 





Here’s how the Distributor profits from 
Walker-Turner 


PRODUCT ENGINEERING 





and DEVELOPMENT 2 ~~ -) 


Sure, we can point out that Product 
Engineering and Development is one of the 
7 keys to better selling, bigger profits for 
Walker-Turner Distributors . . . that it’s the 
reason Walker-Turner Light-Heavyweights 
can do so many machining jobs so well, 
and at lower investment cost. 

But this new 16” Band Saw says it better, 
we think . . . tells you in its costly-machine 
specifications and light machine price tag, 
that Walker-Turner Product Engineering and 
Development means business for you— 
profitable business! 

Where else will your customers find, in a 
Band Saw priced so low, such advanced 
engineering features as: Quick Change Variable 
Speed Drive—just dial speed wanted while 
machine runs (speeds from 50-4500 SFM)... 
No need to change belts or pulleys. Saw guides 
easily adjustable to all blade widths. 

Cuts both wood and metal. 

Yes, in product performance as well as sales 
policy, you have the “edge” when you have the 
Walker-Turner Light-Heavyweight line. 

If you haven't got it, ask about the few choice 
franchises open. 











All together, they make a sales- eo 


producing sales policy TRAINED 
INDUSTRIAL 
Product Engineering DISTRIBUTORS 
and Development 








Selective Distribution 





Popular Price Policy 
Advertising WALKER-TURNER 


KEARNEY AND TRECKER CORPORATION 








Distributor Cooperation 








Service DRILL PRESSES—Hand ond Power Feed * Rodial Drills * Wood 
end Metal Cutting BAND SAWS * TILTING ARBOR SAWS © RADIAL 
SAWS * JG SAWS * LATHES © SPINDLE SHAPERS * JOINTERS 
BELT AND DISC SURFACERS © FLEXIBLE SHAFT MACHINES 
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Are you considering 


a new catalog... 


or does your present one need 


to be brought up-to-date? points hardened for longer wear; fine 
thread adjusting screw gives accurate 


We will be glad to show you adjustment of points. 
Trammel beams are 104, 144, and 


how Donnelley’s policy of 20 inches long; with 20 in. extension 
beam, circles up to 72 inches in di- 


UNDIVIDED RESPONSIBILITY ameter can be scribed with the 20 in. 
trammel. Also available are needle 
for all phases of point, pen attachment, steel point and 
lead holding chuck, and ball point 
attachments. 

The Lufkin Rule Company, Sagi- 

naw, Michigan 

SUPPLY COMPARY 


cmc | spring Winding Machine 


Self-contained Unit 
With Cut-off Lever 


Donnelley-built catalogs. ) A new spring winding machine, said 
, ~ | to be a complete self-contained unit 
with a special cut-off lever incorporated 
into the machine, has been an- 
nounced. 
eas LAGSHSS Coes Designed to eliminate special orders 
or costly delays, it is recommended by 
the maker to form individual springs, 
aie or to replace automatic machines on 
Catalog Compiling Department sendin short run production. It is 
claimed any gage wire, to 4-in diam 
eter, can be wound into extension, 


catalog compiling, printing, 
and binding can give you 


a quality sales tool. 


Sono ew 


Here are eight recently delivered 


R.R. Donnelley & Sons Company 


350 East Twenty-second Street, Chicago 16 


NTER BINDERS - ENGRAVERS - LITHOGRAPHERS 


WeOAa- oz» 
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ARO’s hard-hitting advertising 
campaign reaches your customers 
regularly with color pages in leading 
industrial publications. Cash in! This 
promotion gives a big lift to sales of 
Air Tools and Air Hoists for ARO 
Distributors. 
The Aro Equipment Corporation 
Bryan, Ohio 


Offices in All Principal Cities 
Aro Equipment of Conoda, Lid. Toronto, Ontario 
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You can offer 
IMPROVEMENT 


IN PIPING SYSTEMS 
AND 


SAVINGS 


IN PIPING COSTS 
WITH 


UNIONS 


Better piping systems at lower 

maintenance cost can be of- 

fered your customers with Jef- 
ferson Unions because of exclusive feo- 
tures of design and construction. Then, 
too, availability of a complete line of 
specialty unions makes possible worth- 
while savings in time and materials. 


For example, Jefferson Unions are made 
of air furnace malleable iron having a 
tensile strength of 55,000 psi... . . 
provide a truly spherical ball joint with 
brass seats recessed for protection and 
free flow . . octagonal ends which 
are tightened easily with any type wrench 
ve seat rings of drawn seamless 
brass tubing press-fitted into machined 
— securely held against rocking 
joose 


Investigate the complete line of: Unions, 
Union Elbows and Union Tees in Jeffer- 
son 300#, Excel 250% and Master 150#; 
also Flanges in Jefferson 300% and 
Unions in Enduro 300%. All lines are also 
available with all-iron seats 


Underwriters approved 


Get all the facts TODAY 
on the JEFFERSON line. 


JEFFERSON 
UNION CO. 


671 West 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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standard model 107 portable electric 
lin drill. This stand has a firm flat 
base with a column on which is 
mounted an adjustable carriage. The 
portable drill can be attached or re- 
moved quickly without tools. 

Clearance between end of drill and 
base is seven inches: clearance between 
center line of column and bit is 5@-in. 
Height of the stand is 21-in. 

Porter-Cable Machine Co., 
cuse, N. Y. 


Syra 


Conveyor 


Case-Hardened Parts 
Eliminates Lubrication 


According to an announcement 
from the manufacturer, case hardening 
the socket and ring assembly of their 
chainless conveyor to Rockwell hard- 
ness No. C-60 has eliminated the need 
of any lubrication throughout the en- 
tire system. 

This innovation is said to make it 
an ideal overhead system for handling 





Another big step 
for MARSH 


Make no mistake about it: the 

developments presented in the 

advertisement reproduced above 

will be recognized as the two 
greatest contributions to pressure gauges 
in recent years. This message has gone 
out to about a million users of pressure 
gauges telling them: 


1. Marsh has perfected a new process — 
the ““Conoweld” process — for fusing the 
socket, tube and endpiece of a gauge into 
one integral, permanently leak-tight unit. 


2. Marsh has developed a new copper- 
clad case — the “‘Marshalloy’’ case — four 
times as strong and one-third lighter than 
a cast iron case, yet as non-corrosive as a 
plastic case. 


Yes, the leader in the pressure gauge field 
has taken a still longer lead. The most 
acceptable line has become still more 
acceptable. It will pay you to push the 
line that provides so much extra sales 
leverage . . . the Marsh line of pressure 
gauges, dial thermometers, refrigeration 
controls and heating specialties. 
Ask for latest catalog and price data. 
MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P. MARSH CORPORATION 
Dep?. C, Skokie, Hil. 


with the . 
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GAUGES + VALVES «+ TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 
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48-Page Handbook and Riggers’ Manual, 
sent to you on request! Write today for 
handbook and complete information on 
Tuffy Hoist Line 


Industrial Distributors: 

The number of territories where we need distributors 
to hondie Tuffy Slings and Tuffy Hoist Line is getting 
smailer! If you are interested in handling this easier 
to supply, highly profitable line, write fodey and 
we'll let you know immedictely if your crea is still 
open! 


union 


OB! L 


re Py # FT; 
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On Cranes of All Types, The 


ni p—- 


7” © £2 eo 


Will Run Longer! 


Now, there is no need to monkey with a lot of dif- 
ferent rope constructions trying to find a hoist line and 
sling combination that will give you the most service. 
This pair of special purpose constructions will handle 
your crane work as it never was handled before. 


Oldest of this tough work-team is Tuffy Slings. From 
the very start they set new standards of service life 
throughout industry—continue to set records in keep- 
ing sling cost down and the safety record clear. The 
reason? An entirely new patented 9-part machine 
braided wire fabric construction so flexible you cannot 
materially damage the fabric when kinking and knot- 
ting, and so tough that users asked for a hoist line to 
match in wearability. 

Newest of the hoisting team is Tuffy Hoist Line. It’s a 
new rope construction, specially designed for the spe- 
cial purpose of hoisting on any and all cranes. Designed 
into it is flexibility, wearability and extra toughness 
to absorb load shocks. Taken out of it is every undesir- 
able feature which many months of laboratory research 
and testing and many more months of field testing 
uncovered in other rope constructions used for hoist 
lines. 

Just length, diameter and “Tuffy Hoist Line” is all you 
need to say! No complicated specifications, no chance 
for confusion! Get extra hoisting service at no extra 
cost with Tuffy Hoist Line! 


Lone COY poration 


2236 Manchester Ave. * Kansas City 26, Mo. 
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Boost your 1954 
sales volume with 


KALAMAZO0 


METAL CUTTING BAND SAW MACHINES 


Kalamazoo 
MODEL 8C 


An all new design, first to meet today’s 
metal cutting needs. Embodies years of 
Kalamazoo experience and the best indus- 
trial design talent. Cuts 3” round, 16” 
flat, 8” pipe. Available with or without 
coolant equipment. 


Kalamazoo 
MODEL 1220 


Where heavy-duty cutting is a problem, 
you'll find this rugged saw easy to sell. 
Cuts 12” round, 20” flat. Available with 
or without coolant equipment. 


Kalamatic 

BAR FEED 
An automatic bar feed attachment for 
Models 8C, 816, 824 and 1220 
Kalamazoo Metal Cutting Band Saws. A 
completely hydraulic self-contained unit 
which automatically feeds rounds, flats, 
square, hex, pipe, tubing, etc., any length 
from \%”" to 12”, or longer. 


Kalamazoo 
MODEL 610 


Here’s a low-cost saw that heating, 
plumbing and electrical contractors go 
for! Easy to move around in the shop or 
take along to the job. Cuts 6” round 
and 10” flat. Available with or without 
coolant equipment. 


4 fast-selling models with more 
of the features prospects want 


Backed by consistent advertising in nine leading 
industrial magazines 


Get the details on Kalamazoo... you'll be 'way ahead 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO COMPANY 


118 HARRISON STREET.. 


. KALAMAZOO, MICHIGAN 
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any material or product which would 
be damaged from dripping grease. Be- 
cause temperatures to as high as 700 
deg. F. have little effect on the work- 
ing parts of the system, it is said to be 
especially well suited for oven con- 
veyor service. The system is also 
claimed to sharply reduce the fire 
hazard. 

Landah! Conveyor Company, Co- 
lumbus, Ohio 


Center 


Guaranteed 
Accuracy of .0001 


The development of a new live 
center, equipped with Timken bear- 
ings, has been announced. 

Monarch live centers are said to 
guarantee an accuracy of .0001. Inter- 
changeable points are available in a 
variety of sizes for standard male, long 
male, stanaara remale, and standard 
pipe joints. 


Royal Products, Mineola, N. Y 


Screws 


One-piece, 
Self-locking 


New one-piece, self-locking screws 
and bolts, known as Holtite-Nylok, 
have been announced. 

According to the maker they employ 
a nylon insert which conforms to the 
curvature of the screw threads and 
provides a positive locking action when 
stopped. The screw’s usability is said 
to be almost unlimited, and the depth 





This mark on every Williams “Vulcan"® Hoist Hook and 

Eye Bolt means they are proof-tested to 50% beyond 
bé 7 rated “safe working capacity”. To your customers, it 

marks a triple guarantee of safety, quality and depend- 

ability. It’s a talking point that produces sales. 
OES a 


Don’t underestimate the profit possibilities of these two items. 
There's a big market for them. They're a good repeat item, too... 


pyramid plenty of volume for many distributors. 

Right now, Williams trade ads are concentrating on getting across, 
to your customers, the advantages of buying these Williams prod- 
ucts from you Cash in by carrying adequate stocks — talking 
safety and quality 


“Vulcan” * 


EYE BOLTS 


Drop-forged, heat-treated and 
proof-tested. Available in 1. Plain 
Pattern — capacities from .7 to 16 
tons. 2. Shoulder Pattern —capaci- 
ties from .2 to 13 tons. 


“Vulcan” ® 


OIST HOOKS 


Drop-forged, heat-treated and 
proof-tested. Available in Shank or 
Eye (weldiess) Patterns with throat 
openings 1 to 42” and capacities 
up to 25 tons. 


STOCK and SELL 
YOU CAN SELL me = “The Broadest Line of Its Kind" 


@ WRENCHES OF ALL TYPES | © THUMB NUTS & SCREWS 

@ DETACHABLE SOCKETS © PIPE TONGS & VISES 

@ IMPACT PRODUCTION @ FLANGE-JACKS 
SOCKETS © MACHINE HANDLES 

@ TOOL HOLDERS & > aa 


LATHE DOGS 
@ SET-UP ACCESSORIES @ SCREWDRIVERS 


@ DROP-FORGED “C” CLAMPS © HAMMERS & PLIERS 
@ PUNCHES & CHISELS 


ON EVERY CALL 


Get details from Williams Catalog 201 ’ 
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OUTSTANDING VALUES BY AMERICA’S LARGEST BUILDERS OF DIVIDING HEADS 
You can’t beat them for accuracy—ruggedness—quality 


L-wW ss, DIVIDING HEAD 


Spindle Threaded 1 2"'-8 to fit L-W 5” Universal Chuck. 


© ACCURATE @ 36 LB. 00 
® RUGGED © QUALITY CONSTRUCTION Only $132 


Heavy duty headstock and tailstock designed for maximum rigidity. Alloy steel threaded head- 
stock spindle with extra large tapered bearing and takeup adjustment collar. Head tilts to 90° 
in vertical position. Alloy stress-proof steel worm and accurately cut worm wheel cut to close 
limits for accuracy. Ball bearing thrust and adjustable for end play. Complete with three index 
plates tor dividing all numbers to 50 and even numbers to 100, except 96T. Index chart shows 
all divisions obtainable to 380. Right or left hand models 
Model BP 11” Swing for plain mill- 
ing machines. Shpg. wot. 140 Ibs. $225.00 
Model AU 11” Swing. Fully Universal for complete 
indexing and spiral cutting. Shpg. wot. 190 ibs. $327.50 
Order from Your Industrial Supply Distributor or Order 


Direct, Giving Name of Your Distributor—Iimmediate Delivery 


d omplete catalog giving g « 
—— ~ a.% 


fe ee FeRAM 
L-W CHUCK COMPANY® 











LATEGRI 


PLATE FASTENERS FOR CONVEYOR BELTS 








Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 
assures smooth 


ARMSTRONG BRAY & C€O.~7 
53 Northwest Highway. CHICAGO | 
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of the hole for the nylon plug has been 
reduced so that the screw is not weak 
ened. 

Other advantages claimed by the 
manufacturer include: positive locking 
which eliminates safety wire, lock 
washers, jam nuts, etc.; locks seated o1 
unseated; acts as a seal for gases o1 
liquids; no harm to mating thread of 
parts; high re-usability; readily re- 
placed; interchangeable; one-piece 
which reduces inventory problems; de 
fies vibration; no bulges or sharp edges; 
can be used on softer metals; nylon 
plug is not affected by, nor does it af 
fect, any metals; nylon plug is not 
harmed by common solvents; can be 
used at temperatures up to 250 deg. F’.; 
no special tools required. 

The Continental Screw Company, 


New Bedford, Mass. 


Bearings 
With Double 
Extended Race 


Zone hardened Sealmaster ball bear- 
ing units with double extended races, 
featuring a process for induction heat 
treating the inner race through the ball 
patch section only, have been an- 
nounced. 

According to the maker, since the 


> 
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It’s really big—because Republic Plastic Pipe offers distinct 
advantages for certain types of application. 


Let’s look at Republic Flexible Plastic Pipe. It can be used 
for irrigation systems, jet pumps, water and waste disposal 
lines, even conduit. It’s made of Polyethylene, known for 
its flexibility as well as high resistance to many chemicals 
and chemical fumes. 


Then consider Republic Semi-Rigid Plastic Pipe. It’s made 
of butyrate, has high corrosion resistance to natural gas, 
and to corrosive acids and alkalies found in soil. That 
means it’s good for residential gas service lines, both as 
a primary conductor and also as a replacement by thread- 
ing a small diameter tube through existing lines. It can 
also be used for vent pipes for sewers and plumbing 
fixtures, and drain lines. 


Both these plastic pipes are non-toxic. Both are light- 
weight, and exceptionally easy to install. And installed 
costs are surprisingly low. 


Semi-Rigid is available in nine sizes from 1/2” to 6”. It 
comes in 20 and 40-foot lengths. It’s available in coils in 
4", %” and 1” diameters. While normally supplied in 
black, clear pipe is available on request. Flexible also 
comes in nine sizes, from 2” to 6”. It’s available in coils, 
in sizes 2” through 3” in diameter. In 4” and 6” diameters 
it is supplied in 25-foot lengths. 

The more you know about Republic Flexible and Semi- 
Rigid Plastic Pipe, the more places you'll discover where 
you can sell it. Booklet No. 603 will give you all the facts, 
where Republic Plastic Pipe can be used, how it reacts under 
certain conditions, how to join it. Send for your free copy. 


REPUBLIC STEEL 


CORPORATION PLASTIC PI PE 


GENERAL OFFICES « CLEVELAND 1, OHIO 
Export Dept.: Chrysler Bldg., New York 17, N.Y. 
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complex or simple 


V-DRIVES 


~~, 


This ad has appeared in Mill 
and Factory and Design 
News, reaching a total of 
66,645 potential buyers. 


168 


No matter what V-drive problem you may en- 
counter, your Wood's Distributor can be of serv- 
ice to you. He has the training and engineering 
experience that enables him to recommend the 
V-drive most efficient for your Power Transmis- 
sion requirements. Shown above is just one ex- 
ample of a complex drive installation on a Gravel 
Barge which was engineered and installed by 
the Earle Equipment Company of Detroit and 
Grand Rapids, Michigan. 

Wood's famous “Sure-Grip” Interchangeable 
Sheaves and matched V-Belts were used to insure 
long service life and minimum maintenance. 

Why not call in your nearest Wood's Distrib- 
utor or write our home office for further details 
on specific drive applications? 


Y) 


SONS CO. 
CHAMBERSBURG, PA. 


Manuf acturers—Since 1857. 


T. B. 
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extended portions of the race remain 
unaffected, the hardened threads of 
the set screws are able to bind tightly 
against the soft threads of the race for 
positive race to shaft locking. 

The double extension of the inner 
race ring is said to afford maximum 
support of bearing on shaft and guar 
antee a positive lock between the inner 
race of bearing and shaft. 

Other features claimed by the maker 
are: machine “down time’”’ reduced be- 
cause of easy bearing replacement; 
shock and vibration resistance are in- 
creased since most of the inner race 
remains relatively soft and tough. 

Sealmaster Division, Stephens- 
Adamson Mfg. Co., Aurora, Illinois 


| Belt Preservative 


Can Be Applied By 
Brush, Spray Or Oil Can 


A new leather belting preservative, 
known as Clarol, has been announced. 

Clarol is said to be a special com- 
| pound sold under the trademark Vis 
col as an after treatment for leather, 
and contains no oil, grease or resin, and 
will not turn rancid. 

Applied as a penetrating liquid, it is 
said to act as a lubricant for the fibres, 
| “sets’’ in the leather to form a gela- 
| tinous structure which does not creep 
| to the surface. 
| Insoluble in water, it is claimed to 

repel water and steam, rendering it 
| waterproof without closing the pores 
to air. According to the manufacturer, 
belts can be run slack when treated, 
and Clarol can be applied by brush, 
spray or oil can. It is packaged in 
quart and gallon containers. 

The Viscol Company, Bridgeport, 
Conn. 











Packing Types meet 95% of all packing needs 











A Wu, E>), 
QQ iD —& Qo) ) 
Centrifugal compressors like this one, which is used to 
TYPE 6 air-condition a huge ofhice building, give top performance 
with R/M Packing No. K-68, a gasket material included 
in Type 6 of R/M’s “Big 7” Packing Types. 











How R/M makes packing selling easier 


R/M’s “Big 7” Packing Types enable you to walk packing types is engineered to give custom-built 
into plants that are now stocking 10, 20, 50 different performance in all but the very rarest applications 
types of packings and show their maintenance men You're solidly supported in your selling, too 
how to get the same or better performance with a Raybestos-Manhattan provides you with all the 
much lower inventory—probably only three or four selling aids you need—including a detailed specifi 
types. With them you can also give assurance of cation chart covering all industries—and backs you 
lower maintenance costs, less downtime, simplified up with consistent hard-hitting advertising. Plan 
ordering, faster delivery service. You can do so now to stock and push R/M's “Big 7” Packing 
because this basic line of just seven held-tested I ypes You won't regret it 


R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 
RAYBESTOS-MANHATTAN, INC., PackiING DIVISION, MANHEIM, PA. 
had | G 7 FACTORIES: Bridgeport, Conn. ; Manheim, 
Pa.; No. Charleston, S.C.; Passaic, N.J.; 
Neenah, Wis.; Crawfordsville, Ind.; Peter- 
borough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Packings « Asbestos Textiles « Industrial Rubber, Engineered Plastic, and Sintered Metal Products « Abrasive and 
Diamond Wheels « Rubber Covered Equipment « Brake Linings « Brake Blocks « Clutch Facings « Fan Belts « Radiator Hose « Bowling Balls 
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CARBIDE TIPPED 
Work Support Blades 
for Centerless Grinders 


WILLEYs 


TUNGSTEN CARBIDE 


TOOLS 


WRITE FOR CATALOG 


Standard thrufeed and infeed work sup- 
port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged — re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy. 
For prompt quotes, send prints - or sample of blade 
you are now using, and specify material to be machined. 


co. 


Michigan 


WILLEY’S CARBIDE TOOL 


WV. Vern. r Highway “— stroit | 

















SUPER POWERED 
SOLDERING IRONS 


Solder Faster \ Sik MODELS TO CHOOSE FROM ' 
with Lower Tip Cost! , Tic Dio. Wotts Cot No List Price 
For example, Cat. | 1/4 100 P-114 = $8.25 
~ had yee more 11/4 150 »-154 9.00 
speed an conven- ' —- wo 
tional 200 watt - 1/4 P-214 ~—-10.00 
iron, but takes %" , 3/8 P-238 10. 00 
tip instead of %%° ; “1/2 P-212 10.00 
— the . 3/8 P-338 13.25 


Write for Catalog showing 40 industrial.soider- 
ing irons of every type and size; no obligation. 


HEXACON ELECTRIC COMPANY 


CLAY AVENUE, ROSELLE PARK, NEW JERSEY 


HEXACON — 


138 WEST 
Indystry s No. 1 Soldering Iron 
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| Tool Bits 


Rectangular Bits 
Added To Line 


Che addition of a complete range 


| of super high speed rectangular ground 


tool bits to their present line of square 
bits has been announced by the man 


| ufacturer. 


The new rectangular bits are said 
to be made of the same blended and 
balanced carbon and vanadium which 
produces fine grain structure. 

According to the maker, they are 
heat treated to achieve Rockwell 66 
to 68 “C” scale, and are ground to 
close tolerances without carburization. 

Features claimed for the new rec 
tangular tool bits are balanced tough- 
ness, wear resistance and heat resist 
ance. 

I'he du Mont Corporation, Green 


field, Mass 


Stepladder 


Sizes From 4 Ft 
To 20 Ft Height 


A new line of industrial stepladders 
made of magnesium, said to be ma 
neuverable and long lasting for indus- 
trial maintenance work, has been an- 
nounced. 

Known as Superlight magnesium in 





against reversing! 


oo NEW FOOTE BROS. BACKSTOP 
for LINE-O-POWER! 


NOW ...Positive prevention of reverse rotation! 
Famous straight line Line-O-Power Drives now 
offered with the new, built-in Foote Bros. Backstop 
as optional equipment! 

Sturdy, compact, symmetrical—this Backstop auto- 
matically stops shaft reversal. During forward motion, 
operation is without contact—noiseless and wear-free. 
Because of advanced design, your customers can order 
it without regard to application or service factors... 
and they can change it in the field, in minutes, for 
opposite rotation. 


r oW ---builf-in protection 


Here’s Why LINE-O-POWER 
Is A Superior Drive 


Economical to buy, economical to run. Ruggedly 
designed for toughest jobs. Engineered around Duti- 
Rated Lifetime Gearing with file-hard teeth and tough, 
resilient cores. Higher efficiency, greater capacity and 
longer life—in minimum space. 

In straight line design, low-cost Line-O-Power 
Drives are foot mounted for floor, wall or ceiling 
applications. Ratios range up to 238 to 1, capacities 

up to 178 h.p. For right angle applications—hori- 
zontal or vertical—there’s the new worm-helical 
gear Line-O-Power, foot or flange mounted. 
Flange-mounted units available with standard 
output shaft or with an extended low-speed bear- 
ing housing for maximum over-hung load support. 
With ratios ranging up to 2,726 to 1, Right Angle 
Line-O-Power Drives are ideal for slow speed jobs. 
Write for helpful information. 


Shite Teademesk: Sturdy Guard — Shields moving parts. 

Stands for the Finest Machined-steel Ratchet Plate —Securely bolted to Line-O- 
Power housing, but easily reversed for change in direction 
of rotation. 

Cast Backstop Housing —Rigidly keyed to input sheft. 
Hardened Ratchet Pawls — Lock against ratchet plate under 
spring pressure to prevent counter-rotation. 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. ID, 4545 South Western Boulevard 
Chicago 9, Illinois 


Beate Bres.euis Allis Hygrade Maxi-Power Please send me information about Foote Bros. complete line of drives, gear- 


@caremetess Drives Drives motors and the new Backstop. 


Name 


FCDTESBROS oo 
Zalltn Power Tras vin Thnough Galle Loans Bh civ 
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PUMping 
Whet, 


Su ; 
n Stion lift Creq 


Principle, 7° - with; 


ted b 
0 -a-ge 


2 13 liquid 


is your pumping problem? Send it along 


today and ask for bulletin 545MM. 


>>>> > LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 


» 


Fast Sellers... 
peaters! Your customers— 


Proven Re- 


ond prospects know that Key 
Pipe Sealing Compounds seal 
joints positively .. . yet are 
easily opened... do not 
freeze in the joints. Product 
superiority ... backed by 36 
years of leadership in the 
field make these Key prod- 
ucts o dependable source of 
sales and profits for you! 


Good Door Openers, Too! 
Steady national advertising, 
dealer helps and cortinuous 
sampling program build uni- 
versal demand .. . actually 
moke openings for sales to 
mony new customers for you. 





For sealing 
pipe joints 
carrying water, 
gas, low pressure 
steam. 











For sealing 
lines carrying 
oils and high 
Pressure 
steam. 





WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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| dustrial stepladders, they are said to be 


exceptionally rigid and well braced; 
feature non-skid, reeded steps rein- 
forced by under-ribs; contoured, easily 
gripped channel side rails; conveni- 
ently placed bucket rack; and hard 
rubber feet to avoid floor marking. 

The stepladders are available in sizes 
from 4 ft up to and including 20 ft 
in height. 

White Metal Rolling & Stampirg 
Corp., New York, N. Y. 





200 Watt, 
More Compact 


A 200-watt, standard voltage incan- 
descent lamp of the same physical size 
as the usual 150-watt, lamp has been 
announced. 

Designed to replace the maker's 
standard 200-watts PS-30 clear and in- 
side frosted iamps, this new smaller 
lamp is said to lend itself to use in 
places where the larger bulb would not 
fit. Light maintenance in the coiled- 
coil filament is said to result in an aver- 
age of 8-watts greater power-to-light 
conversion throughout the lamp’s life, 
equivalent to an increase of 150 mean 
lumens. 

W estinghouse Lamp 
Bloomfield, N, J. 


Division, 


Soldering Tool 


Light Weight, 
Rapid Heating 


A soldering tool for miniature and 
subminiature work, consisting of a 
step<iown transformer connected to a 
small soldering pencil, has been an- 
nounced. 

Known as Thermo-Tip, it is said to 
utilize the principle of resistance heat- 
ing with the soldering part becoming a 
part of the electrical circuit. Passage 
of high current at harmless low volt- 
age through the part causes rapid 
heating. Solder is said to be flowed by 





LET US SHOW YOU HOW 


Profitatle THE JOHNSON 


FRANCHISE CAN BE 


v8 ES 


This is the most complete line of bearings 
ever marketed through distributors. With 
these different types and the large range 
of sizes in each, you can make more sales 


to a customer. Every salesman’s time is 
valuable, only a few calls can be made in 

a day .. . so get all the business available 
every call. You can sell Electric Motor, 
Graphited, and Powder Metallurgy Bearings, 
as well as Bars and General Purpose Bearings. 
No other line offers so much. Write for details. 





JOHNSON BRONZE CO., 535 S. Mill St., New Castle, Pa. 


JOHNSON} 


loeve Af 
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you can make a 


PROFIT 


selling hose clamps 








because 
EVERY SHOP THAT USES- 
air liquids 


water sludge 
steam eal 


as coal dust 


IS A PROSPECT! 














Stock - Sell - Profit with 
PUNCH-LOK HOSE CLAMPS 


GET OUR DEALER PROPOSITION 


= poh taie de 015? 
o ~ 


a: 


© PUNCH 


321 North Justine Street, Chicago 7, Illinois 
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this heat and coki-flow joints are en- 
tirely eliminated. 

The Thermo-Tip soldering pencil 
weighs three ounces, and is small 
enough to reach into confined spaces. 
A variety of tips and attachments in- 
clude carbon elements, metallic ele- 
ments, and small conventional solder- 
ing irons which can be interchanged 
by means of screw-base sockets and dis- 
connect plugs. 

Ideal Industries, Inc., Sycamore, Ili 
nois 


Combination Tool 


Five Major Tools 
Driven By One Motor 


A new combination power tool with 
five major tools, all driven by one 
motor, has been announced. 

Called H & A Home Shop, it has a 
saw, jointer, drill press, lathe and 
sander. It has been designed as a com- 
plete home workshop, and fits in a 
three foot square. It may be pur- 
chased as a complete unit with all five 
tools, or the tools may be purchased 
individually. 

Heston & Anderson, Fairfield, 
Iowa. 


Sprinkler Hose 


Uniform Pressure 
Throughout Length 


A new garden sprinkler hose, said 
to insure uniform pressure throughout 
its entire length, has been developed 

Known as Royalite sprinkler hose, it 
has special couplings at both ends 
permitting extra sections of hose to be 
added, and also allows the hose to be 
easily flushed out in the event of any 
silt accumulation. 

Containing four tubes, of which 
three are perforated for spraying, the 
















































































John F. Lawson, General Service Manager of the Otis Elevator Company, tells why: 


He hates to see you walk! 


People don’t like to climb stairs,” says Mr. Lawson, “and we 


don’t want them to do it! 
“When we sign an Otis maintenance 


ing Owner, we not only promise to keep his 


ontract with a build- 
evators in good 


running condition we promise the faste pie Service 


“To keep this pledge—and to save many people many steps 
we have thousands of parts in reserve in w irehouses through- 
But in an emergency we deliver replac ement 


out the cou 
point, These frequently go by 


parts from the most convenient | 
the fastest possible way—via Air Express 


—__—& AirExp 


‘We use Air Express on an average of six times a day. 
Everything from small but vital contacts and switches to heavy 
windings in weights from one to 700 pounds goes Air Express 

and gets there fast! 

Air Express is a big factor in making Otis maintenance a 
service on which our customers can depend. Yet we've found 
that, in most of our weights and distances, Air Express depend- 
ability is priced /ower than any other air service!” 

It pays to express yourself clearly. Say Air Express! Division 


of Railway Express Agency. 


———— 


GEeTs THERE FIFRGBT via US. Scheduled Airtines 
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HORTON. 


SEE 
SHOW 
SELL 





Another Horton first, this sales aid 
gives you the lever to pry open the 
accounts that mean sales and 
repeat business. 

The Horton Demonstrators are 
exact in every detail and show the 
internal operation of the chuck. 
Now you can actually SHOW the 
built-in Horton Extras. 

Set up a date with your Horton 
Representative NOW while this 
new idea is hot! 


HORTON 
CHUCK 


Conn 


sor Locks 


| where it is forced by a brass 
| into the 


vinyl hose uses the fourth channel to 
carry water the full length of the hose 
cap back 
This reverse ac 
pressure equal 


other tubes 
tion is said to keep the 
throughout the hose. 
The new hose is made with the un 
der sile flat preventing twisting or 
tuening while in use. When turned 
over, with the unperforated side up, it 
may be used as a soaker. It weighs 
50 ft length, and 
75 foot 


two pounds in the 
will also be made in 25 and 
lengths 

United States 
New York, N. Y 


Rubber 


Company, 





Diamond Wheel 


Recommended For Final | 


Micro-finish Grinding 


A new 
provide all the advantages of diamond 
wheel grinding at low cost, has been 
announced. 

Features claimed by the maker in- 
clude: all diamonds in the one layer 
are accurately positioned with their 
protruding points in one plane; wheel 
is made with very hard nickel bond; 
wheel itself can be easily indicated and 
trued to .0005-in. when installed. 

According to the manufacturer, the 
new wheel is recommended only for 
final micro-finish grinding, and fits 
nearly all standard grinders. 

Super-Cut Distributors Inc., Chi 
cago, Ill 


type diamond wheel, said to 


Hose 


Flexible, For Freon 
Refrigerant Gas 


\ leakproof flexible hose, developed 
for Freon refrigerant gas, has been 


announced 


Qua-Seal Freon hose is made with a 
special synthetic tube said to prevent 
permeation of this highly volatile gas. 


The hose is reinforced with 2 layers of 
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= a A a 
MACHINE TOOL 
ACCESSORIES 


Universal acceptance 
assures a profitable line 


Year after year distributors have relied 
on the ZIP line of T-bolts and accessories 
to serve the needs of their customers. By 
taking advantage of the universal accept- 
a@nce among users of these items, you too 
will find the ZIP line a profitable one to 
handle. It will pay you to make “SELTZER” 
me source of supply for Zip Machine 

ool Accessories. 


“Immediate delivery from stock, any quontities 


H. SELTZER & CO. 


OREXEL HILL. PA 


GEO. 





FEELER STOCK 


O> DETROIT STAMPING COMPANY 


332 Midland Ave. « Detroit 3, Mich. 





SIGN OF BEST SELLERS 


The product that's known best is the one that 
sells best. Every month in the year, hard-hit- 
ting advertising in top industrial magazines 
hammers home the story of CINCINNATI su- 
periority. Cash in on this ready-made market 
for electrical tools backed by a 50-year record 
of outstanding service to industry. Send today 
for Catalog 54-RE of THE CINCINNATI line 


SIDE HANDLE 
TYPE DRILLS 


Dependable, heavy-duty operotion in 

large or small shops. Heat-treated alloy 
END HANDLE TYPE DRILLS steel gears, running in grease-tight 
Heavy duty, rugged for trouble-free service. compartment. Ball bearing armature 
Ball bearing armature shoft; ball thrust bear- shoft; ball thrust bearings on drill spin- 
ings on drill spindle. Heat-treated alloy steel die. Two-pole self-releasing trigger. 
gears, running in grease-tight compartment. Universal motor for AC or DC, 25 to 60 
Capacities: 44”, 5/16” or 38”. Universal mo- cycles. Capacities: 96”, 4%”, %&”, %”, 
tor for AC or DC, 25 to 60 cycles. %", 1", and 14”. 


6°’ PORTABLE GRINDER 
Designed for grinding rough cast- 
ings, welded metal, all buffing and 
polishing. Ball bearings mounted 
in dust-proof housings. Patented 
overrunning clutch eliminates vi- 
bration and chatter. Universal 


BENCH AND 
motor for AC or DC, 25 to 60 cycles. 


PEDESTAL 
GRINDERS 


Sturdily built and well engineered; designed to boost 
production in shops of every type. Fully enclosed 
motor and ball bearings in dust-proof housings. Fur- 
nished in 6”, 7”; 8”, 10”, 12”, 14” and 18” sizes. 
Snagging grinders up to 24” size. 


BALL BEARING 
TOOL POST 
GRINDER _ Efficient grinding on lathe centers, cutters, 
reamers, rolls and dies. Mounts on compound rest 
of any lathe with 9” swing, or larger; and grinds 
within 242” of maximum swing. Grinder con be 
swiveled around clamping bolt; spindle height 
easily changed. Adjustable motor mount to main- 

tain belt tension. 


BUFFING AND 
POLISHING LATHES 


Engineered for continuous heavy 


AIR MASTER 
DUST COLLECTOR 


Perfect protection against dust 


and abrasive grit for men and 
machines. Trapped as they 
leave the wheel, flying particles 
are filtered out by fabric ond 
steel wool bags. The AIR MAS- 
TER is a@ self-contained unit— 
rugged and dependable in every 
detail. Sizes to fit any grinder or 


duty service. High-grade steel mo- 
tor shaft, accurately ground to 
size; locking device for changing 
wheels. Four deep-groove ball 
bearings, in dust-proof housings, 
locked to shaft to provide end 
thrust and eliminate wear. Fur- 
nished in all sizes from % Hi. P. 
to 15 Ht. P. 





THE CINCINNATI ELECTRICAL TOOL CO. 


LeBlond Machine Too 


Division of The, R. K 


2686 MADISON ROAD 


CINCINNATI &, 
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CHAN yc, LOCK 


Waren your profits soar when you stock and feature the 

complete Champion DeArment-Chennelliock line. Get your 

display beards ovt front where your customers can buy from the 

wide Chonneliock selection. Millions of readers every month 

are being told about the Channellock line! There are real profit possi- 

bilities for you in the plete Ch Hock line of highest quality tools. 
Check your stock fodey . . . be sure it's complete! 





braided textile, and is designed to 
withstand the wide temperature range 
found on both suction and discharge 
sides of the refrigerator compressor. It 
is stated that the new hose can be 
used with working pressure as high as 
400 psi. 

Although designed especially for 
carrying Freon gas in refrigeration sys 
tems, the maker also recommends the 


new hose for carrying lacquers, lacquer 
solvents, naphtha, kerosene and many 
chemicals. 

Qua-Seal Freon hose is available in 
4 in, 2 in, 4 in, ? in, and | in inside 
diameter. 

Quaker Rubber Corporation, Divi 
sion of H. K. Porter Company, Inc 
Philadelphia 


THE PLIER DESIGN THAT OBSTLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 














W.H.0: 


Pumps 
Plastic, 
Self-priming 


A new series of plastic pumps 3-in. 

| port sizes, said to be suitable for bot- 

| tling, pharmaceutical, descaling, muri 

atic Fama hypo and film solutions, 

: and ammonia liquors, has been an 
or the finest in milled-from-the-bar nounced. 

The new pumps feature a neoprene 
compound impeller. The pumps weigh 
8 oz. and are said to deliver up to 350 
GPH at 10 ft head 1750 RPM, and 
obtain high self-priming suction lifts 
(15 feet dry—25 feet primed). 

Model 3010 is available with several 
corrosion resistant type shafts; Model 


DON’T GET STUCK, 
STICK TO THE ONES MADE BY 3010-01 with 316 stainless steel shaft; 
Model 301002 Hiastelloy B_ shaft; 


* 
m . Model 3010-03 Hastelloy C shaft; 
: Cor Model 3010-12 Pyrex glass shaft. 
e « YORK, PENNA. Jabsco Pump Company, Burbank, 


Ottemilier products ore sold through Mill Supply Houses. Write for free folder and price informetion California 


cap screws——sef screws 


coupling bolts and milled studs 
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Show Your Customers How To... 


Be Brighter 
than 


Competition!... 


BETTER FINISHING is your customers’ cue these days, to beat keener 
competition. Finer, faster burring, cleaning, finishing, polishing in one 
operation with Brightboy saves time, increases profits. Brightboy pro- 
duces parts, assemblies and finished products that look and are the better 


quality that brings bigger sales. 


Brightboy definitely brightens your six Brightboy textures, each con- 
customers’ profit picture because sisting of a special-formula “cush- 
it gives a refreshing, revolutionary ioning” rubber binder and matched 
concept of finishing—-and applica- abrasive for an extensive range of 
tions which are far beyond the finishing. The combination-action 


range of other methods. There are 


of rubber and abrasive working to- 
gether not only gives the finer sur- 
facing that enables your customers 
to out-sell competition, but also 
time savings up to 50%! 


GOOD DEALERSHIPS AVAILABLE! WRITE FOR INVITING PARTICULARS! 


BETTER FINISHING DATA im Brightboy’s Catalog-Manual is yours to offer 


to appreciative customers. You need Brightboy 
® heels, . . . 
~ to round out your complete abrasives service—to 


Rods, Blocks, 


for machine and increase your abrasives volume and profits. 


manual operations 


Brightboy not only takes up where other abra- 


sives leave off, but it is also a “natural” for 


sales tie-up with cutting tools. 


FOR FINISHING ALL METALS, PLASTICS, 
WOOD AND LAMINATED MATERIALS 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 No. 13th Street * Newark 7, N. J. 
Ameried's Pioneer Manufacturer of Rubber-Bonded Abrasives 
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soatt by the inch! 


This handy storage rack holds four cartons 
of 6” x 100” brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack ... then enjoy 
the p’vasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 50 or more racks. 


SIMPLE TO USE 

Customer simply snips stock 
om — off roll. Handy, saves time, 
OLA Ty T . prevents waste and protects 


ot oe 4 tmtias 
shim stock too! 





4101 Union Street, Glenbrook, Conn. 











STEAM HOSE LINES 


Note the aoe + ay ond Pong ay of this 
Sherman bi ip 1” steam " 
The 7% inch ie ‘teow cost a“ coupli 
hos 13 extra-deep corrugations on each toi 
piece. Its design permits the use of two 
rugged, rust-proof Sherman bross clomps on 
eoch side. With Shermon you ore sure of 
trouble-free hi-pressure connections. 

There ore Sherman Couplings and Clomps to 
meet every need—write for the Sherman 
Industrial Brass Goods catalog today. 





~— 
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Band Saw 


All Parts 
Enclosed 


\ new horizontal metal cutting band 
saw, said to cut 8 in. round stock, 16 
in. flat stock, 8 in. pipe and a variety of 
shapes including very thin sections, 
has been introduced. 

Model 80 is said to cut with an ac- 
curacy of a few thousandths with a 
minimum of kerf and leaves no burr. 

Features claimed by the maker in- 
clude: saw frame descent through the 
sawing operation is correctly main- 
tained by a hydraulic mechanism; 
cutting section of saw blade is easily 
visible to operator; all parts are com- 
pletely Be eo blade changes can 
be made quickly. 

Machine Tool Division, Kalamazoo 
Tank and Silo Company, Kalamazoo, 
Michigan. 


Tote Boxes 


Nests and Tiers 
By Flipping Handles 


A new and smaller NesTier in the 
maker’s line, made of 20 gage steel ca- 
pable of handling 200 Ibs with stand- 








JEFFREY PRE-SELLS YOUR MARKETS 


Strong Market Demand is the key to greater Jeffrey's consistent national advertising 
distributor profits. Jeffrey adds punch to . . . plus complete and modern sales tools 
distributor efforts by Pre-Selling Preduct . .. makes more money for the Jeffrey 
Preference in all markets distributors serve. distributors. 


Ads Like These Boost Sales 


Jeffrey advertising is appearing in leading industrial and trade publications covering these markets: 


Engineering Coal Preparation Industrial Wastes Foods 
Foundry Automotive Construction Steel 
Lumber Quarry Petroleum Glass 
Power Plants Pulp & Paper Conservation Ceramics 
Metal Working Chemicals Water & Sewage Grain 


"JEFFR 


IF IT'S MINED, PROCESSED OR MOVED 
. - IFS A JOB FOR JEFFREY! 
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| ard handle and 400 Ibs with heavy 


duty handle, has been introduced. 

It weighs three pounds and has vol- 
ume of 238 cubic inches, measures 
12-in. long, 74-in. wide and 43-in. 
deep. 

The new tote boxes are said to nest 


| and tier by flipping the handles at both 


ends. They are designed to hold rea- 
sonable quantities of small parts in the 
stockroom, production line, for trans- 
porting to p rer ws operations, and at 
assembly benches. 

According to the maker, they can be 


| tiered approximately six feet without 


buckling or bending of sides, depene- 
ing on the weight of the parts, and can 
be transported on pallets, flat bed 


"| | trucks, and wagons, or used on over- 


. —~ = em © 
wpe ee oe 


<= 
x : 


toa 


~_ 

aoe ae 
on Sree» Ser ese (EV wrens 
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Suprene Belting ... newly created 
to meet the most exacting require- 
ments ... is a natural to help boos? 
your belting sales in the tough, food 
handling market. 


AND HERE'S WHY! 

... It's made of special woven cotton 
duck, impregnated with Neoprene 
for extra strength and durability. 
It’s sanitary and washable. 


.»» Sales come easier with this “name” 
product, backed by many years of 
belting experience and craftsman- 
ship. 

.. Four styles and a wide variety of 
sizes, enable you to meet practically 
every specification. 


adie a Ee eT 
i na a 5 ee 


REMEMBER...FOR INCREASED BELTING 

SALES... SUPRENE IS YOUR ANSWER. 

Why not get the complete story, 

now! Just write for Bulletin No. 20. 
No obligation, of course. 





| head conveyors with hangers. 


Charles William Doepke Mtg. 


Company, Rossmoyne, Ohio 


Caster Assembly 


Shock-absorbing 
Dual Wheels 


A new 16-in pneumatic, individu- 
ally-sprung, dual shock absorbing 
wheel and caster assembly has been 
introduced. 

The unit is said to feature a special 
anti-shimmy brake for high speed op 
eration without vibration. 

It weighs 75 Ibs., and is cast of 
heat treated 365 aluminum 

I'he Aerol Company, Los Angeles, 
California 


Hand Lamp 


Weighs 434 Ibs., 
Explosion-proof 


A new explosion-proof, rain-tight 
hand lamp, weighing 43 lbs., has been 
introduced. 

Only the globe guard, globe-holder, 
and cord connector housing of lamp 
Type EVH 103 are aluminum. The 
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ATLAS PERFECT 
CAR MOVER SPURS 


PERFECT 
TEMPERED 
STEEL 


OOUBLE SPURS 


PERFECT 
SHARP 
EDGES 


ATLAS PERFECT SPURS are 
made of one of the strongest 
steels available today. There 
is nothing on the market that 
is any better for this purpose. 


SIZES FOR ALL MAKES 
OF CAR MOVERS 


Manutactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St., Milwaukee 4, Wis. 
5 formerly at Appleton, Wis. 








BIG ORANGE 
Shackles Have It! 


—4D 
Forged of Hi-STRENGTH STEEL 
ae Strong 


ANCHOR Screw Pin SHACKLES 


and 
CHAIN Screw Pin SHACKLES 
New Available in Sizes 
yy" to 1h” 
SELF COLORED or GALVANIZED 
Write for Literature and Prices 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 








TRADE MARKS REG. U.S. PAT. OFF 


SPECIALIZED 
LUBRICANTS 


Another name for... 
vers Three-way savings in industrial 


spro kets 


- TEN 
NCREASEO TE 
EQUIPMENT SERVICE ure. * chains ond 


f ¢ e ° * 
, tended the service life © ks to longer th v € ul ment lubrication 
ys a ‘ from only two wee > anth ot 
tables 50.0 
one y lubricant, sprockets at ay" oat 
With previous re laced requ Y 
$4.00 per foot had fo be mm e Reduced Bearing Wear 
. down, equipment occlnsatine 7 
are 


steel mill 
months 

chain at 
lubricant costs ¢ 


— @ Lower Power Costs 
ae 4 @ Low Over-all Lubricant and Labor Costs 
am / , fa —— i These examples of Keystone Specialized Lubricants at 
. ts work will tell you why... 


mw 


i 


' ; 
ie 
P 
N CUT FROM 6 TO 1 in Mur 


e coal, Keystone 
+ lubr 


: UMPTIO 

ASE CONSUM | 

REAS Ball Mills ysed to pulveriz a 
; , ein customer s tes 


BRICK G 6 
atelall ns 
Power ] at ak ordinary greas 


matched ag°¢ 1 
from 6 to 


consumption 


LUBRICANT 

Keystone P! 
paper 
days 


ysed lubr 


Mr. Distributor... 

... the Keystone sign means year-'round profit-pulling 
repeat business for you after you make initial sales. And 
the Keystone line is backed up by a money-saving guar- 
antee, too! Keystone Lubricating Company, 21st & 


Lippincott Streets, Philadelphia 32, Pa. 
ORE TONS A DA" 
With former lubr 


PRODUCES SEVEN M 


s it possible 


HOT ROLL Mit ~~ 
- ) moa 

29 greose 

yt down ae 

grease, ™ 


is : ter 
r lubrication © ds 
8 hours betwee 


Keystone 
thod to ove sh 
with Keystone 
yr ond iworic 


hour fo 

ll now runs 
. ravly 

reduced conside 


drive gecors 
ubr stions Lob 

<=: , 
st much longer 


ont costs are 


gears !a 


FIGHT FRICTION! 
Friction wears down bearings, eats up power, hikes lubricating 
costs. Solve your friction problems with Keystone Specialized 


Lubricants. There are types for practically all lubricating jobs! 
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y GLOBE 


and be certain of complete 
customer satisfaction 


F™ over 30 years Globe has 
specialized in the production of 
high-quality alloy steel tubing. 
Specialized machinery . . . special- 
ized methods assure uniformity of 
concentricity, diameter, wall thick- 
ness. Precision checks at every 
stage of production guarantee tub- 
ing that meets the most exacting 
specifications, 

Offer your customers maximum 
strength and minimum weight. 
Stock and sell dependable Globe 
Alloy Steel Tubes. 

Chicago * St. Lovis * Detroit * New York 


Philadelphia * Cleveland * Houston 
Denver * San Francisco * Glendale, Cal. 


a STEEL TUBES 


_— Milwaukee 46, Wisconsin 





Typical 
Applications 


Pressure Tubes 
Superheater 
Tubes 
Condenser 
Tubes 

Still Tubes 
Evaporator 
Tubes 

Barre! Tubes 
Oil-Well Pump 
Barrels 
Mechanical 
Tubes 

Rollers for 
Transmission 


Chains 
Producers of 


@ Globe seamiess 


stainless steel 
tubes 


stainless steel 
tubes 

Alloy 

Carbon 
Seamiess steel 
tubes 
Globeiron 
(high purity 
ingot iron) 
seamless ‘ubes 
Globe welding 
fittings 








CALDER 


steel cutters 


SOLD ONLY 


GHT—Best materials throughout 


Automatic Tightening. 


the Dresser Line 
for Bigger Profits ... Easier Sales 


tool 


Right and Left hand Threaded Bushings 


EASY TO HOLD— Extra 


Weight well 


eIESaalelthacte| 


for smooth handling. 


CALDER Fine D m nd Dres nq 


THROUGH DISTRIBUTORS 





lamp receptacle housing, aluminum 
on earlier models, has been replaced by 
a lightweight high-impact molded phe- 
nolic composition. Phenolic bone 
fibre is said to form the lamp handle. 
In addition to high-impact quali- 
ties, pressure type wiring 1s said to 
minimize the danger of wires being 
pulled free under the strain of continu- 
ous wear. Rubber bushings are sup 
plied with the fixture to accommodat« 
g-in, to g-in. portable cord. 
Crouse-Hinds Company, Syracuse, 


N. Y. 


Home Workshop 


Seven Power 
Tools in One 


A new home workshop, known as 
do-it Shop, said to be a lathe, dowel- 
ing machine, bench saw, vertical drill 
press, shaper, disc sander, and port- 
able electric dm: _, has been announced 

It is 454 in. long, 8 in. high, and 
weighs 20 pounds. According to the 
manufacturer, it changes tools, and 


CALDER MANUFACTURING CO. 


Peer O° Me. lelaia Prince Street Welslaehaaal: Penn< Ta celalte 
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BRANCHES 
Se eee SHICACO 
OF — ne 


LOS ANGELES 
SERVICE 9 son 

PITTSBURGH 

SAN FRANCISCO 


CHECK AND RETURN THIS CHART TO 





TO 
YOUR INDUSTRIAL 
HOSE PROBLEMS! 


Let us have the pleasure of fulfilling your hose require- 
ments today! The handy PERSONAL CHECK CHART at 
the right was especially designed for your convenience. 
Fill it in and learn how you can enjoy top quality and 


Contractors 

Creamery 

Dredging Sleeves 

Fuel Line 

Paint Spray 

Pile Drivers 

Plastic 

Road Builders 

Rock Wool 

Sand Blast 

Spray 

Steam 

Suction, Cord-Inserted 
Suction, Wire-Inserted 
Tank Truck 

Vacuum 

Vari-Purpose 

Water Discharge 
Welding 

Wire Braided 


HAMILTON 


(STREET ADDRESS) 


workmanship, yet pay no premium prices for industrial 
rubber hose. 


Serving industry since 1870, with high 
quality INDUSTRIAL RUBBER PROD- 
UCTS, is your assurance that HAMIL- 
TON offers you the best. A well-trained 
staff of skilled technicians are con- 
stantly at work for you. Consequently, 
you always get the very best in quality 
when you specity HAMILTON RUBBER 


UOOOO0O0O0000O0000 


OOO00n0g 








(COMPANY) 





Peewee 
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| changes position from horizontal to 
vertical with ease. It is powered by 
the maker’s industrial-type Ball-Rite 
44 drill, and includes the following 
equipment: table with miter gage 
and rip fence; tool rest, cup and spur 
centers for lathe, screw center for 
disc sanding and face plate turning; 
4 in. saw blade, arbor and extension 
rest for bench saw: and wrench and 
hanger bolts. 

An 8-tools in one combination is 
possible with the addition of the 
maker's jig saw, sold separately, but 
specially priced when bought with the 
do-it Shop. 

Cummins-Chicago Corp., Chicago, 


Illinois 














by BILLINGS 


Billings Vitalloy® Forged Wrenches Vacuum Attachment 
are unsurpassed for service and long life. Eliminates 
Accurately machined openings, clearly marked, Sweeping 
polished heads and rust-resistant chrome finish PLUS Billings i tees foe tee 


, ] e > 
“1 t : : . 1 tool maker's Model P-15 floor maintainer 
skill in drop forging make them tools which professional too Saet ales Masato > Geo 


users accept and use with confidence and pride. floors when polishing, stecl-wooling 
or disc sanding. 


Since 1869, Billings has produced the finest Wrenches and Shop Tools a ay, a ae oe 
drop forged from Billings alloy steels and quality carbon steels. | separately and installs easily without 


. . ” ss special tools. 
Ask the Industrial craftsman! He'll say , . . “BETTER BUY BILLINGS! According to the maker, a specially 


designed head is equipped with a live 


DISTRIBUTORS: There’s PROFIT in the preference for Billings! rubber skirt which, in combination 


with a high speed heavy-duty Uni- 


Write for details! versal motor, provides maximum suc 


tion to pick up loose particles even 


7 7 
_ =~ from crevices and cracks 
~ 
An easy-empty type moleskin bag 
a ( ; y 0 
— holds dirt, dust, steel-wool particles 
. Ps - 
or sanding dust removed from the 


A few of Billings top quolity carbon steel shop tools. floor during operation. The attach- 


ment’s ability to vacuum and polish 

| Im one operation, 1s said to cut work 
| time in half. 

Clarke Sanding Machine Co., 


QUALITY TOOLS AND FORGINGS SINCE 1869 | Muskegon, Michigan 
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Stripping Tool 


Light Weight, 
Replaceable Cutters 





guarantees 
st asian tit Milian quality performance, 
Rockford, II! 
broader range 
of standard sizes, 
Sheaves : 
“B” Groove Only, complete line, 
: 1 13 ; . . 
Ducting Range 72 te 1% & price and delivery 
\ new line id fou 
groove V-belt sheaves, ranging from | second to none. 
7.0 to 18.4-in. diameter, h een an 


nl unced 


The new “BP” sh 





B”’ grooves onh ! 
ng bore range of 4 to 13-1 
cording to the mai 
new sheaves have th 
s weight and lowe 
* ag rh —_—e> en: rer The Reamer Specialists 
lesign he new s ves are ¢ ed 


» take the maker's malleal 


‘ 


taper compression bushing : LAVALLEE & IDE; INC. 
Browning Manufacturing n CHICOPEE. MASS. 
pany, Maysville, Ky . fe 
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AKE 


WHEN YOUR CUSTOMERS 
NEED PRESSES 


ARBOR 
PRESSES 

1 to 25 tons 
Bench, Pedestal 
or Floor Models 


HYDRAULIC 
PRESSES 

25 to 300 tons 
Electric, Air, or 
Hand Operated 


and get your share of the 
press business 


SPECIAL 
PRESSES 
engineered 
to 
individual 


require- 





ments 


PRESSES 
DAKE ENGINE CO. 


631 Monroe St. 
Grand Haven, Mich. 





| 


Air Driven, 
Hydraulic 


A new air driven hydraulic pump, 
available in single or double-acting 
models, has been announced. 

The new pump, a simplex horizontal 
type, is said to be designed for small 
volume capacity at mcJium and high 
pressures, and develops rp to 20,000 
psi. operating on 90 psi. air supply. 

It is a self-contained machine com- 
plete with air filter, regulator, lubri- 
cator and hydraulic pressure gage. It 
is recommended by the maker for such 
applications as testing tubing, valves 
and pressure vessels, as well as supply- 
ing power for small molding presses. 

‘he Aldrich Pump Company, Allen- 


town, Pa. 


=> ES 


Soldering Iron 


For Use On Fast 
Production Lines 


Ihe addition to its line of a new 
electric sokdering iron designed for use 
on fast production lines has been an 
nounced by the maker. 

Che new iron is plug tip type rated 
it 100 watts, but with }-in. tip instead 
of the conventional 3-in. diameter tip. 
It is said to reach and maintain a tem- 
perature considerably beyond the con 
ventional @-in. tip iron, and its reser- 
voir of heat speeds the soldering oper- 
ition. 

In addition to Model No. P-114. 
Super-Powered irons are also available 
in 150 and 200 watts with }-in. diam- 
eter tips and in 200 and 300 watts 
with 3-in. diameter tips. 

Hexacon Electric 


selle Park, N. J. 


Ro- 


Company, 
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Valve 


For Food, Chemical 
And Related Industries 


A new stainless steel valve, said to 
be designed especially to meet the 
rigid appearance and service require 
ments of the food, chemical and re- 
lated industries, has been announced. 

Said to feature a compact shell cast 
body and guided precision cast V2B 
disc, the union bonnet, inside screw, 
non-rising stem valve is available in 4, 
}, and |-in. sizes. 

Most exterior surfaces, with the ex 
ception of the shell cast body are pol 
ished, and said to provide a clean dirt 
resistant surface and appearance. 

Designated Figure 3151, the new 
valve is said to be designed with a non- 
rising stem in order to minimize prod- 
uct contamination, with large stuffing 
box and accurately machined discs and 
seats to minimize the possibility of 
leakage, and with heavy wall sections 
to resist corrosive chemicals. 

The Cooper Alloy Foundry 
Hillside, N. J. 


Co.., 


Magnet Chucks 


Compact Design, 
Lower in Height 


A new Superpower permanent mag 
net chuck, said to be of a new compact 
design featuring lower height, has been 
announced. 

Ihe incorporation of more magnetic 
poles in relation to chuck length is said 
to provide a greater effective work hold- 
ing area. Holding power is said to be 
casily controlled by progressive posi- 
tioning of the hand lever, from mini 
mum to maximum, thus holding work 
without distortion. Since no electric 
current is applied, the chuck operates 
without heat, said to eliminate warping 
of work pieces. 

Uses recommended by the maker in 
addition to surface grinding include 
other machining operations, such as 
light milling, planing, and shaping; 
holding tools for inspection or test put 
poses, hand finishing, burring, polish 
ing, and scraping. 

The Taft-Peirce Manufacturing 
Company, Woonsocket, R. I 





Half the Welding Skill 


is in the Fitting 








WATSON-STILLMAN FORGED STEEL SOCKET-WELDING FITTINGS make 
your pipe welding jobs easier three ways: 


1. The fittings themselves support and align the pipe—no need 
for special fixtures or tack welding. Just slip the fitting over 
end of pipe and weld. 


2. No chill rings are needed. Welding “icicles” can't form in- 
side the pipe. Socket welding is actually lap welding—not butt 
welding. 


3. Ample “come-and-go” in socket makes fussy accurate meas- 
urement and cutting of pipe unnecessary. 


WATSON-STILLMAN FITTINGS are drop forged of highest quality 
steel to produce the well-known forged-fiber structure for 
maximum strength against pressure, temperature, shock and 
vibration. Extra strength is built-in in other ways, too—such as 
the extra reinforcement of long bands extending well beyond 
the bottom of the socket. 


W-S SOCKET-WELDING FITTINGS are also available in forged stain- 
less and alloy steels for exceptional service at high and low 
temperatures and for maximum resistance to corrosion. Write 
today for information. 


Sold Through Leading Distributors 





WATSON-STILLMAN 
Forged Steel Fittings 


»n-Stillman Fittings Division * H. K. Porter Company, Inc, * Roselle, N. J 





FAMOUS FOR QUALITY 





@ ROCKET—(Flexible) safe, tough, long wear- 
ing for general use. 

@ RED ARROW—ALL HARD—Stays sharp longer on 
abrasive material. 
FOUR STANDARD BLADES 
STANDARD FLEXIBLE. . for general purpose 
cutting. 
SPECIAL UNBREAKABLE . . . hard, flexible—an 
excellent blade. 

e BARNES “600” . . . for thin sections, may be used 
in coarser teeth. 

@ ALL HARD... for cutting rigidly clamped materials. 




















A well-known name, a top-quality product and outstanding 
service add up to repeat sales and continuing profits for 
Barnes Distributors. Barnes products, either Band Saws or 
Hack Saws, can always be depended upon to give full cus- 
tomer satisfaction. 


"2: [BYAVRINIE 
Established Co., Inc. 


1919 
, 297 TERMINAL AVE... DETRO® 14, MICH 
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Padlocks 


Combination Type, 
Stainless Steel 


A new line of stainless steel combi 
nation padlocks, replacing the maker's 
brass combination locks, has been an 
nounced. 

Ihe new stainless steel case is said 
to be stronger than the brass case for- 
merly used, rust-resistant, and retain 
its highly-polished finish indefinitely. 

The new locks feature a case-hard 
ened locking latch, claimed to be vi 
tally impossible to shear. Another: 
feature claimed is a built-in “sound 
effect” to thwart the trick of “feeling” 
combinations. 

For the industrial trade, the maker 
offers the No. 1500 regular combina 
tion padlock, and the No. 1525 key 
controlled combination padlock. Both 
are said to be constructed entirely of 
hard-wrought metals, and specifically 
designed to stand up under rough 
usage, with all delicate springs and 
die-cast parts eliminated. 

Master Lock Company, Milwaukee, 
W isconsin 


Dial Thermometer 


Can Be Rotated 
Tilted To Any Angle 


\ new adjustable angle dial the: 
mometer, which according to the man 
ufacturer, can be rotated and tilt 
inv practical mounting angle 
locked securely in position by a 
turns of one nut, has been developed 

The positive locking Multi-Angl 
selector is said to be designed so that 
vibration or strain has no effect on th 
lock. 

It is also claimed by the maker that 
the new thermometer reduces th: 
numbe rand variety of thermometers 
required in stock, provides an “odd 
ingle” thermometer not normally 
stocked, eliminates special manufactu 
ing orders, affords easv reading fron 





be sure to specify 


* First orders may come easy today, but C a ie i RA L 


top quality merchandise is the answer to 


. 7 
steady, repeat business. Therein lies the suc- precision -made 


cess story of Central Packaged Fasteners! 


First, the neat, attractive, colorful Central - A C K A G - D 
package captures the attention of customers 

and gets the initial order. Once used, Cen- F A S T E N E ye s 

tral’s clean, sharp, burr-free, precision-made 

fasteners prove their easy driving and pow- @ WOOD SCREWS @ STOVE BOLTS 
erful holding qualities to generate steady, © TAPPING SCREWS @ DRIVE SCREWS 
active, repeat trade. Central's color coded © MACHINE SCREWS © SEMS SCREWS 
labels speed sales showing type, size and 

head styles at a glance. Specify Central © WING NUTS AND CAP NUTS © THUMS SCEBwS 
Packaged Fasteners to make and remake STANDARD SLOTTED AND PHILLIPS RECESSED HEADS 
sales, win and re-win customers. @ HEXAGON AND SQUARE NUTS © WASHERS 


_— 


LOS ANGELES CALIF CHICAGO, LL KEENE, N a 


re 
a << 3 . : ae . 
<> es 
-~ = 


Yow Can Depend on Central 
( % y 3501 SHIELDS AVE HICAGO 9, ILLING 
3028 —€ ELEVENTH ST 2S ANGELES 23, CALIF © 149 EMERA ' NE NH 
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Beginning 64 Years of 


The mony satisfied users and distributors of 
CAPITAL Industrial Brushes and Brooms attest 
to their fine service in daily performance and 
to their long lesting qualities over years of 
hard 


service 


BRUSH AND BROOM 
CORNER BRUSH AND BROOM STS. 





a 


LIANE TAAL 


INDUSTRIAL 


BRUSHES and BROOMS 


INDIANAPOLIS 





Service to Industry . . . 


Maintenance men order and re-order because 
they know they get full value for their money 
when they buy CAPITAL Industrial Brushes and 
Brooms 
* We urge users to buy thru their local 
distributor 


MANUFACTURING CO. 
Est. 1890 INDIANAPOLIS 7, IND. 











Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Sellin 


Every production or assembly job where 
fast-action SPEEDY AIR VISE! Operated 


precision-built; exerts a grip of 15 times 


g! Immediate Delivery! 


there is a repetition of operation, needs this 
by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 


air line pressure! Tried ely. 330 00 


ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... 
Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP. 


2657 N. NORMANDY AVE., CHICAGO 35, ILL. 


SPEEDY AIR VISES « AIR REGULATORS + AIR FILTERS - PORTABLE COMPRESSORS + PAINT SPRAYERS 


MOST 


TALKED-ABOUT 


VISE 
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any angle, and furnishes easy change- 
ability from one angle to another be- 
fore or after installation. 

Ihe standard unit is furnished with 
an all stainless steel thermal system, 
bronze bushed movement, molded 
phenol case, black dial and white 
pointer in ali standard mercury ranges. 
It is available in 44, 6 and 84 in. sizes 
with union connection or separable 
socket, having ? in. or 1 in. male NPT. 

United States Gauge, Division of 
American Machine and Metals, Inc., 
Sellersville, Pennsylvania. 


Pliers 


Six New Items 
Added To Line 


a compound lever- 
type, a multiple-groove joint 
a diagonal, and three needle 
have been announced by 


Six new pliers 
age 
type, 
nose styles 
the maker. 

The compound leverage _ type, 
known as No. 234 multi-purpose plier, 
is said to use a three-piece design; 
opens to 1}-in. and is 8-in. long. 

In the 94-in. multiple-groove joint 
plier, No. 243, five curved grooves are 
engaged by a tongue, a design said to 
prevent slippage and take strain off the 
bolt. 

The diagonal cutting plier, No. 204, 
is a 44-in. midget electrical style. It 
has slim cutting jaws for maximum 
reach; matched cutting edges are in- 
duction hardened. 

One of the three new needle nose 
pliers, No. 222, is 6-4 in. long and has 





DUTCH BRAND SPONGE RUBBER 





Synthetic and Natural Rubber... 


ROLLS + SHEETS + STRIPS * DIE-CUT FORMS...TO SPECIFICATIONS 


AVAILABLE IN FIVE COLORS | DATA. 
DUTCH BRAND Sponge Rubber brings steady repeat business. Nature! Rubber astm Senne 
The wide choice of sizes, shapes, thicknesses, densities to meet Ne. 682i ical | oo 
ASTM specifications aids in meeting manufacturing requirements. No. 4022 Medium Density RN12 
It is available in standard black and brown, gray, red and green Ne. 4030 Firm Oonsity aeets 
. . : No. 4031 Hard Density RNI4 
.. also special colors where quantity warrants. Industrial sponge 
rubber business is repeat business roducts made to specifica- or 
' ; povsler nom P , No. 3399 Soft Density sc12 
tion used in O.E.M. require a minimum of sales handling. Dis- No. 3394 Medium Density scl4 
tributors now handling DUTCH BRAND Sponge Rubber are finding coors 
it to be an excellent and profitable business. Review the prospects 1.Brown 2.Gray 3.Red 4.Green 5. Black 
for sponge rubber in your territory. Take up their specifications Other colors available where quantities warrant 


with us for quotation and special handling. THICKNESSES 
1/8 inch to 1 inch inclusive 


Be ae lag | Johns-Manville 
sae eat DUTCH BRAND 


sponge rubber . _». £2 


VAnmw CLEEFP eros iaec Oivistor 
products re WOOCOLAWN avewut I ac ; 
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your customers —— 








longer service Ro | — 


a long thin nose for restricted places. 
The 6-in. No, 225 is the same except 
that its nose is bent at a 79 deg. angle 
for reaching around objects. The 8-in. 
No. 228 is an extra long reach needle 
nose with short jaws to increase lever- 
age. 

Plomb Tool Company, Los Angeles, 
California 


Sweeper 


Exhaust Attachment 
Removes Fume Danger 


\ catalytic exhaust attachment, said 
to overcome danger from exhaust 
fumes, has been utilized on their in 
dustrial floor sweepers, according to 

| eR | ae 5S | D E Ss < T t A he W oO a t an announcement from the manufac- 
turer. Developed by Oxy-Catalyst, 
” 1, h f ‘ th f | Inc., the attachment is said to com 
Widely used as t anes est, strongest hose for genera pletely remove dangerous carbon mon 
steam service, Ironsides actually reduced hose replace- oxide from the exhaust of the engines. 
ment ‘4 for one large chemical company. It can make According to the manufacturer, lab 
money for you. Here’s why. Ironsides, exclusive with oratory analysis showed the engine to 
Quaker, is at least four times stronger than wrapped emit a ratio of 7.9 carbon monoxide 
fabric hose, yet it is priced no higher. Kink-proof and 
easy-to-handle, it is braided with steel wire, bonded with 
rubber and has an extra braid of glass cord for insulation. 
It is backed by advertising constantly stressing your serv- 
ice to industry. Sell with Lronsides . . . another Quaker 
quality product for steady profits. 





Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need. 


~ QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 
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at idling speed and 0.7 at governed 
speed prior to installation of the at 
tachment. After installation, there 
was a ratio of 6.0 carbon monoxide out 
f the engine, but 0.0 carbon monox- 
ide out of the muffler. At governed 
speed the ratios were 3.9 and 0.0 

According to the manufacturer, who 
is making the attachment available as 
optional equipment, the efhciency of 
motorized sweeping on large floor 
reas can now be utilized with the 
idded clement of safety 

Parker Sweeper Co., Springfield, 
Ohio. 


and you’re sure 
to sell again 


The Vincent line of dressers and cutters is designed and built to give 
satisfaction on every dressing application. The proof of that statement is in the 
ledgers of our distributors who have found that for over forty years Vincent 
sales are sure for repeats. 

First of all, Vincent has product advantages. The exclusive design of their 
Vincent-Huntington Dressers incorporates the hex bushing which extends dresser 
life and assures clean dressings without “wobble” or “drag.” Further, Vincent Cut- 

Steam Traps ters are made of alloy steel and hardened by a special 
process that makes them just the right degree of hardness FOR CORRECT 
Two-Step Leverage for best performance. DRESSER USE 


In Popular Models But just as important, Vincent Dressers and Cutters peas a na 


According to an announcement are made in a variety of sizes and styles. There is no bey cree ty 
from the manufacturer, Duo-Step danger of a good dresser or cutter making a poor show- Wheeh!%4"to2*foce, 
Leverage formerly a feature of thei ing due to mis-application. For every job, there is a <n 2 Bape & 
larger sizes steam traps, is now avail correct Vincent dresser and cutter, designed right— @Use #11 or 922 
ible in their models 60 and 70 de built better. Vincent Steel Process Company, Growen on Woosh of 
igned for pressures up to 200 psi. and 2424 Bellevue Avenve, Detroit 7, Michigan. 
temperatures up to 400 deg. F. 

Working on the double fulcrum 
prineiple, it is claimed that Duo-Step 
leverage virtually doubles the drainage 


extra wide face. 


capacity of an inverted bucket trap 
giIVeEN Size 
rding to t make 
fulcrum provides the 
’ the ball valve from tl 
co ompictes the ft 
the valve ‘that the orifice j SINCE 1909 
ened to its fullest extent. Its action ih 
completely automatic, and said to 
permit a larger orifice to be used with 
out lengthening the lever or increasing 
the size of the trap 
[The Clark Manufa 
1, Ohio 


Clevelan 
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Sales Helps From Manufacturers 





Besly-Wells Offers Distributor Display 





Keyway Broach Catalog 
Offered by du Mont Corp. 


r 


lhe du Mont Corporation, Green- 
field, Mass., has published a new 
catalog designed for quick reference 
on the complet« “Minute 
Man” keyway broaches and sets, in 
cluding the new combination sets, 
push-type production broaches, arbor 
presses and magnetic bases. 

Included in the catalog is useful 
ready-reference information on keys 
and keyways, plus a section on spec ial 
broaches. 


range of 


19€ 


Besly-Wells Corporation, Beloit, 
Wisconsin, has prepared a floor dis 
play for use by industrial distributors 
at open house events, local shows and 
meetings 

The new unit is a self-contained 
display which is shipped intact for 
loan to distributors. 

[he panels on the doors can be 
interchanged to display various types 
of cutting tools and space is provided 
for dispensing literature. The central 
panel can also be varied to suit the 


occasion. 


Crane Catalog Issued 
By Harnischfeger Corp. 


A new 24-page bulletin on industrial 
cranes has been published by Over 
head Crane Division, Harnischfeger 
Corporation, Milwaukee, Wisconsin. 

The new two-color brochure is il- 
lustrated with photographs of indus- 
trial crane installations. Explanatory 
diagrams and scenes showing different 
phases of crane production are also 
included in Bulletin Cé6-3. 


Triangle Designs New 
Copper Water Tube Carton 


GRASS & COPPER TUBE DIVISION 


~ 


cama 











rriangle Conduit & Cable Co., 
Inc., New Brunswick, N. J., has de 
signed a unique carton for packaging 
their copper water tube in coils. 

Named the Coil-Pak, this new cat 
ton is made of sturdy corrugated card 
board. The legend (size, length and 
type) is printed on all four edges of 
the Coil-Pak in addition to the regular 
identification on the face and back, 
which makes the contents visible from 
the floors of storerooms and ware- 
houses. 

The center of the Coil-Pak is cut 
and folded through to the back to 
form a handy grip for carrying. The 
grip enables the Coil-Pak to be carried 
comfortably under one arm 


Round Chain Features 
New Line Metal Displays 


TURWBUCKLES 
EYEROLTS 


3 gi) 


<Bipping carton 
attractice commter mor hand 


Round Chain Companies, Cleve- 
land, has made available a new line of 
formed wire products — turnbuckles, 
eyebolts and U-bolts—in assortments 
with metal wall-type merchandisers. 

Also available is a special assort- 
ment of S and 8 hooks, packed in a 
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shipping carton which converts to a 
retail display. l'urnbuckles for in 
dustrial use are included in the line. 

A new 16-page catalog on the new 
formed wire products is also available 
with drawings to illustrate the various 
assortments. 


Paving Breaker Tools 
Bulletin Released by IR 


Tools a Accessories 


fer 


Paving Breakers 


Ingersoll-Rand [fi 


and Accessories for Paving 
Breakers is the title of a new bulletin 
released by Ingersoll-Rand Company, 
New York, N. Y. 

A two-page spread introduces the 
various units of the '$ pay 
ing breaker line with illustrations and 
specifications Also on these 
is an index to aid in the page lo 
of the tool in question 

Che following seven pages 
illustrations and recommended appli 
cations of each tool and 
Also included is a page containing in 
structions for re-forging and re-harden 
ing moil points, chisels, Wedgepoint, 


| ools 


company S 


Pp ig¢ S 


ition 
include 


ACCCSSOTYS 


etc. 


Threadwell Produces 
“Taps and Tap Terms” Film 
The 


pany, Greenfield, Mass., 


Chreadwell l'ap & Die Com 
has produced 
2 15-minute film entitled 
“Taps and Tap Terms” which i 
able for group showing 
The film contains no 
and is designed to explain 
straight-forward language the kinds of 
taps and the terms applied t irious 
parts of a tap 
At the present time showi 
being conducted by Threadwell 
resentatives and distributors, and ar 
rangements can be made for showings 
before ting the com 
paity. 


sound slide 


advertising 


in simple 


groups by wri 


Parker-Kalon Offers 
New Distributor Sign 


New Parker-Kalon sign for authorized dis 
tributors is displayed by M. L. Bregande, 
Jr., general manager, Burhans & Black 
Industrial Division, Rose, Kimball & Bax 
ter, In N. ¥ 


Svracuse, 


General 
New 


sign 


Parker-Kalon Division of 
American Transportation Corp., 
York, has made available a new 
for their authorized distributors. 

Designed for wall or counter dis 
play, the new sign is in three colors, 
dark blue, red, and embossed silver 
The attractive identification plaque 
features the company’s motto, “If 


It’s P-K It’s O.K.”. 


Vaco Issues Swedish 
Wood Chisels Data 


Vaco Products Company, Chicago, 
Ill., has issued a new 3-color catalog 


sheet covering their entire line of 
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Swedish wood chisels, kits and Vari 
board self-stocking display unit. 

The new sheet is printed in red, 
black and yellow, Kalamazoo punched 
for insertion into any catalog binder, 
and features colored photographs of 
the Swedish steel wood chisels. 


Utica Introduces 
Midget Tool Displays 


Iwo new midget tool assortments, 
packed on a counter display, are be 
ing offered by Utica Drop Forge & 
lool Corp., Utica, N. Y. 

No. J-1 assortment consists of ten 
midget tools—two cutting nippers, two 
flat nose pliers, two round nose pliers, 
two short chain nose pliers and two 
diagonal pliers. One of each comes 
with full polished handles, the other 
with handles covered with red Plasti 
sol. The counter display, in yellow, 
red and black, holds all ten models. 

No. J-2 assortment, consists of the 
same variety of five midget tools, all 
with red Plastisol covered handles, 
and three-color display. 


G.E. Develops 
Lamp Demonstrator 


A new demonstration tool, called 
the “G-E Lamp Burnout Visualizer’, 
designed to prove graphically that 
Planned Group Relamping pays divid 
ends, has been developed by General 
Electric Company, Cleveland, Ohio. 

Resembling a punch board and op- 
erated like a slide rule, the new tool 
consists of three parts: a perforated 


197 





pressure installations 


More and more socket-weld 
couplings are being used. 
CAPITOL makes every type 
of coupling required by in- 
dustry. Now you can ebtain 
all your coupling require- 
ments from one source. 


Socket Weld Couplings and 
Caps are available prompt- 
ly from stock — 


for 
EXTRA PROFIT 


order all your 
coupling requirements from 





MFG. & SUPPLY CO. 


{el 








COLUMBUS, OHIO a 


\ 





COUPLINGS — NIPPLES — UNIONS — RADIANT 
WEAT FITTINGS — FURNACE COILS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 


paper envelope of 84-inx1]0-in size; a 
insert; and a 
The 100 
punched holes in the envelope repré 
sent 100 percent of the lamps in any 
lighting installation. Sliding the in 
sert back and forth reveals black spots 
representing the number of burnouts 


tour-page telescoping 
four-page explanatory folder. 


to be expected at various stages of 
iverage lamp life. 

Ihe larger portable demonstration 
device for audience presentations em 
ploys illumination to highlight the 
idvantages of planned group relamp 
ing 

According to the company, besides 
showing how labor time can be re 
duced from 60 to 85 percent, the 
visualizer points out the following 
benefits: elimination of interruptions 
during working hours; longer life for 
lamp auxiliary equipment; neater look- 
ing lighting system; improved em- 
ployee morale; higher level of light- 
ing maintenance; and lower accident 
rate 


DRILLING MACHINE Bulletin 
V-53 issued by The Hamilton Tool 
Company, Hamilton, Ohio, com- 
pletely illustrates and describes the 
company’s Varimatic super-sensitive, 
variable speed, small hole drilling ma- 
chine. 


ELECTRIC HOIST—Described and 
illustrated in a new 8-page booklet 
published by the Yale Materials Han 
dling Division, The Yale & Towne 
Manufacturing Company, Philadel 
phia, are Load King electric hoists 
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with lifting capacities ranging from 4 


to 14 tons. 

I'he hoists advantages, in both wire 
rope and chain types, are fully dé 
scribed, along with specifications and 
instructions for adaption in the field, 
to provide for various types of su 
pension 


CUT-OFF WHEELS—A complete 
vision of its booklet, ““Norton Cut-Off 
W heels”, has been announced by Not 
ton Company, Worcester, Mass 

Ihe revised booklet contains much 
information which is completely n¢ 
and up to date. The 36-page instruc 
tive manual gives information on vat 
ous tvpes of cutting-off machines and 
abrasive cut-off wheels, their selection, 
application and proper 
photographs of typical cutting-off op 
erations, and varicus helpful tables tor 


usage; also 


wheel selection and conversion of 


wheel speeds to feet pel minute values 


CHUCKS— The latest edition of thei 
Superpower Magnetic Chuck Catalog 
No. 411 has been published by ‘The 
Taft-Pierce Manufacturing Company, 
Woonsocket. R. | 

I'he new 14-page catalog has been 
revised, and covers the company’s en 
tire line of electromagnetic chucks 

Chuck 
prices are included, as well as general 
information concerning ipplic ition 
of magncti hucking 


specifications, ind 


SIZCS, 


and advantages 


Chicago-Latrobe Issues 
New Carbide Catalog 


CHICAGO:«LATROBE g 


, a 
Lif 


A new complete carbide catalog 
containing 24 pages of 40 different 
carbide tipped tools, has been pul 
lished by Chicago-Latrobe, Chicago 

(he catalog displays complete in 
formation and specifications on drills, 
reamers, masonry drills, glass drills, 
shell reamers, lathe centers, counter 





THINGS TO COME 





Shown below are but a few of the 
many quality high speed drills to 
Se eo ee de 


PACKAGED, 
MERCHANDISED, 
DISPLAYED 


¥ 
: Tool Bits 
t 


\N.& BARNES» 


- 


INCREASE YOUR 
SALES VOLUME 
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CAMPBELL 
CHAIN 


Wherever you need chain, 


in any size or grade, to 


any desired specification. 


CAMPBELL CHAIN GComsany 
Main Office: York, Pa. 
West. Burlington, lewa + Portland, Oregon 


Sacramento, California 
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sinks, gun drills, special tools and tool 
bits. 

Several pages of engineering infor- 
mation and a carbide grades chart is 
also included. 

The catalog size is 84 by 11 in., 
Kalamazoo punched and printed in 
red and black for easy use. 


American Electrical Heater 
Offers Soldering Iron Display 


A colorful display for American 
Beauty soldering irons and accessory 
items, designed expressly for distribu 
tors, has been announced by Ameri 
can Electrical Heater Company, De 
troit. 

Modern and three-dimensional, the 
new merchandiser displays six solder 
ing irons, six tips, a temperature regu- 
lating stand, and includes a literature 
holder. Each soldering iron’s fea- 
tures are briefly described on a panel 
at one side of the display stand. 


CARBIDES—Information on the use 
of cemented carbides in wearproofing 
pulverizing equipment has been made 
available in pulverizing bulletin, WR- 
107, issued by Carboloy Department 
of General Electric Company, Detroit. 

Information includes applications 
ranging from processing alfalfa to pul 
verizing powdered metal, as well as 
photomicrographs of cemented car 
bides and a table of standard and spe- 
cial tip shapes for pulverizing blades 
and hammers. 


PRESSURE PLUGS — Heat-treated 
precision pressure plugs, known as 
Unbrako _Dryseal-Thread _ pressure 
plugs, are completely illustrated and 
described in a new bulletin prepared 
by Standard Pressed Steel Co., Jen 
kintown, Pa. 

In pictures, drawings and text, the 
bulletin describes the sealing operation 
of the threads and the reasons for leak 
age with ordinary pipe plugs. 





te 


Choose from 20,000 shapes and sizes 


REPUBLIC BOLTS, NUTS, 
SCREWS, RIVETS 


@ More than 20,000 regular items are 
made and stocked by Republic. They 
are uniform in size, accurately threaded, 
easy to assemble, tough and strong to 
withstand shock and vibration. 


Highest quality steel, modern plant 
facilities and equipment, rigid control 
at every step of production assure you 
of long-lasting, top-quality fasteners. 
Depend on Republic for complete cover- 
age of all your fastener requirements. 


| see — 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO . GADSDEN, ALABAMA 

Export Department: Chrysler Building, New York 17, N.Y 
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gTAmMLess sree 


A 


cor YOUR CATALOS 


Titanium Bolts Now Aveileble; 
Inquiries invited 


STAINLESS SCREW CO. 
. t— = j= ARmory 4-1240 


230 Union Avenue - Paterson 2, N. J. 





WELDING RODS—A new wall chart 
of welding rods, 22 in. x 34 in., printed 
in three colors and arranged for ready 
reference to assist in the selection of 
the proper welding alloy for the specific 
job, has been announced by Eutectic 
Welding Alloys Corporation, Flush- 
ing, N. Y. 


his new rod selector chart lists over 
160 different low temperature welding 
alloys, their bonding points, tip colors, 
tensile strengths, etc., classified by 
type of metal and further subdivided 
by are or torch applications. 


A brief description of the main uses 
for each rod and electrode gives the 
user instant reference material to assist 
in most efficient usage of the mate- 
rials listed. 


PUMPS-—Bulletin No. 325-A issued 
by American-Marsh Pumps, Inc., Bat- 
tle Creek, Michigan, describes in de- 
tail three types of ey the NKS 
vertical wet pit single or —s the 
NKV vertical dry pit; and the NKH 


horizontal. 


Included in the new 8-page bulletin 
are complete specifications and op- 
tional equipment is illustrated and ex- 
plained. Performance tables are sup- 
plied according to pump capacity and 





the Drill Press Vise 


with a PROVEN SALES RECORD! 





A drill press vise that is a fast seller. An 





SPEED VISE is 

a complete 
Quick-acting 
clamping mech- 
anism itself 
which will ac- 
commodate a 
wide variety of 
parts 


qa" jigs and 
other fixtures 
are simpler, 
cheaper, smaiier 
when made for 
use in a SPEED 
VISE. 


item that brings repeat business because 
SPEED VISE performance can be used on | 
hundreds of applications. Liberal discount | 
for stocking distributors assures greater | 
profits. 
Customers buy more because 

they save more on tooling costs. 
SPEED VISE has a fast, positive action that 
saves tooling costs and speeds production. 
SPEED VISE gives your customers a hun- 
dred jigs in one. 


detailed help is given for selecting the 
correct pump. 

Dimension drawings are shown to 
aid in specifying these models, and 
help in preparing engineering layouts. 
TOOL HOLDERS-—Lathemaster 4- 
faced tool block and instant change 
tool holders are described and illus- 
trated in a new 6-page folder released 
by Marvic, Inc., San Mateo, Cali- 
fornia. 


ANTI-RUST PAINT—A new Product 
Information Bulletin descriptive of 
Rustrem anti-rust paint has been pub- 
lished by Speco, Inc., Cleveland. 

Bulletin 55319-R recommends uses 
for each of the 6 Rustrem colors, and 
explains applications for various serv- 
ice conditions. 


Stanley Offers 
Rules Display 


A new display unit No. 1206A fea- 
turing one dozen of their “Pull-Push” 
rules is offered by Stanley Tools, New 
Britain, Conn. 

The display is packed with four 
each, Rules Nos. 1206W  (6-ft.), 
1208W (8-ft.), and 1210W (10-ft.) in 
position. It is made of sturdy card- 
board printed in three colors, and 
snaps into counter position. The dis- 
play measures 12-in. high by 10-in. 
wide, with rules grouped on trays 
according to size and price with space 
for pricing. 


HEAVY METAL — Firth Sterling, 
Inc., Pittsburgh, Pa., has issued Bul- 
letin No. 101 describing a new high 
density material which is practically 
pure tungsten with small amounts of 
nickel and copper added to aid ma- 
chinability. 


SPEED VISE is sold only through rec- 
ognized industrial distributors. Write 
or wire now for information. 


CARDINAL MACHINE COMPANY 


1819 Dana Street * Glendale 1, California 


itlustrations 

show several 
typical examples 
of drill jigs made 
to fit the vari- 
ous sizes of 
SPEED VISES. 


Typical applications described in 
the new literature include counter- 
weights, accelerometers, balancing 
weights, radium caskets, X-ray tube 
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Read what Ed Bass 
says about this tool franchise 


For Complete Details on a Porter-Cable Franchise For You, write: 
PORTER-CABLE Machine Co. 
2181 N. Salina Street, Syracuse 8, N. Y. 
In Canada write: Strongridge, Lid., London, Ont. 
Saws * Belt Sanders * Orbital Sanders * Routers * Planes * Hedgshear 
Combination Drill-Sonder * Shaper * Choin Sow * Drills * Bench Grinders 
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s FL eak- 
Long-lasting 
Profitable! 


A complete line of TOP QUALITY 
oilers for machine shops, railroads, 
mills, mines, factories, hardware, 
home and every other use. Drawn, 
heavy steel, seamless bodies. 
Welded spouts. Leakproof, triple- 
thick welded bottom and body 
assembly. Tempered spring steel 
botioms. Knurled brass bushings 
with machine cut threads. Precision- 
built for long, satisfactory service. 
Order a supply today. Sell the best 
... GEM! 


EVERY TYPE, 
STYLE and 
SIZE for 
ANY PURPOSE 


FLEXIBLE 
& RIGID. 
sPouTs 





FINEST 
QUALITY 


Complete Catalog 
Sent on Request 
GEM MANUFACTURING 
CORPORATION 
1229 Goebel Street 
PITTSBURGH 33, PA. 


screens, electrical contacts and circuit 
breakers, gyroscope rotors, oil pros- 
pecting devices, vibration dampers, fly- 
wheels, and anvils for hot extrusion 
and upsetting. 


BURNERS-—Bulletin R-100 issued by 
Eclipse Fuel Engineering Co., Rock- 
ford, Ill., describes and illustrates their 
fan type combination burners for gas 
and light oils, oil or gas. 

rhe last page of the new 4-page 
folder gives complete specifications 
and dimensions of the SP series burn- 
crs. 


Jergens Tool Issues 
Jig Components Folder 


A new two-color folder describing 
their expanded line of jig and fixture 
components has been issued by the 
Jergens Tool Specialty Company, 
Cleveland, Ohio. 

Among the over 500 items illus 
trated in the new folder are blank 
jaws, sine fixture keys, malleable han 
dies, tee slot nuts and bolts, shoulder 
ind thumb screws, hand wheels, rest 
buttons, quarter turn screws, studs, 
strap clamp assemblies, flange nuts, 
swing “C” washers, plastic balls, hand 
knobs, clamping levers, and fixture 


kevs. 


MATERIALS HANDLING ~—Jervis B. 
Webb Co., Detroit, has published a 
new catalog on hand pushed trolleys, 
cranes, and switches. Catalog No. 
453, is 84 in. x 11 in., runs 16 pages 
with cover, is printed in two colors, 
and contains complete specifications. 


ROLLER BEARINGS—A new bulle- 
tin has been issued by SKF Industries, 
Inc., Philadelphia, illustrating and 
describing the features of their new, 
improved spherical roller bearings 
Capacity and comparison tables of 
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the improved design versus the original 
design are included in the new litera- 
ture, along with cut-away drawings 
showing construction. 


SHEARS-—Faster, easier ways of se- 
lecting, setting up and operating 
Di-Acro shears are described and illus- 
trated in a new 14-page booklet avail- 
able from O’Neill-Irwin Mfg. Co., 
Lake City, Minnesota. 

Specifications and capacities are 
listed in easy to read tables, and the 
many different materials that can be 
sheared are pointed out in the new 
literature. 


VALVES—A new brochure, illustrat- 
ing and describing the complete selec- 
tion of their new LP-gas valves, has 
been released by The Fairbanks Com- 
pany, New York, N. Y. 

Construction details, basic specifi 
cations, and valve applications are fur- 
nished for the bronze globe, angle, 
check, spring-loaded check and gate 
valves for LP-gas service. 


WIRE SLINGS — A new Gripper 
Sling price and data book, describing 
and illustrating their wire slings, has 
been published by The Cambridge 
Wire Cloth Company, Cambridge, 
Marvland. 

Dimensions and weights, strength 
and engineering data, plus photo- 
graphs of typical applications are in- 
cluded in the new literature. 

Space is provided on the front 
cover for distributor imprint. 


rAPS—Tap sizes, thread forms and 
latest price information pertaining to 
Standard Specific Taps are contained 
in Bulletin ST 53 issued by Detroit 
l'ap and Tool Company, Base Line, 
Michigan 

The 32-page, three-color, booklet 
ilso explains how Specific taps are 
designed, and there are five sections 
that list taps for the following mate- 
rials classifications: steel and tough 
materials, cast iron, aluminum, zinc 
die cast metals, brass, and plastic and 
bakelite. 

How-to-order information con- 
tained in the new bulletin is de- 
signed to assist the purchaser in order- 
ing the exact taps needed. 


ROLLER CHAIN DRIVES-—Brown- 
ing Manufacturing Co., Maysville, 
Kv., has issued a new catalog, CD- 
101-B, dealing with roller chain 
drives. It features the new sizes of 
single, double and triple bushable 
tvpe sprockets, as well as a complete 
new line of minimum bore sprockets. 
Also described are a wide range of 











' Ps. ‘ api ater 
s . . 


Ee Cafe aaa 
A Complete Roller Chain 
Power Transmission Line 


To Fill Industry’s Need 


s et 
it * 7s % 


There’s more to selling a roller chain line 
than an interchangeable bushing system. 
Your customer being aware of this, will 
want the full services of experienced 
personnel who know and understand power 
REASONS WHY YOU transmission and its problems. 
Cullman offers a complete power 
SHOULD SELL CULLMAN transmission line — engineering and field 
- services — stock and special sprockets — in 
fact everything to fill industry's needs. . 
plus 60 years of experience. 

When you sell The Cullman Power Trans- 
mission line you sell quality that is reflected 
in long life, better service and increased 
profits to you. 


ROLLER CONVEYOR STOCKS OF ALL Tealuing CULLMAN 
CHAINS CHAINS PRODUCTS 
Grip-Masler sPROCKETS 


(for Hub Type 
Sprockets) 











FLEXIBLE STOCK & SPECIAL 
COUPLINGS SPROCKETS 





(for Plate Type 
Sprockets) 





© “Off-the-shelf” SERVICE 

= @ ALL STEEL CONSTRUCTION 

means @ MINIMUM SERVICE REQUIREMENTS 
SERVICE SERVICE @ INTERCHANGEABILITY 

@ ALTERATIONS ELIMINATED 








SELL THE LINE THAT HAS THE SERVICE 


CU LLMAN power transmission 


ROLLER CHAINS and SPROCKETS 


CULLMAN WHEEL COMPANY . 1347 ALTGELD STREET . CHICAGO 14, ILLINOIS 


‘ 


R@EPRESENTATIVES AND OoOrstTrisuTorRs 'wN Att PRINCIPAL cities 
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GREATER PROFITS 
CLIPPER 


Y ¥ Constant Consumer Demand 
) No Factory Sales to Users 
YW Nationally Advertised 
Firm Resale Price Policy 

v Highest Uniform Quality 


Sold ONLY 
Through Authorized Distributors 





BETTER 
WELDED 
CHAIN 


for every industrial purpose, for 
every essential industry—wherever 
chains are needed, you'll find 
Wesco Chains doing a better job be- 
cause they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 


rite esco Industri 
RAILROAD CHAIN Chain Catalog 


WESTERN CHAIN COMPANY 


1819 BELMONT AVENUE e CHICAGO 13. ILLINOIS 
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| single and multiple strand roller 


chains and attachments. 
The eleven-page booklet printed in 
two colors, contains packaging infor- 


| mation, explanation of part numbers, 


and other pertinent information on 
the company’s line of sprockets with 
malleable split taper compression 
bushings. 


SOCKET WRENCHES—A new cat- 
alog-type folder describing its com- 
plete line of socket wrench sets has 
been issued by The Billings & Spen- 
cer Company, Hartford, Conn. 
Reduced to a handy, pocket-size 
edition, the new literature gives de- 
tailed information on the company’s 
4-in, #-in, 4-in, and 3-in sockets and 


_ handle parts which are packed in metal 


boxes of various sizes. 

Each socket set is illustrated and 
described in detail with a minimum 
of sales copy. 


| CAP SCREWS -— A new pamphlet 


containing the latest American Stand- 
ards for hexagon head and slotted 


| head cap screws has been published 


by the United States Cap Screw Serv- 
ice Bureau, New York, N. Y. 


FASTENINGS-Star Stainless Screw 
Company, Paterson, N. J., has issued 
a new catalog designed to facilitate 
ordering their in-stock items of stain- 
less steel fastenings. 

Catalog No. 53-B, 20-pages, in- 
cludes their in-stock inventory of cap 
screws, nuts, washers, machine screws, 
sheet metal screws, wood screws, set 
screws, etc. and pipe fittings. 

A special page in front of the 
catalog is devoted to suggested short 
cuts in ordering that help keep costs 
down. The back cover has a chart 
that explains AN specifications and 
a decimal equivalent chart. 


BELT GRINDING—A new 12-page, 
illustrated brochure entitled “The 
3M Method of Belt Grinding and 
Finishing” has been released by Min- 
nesota Mining and Manufacturing 
Co., St. Paul, Minn. 

The booklet describes the 3M 
method, using coated abrasive belts, as 
a highspeed means of grinding and 
finishing flat or contoured surfaces of 
all kinds of metals ranging from soft 
brass to super hard tungsten carbide, 
as well as glass, plastics, ceramics and 
hard rubber. 

In addition to describing advan- 


| tages of this method, it illustrates by 


means of photographs and drawings, 
eight abrasive belt machines for a 
wide range of typical grinding applica- 


| tions in operations ranging from those 


of the small shop to the large factory. 

Also included are typical case his- 
tories citing examples of savings in 
unit costs and increased production. 








Quantity Pricing Methods 
To Be Studied By FTC 


Starts on page 103 





standards of proof and procedures can 
be adopted by the Commission. 

It will take some time though. It 
took three months to fill in the Com- 
mittee after Professor Taggart was 
named chairman. However, Professor 
Taggart has already invited interested 
persons and private groups and organi 
zations to submit their views to his 
committee for consideration and study. 
He mentioned about 25 retail, account- 
ing, manufacturer and _ wholesale 
groups as an illustration of the kind of 
people the committee would like to 
hear from. This presents an oppor- 
tunity for the three associations in the 
industrial supply and equipment field— 
National and Southern Industrial Dis- 
tributors, and American Supply & 
Manufacturers—to contribute their 
opinions and ideas. 

Professor Taggart is not excluding 
the views and opinions of individuals 
either. He said he wants to hear from 
“any pe rson, organization or group in 
terested in the work of the commit- 
tee.” Any request to submit views to 
the Commitiee should be addressed 
to 

Professor H. F. Taggart, chairman; 
Advisory Committee on Cost Justifica- 
tion, Federal Trade Commission, 
Washington 25, D. C. 





NEW LINES 
taken on by 
DISTRIBUTORS 





Buftalo Fire Appliance Corp., Dayton, 
Ohio, has appointed the following 
distributors: 

e Union Supply Co 
Denver, Col. 

e Baird Hardware Co 
Gainesville, Fla 

e Taylor Hardware Co 
Pensacola, Fla. 

e Industrial Supply Corp 
Tampa, Fla. 

e Georgia Hardware & Supply Co. 
Albany, Ga. 

e Richmond Supply Co 
Augusta, Ga. 

e Fleming & Moore Supply Co 
Savannah. Ga 


S Lc consyolele ou mis 


National has a complete line 
of portable sanders... air or 
electric driven with either 
straight-line or orbital action. 
With the National line you 
are able to offer your custom- 
ers, in all fields of manufactur- 
ing, the sanding machine best 
adapted to their needs. See 
how you fit into National's 
distribution system. Write for 
details today. 

Dealer Aids and Advertising 
to help you sell! 


NEW MODEL 600 
Single-Pad Air Driven 


I 


ACTION 





























Single-Pad 
Air Driven 
ORBITAL 
© 


MODEL 100 — 
cael 











MODEL 300 


Two-Pad 
Air Driven 


STRAIGHT 
LINE 


ACTION 





MODEL 500 


Single-Pad 
Electric 


ORBITAL 


() 
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MODEL 400 Mity-Midget 


Single-Pad - 
Air Driven 


ORBITAL 


() 














Jlrile for 27022 
‘ A Y 
CHO CHP 2 ele PPL 


NATIONAL AIR SANDER, INC, 


2822 Auburn Street, Rockford, Illinois 





©Q. Iber Co. 
Chicago 
e Samuel Harris & Company 
Chicago 
4 @ Woodward Hardware Co. 
Lift Power Means | Clo 
—— e Joseph Behr & Sons 
Rockford, Ill. 
RY] [-¥5 Power @ Richmond Industrial Supply 
Richmond, Ind. 
e Sinton Supply Co. 
South Bend, Ind 
¢ Koehler Supply Co 
Madison, Wis. 
@ Wilson Machinery & Supply Co. 
Lexington, Ky. 
@ Cayce Mill Supply Co 


Hopkinsville, Ky. 
e American Supply Co 
Alexandria, La. 


e Baton Rouge Supply ¢ 
Baton Rouge, La. 

e The Williams Hardware Co 
Minneapulis, Minn 

© Cardinal Supply & Mfg. Co 
Omaha, Neb. 

@ Gerweck Industrial Supply Co 
Irvington, N. J. 

e Clark Hardware Co 
Jamestown, N. Y. 

e Burhans & Black, Inc 
Syracuse, N. Y. 

@ Charles Millar & Son Co 
Utica, N. Y. 

e Hayes & Hopson, Inc 
Asheville, N. C. 

@ Fayetteville Supply Co 
Fayetteville, N. C 

@ Kester Machinery Co 
Winston-Salem, N. C 

e The W. H. Kiefaber Co 
Dayton, Ohio 

@ Mideke Supply Co 
Oklahoma City 

@ Fustice Equipment Co 
Tulsa 

e |. P. Boxler & Sons 
Carlisle, Pa. 

e Wagner Brothers Hardware Co. 
Hazleton, Pa. 

e H. N. Crowder, Jr., Co 

Engineered to deliver maximum power A Jack for P St ee Co. 

at minimum weight, Simplex Hydraulic Every Purpose Philadelphia 

Jacks meet every jacking need with The Simplex line of jacks is e Pittsburgh Gage & Supply Co 

lete. It includes rachet Pittsburgh 


ease, safety and dependability. Eight P 
P - lowering, track, screw eur 8) r Us - nc 
models, in capacities from 3 to 100 tons, ers leche, = agg ke va - 
give you a range to satisfy every cus- tained and remote-con- e Greenwood Supply Co 
tomer. Sold only through Industrial trolied conter-hole pullers; Greenwood, §. C 
Distributors. trench and timber braces. @ Charleston Supply Co 
Buyers have known Simplex Charleston. S. C. 
mee ns Hl amg rd e Big Springs Supply Co 
‘ Big Springs, Texas 
e Ino. S. Solenberger & Co. 
WORLD'S LAGEST Mpmrces. oF moustaa Winchester, Va. 
MECHANICAL AND Ip HYDRAULIC JACKS § TEMPLETON, KENLY & COMPANY ¢ Campbell Hardware & Supply Co. 
Seattle 
e Juneau Supply Co. 
2523 Gardner Road Wausan, Wis 
Broadview, Illinois e Richard E. Ela Co 
Madison, Wis. 


{ 
; 
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di 
- 


fr 
et 
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OBITUARIES GLOBE makes the BELTING 


that makes more 
gales for 





William L. Lang 


William L. Lang, the most complete line of the RIGHT belting for any job! 
S. B. Hubbard Co. 

William L. Lang, 49, secretary @ For over thirty-five years GLOBE BELTING has been 
treasurer of The S. B. Hubbard Co., proved through actual service, and improved through con- 
Jacksonville, Fla., died November 25 stant research. GLOBE is accepted by industry as a source 
after a brief illness of strong, durable belting for any job, because it is engi- 

He was also a director and stock 
holder of the Jacksonville firm. A 
native of New Rochelle, N. Y., he 
moved to Jacksonville in 1945 With GLOBE, a large part of your selling job is done. New 

Mr. Lang started his business career customers quickly realize its superiority, assuring you easier 
with the credit department of Union initial sales. Present users, knowing GLOBE'S dependable, 


Carbide & Carbon Co. Later he be- 
came eastern credit manager and complete service, assure you ready-made profits through 


metropolitan sales manager in New repeat business 
York City for Devoe & Reynolds 
Paint Co. 

Active in Jacksonville Civic Affairs, 
he was a past president of the local 
Credit Men’s Association and the 
St. Paul’s Dads Club 

He is survived by his wife, a son SOLID WOVEN WHITE COTTON BELTING 
William L. Lang, Jr., a daughter, KANRY-TEX BELTING 
Florence Lang, and his mother, M 
Sarah Marv Lang PLASTIC AND CELLULOSE COATED BELTING 

ENDLESS WOVEN BELTS, COTTON OR NYLON 
Nolen H. Penland, STITCHED CANVAS BELTING 


Montgomery & Crawford WHITE NEOPRENE RUBBER BELTING 


neered for particular jobs. 


The GLOBE line, each in a full range of widths and plies, 
all available with special treatment for ANY job includes: 


Nolen H. Penland, secretary-treas WEBBINGS 
urer of Montgomery & Crawford, In 
Spartanburg, S. C., died October 29 SIFTER BRUSHES 
from injuries he received when struck 
} ° n —_ = 
by an automobile on a Spartanburs FFA Write today for complete details on handling GLOBE, 


street ‘ : 
- toned the Erm the complete textile belting line. Write Dept. D. 
C porn eC nim 


retary and assistant treasurer and late1 


became secretary-treasurer, a post h Mi fj WOVEN BELTING CO., INC. 


held for many years 
1400 CLINTON STREET BUFFALO 6, NEW YORK 


He is survived by his wife; 


Nolen H. Penland, Jr.; and a daughter, 
Mrs. Earl Finley. S \ Lg KNOWN FOR QUALITY THE WORLD OVER 
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when 


YOUR 


customer 
asks 
for 


HEXAGON NUTS 
FoR FASTER ASSEMBLY 


Atlas brings you the highest standards of accuracy and 
quality. To save time and motion, Atlas nuts are 
DOUBLE COUNTER SUNK (can be applied either side), 
DOUBLE CHAMFERED and FREE OF BURRS. Coarse 
end fine threads. Standards and specials. Atlas nuts 
are manufactured, finished, inspected, and packed in 
our plant in Waterbury, Conn. 


ATLAS SCREW & SPECIALTY CO. 


450 BROOME 


STREET?. 





DYKEM STEEL BLUE 
Stops Losses Making Dies and Templates 


Mest populer peckoge is 8 oz. can with brush 
in plastic oe. Simply brush on, right ot the 
3 for the layout in a few minutes 


THE DYKEM COMPANY 


2305A North 11th Se. St. Lowls 6, Me. 





NEW YORK 13, NY 





> 
aed 








ORANGEVILLE. 
TRUCKS 





‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 
The eville line of floor trucks has 


been continuously added to and today is 
complete in a wide range of sizes and 


Designed for high ow and 6 tee service, 
eville offers all types for factory and 
service and al trucks built 


typ 
of the many available from Orangeville. 


Distributors 


Your inquiries and orders 
attention. Be sure 
coialog in your 
pow — nomen 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 





will receive 
u have our 
for ready 
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A. Donnally Armitage 


A. Donnally Armitage, 
J. H. Williams & Co. 


A. Donnally Armitage, 81, chairman 


of J. H. Williams & Co., died Dec. 2 


| Ohio R.R. 


| 


at his home in Buffalo, N. Y. 

Born in Middleport, Ohio, Mr 
Armitage started his career in 1884 as 
a railroad telegraph operator, later be 
coming a trainman for the Kanawha & 
He joined Whitman & 
Barnes Mfg. Co. in 1892 as a factory 
mechanic. Promoted to factory man 
ager, he took charge, successively, of 


| the company’s Akron, Chicago and St. 


Catherines plants. In 1918 he was 


| elected president of Whitman & 


Barnes. 
He joined J. H. Williams as vice- 


| president in 1921 and succeeded the 


| Inc., 


| marine business 


late J. Harvey Williams as president of 
the Buffalo firm in 1942. During 
World War II he served as president 
and chairman of Aluminum Forgings, 
at Erie, Pa. He became chairman 
of J. H. Williams in January, 1952. 

Mr. Armitage was also director of 
the Buffalo-Eclipse Corp. and United 
Drill & Tool Corp. 

He is survived by his wife, Maude 
Hines Armitage, and a daughter, Mrs. 
Marion Armitage Haverkampf, of Sara 
sota, Fla. 


James W. Downer, 
Dayton Supply Co. 


James W. Downer, 90, former presi- 
dent of the old Dayton Supply Co., 
Dayton, Ohio, died November 10. 

He came to Dayton in 1910 after 
25 years in foreign commerce work 
for the National Tube Co 


Irving W. Jackman, 
Worthington Corp. 


Jackman, consultant on 
for Data ae 


Irving W. 


| Corp., died November 8 


He joined the Worthington organ- 
ization (then Blake & Knowles) in 





1912 and transferred to the Marine 
Division in 1915. In 1927 he became 
division manager. He had served as a 
onsultant since 1952 


Walter F. Knebusch, 
Myers Vice-President 


Walter F. Knebusch, vice-president 
in charge of manufacturing of The 
F. E. Myers & Bro. Co., died Nov. 26 
of a heart ailment following two weeks’ 
illness 

Until he joined Myers last January, 
he was director of manufacturing for 
the HarrisSeybold Co. Before that 
he worked for the Dravo Corp. as sales 
engineer and for industrial Rayon 
Corp. as plant and industrial engineer 

Past committee chairman in the 
American Management Association, 
Mr. Knebusch has also been a member 
of the executive committee of the 
Works Management Group of the 
Cleveland Chamber of Commerce and 
Associated Industries of Cleveland. He 
is survived by his wife, four sons and 
two daughters 


George Maynard Walker 


George Maynard Walker, 
American Saw & Mfg. Co. 


George Maynard Walker, 69, sales 
representative for American Saw & 
Mfg. Co., died October 31 in Los 
Angeles after three month’s illness 

With the company 30 years, he had 
been working up until his illness. He 
vas a native of Meriden, Conn 


Lewis D. Spence, 
Brown & Sharpe 


Lewis D. Spence, 73, a retired execu 
itve of the Brown & Sharpe Mfg. Co., 
died suddenly November 9. 

A adiaily known authority on 
the construction and use of automatic 
screw machines, Mr. Spence had been 


DARNELL CORPORATION, LTD. 


DOWNEY OS ANGELES 


- WALKER STREET, NEW 


16 NORTH NTON STREET 
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JUNTY) CALIFORNIA 
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with the company from 1898 until his 
oe retirement in 1949. He spent his 
Des Lg ied come " early years in various departments and 
in 1921 took charge of the Automatic 


meel the needs Screw Machine Drafting Department 


- ! os as head of design. In 1943 he relin- 
of Your ] quished active ok but continued in 
"y tog] . ee, an advisory capacity until 1949. 
ODT EIA) . = He is survived by his wife; three 

fim] sons, Williard H., George H., and 
' Lewis, Jr.; a daughter, Mrs. Hilda S. 
Hall, and 13 grandchildren. 


tton Frank W. Gilbert, 
MOTOR DRIVEN RE |Oriental Abrasive Co. 
POWER = PRESSU Frank W. Gilbert, president of the 


3 L Oo W t 4 S Oriental Abrasive Co., died Novem- 
| ber 2. He was a native of Milford, 


Yes, Sutton Blowers are designed to meet ALL the air needs Conn. 
in any manufacturing plant—and Sutton Service to distributor's 
salesmen, sales managers and executives is geared to help you 
serve your customers in a fully rounded way that will get you 
orders you never could get before. Whenever your customers 
want quiet running, efficient units for continuous operation, FROM THE 
they can depend on these motor-driven products made by a 


reputable manufacturer ond made to “toke it” under the | 
toughest conditions. They are flexible, quiet, adaptable, long ; 
lived. And the Sutton Service behind them enables distributors 
to really do a better job for customers all along the line—and | 1929 1944 
| 
| 





that means more Sales. Write today for descriptive literature. 
We also manufacture heavy duty utility blowers in cast housings 


| 





Manufacturing 


Corporation es . 
u on 112-114 WEST WILSON AVE. 25 YEARS AGO 
, VIRGINIA . : 
ae . MILL SUPPLIES editorial prediction 


for the year: “Regardless of stock 
market and call money flurries, busi- 
ness is basically sound, with every 


S A LES Tl PS reasonable prospect of continuing so 


for some time to come. . . . 1929 has 


FOR PROFITABLE 1 
| all the earmarks of a year of pros 
ep tens Mutt-oRILL seit — 


what does a MULTI-DRILL do? | Wayne Belting & Supply Co., Fort 

; ‘ Wayne, Ind., took stock of its two 

A MULTI-DRILL will drill 2 to 8 holes at 1 year project to concentrate sales 
stroke—cut production time . . . reduce tool efforts on ten leading lines. Said 
investment . . . lower hole costs. Fits any President W. D. Whipple: “Special- 
drill press without use of special tools ization is the answer.” He listed 
or need of alterations. Thousands of many benefits, including “‘smalle: 
MULTI-DRILLS in use today wherever inventory, higher turn-over, specific 
metal, wood or plastics are drilled or tapped. 


sales direction, lower sales cost, 
features that help you sell 


lower inventory, increased _ sales 
Extremely flexible—quickly adjustable to drill any 
hole pattern within a 9” circle. 

















volume...” 


becoming 


Wichita, Kan., was rapidly 
the airplane building center of the 
Gaieiten tel A un . nation, according to A. C. Rynders, 
owner of the White Star Co. there 

Standard Extension Spindles available to He reported that nine plants there 
ncrease working area to 222". ye . produced 60% of U. S. commer- 


Precision spindle assemblies . . . cial planes. 


enclosed ball thrust bearings . . . heat 
treated alloy gears... heavy duty universal joints Dixon C. Williams, president of Chi- 
guarantee long, trouble free service. cago Nipple Mfg. Co., warned that 
unless “some vexing economic prob 

lems” were solved soon, there would 

; be “disastrous effects on our com 
Manufacturing Company mercial life.” He referred, he said, to 
- on Bho ” the farm problem, foreign trade, 
tariff laws, price cutting, and “the 


Fit any drill press. 
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25 Years Ago (Cont'd) 





speculation now 


rampant 


spirit of 


Hajoca Corp. started work on a 
branch plant in Lewiston, Pa. 


The Chas. H. Berry 
Wheeling, W. Va., marked 
105th vear. Curtis S. Berry, 
grandson of the company’s fo 
was president. 


Supply 


The Power Transmission A 
reported that its emblem, 
Right,’ had appeared three 
half million times during th 


lhe American Association's ex 
committee criticized National Ass 
ciation leaders for “misunderstand 
ing our plan” when they reported 
unfavorably to their membership on 
the proposal to consolidate the three 
associations. The National executive 
committee had warned of the need 
for “a strong, independent organi 
zation of distributors that can 
protect distributors against unfait 
practices and encroachments of 
manufacturers.” Replied the Ame 
ican committee, in an open lette1 
“We are frankly discouraged over 
the future prospects and the present 
conditions that force us into ‘a mili 
tant spirit’ against those who 
unorganized life are our friends 


Hugh H. Hirshon, president of W. S 
Wilson Corp., New York C 
urged distributors to set up saf 
equipment divisions to take 
vantage of the growing saf 
paign in industry. The field, he 
was still in its infancy. 


John E. Kelley retired as general sal 
manager of Simmons Saw & Ste« 
Co 


Lick Leake 


with DART Drop-Tight Unions 


PERCE ELEE 


This ‘Tree Ball Joint Makes the Difference 


QUICK FACTS 


e Leakproof because precision- 
machined to a true ball joint 
and spherically ground 


e Extra wide seats of bronze 
alloy that resist pitting 
and corrosion 


@ Heavy shoulders (Take severe 
wrenching in stride) 

@ Nut and Body Practically In- 
destructible (They are of 
air-refined, high test 
able iron) 


malle- 


If you se// Darts, you 
make good friends 


UNIONS 


DART UNION COMPANY - 


PROVIDENCE 5, RHODE ISLAND 


The Fairbanks Co. — Distributors: Boston - New York - Pittsburgh - Rome, Ga. 
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Here’s an idea to pass 


on to your customers 


25 Years Ago (Cont'd) 





The Leather Belting Club of Chicag: 
held its annual party in the Bal 
Tabarin, Hotel Sherman. 


. K. Novins, Warren & Bailey Co., 
Los Angeles, described his firm's 
method of assigning salesmen by in- 
dustries instead of territories. “It is 
not desirable that the mill suppl; 
salesman should be developed as a 
specialist on a few lines,” he said 
“But we do expect him to become 
well acquainted with the needs of 
his specialized clientele.” 


10 YEARS AGO 


Lee A. Wiley, of Wiley-Hughes Sup- 
ply Co., Trenton, N. J., was in Eng- 
land with the U. S. Army. 


Howard Behn, of Hunter & Havens, 
Bridgeport, Conn., marked his 25th 
year with the firm. 


Frank Summers, of John Pritzlaft 
Hardware Co., Milwaukee, told 
friends his bowling average had 
dropped—down to 185. 


At the last minute, the Treasury De- 
partment ruled that salesmen’s com- 
missions for 1943 could exceed the 
total of 1942, with certain excep- 
tions. Enough strings were attached 
so nobody seemed to know quite 
where he stood. 


For instance... 
oy 


Remote Control “Push and Pull” 


HYDRAULIC JACK 


holds work in place for welder 


Pulling a heavy main frame 
assembly into place for electric 
welding (see illustration) is 
but one of numerous jobs that 
can be handled faster, safer, 
and more economically with a 
Hein-Werner “Push and Pull” 
Hydraulic Jack. 


Remote control operation of 
jack permits safe, convenient 
positioning of pump. Ram can 
be stopped at any point in its 
travel and instantly reversed by 
merely turning a valve. Avail- 


able in models of 4, 10, and 20 
tons capacity, either separately, 
or with choice of varied attach- 
ments. 10 and 20 ton models 
are available with gauge. 


Hein-Werner also manufac- 
tures a complete line of hydrau- 
lic industrial jacks of 114, 3, 5, 
8, 12, 20, 30, 50, and 100 tons 
capacity. Models of 12 tons and 
larger have carrying handles, 
and can be gauge equipped. 


Write us for PP 1051 


HEIN-WERNER CORPORATION 


WAUKESHA, WIS. 
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Richmond Lewis, of Chas. C. Lewis 
Co., Springfield, Mass., resigned as 
director of the Steel Recovery Corp. 
as the government agency com- 
pleted its mission of locating and 
distributing steel stocks from plants 
that had closed for lack of priorities. 


One of the leading business “letters 
warned: “The months ahead will be 





10 Years Ago (Cont'd) 





critical for distributors. If they 
cannot handle the sudden tide of 
supplies, or if they fail to get go ds 
into congested areas, the govern- 
ment has full authority to by-pass 
them and to provide for redistribu- 


tion through other channels.” 


There was a move afoot to boo 
excess profits tax from 90 
rent limit, to 95% in 1944. 


J. A. Machin was named general sales 
manager of W. O. Barnes Co. 


J. A. Proven became general sales 
manager of Sterling Tool Products 
Co 


“The tide is changing—manufacturers 
men, conspicuous by their absence 
during the last two years, are again 
calling in force on industrial dis- 
tributors”—A. S. Dingethal, Manu- 
facturers Selling Co., Trenton, N. j. 


Postwar planners were again trying to 
make the distributor or middle-man 
“the whipping boy of business,’ 
Herbert Metz, of Graybar Electric 
Co., tokd the American Marketing 
Association in Cleveland 


Robbins McClure joined the inside 
staff of Silliter-Holden, Inc., Hart- 
ford, Conn 


\ gang of tool thieves was still at work 
in Chicago. Pederson Bros. Tool & 
Supply Co. reported a $7,000 rob- 
bery of critical materials, and 
varned the trade by phone and mail 


to be on the alert 


I. B. Penman of Neal & 

Co., New York City, was elected 
president of the Hardware Trade As- 
ciation 


J. E. Haseltine & Co., Portland, Ore., 
established an electrical division 


rf , 


(op 


YOU are part of the triangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 
1. A good blade—an accepted blade—a blade you can prove is 
better by actual test. 
2. Factory support—men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use it under various conditions—and, of course, 


You — the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 


top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin's Powerflex — 
a high speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 


tive tests have proven Powerflex blades superior. 


Griffin 


Perhaps you are already a part of Griffin's 
uh pov ghs mei Biodes 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales. 
Write today 


THE TRIANGLE Industrial 
THAT MAKES FOR EASIER SALES Distributor 


lata Ally 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Sales Agents: John H. Graham & Co. Inc., 105 Duane Street, New York 8, N. ¥ 
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LARGE STOCKS 
Always on Hand 


CONOMY 
PRODUCTS 


We can promise prompt delivery because 
we carry the largest stock of Screw Ma- 
chine Products in the middle west. Make 
us your supply source for any amounts. 
Economy Screw Machine Products are used 
in very great numbers throughout industry 
and this gives distributors good sales 
volume. Your customers get greater pro- 
duction and more efficiency when they use 
Economy Screw Machine Products. Stock 
them for good business. 


@ HOLLOW SET SCREWS 
@ HEADLESS SET SCREWS 
@ SOCKET HEAD CAP SCREWS 
@ WRENCHES 
@ STRIPPER BOLTS” 

STRIPPER BOLTS" 
(er shoulder Screws) 
Used moinly to securely hold Stripper Plotes 
true in die-assemblies and as guides for Strip- 
per Plates in punch and blanking processes 
They insure smooth operation at positive levels 
Milled from solid bar— alloy steel — heat 
treated. Carefully milled with heads true with 
body 


ECONOMY 


Machine Products Co 
CHICAGO 30, ILLINOIS 








THREADED - 
PRODUCTS a 


STAINLESS STEEL ‘an/ 


NAVAL BRONZE STEEL - BRASS 
ALUMINUM = MONEL - EVERDUR 
NICKEL ALLOY STEEL 


KEYSTONE 
BOLT & NUT CORP 


135 CHURCH ST, N. Y, 7, N. Y. 
W Orth 4-4600 


o 


| 
| 
| 
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TRAFFIC MAN- 
AGEMENT: by Thurman W. Van 
Metre, McGraw-Hill, Publisher, 330 
W. 42nd Street, New York, $5.00 


INDUSTRIAL 


Every industrial distributor has been 
both directly and indirectly aware of 
the gradual increase in freight rates 
over the past decade. He + been 
directly aware of the increase because 
it has affected, to some extent, his 
cost of doing business. He has been 
indirectly aware of these rising rates 
because very likely he has had only 
a casual idea of freight rate structures. 

l'o give industrial distributors—and 
particularly their buyers — a clearly- 
explained idea of how railroad and 
motor freight rates are conceived, reg- 
ulated, and justified, Mr. Van Metre’s 
book is highly recommended. Because 
it is written for the benefit of fledgling 
trafic managers, the book is necessaril) 
an easy-to-read, step-by-step introduc- 
tion to one of the most complex sub 
jects in modern commerce. 

Upon a careful reading of this book, 
therefore, the distributor’s buyer will 
be halfway to knowing how to buy 
ind how to specify shipping instruc 
tions to save the distributor consider- 
able money. If the book does nothing 
else, it will enable a buyer to talk 
intelligently to the local Chamber of 
Commerce’s traffic expert. 

Professor emeritus of Columbia 
University’s Graduate School of Busi- 
ness, Mr. Van Metre the 
reader through the manifold mysteries 
of freight classification practice, Rules 
1 to 52 of the Consolidated and Uni 
form Classifications, the fine print on 
bills of lading, demurrage, insurance, 
and so on 

However, 


guides 


to the distributor and his 
buver, the relevant sections are 
those dealing with freight rate struc 
ture itself—a fascinating subject with 
more qualifications and aspects than 
can be imagined. 

With this information, the reader 
is in a position to look at transporta- 
tion costs with more than passing in- 
terest—and manv a distributor admits 
his interest has been passing be< 
he didn’t know what to look for 
D.A.C.M 


] most 


1UISC 


HOW TO RAISE CASH AND IN 
FLUENCE BANKERS: by Arthur 
H. Richland, Business Reports, Inc., 
Roslvn. N. Y.. $12.50 

what to 


your 


ibout 
excess cash in 


If vou're worrying 


do with il] the 
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business, and foresee nothing but 
large profits in the years ahead—you 
wont’ need this book. 

If not, this highly readable and 
authoritative summary of the different 
sources of both working capital and 
risk money—with tips on how to go 
about prying it loose—may be well 
worth its price tag. Written by a man 
who’s been on both the borrowing and 
the lending end for businesses large 
and small, it tells you, among other 
things; why short-term unsecured bank 
loans are attractive, if your balance 
sheet is particularly gilt-edged; why it 
is not only respectable but profitable 
to put up your receivables or inven- 
tory under certain conditions when 
banks can’t meet your needs; how to 
plan your borrowing so creditors won't 
keep asking for their money; and what 
you should. think about when consider 
ing whether risk capital is best ob- 
tained by (1) selling preferred stock 
or (2) taking in a partner with less 
than three sons-in-law. 

The author has been active both 
accounts receivable and inventory fi 
nancing, and devotes much of study 
to this type of loan. He speaks highly 
of what he thinks is a coming held 
in finance—factoring—until recent), 
confined largely to textiles. 

Finance company and factoring in 
high, he admits—as 
a year (often not fully 
realized by the borrower )—but there 
isn’t much the borrower, particularly 
the smaller businessman, can do about 
it, he says, until commercial banks 
become more “‘business’’-minded and 
less dependent on real estate 
lateral. However, he points out, even 
high-interest loans can be put to 
profitable use, and sometimes ac- 
counts-receivable financing with re- 
putable lenders can serve as almost 
the same thing as long-term risk capi- 
tal, with much greater convenience to 
the borrower. 

At the same time the author de 
fends bankers from the age-old charge 
of tight-fistedness. Always use “under- 
statement” in outlining your pros- 
pects, is his advice in dealing with 
them. “They don’t like surprises.’’ 

In the field of long-term or risk capi- 
tal for expansion or other purposes, the 
book’s chief message is to point out 
the difference between today’s prob 
and those of only a few years 
before war and big taxes In 
the old days, a man could lay aside 
profits for expansion, and expect over 
the years to build a comfortable living 


terest can be 
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CUSHMAN 


a 


CHUCK -ABILITY: 


The ability to SPEED 
your work... ELIMINATE ° 
fatigue . . . IMPROVE 
your products . . . and 
REDUCE your costs... 
through design and 
selection of the right 


work-holding devices. 








Remember : 


You can’t machine it right 
uniess you hold it right 


an example 


... of this is Cushman’s 3-Jaw Heavy Duty Self-Centering Chuck 
for use on turret and automatic lathes. This chuck is but one of many types 
of manually operated chucks designed and built by Cushman to serve the 
metal-working industry with long life and continued accuracy. True heavy- 
duty construction with ample sections, correct weight distribution and 
precision balance makes these chucks a first choice with heavy-duty machine 
tool builders. These chucks are given a thorough inspection to meet present- 
day high standards of precision. 


Find out what Chuck-Ability can do for you . . . write Cushman for Catalog 
No. 65-1953 fully describing and illustrating our Manually Operated 
Chucks . . . or, should you have a special work-holding problem, consult 
the Cushman Engineering Department. 


THE CUSHMAN CHUCK COMPANY 
806 Windsor Street Hartford 2, Connecticut, U.S.A. 


A WORLD STANDARD 


FOR PRECISION 


SEE YOUR 
INDUSTRIAL DISTRIBUTOR 





HERE'S WHY THERE'S 


CUALITV 


IN PEORIA CHAIN 


Metal entering and leaving plant receives 
chemical analysis to insure quality. 


Flaw detection by Magnaglo “black light” 
unit 1s routine operation 


Even the molding sand is tested to insure 
a better finish for castings. 7 


Tests for tensile strength, impact resist- 
ance, bending assure maximum safety. 


@ In production lines there’s no 
substitute for “quality.” PEORIA 
CHAIN, a high quality malleable iron 
chain, prevents breakdowns . . . keeps 
production profitable and safe. Keep 
your customers . . . and keep them 
happy with PEORIA CHAIN. You 
will be happy with Peoria Malleable’s 
sound factory policies which protect 
distributor’s profits, too! Order now 
. or write for FREE catalog. 


Load-testing before shipment assures you 
a chain of maximum strength. 
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for himself and another generation o1 
two plus security for employees. Now, 
the author notes, he can’t do it that 
way, so the sources of capital have 
changed, from wealthy individuals to 
either large institutions like banks and 
insurance companies or “the public” 
in the market for small blocks of 
stock. To tap these new sources re- 
quires a re-oric .tation of thinking by 
the managers of business who may 
want to expand—even though they 
can’t take it with them. V.N.P. 


PROFIT ANALYSIS, DISTRIBU- 
TION COSTS, WORKING PA- 
PERS: by Frederick M. Eisner, pub- 
lished by the author, 70 Linda Ave., 
White Plains, N. Y., $10. 


If you’re worried about quoting prices 
to customers and the Robinson-Pat- 
man Act at the same time, you might 
consider investing in this quite prac- 
tical tome which came out about the 
same time that the Federal Trade 
Commission appointed a special com- 
mittee of outsiders to “develop stand- 
ards of proof and procedures for 
costing which can be adopted by the 
commission as guides” when com- 
panies want to prove that they have 
not violated the act. Large companies 
have set up accounting systems to 
prove that price differentials to cer- 
tain buyers are justifiable on a cost 
basis but hardly any medium sized 
manufacturers or distributors have 
them. 

Mr. Eisner’s book, in a way, an- 
ticipates the findings of the FTC's 
committee. According to Mr. Eisner, 
a wholesaler who handles different 
products or sells to different classes 
of customers can objectively observe 
through his accounting system that 
distribution or marketing costs should 
be allocated to products or classes of 
customers on certain equitable bases. 
He may discover that product “A” 
may require an aggregate of, say, 15 
percent, of expenses; product “B” of 
25 percent and so on, rather than 
applying an arbitrary percentage de- 
rived from lumping together all the 
expenses of handling. He regards it 
as a fact that different functions of the 
business, such as stock-handling, de- 
livery, sales promotion, selling and 
administrative expenses are generally 
applicable, respectively, in different 
proportions to different products, dif- 
ferent classes of customers or different 
sizes of orders. In that respect, he at 
tempts to lead business much farther 
into cost analysis than heretofore 

Mr. Eisner has 35 years of experi- 
ence, 14 of which were with nationally 
known firms of certified public ac 





Now ready to help oy distributors 


Open the dor “in Of 


The new NYBaP direct-mail campaign 


NYB&P’s door-opening, sales-producing direct-mail adver- 
tising has received awards in three national competitions 
ny the past twelve months! NYB&P distributors, too, 
ve Tie aa it their enthusiastic approval! For example, 
nd, President of Rubber & Supply 
Co, Louisville, Kentucky, writes: 
--your mailing program is excellent and we oe, 
every day, that it has done a great deal to |p ape wg 
New York Belting & Packing Co. products, as we adver- 
tise the Uland Rubber & Supply Company throughout the 
territory.” 

Mr. Uland brings out an important point. This is 
the distributor’s mail campaign ... prepared and mailed 
monthly by NYB&P to the distributor’s own vow LH 
and in the distributor’s own name! Yet, all the distributor 
pays for these impressive monthly calls-by- mail on his 
customers and prospects is the actual cost of mailing! 

NYB&P’s generous, award- direct-mail program 
is just one more reason why the NYB&P franchise— 
covering the combined NYE &P-Gilmer line and backed 
by a truly protective, distributor-centered sales policy — 
is one of the most highly prized in the field of industrial 


bbe 
Harry E. Uland rubber pescuate, 


(ie Sine V-BELTS and “TIMING”® BELT DRIVES 
©) NYB&P INDUSTRIAL RUBBER GOODS 


WR gD NEW YORK BELTING & PACKING CO. 1 market st., Passaic, WJ 


Jimerica’s Oldest Manufacturer of Industrial Rubber Products 
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countants and 17 as controller of 
OIL AND WATER GAUGES | medium-sized corporations. He has 
done much research into the practical 
| allocations of costs to different prod- 
| ucts, different classes of customers, 
| sizes of orders, etc. In the book, he 
, : provides illustrations of analyses for 
Quality products that give full management control of every market- 
. | ing operation. Many practical ideas 
service are presented on such matters as in- 
| ventory controls, the profitability of 
Help your customers to save various lines, incentive payments to de- 
m ? partment managers, salesmen and 
money over long periods of time others, control of efficiency of func- 
tional or service departments, control 
budgets of sales and marketing ex 
penses, etc. 

The manual is concerned more with 
® Send for catalog the presentation of a full set of forms 
for reports, schedules and statements 
SHUT-OFF COCK as well as the explanations required to 

elucidate their contents. Mr. Eisner 
considers that cost accounting has 
_been ably covered by other books. 
However, he includes as much infor- 
mation and guidance as he thinks may 
| be needed by the average general or 
| cost accountant to develop a distribu- 
tion cost system for the firm. 
Cost studies have fascinated many 
distributors but, as the Central States 
Distributors Association found out in 


ESSEX BRASS CORPORATION practice, it was a formidable job. But 
the value of Mr. Ejisner’s book lies in 

2000 FRANKLIN STREET Sst. 1901 SSTROH 7, MICH. | the application of its suggestions to 
so many aspects of the business. A 

| good many distributors can _ profit 


| from a more exact knowledge of their 
| costs and from where these costs 


MANCO STEEL STRAPPING [EES aan 
LAW 
CUTTER 


A good selling opportunity 


FITTINGS: 
Pipe 














The Buyer Looks 
at Business 





Patent Number 264890! . 





aa } . ‘ es , 
| | Composite opinion of purchasing 


agents who comprise the N.A.P.A. 
The lightweight Manco Strap Cutter is a Business Survey Committee 
real time and effort saver for shipping and 
receiving rooms, warehouses, freight trans- i Cited Dene 
portation companies, etc. Wedge-shaped : 
bottom jaw easily slips under the tightest Industrial business in November 
bound strap. Entire tool made of tool steel continued the slow downward pace 


Manco Steel Strapping Cut- - : , 4 ; 
ter. Weight—1 Ib. Length— es choy epediel hens wenement en cus | for the fourth month. New orders 
9”. Capacity 4" x .035 ; : were reported down again, but by 
strappi Mailing stuffers available free of charge. | | WSS TepUnes agam, 

— ~ . fewer than in October. Production 


Write for Complete Information . 
was lower for the second month, in- 

eh et creasing the tendency to shrink the 

gap between declining orders and out- 

put, a good sign. Prices are fairly 

static, with some soft spots. Indus- 
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trial inventories of purchased mate 
rials are still on the decline, with more 
postponement of scheduled fourth 
quarter commitments to first-quarte: 
shipment. Few cancellations are re 
ported. Employment, both by num 
ber and time worked, is lower for the 
third month, but few reductions are 
very severe. Buying policy is con 
servative, short-range, 60 days and 
under. 

While tie November report is not 
rosy, the general comment of pur 
chasing executives is that industrial 
business is not too bad. Over-all, busi 
ness is good compared to any normal 
period. The down trend, while ex 
pected to continue over the year end, 
has not been a sharp general move 
ment and that is not anticipated 


Prices: Some Weakness 


Prices have shown more of a ] 
ing tendency in November, though 
the signs of weakness are more promi 
nent than those of strength. Com 
petition is really keen, with much 
market testing to find a buying level 
More reports indicate the use of in 
ducements such as price protection 
and even consignment, to move in 
ventories and retain customers 

Purchasing agents feel that indus 
trial goods prices will tend to soften 
item by item, as the stiff competition 
forces a closer look at costs and pro 
duction efhiciency 


Inventories Decline 


Unworked material stock 
show a decline, with continue 
to adjust inventories to 
production requirements 
of the cutback 
out of seasonal goods and prepat 
for taking vear-end inventorv. Few 
cancellations are mentioned, but mot 
deferring of shipments to January and 
February 


5 ¢ 1used 


which may have a depress 


ing effect on first-quarter new orders 


Fewer Hours Worked 


Pay roll registration 
vorked continue to decli 
eporting lavoffs and sho 
weeks outnumber employment 
tions by + to | 
ire only a few drastic cutba 


ill, th 


Individually 


employment tuat 
i elective p ] 

floater, th 
essarv overtim 
ifts t pread th 


ad emploves 


uving is 60 anc nder 
Buying 60 1 Und 


Commitment rang 


Imitation, as the saying goes, is the greatest source of 
flattery. However, there are times when it can also be 
the greatest source of trouble. So, remember when 
buying, stocking or selling screw anchors . . . 





CAN PROVE DANGEROUS! 


The word “Rawiplug” used in connection with Jute Fibre 
Screw Anchors is exclusively the property of The Rawl- 
plug Company, Inc. For forty years it has been secuced to 
them by common law and by trademark registry. It is the 
corporate and trade name of the company and specific 
product of their manufacture. 

BE SECURE BY BEING SURE 

Look for the Trade Name 

WLPLU: 


on the Blue Box 











When you use Rawiplugs you are using 
the original and genuine . . . the only screw 
anchor with the features that make them 
worthy of imitation RAWLPLUG! 


ROWLPLUSS because of their chemically treated braided jute fibre con- 
struction ... Hold Better . . . Last Longer . . . Weigh Less and Hold More! 


They . . . Eliminate extra troublesome spotting and layout work. Rawlplugs 
are the only universal anchors which can be used in any material. 


“IF YOU DON'T USE RIES . .. THERE'S A SCREW LOOSE SOMEWHERE” 


For further information write Dept. I 


THE RAWLPLUG COMPANY, INC. 
271 CHURCH STREET * NEW YORK 13,N. Y 


. 


/ 


/ 
ai 
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nantly 6 days and under. Postpone- 
ment of fourth-quarter commitments 
into first-quarter delivery is more gen- 
erally mentioned. Of particular inter- 
est is some reported change in policy 
on the annual requirements contracts 
subject to quarterly adjustments or to 
escalation to current prices on monthly 
releases. Such contracts had become 
quite widely used in a number of ma 
terials during the past several years 
of material shortages, to insure source 
of supply. Present indications are that 
a number of these arrangements may 
be dicontinued, to allow greater free 
dom of negotiation if sharp price 
swings cccur. 





Specific Commodity Changes 


More items down than up in No- 
vember—no_ spectacular movement 
either way. 

On up side: Cobalt, containers, 
forged steel flanges, natural gas, soy- 
bean oil, some paper, pole hardware, 
soap sprockets, steel scrap up and 
down, burlap. 

Down were: Alcohol, secondary 
aluminum, autos and trucks, sugar, 
some grains, gasoline (spotty), some 
lumber, mercury, linseed, tung and 
castor oil, polyethylene, some steel, 
textiles. 

In short supply: Cellophane, nickel 
and nickel alloys (though easing), 


polyethylene, structural steel. 


Some Slowup in Canada 


+ Canadian reports for November in- 
dicate a showup in production—not 
70e as much as in the States. Order posi 
Se “ ‘ tion is better maintained. Commodity 
L ? of Dies Threads 1 to 2’ Pipe prices show more strength. Inven 
: tories are higher. Employment is 

a Ld “ ”“ ”? *,* , 
Instant change to 1 » 14", 14" or 2” pipe regardless of position much lower, some of it seasonal. Buy- 
of quick-opening lever. - é 
ing policy is slightly longer range. 


®@ Wide open easy-to-read size bar . . . adjustable to over and under- Over-all business is at a high rate, 
size threads. but is beginning to follow a tapering 
@ Quick-opening lever retracts dies instantly without stopping 9 — = biog me — — 
: : More European competition is re 

power drive—no slow backing off. ported 


@ 4-jaw workholder centers pipe for accurate threading—no lead 
screw to jam. 


Fast turnover for you in this easy, fast, clean threading, pre- 
cision-made ‘‘504”’ for power drive—order today ! HOW BIG IS BIG? 
THE RIDGE TOOL COMPANY © ELYRIA, OHIO pb ath <b gegen e oe: aa 
tion is under way on one of the largest 
textile plants in the Soviet Union at 
Kamyshin on the Volga River north of 
Stalingrad. The new facilities are said 
to be designed to produce over a 
miliion yards of high-quality cloth 
every 24 hours, Textile World, Mc- 
Graw-Hill publication, says. But that’s 
only a medium-sized plant by U. S 
standards. 
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D-A-T-E+5 
TO REMEMBER 





Jan. 13-15—Mid-year Meeting, South 
ern Industrial Distributors Associa 
tion, Edgewater Gulf Hotel, Biloxi, 
Miss. 

Jan. 14—Regional Meeting, Southern 
Industrial Distributors Association 
and American Supply & Machinery 
Manufacturers Association, Edge 
water Gulf Hotel, Biloxi, Miss 

Jan. 17-23—Eastern Canada Hard 
ware Show, Montreal. 

Jan. 21—Annual meeting, New Eng 
land Iron & Hardware Association, 
Sheraton Plaza, Boston. 

Jan. 25-28—Plant Maintenance & En 
gineering Show and Conference, In 
ternational Amphitheatre and Con 
rad Hilton Hotel, Chicago 

Mar. 12—Regional Meeting, National 
Industrial Distributors Association 
and American Supply & Machinery 
Manufacturers Association, Nether 
lands Plaza Hotel, Cincinnati 

Mar. 22-26—Western Metal Con 
gress & Exposition, Houston 

April 1-3—Industrial Electrical Show, 
Shrine Convention Hall, Los An 
geles. 

April 26-May 1—American Textile Ma 
chinery Exhibition, Auditorium, At 
lantic City. 

May 4-7—National Spring Technical 
Meeting, American Welding So 
ciety, Hotel Statler, Buffalo, N. 

May 5-8—Welding & Allied Industry 
Exposition, Memorial Auditorium, 
Buffalo, N. Y 

May 17, 18, 19—Triple Industrial 
Supply Convention, Waldorf As 
toria Hotel and Madison Square 
Garden. New York City 

May 17-20—Basic Materials Exposi 
tion and Conference, International 
Amphitheatre, Chicago. 





JUNGLE LAW REVISED 


A duel between a tractor and an 
elephant in the Ceylon jungle recently 
resulted in one dead elephant, Con- 
struction Methods and Equipment, Mc 
Graw-Hill publication, reports. The 
elephant, who hadn't heard about the 
machine age, charged a _ crawler 
equipped with a tree dozer as it ap 
proached his herd. The operator 
lowered the dozer and charged right 
back 











Popular Sizes 
in Coin Pak... Sao il 


(TRADE MARK REG.) 


and Modern 2-Label Cartons 


Everybody wants M-C Lock Washers . . . machine packaged* and counted 
. which combine the advantages of 2 Great Packaging Ideas. 


Coin Pak — Makes M-C Lock Washers easier to stock, easier to handle. 
9 Popular Sizes (A.S.A. Medium) 3/16", 1/4", 5/16", 3/8", 7/16", 1/2", 
9/16", 5/8", 3/4’. 


Coin Pak — cuts costs, cuts losses for the distributor, for the user. No 
counting. No weighing. Simplifies inventory control. 


Coin Pak machine packaging safeguards quality . . . eliminates “linkers”, 
off-sizes, foreign matter. 


Coin Pak — and 2-label Telescope Cartons — combine Two Modern 
Packaging Ideas — yet cost no more than ordinary packaging. 


Ask about JOB-PAK 


Modern Bulk Packaging of lock 
washers by the originators of Coin 
Pak gives you the contents of a keg 
in ONE Shipping Container, divided 
into 6 equal cartons, labeled and 
counted, designed for shelf storage. 
No more kegs on floor, in aisles. 
Ask for descriptive folder. 
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(Starts on page 124) 


One simplified 
Bushing System 


used throughout the 
BROWNING LINE 


You'll find that this simplified 
bushing system appeals to the 
men you call on. It’s now easier 
to sell Browning Single and Multi- New Southwest Manager 
ple Groove Sheaves, Rigid and Named by Edward Valves 
Flexible Couplings, Paper Pulleys, Edward Valves, Inc., has named 


and Roller Chain Sprockets. Rex E. Galloup as district manage 
— for the Texas and Gulf Coast area. 


His chief responsibility will be the 
company’s Mudwonder valve line, for 
mudline applications. His headquat 


W Your customers can | 33°52. 8@sineay sie 

'@ Standardize on this one type |" "st" 
"/ Bushing to save costs and |r es ane 
to speed operations Sai 


The BROWNING line of Roller Chain 

gives you an ideal “off the shelf” item. 

This package stock eliminates the dis- 

advantage of greasy parts on stock 

shelves. The bushings used in Browning 

Roller Chain Sprockets are “Unbreak- 
able” Malleable Split Taper 
Compression Type. The Sprock- 
ets are finished with bake-on 
enamel. 


Rex A. Galloup 





Joins Wayne Supply 











BROWNING MANUFACTURING COMPANY [gimROnitRiltenan asin 


1952 BROWNING DRIVE MAYSVILLE. KENTUCKY. U.S. A. briefs Tracy Chapman ind Donald 


Benham on some sales pointers 
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DOUBLE- 
CIRCLE 


Double-Circle 
Drills give top trouble-free 


Double-Circle 
Testing 


ASSURES 
LONGER LIFE 
MORE 
CUTTING 
MILEAGE! 


a 


performance on the job. They are 


tool costs 
for you... 


less shut-down time! 


precision made under careful 
quality control and constant inspec- 
tion to assure rigid adherence 
to specifications. They have trade 
acceptance ond their enviable 
reputation for quality makes 


them-a profitable line to sell. 


7707143 


Distributors are backed with prompt 
service so that they of all times are 
in position to complete sales and pre- 
vent customer shut-down time. In 
emergencies we use Gir express .. . 
making delivery a matter of hours 

. or overnight to any point in the 
country. . 


Factory engineering experience is 
available to help you solve difficult 
problems. 


Practically every call you moke is 
@ prospect for Double-Circle Drills. 
Aviation, automotive, metal working 
and construction ore a few of the 
mony industries whose requirements 
are met by the wide variety of styles 
and sizes in the Chicago-Latrobe line. 


ADVERTISING 


Double-Circle Drills are nationally 
advertised in trade journals and are 
well known by prospects ond cwus- 
tomers. You will find advertising to 
back your selling effort 


@ Carefu! testing at Chicago-Latrobe gives 
accurate appraisal of the number of holes a 
DOUBLE-CIRCLE Drill will cut before sharpen- 
ing becomes necessary. Constant effort by 
Chicago-Latrobe engineers steadily increases 
performance. High standards of quality and 
careful inspection of every manufacturing 
operation is maintained to meet close tolerance 
specifications...to give you LONGER CUTTING 
MILEAGE... and less shut-down time. 


A variety of types and sizes of DOUBLE-CIRCLE 
Drills meet every requirement ...General Pur- 
pose... Heavy Duty... Fast Spiral... Slow Spiral 
... Bright Spiral... Carbide Tipped and Specials. 
Write for booklet No. 179 for description. 


DOUBLE CIRCLE 
TOOLS 


srimar 


YP 


DRILLS © REAMERS © COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS *© SPECIAL TOOLS 
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SOLDERING 


FLUX 


NO SURFACE CLEANING NECESSARY 


STIK +» PASTE + LIQUID 


FLUX Regular 


An all purpose flux for soft soldering. Fluxes 
through oxides, oil, moisture . no cleaning 
of surface necessary. Provides a free flow of 
solder and makes a firm union possible. Non- 
acid eliminates danger of acid burns. For 
copper, bross, lead, galvanized iron, tin, steel, 
cast iron, ferrous alloys, Terne plate, zinc, etc. 


Chrome-Stainless Steel FLUX 


For all soft soldering of chrome or stainless 
steel and their various alloys. No surface 
cleaning necessary. You save clean-up time. 
Assures solid bond between solder and metal. 
To be used with either torch or soldering iron. 
Flux action keeps soldering irons clean. Avail- 
able in paste form 


Silver Solder FLUX 


PACKAGED IN METAL CONTAINERS WHICH 
PREVENT BREAKAGE AND WASTE. CON. 
VENIENT FOR CARRYING IN TOOL KITS. 
For all silver soldering or brazing. Free flow- 
ing, non-acid flux that penetrates close joint- 
gop clearances. Suitable for use with all 
common metals and alloys. 


Electro FLUX 


Foreign Industrial Group Visits Lunkenheimer 


Eight nations are represented in this group being greeted by Homer E. Lunken, 


Lunkenheimer vice-president, at the company’s offices in Cincinnati 


The tour was 


part of a study program on the role of trade and employer associations and technical 


groups in the United States economy 


The Lunkenheimer Co. was host to 
23 business and trade association repre- 
sentatives from eight foreign nations 
recently in Cincinnati. The group was 
in the city under auspices of the For- 
eign Operations Administration, study- 
ing the role of trade and employers’ 
associations and technical societies in 
the American economy. Homer E. 
Lunken, National Director of the Cin- 
cinnati Chapter of the Society for the 

Management and 
vice-president, wel- 


Advancement of 
Lunkenheimer 
comed the delegation at the company’s 
Fairmount plant. 





Former Orr Secretary 
Honored by University 

Harry C. Dodson, former secretary 
and credit manager for Orr Iron Co., 
Evansville, Ind., was honored recently 
during the half time ceremonies at the 
Indiana-Missouri football game 

Mr. Dodson, who never saw a 
football game until he went to Indiana 
University, played left guard for Indi 
ana and received recognition as an 
I.U. Star of 50 years ago. 

Mr. Dodson was with Orr Iron for 
33 years, retiring four years ago 





Orders Move Out Fast in This Warehouse 


Meade specially for soldering electrical parts 
and electronic equipment. Free of salts, acids 
and alkali. Non-corrosive and non-conductive. 
Can be used for continuous tinning of copper 
wire. Avoilable in stik or heavy liquid form. 
Electro Flux Stiks are excellent for use by 
radio and TV repair men. 


Aluminum FLUX 


Non-acid, non-staining ... for use with pure 
aluminum or alloys, aluminum castings or alu- 
minum alloy castings. Fluxes through oily sur- 
faces. Can be used with 50/50, 40/60 or 95/5 
solder. Has wetting properties thet couses 
solder to flow freely. Saves clean-up time. 


Consultation on Flux Problems Invited 


If you have a specic! fluxing condition send 
soldered and unsoldered ports — ovtline the 
condition . . . ovr engineering division will 
recommend the correct flux for you or develop 
@ special flux to meet your requirements. 


LAKE CHEMICAL CO. 
Ml +3094 W. Carroll Ave. 
c Chicago.12, Illinois 


Warehouse of Indiana Bearings, Inc., Indianapolis, utilizes gravity conveyors, has 
off-street loading. Shipping and receiving department occupies 2400 sq. ft 
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DeWalt Launches 
Canadian Firm 


DeWalt Inc. has formed a new 
Canadian subsidiary to be known as 
DeWalt Canada Ltd. at Guelph, Ont 

DeWalt Inc., with headquarters at 
Lancaster, Pa., is itself a subsidiary of 
American Machine & Foundry Co 
The new Canadian firm is wholly 
owned by DeWalt, Lancaster, and is 


afhliated with Leland Electric Canada 


Ltd., at Guelph. 

Ihe new subsidiary is now operat 
ing with initial stocks of machines and 
certain spare parts. All orders di 
rected to Lancaster from Canada are 
being referred to Guelph for process 
ing, said company officials 

Until the formation of DeWalt 
Canada, the DeWalt Disher Corp., 
Vancouver, had distributed DeWalt 
equipment throughout the Dominion 
By mutual agreement between De 
Walt, Lancaster, and C. E. Disher, 
president of DeWalt Disher, the ar 
rangement granting DeWalt Disher 


exclusive sales rights in Canada has | 


been cancelled. 

Mr. Disher has been appointed as 
DeWalt Canada’s regional sales man 
ager for the entire Dominion, and as 
district sales manager for the Western 
Provinces (British Columbia, Sas 
katchewan, Alberta and Manitoba 
He will supervise two district sales 
managers in the central and eastern 
portions of Canada. 


Marvic Names Manager 


David Shipley has been appointed 
general sales manager of Marvic, Inc 
He was formerly regional sales man 
ager for a machinery manufacturer 





SYNCHRONIZATION 
ments at Oberjuerge Rubb 
ing Co., St. Louis, is tl 

- s Jokerst, operating mat 


Because they have many easily recognized advantages over other units offered 
for the same applications, these specially designed assemblies provide a real 
opportunity for increased Distributor sales and profits. Backed by Mulconroy's 67 
years of experience in the Industrial Specialties field, they are designed to assure 
the utmost in convenience, safety and durability. 


| STEAM CLEANING 
HOSE ASSEMBLY... 


Light in weight and extremely flexible. Ready to 
instal! on Jenny Mochines ond similor units used 
for cleaning grease, oil and dirt from automobile 
chassis and other equipment by steam at pres- 
sures up to 200 Ibs. Heat resistant tube; braided 
galvanized steel wire carcass; wear resistant 
synthetic rubber cover; outer half-round steel wire 
spiral “Holedall” Coupling on both ends. 


FLUE or TUBE CLEANER 
HOSE ASSEMBLY... 


Two styles—for air (Style F-A, illustrated) and 
steam—for all still flue and boiler tube cleaning 
Either style available with layer of woven asbes- 
tos, as shown, under outer spiral, for extreme 
external heat conditions. Regularly furnished with 
“Holedall” Coupling one end and “Mulconroy” 
Male or Female Coupling other end. Streamlined, 
no-clamp “‘Holedall’” Coupling at the cleaning 
end is particularly advantageous—no projections 
beyond outside diameter of hose 





A coupling of the pressed-on type, but entirely different from others in both design and method of 
attachment. No clamps are used. Instead, a three-way gripping arrangement assures stronger holding 
power than conventional clamps can provide. Cut-away view (right) shows how coupling is anchored 
to hose. Because entire hose structure is utilized, hose will withstand continuous fiexing to an unprec- 


Write for Complete Information 


"MULCONROY Siaru.... WHERE OTHERS 
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Pledge Unea'te 


1. KEYSTONE of Republic Rubber's out- 

Ow standing distributor program is the fa- 
mous ‘5 Point Sales Policy."’ This policy 

was first inaugurated in 1923 and is still 

in effect — word for word. It has been 


restated every month for 30 years in 
advertisements directed to distributors. 


wxeedbes gvegteee ¢  eapstc 


_ 
Se buppe Qe pes gyi resus 


helps 





distributors 


¢ 4. Another big Republic distributor help is this sample kit, suitable 
for carrying in pocket or briefcase. It contains samples of a few 


sr coin 
FACTORY... 


MANAGEMENT AND MAINTENANCE 














2. Republic's “Distributor Mail Campaign’’ has met with 
high favor . . . including a prize in the first contest 
sponsored by National and Southern Distributor Asso- 
ciations. These self-mailers are sent to distributors’ 
customers and prospects and feature, besides distribu- 
tor’s imprint, a listing of other products he sells. 











Repedlic Rubber Packing catches pellets thet wear eet iron 








5. A regular, consistent, advertising schedule is the 
bulwark of Republic's program. All advertisements 
feature ‘‘the local Republic distributor."’ Special ad- 
vertising, devoted to the subject of advantages of 
buying through distributors, appears regularly. 


3. Republic furnishes distributors with complete catalogs 


in handsome covers for distribution to customers. Indi- 
vidual catalog sections are also available so that dis- 
tributor can supply them to buyers of specific items. 


Republic also provides ‘letter enclosures’’ — handy, 
letter-size folders available to distributors, imprinted, 


without charge. 


. Republic is a regular advertiser in 
FACTORY. Why? Let G. L. Smith, Re- 
public's General Sales Manager, tell 
you: 


‘We want the key men in the plants 
to know about Republic quality. After 
years of experience in FACTORY, 
we are satisfied that it is read and 
preferred by thousands of Plant Op- 
erating Men everywhere because it 
helps them solve problems. Tests have 
proven that Republic advertising in 
FACTORY builds sales volume for 
distributors." 


sales volume for YOU—on every product line you handle. Ask for sales support that includes regular advertising in FACTORY. 


@ A McGRAW-HILL PUBLICATION 


330 West 42nd Street, New York 36, New York 
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- =» 79,990 miles of shop talk 


To keep you informed of the latest developments in your field 
in 1953, INDUSTRIAL DISTRIBUTION’ eight full-time editors: 


traveled 79,990 Miles 
® to talk shop to Distributors in 207 cities 
® to bring you 1,453 pages of news 


To bring you the news, INpusTrRIAL DistrisuTiIon’s editors get into the field. 
They talk to all types of distributors in every section of the country. They 
dig for the “whys” and “wherefores” — the news behind the news. 


Fortunately, they receive the utmost cooperation from you and your 
fellow distributors across the country. 


Because of this, they are able to analyze and interpret the significant happenings 
in the field. The result: each and every issue of INnpusTrRIAL DIsTRIBUTION 
is chuck full of vital material designed exclusively to help you do a better, 
more profitable job. 


As C. B. Larrabee, President and Publisher of Printers’ INK wrote in a recent 
editorial, ‘a magazine’s service to its industry can often be measured by the 
number of traveling men it has on its editorial staff and the amount of traveling 
they do.” 


Our “traveling men” and your kind cooperation are two more sound reasons 
why distributors say INDUSTRIAL DisTRIBUTION is a “truly indispensable serv- 
ice’ to the field, why your suppliers call it “headquarters for distribution 
information.” 


* a 2 
edited exclusively for Industrial Distributors 1 | 8 1 rl h uti f) 1 
and their salesmen. 
ABC ABP 


330 WEST 42nd STREET, NEW YORK 36, WN. Y. 


The McGraw-Hill publication 
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“Thiee grateful people say; 


" We're HERE ese , 
because you were THERE y 


Each one of these people is alive today because some- 
one gave blood. 


If you've given blood before, you know how easy it is 

—how quick and painless. And you know what a 
ye na cor pv faa re adn wonderful feeling it is when you realize that what you've 
his life, done may give another person his life. 


Now you are asked to give blood . . . again and again. 
And you can do it safely every 3 months. 

Because America’s need for blood has increased 
enormously—for our armed forces, for accident and 
disaster victims at home, for new disease-fighting serums. 

Many a life hangs in the balance! Will you help? 
Call your Red Cross, Armed Forces or Community 
Blood Donor Center today! 


Communist machine-gun fire dropped him In 


BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 


If you can answer “yes” to most of them, you—and your company— 
are doing a needed job for the National Blood Program. 





She'd been exposed to polio. A new serum, 
Gomme Globulin, made from blood, helped 
ward off the dread disease. She thanks you 
for her life. 


HAVE YOU GIVEN YOUR EM- 
PLOYEES TIME OFF TO MAKE 
BLOOD DONATIONS? 


HAS YOUR COMPANY GIVEN 
ANY RECOGNITION TO 
DONORS? 


COMPANY? 


HAS YOUR MANAGEMENT EN- 

DORSED THE LOCAL BLOOD 
DONOR PROGRAM? 
HAVE YOU INFORMED EM- 
PLOYEES OF YOUR COMPANY'S 
PLAN OF CO-OPERATION? 
WAS THIS INFORMATION 

O GIVEN THROUGH PLANT BUL- 
LETIN OR HOUSE MAGAZINE? 


DO YOU HAVE A BLOOD 
DONOR HONOR ROLLIN YOUR 


HAVE YOU ARRANGED TO HAVE HAVE YOU CONDUCTED A 
A BLOODMOBILE MAKE REGU- DONOR PLEDGE CAMPAIGN IN 
LAR VISITS? YOUR COMPANY? 


CIENT PLANS CAN BE MADE 


HAVE YOU SET UP A LIST OF 
Ogre SO THAT EFFI- 
FOR SCHEDULING DONORS? 


Remember, as long as a single pint of blood may mean the difference 
between life and death for any American . . the need for blood is urgent! 


NATIONAL BLOOD PROGRAM 


GIVE 
BLOOD 


- give it again and again 
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Atornodo whipped suddenly across her home 
town. She was badly injured by falling debris. 
But a quick operation, several transfusions 
pulled her through. She thanks you for her life, 








Sales Executives 
Named by Corning 


Corning Glass Works an 
nounced two organization changes in 
its Technical Products Division 

J. S. Chowning, manager of plant 
equipment sales, has been appointed 
staff engineer for standard products 
sales. F. F. Fleischman, Jr., sales en 
gineer, succeeds Mr. Chowning as 
plant equipment sales manager. 

Mr. Chowning joined the Corning 
organization in 1936 as a member of 
the works control laboratory staff. He 
was closely associated with the de 
velopment of glass pipe and pipe hard 
ware with Multiform processing. He 
served for a time as sales engineer in 
the Industrial Sales Department and 
in 1950 became plant equipment sales 
head 

Mi 


pan\ inl 


has 


Fleischman joined the com 


1951 as 
plant equipment sales, dealing princi 
pally with dairy farm installations of 
He holds a doctor’s degree 


from Cornel] University 


sales engineer for 


glass pipe 





Leslie C. Street 


Graton & Knight Names 
Packing Sales Head 


Commander Leslie C. Street has re 
joined Graton & Knight Co. as 
visor of packing sales after two years 
of Navy service 

He first 
1949 as 


During his 


supe! 


the 
of textile sales 
recent tour of Navy duty, 
he was commanding officer of the 
Navy's Advanced Base Tactical Train 
ing Center in Davisville, R. I. He 
served with the Navy six years during 
and after World War II. He has also 
been connected with General Electric 


Co 


joined company in 


supe rvisor 


DISTRIBUTORS 
1000 lbs of Profit 


For Precision, Performance and Production 
Capacity the DIAMOND 22-M is unequalled 
in its price range! 


© Maximum distance — 
(85-1500 r.p.m.) 15” (center of spindle 
Power feeds (table) — to table top) 
003”, .005”, .008” ® Collet capacity — %” 
(per spindle rev.) * Table area — 5%,” x 
Longitudinal travel — 24” 
14 

* Vertical travel — 15” ® Bose — 17” x 28” 

* Cross traverse — 5%” 
Quladle tasty <= We * Motor — | H.P. 
9B&S 


* Spindle speeds — 9 


Weight — 1000 Ibs. 


WANTED 


NOTICE! 


Effective immediately DIA- 
MOND mills and hand op: 
erated turret presses will be 
sold separately from our line 
of power presses and power 
shears. Thousands of our mills 
and turret presses are in op- 
eration throughout the world. 
The mode! 22 M mills and 
turret presses have been 
standard for many years — 
the only new change is our 
policy on distribution. There 
is a big demand for our mills, 
so get on the “bandwagon” 
to profits. Write us today. 
Don’t forget the accessories 
you can sell for the mills or the 
punches for the turret presses. 


ALSO AVAILABLE 


TURRET PUNCH PRESS 


WRITE FOR CATALOG AND 
FURTHER INFORMATION 


NATIONALLY ADVERTISED 
FOR MANY YEARS 


<DIAMOND> 


MACHINE TOOL CO 


DIAMOND MACHINE TOOL CO. 


5111. COFFMAN-PICO R 


AT 
AU 
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MACHINISTS’ BENCH 
Solid Jaw and Swivel Base 


Machinists’ Bench 
Combination Pipe 
Woodworking 

Steel Metal Workers 
Quick Action 

Garage Vise 

Solid Nut Continuous Screw 
Hinged Pipe Vise 


MACHINISTS’ BENCH 
Solid Jaw and Stationary Base 


Supply all 
your customers” 
COMBINATION PIPE needs from this 


COMPLETE LINE - - 


We are VISE makers exclusively! For more than 60 
years we have adhered to strict standards of manu- 
facture to insure precision, rigidity, and long service 
life. This helps you build a solid and profitable vise 
business. All MORGAN VISES are packaged in sturdy 
cartons to protect them and to make stacking in your 
store room an easy matter. 

© We always suggest to users that they buy thru their local distributor 


MORGAN VISE CO., 108-112 N. Jefferson St., Chicago 6, Illinois 


MORGAN 
SEMI-STEEL VW i % é- & 


‘ 
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Carl Dietz 


Lamson Acquires 
Mobilift Corp. 


Lamson Corp. of Delaware has ac- 
quired the fork lift truck business of 
Mobilii: Corp., Portland, Ore 

Carl Dietz, Lamson president, an 
nounced the purchase last month. A 
new Oregon subsidiary, Lamson Mobi- 
lift Corp., will take title to the assets 
being purchased and carry on this 
15-year-old business as an integral part 
of the Lamson line of materials han- 
dling equipment, Mr. Dietz said 

He said the move will help to make 
the Lamson materials handling line 
“completely integrated,” since the 
firm already manufactures conveyors, 
pallet loaders, pneumatic tubes, blow- 
ers and related equipment 


Handles Wedglock Line 


S. G. Taylor Chain Co. is now 
stocking and distributing the Wedg- 
lock line of drop forged links for re- 
pairing carbon steel and alloy steel 
chain, company officers have an- 
nounced. 





NEW PURCHASING AGENT at 
Western Belting & Packing Co., Den- 
ver, is Earl Fraser. 





Columbus McKinnon 
Names Sales Heads 


F. T. Benjamin has been promoted 
to manager of field sales of the Colum 
bus McKinnon Chain Corp. and its 
Chisholm-Moore Hoist Division, with 
headquarters in Tonawanda, N. Y. 
Karl L. Miller, formerly assistant 
general manager, sales, of the Buffalo 
Bolt Co., succeeds Mr. Benjamin as 
regional sales manager in the Chi- Ratchet “Two Speed” and “Hi-Speed” 
cago area for Columbus-McKinnon. i —¥ : a) 
Promoted to product manager posts 
in Tonawanda are: E. J. Byrne, hoist; 
G. F. Grace, industrial chain; and 
R. E. Gerspacher, automotive chain. 
Name customer service managers 
were: R. L. Pfanner, hoists; O. H. 
Hager, industrial chain; and F. G. 
Schweitzer, automotive chain. These 
six appointees and Mr. Benjamin have 
been with the company for periods 
ranging from 20 to 35 years 








Plant Maintenance Show for every lifting job 
To Be Held Jan. 25-28 u p to 7 tons 


Three million dollars worth of prod- 
ucts and equipment will be on dis- 
play at the fifth Plant Maintenance 
& Engineering Show to be held Jan. 
25-28 in the International Amphi- 
theatre in Chicago. 
\ three-day conference will be held 
concurrently at the Hotel Conrad 
Hilton. Discussion will be led by 
57 industry representatives and engi 80 models, 9 types—Buda is 
neers, with special attention to eight , the complete jack line! Whether you 
industries: chemical, brewing and dis- sell to railroads, construction oufits, bridge 
tilling, food processing and packaging, builders, power and telephone companies, 
paper products, petroleum refining, or to the maintenance, production, shipping or 
sheet metals, steel mills and textiles. assembly departments in industrial plants, you can 
The show will have 400 exhibiting be sure there's a Buda Jack just right for the job. 
companies occupying 100,000 sq. ft. Built for easy operation even when lifting at rated 
of space capacity—designed for quick and simple 
maintenance. 


Send for Catalog No. 1515-8 
showing the complete line of Bude Jacks. 


Raybestos-Manhattan 
Names District Manager aR ui GB Es 
: i : ; Division 
S. V. V. Hoffman has been ap- Allis-Chalmers Kee Company 


THE BUDA COMPANY 


pointed manager of the West Coast 
Harvey, lilinois 


sales district of Ravbestos-Manhattan, 
Inc. 

He will supervise sales of industrial 
rubber products, mechanical packings 
and asbestos textiles with sales staffs 
it Los Angeles, San Francisco and 
Seattle. 

His headquarters will remain at Los 
Angeles where he has been in charge 
as regional manager since 1951. 

Mr. Hoffman started with the com- 
pany in 1939 and served as a sales- 
man with the firm’s New York branch 
until 1947, when he joined the San Ratchet Trip Jacks— Ball Bearing 


Screw Jack 
. , : High and Low Types— Journal Jacks— Lower) 10 to 24 tons 
Francisco sales force. 15-ton Capacity 15 to 50 tons 5 to 
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Lyon Metal Makes Major Plant Improvements 


ai 


Among improvements effected by Lyon Metal Products, Inc., Aurora, Ill., were the 
replacement of wood sash by steel sash, and a glass change from hammered obscure 


to coolite 


Lyon Metal Products, Inc., Aurora, 
lll., has recently undergone a mod 
ernization program, the results of op 
erations initiated by a Committee of 
Management Personnel set up in 
1950. 

Changes effected include painting 
of ceilings and walls, removal of col 
umns and partitions for better produc 
tion flow, rearrangement of permanent 


Project was mapped out in 1950 


machinery, use of steel sash and cool- 
ite glass, relocation of assembly opera- 
tions and other central-type functions, 
ind re-allotment of floor space. 
Thirty-two specific points of attack 
had been decided upon by the com 
mittee, and were assigned to sub 
committees, hand picked for their 
background on the subjects indicated 
These committees took several 





IT’S A CINCH TO CLINCH 
with AUTO-NAILER® 

















over hand nailing. 


No jigs necessary — Auto-Noiler will nail any pottern 








fb 


be 


@ J.noils-e-second speed soves up to 75% in lobor costs 











Avto-Noiler is flexible — changing from one size (or de- 


sign) to another requires no machine adjustment 


Avto-Nailer mokes and drives its own nails—3 a second 


con be clinched or brodded, if desired 
Avto nails will not bock ovt 
Avto nails reduce nail cost 
needed None bent. none dropped 
More rigid 
1,000 Ibs 
tween the shook members 
Use irregulor or scrap lumber 


nailed in stride 


Use only length that's 


less racking. Shooks ore ovto nailed under 
pressure effecting tremendous friction be- 


even knots ore avto 


No splitting of wood—Affords close spacing or edge 


nailing 


Write for FREE Catalog. 


AUTO-NAILER CO. 
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H. B. Spackman 


months to complete their analysis. 
Broadly the projects broke down into: 
plant alterations; cost reduction proj- 
ects; analysis of products; review of 
packaging; and miscellaneous projects. 

In commenting on the moderniza 
tion program, Lyon President H. B. 
Spackman said, “Naturally the plant 
modernization will improve product 
quality and service to our distributors. 
lhe improved lighting and relocation 
of equipment will mean better work- 
manship, but more important is the 
lift to employee morale.” 


H. K. Porter Buys 
Alloy Metal Wire 


H. K. Porter Co. has acquired The 
Alloy Metal Wire Co. of Prospect 
Park, Pa. 

The firm, which produces stainless 
and alloy steel wire, rod and _ strip 
for the electrical, electronic and chem- 
ical fields, will be known as The Alloy 
Metal Wire Co., Division of H. K. 
Porter Co. 

I. M. Evans, H. K. Porter presi- 
dent, said the acquisition was in line 
with his firm’s continuing diversifica- 
tion policy. H. K. Porter through 
other divisions produces rubber, steel, 
electrical equipment, forged steel fit 
tings, hydraulic equipment and wire 
rope. 


Florida Representative 
Named by Dayton Pump 


Dayton Pump & Mfg. Co. has ap- 
pointed Brand Laseter, of Plant City, 
Fla., as district sales representative 
for Florida and a part of Georgia. 

A graduate of Georgia Tech, Mr. 
Laseter served for nearly seven years 
in the Marine Corps. Recently he has 
been engaged in selling. 





Dorman Tool Opens 
Elizabeth, N. J., Office 


he Dorman Tool Co., a new “oH 
has opened offices in Elizabeth, N 
with Walter E. Dorman, former a 
manager of ‘Thriftmaster Products 
Corp., as chief executive. 

[he company has been appointed 
exclusive representative in the north 
ern New Jersey and metropolitan New 
York area for Thriftmaster drill heads 
and the Beckett-Harcum line of drill- 
ing and tapping machines, air pressure 
dnill press feeds and automatic revers- 
ing motors. The company’s manage- | 
ment plans to take on a few other 
lines related to the tooling of drilling 
and tapping machines, Mr. Dorman 


said. 





James W. Bartlett, Jr. 


Insulation Executive 
Named by Philip Carey 

The Philip Carey Mfg. ¢ 
named James W. Bartlett, Jr., a 
sistant sales manager of its Industrial 
Insulation Division. 

Mr. Bartlett has recently been sal 
supervisor of the company's Cleveland 
district He joined Philip Carey in 
1940 and was senior salesman at the 
time he left for Navy service in 1942 
After the war he sold in the Pitts 
burgh and New York districts 


Electro Refractories 
Names Representative 

Electro Refractories & Abrasive 
Corp. has appointed two new grinding 
wheel sales representatives. 

Robert J. Langan, a Marine veteran 
of the Korean war, has been assigned 
to the New York metropolitan area 

Donald W. Greve, formerly with 
Aluminum Company of America in | 
Albany, N. Y., will cover Pittsburgh, | 
western Pennsylvania and West Vir 


ginia. 


GOOD... because you can recommend 

i ess — without reservation —the CM Electric or 

D Bus n Hand Hoist exactly right for your cus- 

GO tomer’s needs...and every industry is a 
customer. 


Business STEADY... because hoists are in year 
STEAD ‘round demand. Convincing ads in lead- 


ing industrial publications maintain con- 


tacts...hold established CM prefe: ence... 
ITABL direct new customers your way. 

PR * PROFITABLE... because Industrial 
Business buyers and executives recognize CM 

: equipment as a service-proven line 

backed by over 70 years of hoist manu- 

facturing experience. No special sales 

training necessary and the unit of sale 

produces a well worthwhile net profit. 


OVERHEAD 


MATERIALS 
HANDLING 
EQUIPMENT 


HOISTS « TROLLEYS 
TRAVELING CRANES 


Y% to 5 ton capacities. Fast, low headroom heavy 
Loum duty wire rope electric hoist. Single and two 
speed models. Many exclusive features. 


Cf CYCLONE 


% to 10 ton capacities 
Lightest weight and most 
efficient chain hoist. Rug- 
ged aluminum alloy con- 
struction for heavy duty 
and long life 


Cif PULLER 


%, 1%, 3 and 6 ton capac- 
ities. Lifts and pulls at any 
angle. For 1,001 jobs. Low- 
cost. Safe and easy to 
operate 





a3 


Cif COMET 


Y% to 2 ton capacities. Portable, 


compact and rugged electric chain CH TROLLEYS 


hoist. Available in push button 

and pendant rope control models Low headroom. Tandem, Matchless 
Plug in on 110, 220 or 440 volt and Moore styles. Plain, geared or 
power lines. motor driven. 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canoda: McKINMON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


(rer ewere ' 
Co———---—— >) & 
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Desmond Huntington 
Dresser shown in use 


dress REGULARLY 


Make it a rule — pick the correct Des- 
mond dresser for every grinding wheel 
dressing job and use it regularly. Send 
for your DESMOND DRESSER 
GUIDE WALL CHART ... ask 
your industrial Distributor to show 
you how to get... 


More pieces ground per hour ' 


... by dressing wheels more often. 
Grinding wheels cut faster, do bet- 
ter work, production goes up in every 
grinding department where it’s 
standard practice to use Desmond 
dressers regularly. Your Industrial 
Distributor can furnish technical in- 
formation that will improve efficiency 
in your grinding operations. Give 
him a call. 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


Desmond 


DRESSERS & CUTTERS 
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Another 
Desmond 
Sales-Proven 
ad appearing 
in user 
magazines 


Plus! 
Desmond 
wall charts 
catalogs 
mailings 
displays 


Plus! 

Desmond 

Sales meetings 
for your 

Sales 
personnel 


Plus! 
Desmond's 
complete line 
—meets every 
TS CT a 
requirement 


Plus! 
nationally 
known name 
—Stands for 
quality 

and service 





FIRST COPY of firm’s new catalog is 
received by J. W. Ellis, president, ‘Ten 
nessee Mill & Mine Supply, Knoxville, 
Tenn., from secretary, Miss Cassa 
Ritter 


| Tennessee Mill & Mine 


| Publishes Catalog J 


The Tennessee Mill & Mine Supply 


| Co., Knoxville, Tenn., recently pub- 
| lished Catalog J, a tome of 648 pages 


with 11 pages of index. The catalog 
was put together under the direction 


| of J. B. Webster and took a year to 


prepare. Some 326 manufacturers are 


| represented. 


List prices were published only on 


| those items officials figured would re- 


main stable for some time. No net 
prices were published. 

The catalog has a blue cover with 
white printing. 


American Hoist & Derrick 
Names Carroll President 


American Hoist & Derrick Co. has 
named John E. Carroll, former vice 
president of sales, as president of the 
company. Harold O. Washburn, 


John E. Carroll 





former president, is now chairman of 
the board. 

Mr. Carroll joined the company in 
1937 as district salesman in Texas, 
Chicago and the West Coast, suc 
cessively. He left the company for 
several years while a partner in the 
firm of Harron, Rickard & McCone 
Co. in Southern California, returning 
to American Hoist in 1949 as general 
sales manager. Later he was elected 
1 director and vice-president of sales 

Mr. Washburn joined American 
Hoist in 1911 as a special apprentice 
Later he was a sales engineer in Texas 
ind the Southwest territories, then 
became connected with the manufac 
turing cnd of the business at Chicago 
ind St. Paul. He was elected a director 
in 1928, and vice-president and treas 
urer in 1934. In 1945 he became 
president 

Also elected recently was James F 
Bishop, vice-president and treasurer 
D. B. Botkin and R. J. Stoddard were 


re-elected vice-presidents 


Indifference — whether it’s under 
the “big top” or on the 
production line —is inexcusable 
and often fatal. You simply can’t 
afford to take chances with a 
hard won reputation for quality 
performance. That’s why we 

say it’s a pretty good rule to stick 
to a solder you know and trust 
... time-proved Kester Solder, 
constant in solder alloy and 
always a consistent flux formula. 


Harold O. Washburn 





For the right Solder . . . the exact Solder you require . . . choose 
Watson-Stillman Plans KESTER, the job-engineored Solder — 8 Fluxes in Core Solder, available in 
5 core openings. Also remember: Kester Solid Wire 


$250,000 Expansion and Bar Solder, Kester ‘Solderforms’ and separate Fluxes. 
Watson-Stillman Fittings Division 


of H. K. Porter Co. has announced 
plans for a $250,000 plant expansion 


at Roselle, N. él 
he project includes additional land 
ind buildings and new machine tools 
for increased production of forged KESTER 
steel fittings. x j 
SOLDER 


Bliss & Laughlin Cites 


Nine 25-Year Employees 


ER COMPANY 
The 25 Year Club of Bliss & Laugh- SOLD 


lin, Inc., Harvey, Ill. steel manufa 
4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
turer, met recently to honor nine em 


plovees who have completed 25 vears NEWARK 5, NEW JERSEY; BRANTFORD, CANADA 


service with the company 
Watches were presented to the 

erans by Car] L. Huff, president 

nembership of the club is 51 
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ee | YOU CAN'T HANDLE 


Now 


—— PALMETTO, 


SHOWS USERS HOW TO GET THE 
WORLD'S BEST SERVICE AND THE 
WORLD'S BEST PACKING 


in a hurry 


Two-page Thomas’ Register Insert de- 
scribes principal packings in palmetto 
line—ists nearby authorized distributor 


As part of an 
overall effort to 
encourage pros- 
pects and users to 
avail themselves 
of the convenience 
and service offered 
by nearby Author. 
ized PALMETTO 
Packing Distributors, 
Greene, Tweed & 
Co. has placed a 
two-page two-color 
insert in the 
internationally used 
Thomas’ Register. 


Principal packings 
in the line are 
described — facts 
that facilitate 
proper selection... 
and names and 
locations of leading 
PALMETTO 
Distributors in 
industrial centers 
throughout the 
world are promi- 
nently displayed 
for easy reference. 


This helpful 
device will create 
greater packing 
sales — develop 
other business, too! 
Look for the green 
and yellow PALMETTO 


insert in Thomas’ Register. 


FURTHER MARKET PENETRATION 
BY INDUSTRIAL SUPPLY LEADERS 
1S DESIRED. YOUR INQUIRY IS 
INVITED IF YOU QUALIFY. 


GREENE, TWEED & CO. 


North Wales, Pennsylvania 
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Joseph H. Newcomb 


James McGraw, Inc. 
Promotes Newcomb 


Joseph H. Newcomb was elected 
treasurer of James McGraw, Inc., 
Richmond, Va., at a recent meeting 
of the firm’s directors. 

Mr. Newcomb has been with the 
company since June 18, 1928, when he 
graduated from McKenney High 
School. He was born in Dinwidddie 
County, Va., in 1909. Except for 
World War II service, his 25-year 
connection with the firm has been un- 
interrupted. He spent most of his mili- 
tary tour from 1943 through 1945 on 
overseas Service 

Credit manager of the company 
since 1938, he was bookkeeper before 
that, and served in various other de- 
partments. He started out as stock 
clerk. He is a graduate of Virginia 
Mechanics’ Institute in Accounting & 
Business Administration. 

Mr. Newcomb is married to 
former Susan Evelyn Upson. 

He is deacon of St. Giles’ Presby- 
terian Church. 


the 





STEEL INVENTORY at J. M. Tull 
Metal & Supply Co., Atlanta, Ga., is 
checked by Jack Johnson and T. G. 


Buchanan at year’s end 





A BETTER LINE FOR 
STEADY PROFITS 
he 


Widely used throughout all industries. Exclu- 
sive features which mean longer life and 
greoter efficiency help to keep STANDARD 
Transmissions in steady demand ... your assur- 
ance of steady profits. 


FEATURES 


THOUSANDS OF SPEEDS INSTANTLY 
SPEED RANGE WITH “A” BELTS UP TO 10-1 
AUTOMATIC, POSITIVE BELT ALIGNMENT 
SMOOTH, LONG WEARING PULLEYS 
MACHINED CAST IRON CONSTRUCTION 
PRECISION BALL BEARINGS 

HARDENED — GROUND SHAFT 

BRONZE SLEEVES FOR CENTER PULLEY 
COMPACT — EASILY INSTALLED 


BEST FOR PROFITS BECAUSE 
THEY'RE BEST FOR SALES 











BENCH MODEL NO. 2 

FLOOR MODEL NO. 3 (NOT SHOWN) 
Available in dry-cut or wet-cut models — bench 
or floor type. 
* LIFTS ON RETURN STROKE + BALL BEARING 
GUIDE + AUTOMATIC CUT-OFF SWITCH + ANGLE 
CUTTING BY TURNING SAW (SAW TURNS INSTEAD 
OF WORK) 
MULTIPLE CARRIAGE LATHE STOPS — to fit most 

popular engine lathes. 

Send coupon for literature and distribvter plan. 


STANDARD 


| 8QUIPMENT 
; 

70 W. UNION STREET : 
; _ PASADENA 3, CALIF. a 
Send me complete literature and distributor 
proposition. 
TRANSMISSION () 
Name 
a 

















] 





SAW () stor () 








- 7 


Address 


etteeerses 
®eeeeneeee 














YALE SHOW comes home after 2 


mile tour of country 


Yale & Towne Marks 
First Leg of Show’s Tour 


Back in Pennsylvania after the first 
leg of its nationwide tour, the travel- 
ling exhibit of the Yale & ‘Towne 
Mfg. Co.’s Materials Handling Divi 
sion was feted recently by state, city 
and industry officials. 

Elmer F. Twyman, Yale & ‘Towne 
VICE president, presented gold keys to 
Senator Fred P. Hare, administrative 
issistant to Governor John Fine; Com- 
mander Charles §. Osborne, of Me- 
hanicsburg Naval Depot, R 
Odiorne, of American Can Co 
Mavor Claude R. Robbins o 


burg 





























TELETYPE is focal machine 
Syracuse, N. Y., branch of Le 
McLeod, Inc., which has dir 
nection to four other compan, 
houses. Ralph Way, in charge of in- 
side sales, and Bob Edwards, general 
manager of the new branch, keep Ann 
Olmstead, receptionist and teletype up- 
erator, busy with messages 


Somebody always 
needs new casters! 


Nothing like a capsized caster to bring you — and your cargo — 
down to earth. And there's nothing like Bassick casters to get things 
sailing along once more. 

Fact is, a big share of the world’s work gets done via casters . . . 
something’s always being pushed or pulled somewhere. That’s why 
somebody always needs new casters. No matter where you go or 
whom you're calling on, chances are good that new casters are 
required on the premises. Ask for the order and you'll get the sale. 


Bassick casters make anything roll easier — whether it's a tea- 
table or a ten-ton truck. And when you handle the Bassick line you've 
got a double advantage: proven performance by products of the 
world’s largest caster manufacturer, and consistent national advertis- 
ing that keeps Bassick in the mind of 
every engineer and purchasing agent. 


Famous “Floating-Hub” Caster. Cushions 
fragile cargoes against shocks from 
bumpy floors. Unique spring-con- 
trolled caster wheel “floats” in frame, 
absorbing shocks and keeping all 
wheels in contact with floor. 


THE Bassick COMPANY, Bridgepert 2, Conn. /m Canada: Belleville, Ont. 


om A DIVISION 
OF 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 


75 YEARS OF CASTER LEADERSHIP 
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(CAR MOVERS 
SPURS & HANDLES 
SPRING WINDERS 


on poll LINE 


@ CAR MOVERS in three 
types Power King for 
heavy duty No. 5 New 
Badger & No. 9 Badger for 
standard duty 

©® SPURS — ground and 
hardened to fit all mokes 
® HANDLES — Hickory & 
Maple to fit any type or 
make of Car Mover 








© SAFETY 
HANDGUARD 
—tits on the handle 
of any car mover— 
mokes cor moving 
safe 


® PORTER SPRING 
WINDER will make a 
wide variety of springs 
—useful wherever 
springs are made for 
pecemens or small 
lots 


* We suggest that users buy thru 
their local distributor 


ADVANCE CAR MOVER CO. INC. 


APPLETON, WISCONSIN 





_Armstrong-Blum Opens Northwest Sales Region 


Carl Moberg has been appointed “Marvel” field engineer for the states of Oregon, 
Washington, Montana and Wyoming. Photo taken at recent open house of Star 


Machinery Co., 


Seattle, shows him with Gus M. Hess and Charles F. Fletcher. Mr 


Fletcher. who covered the entire West Coast, will now concentrate on California, 


\rizona and Nevada 














CROWNEFLEX 


Cut-Off Wheels and 
Sanding Discs 


Unbreakable - Elastic - Longer Lasting 
even at highest speeds. Strong con- 
struction enables use on machines run- 
ning at surface speed of up to 20,000 
ft. per minute—for cutting and grind- 
ing of all factory materials, including 
hard and soft metals. Cut-off wheels 
up to 20” dia., sanding discs 7” and 9” 
dia. with depressed center. 


Cut-Off Machines Running at 
Surface Speed of 16,000 to 
20,000 ft. per minute. 


Water and Oilproof Abrasive Cloth for 
Super Polish with Oil for Cylinders and 
Crankshafts. Also, Waterproof Abro- 
sive Paper—Highest Flexibility, Sharp- 
ness and Durability. 
Distributorships oper 
Write for complete information today. 


CROWN ABRASIVE CO., INC. 


1841 Broadway, New York 23, N.Y. 
Phone: Judson 6-1330 





R. C. Neal’s Elmira Heights Branch Adds Space 





ct ei a ce 


New quarters are enjoyed by personnel following the move from 157 to 161 East 
14th St. in Elmira Heights, N. Y. The 40 by 100 ft. store doubles the former space, 
features new shelving and equipment and increased stock. Joyce Eddy, Mrs. Phyllis 
Bowen, Joe Sinkew (partly obscured in background) and Milton Dudgeon, office 
manager, take time out for the cameraman 





All-State Welding 
Names President 


Thomas D. Nast has been elected 
president of All-State Welding Alloys 
Co. 

A director and secretary-treasurer 
since 1946, he succeeds Bent Laune 
who resigned in his favor. 

Mr. Nast, according to company 
officials, was largely responsible for 
alloy developments to which the com- 
pany can attribute its recent progress 
They hailed his appointment as a 
move toward strengthening specializa- 
tion by the firm in “problem solving.” 
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Named by Hewitt-Robins 


Hewitt-Robins Inc. has elected 
Ellis B. Gardner and Robert A. Nil 
son vice presidents of the company. 
Mr. Gardner has been controller since 
1950. Mr. Nilson is general manager 
of the company’s foam rubber division 


Jergens Increases Line 
he J. G. Jergens Co. has added to 


its bushing line to complete a range 
of more than 50 standard sizes, com- 
panv officials announced. 








oy” 
Ad 


a 
z 
n 
ves 
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\W/ HEN you sell MILWAUKEE Power Brush Tools you are 

giving your customers a means of time and cost savings. 
Our full cooperation helps distributors in their sales—the 
performance of MILWAUKEE Power Brush Tools keeps users 
sold and means better business for you. MILWAUKEE gives 
you a one supply source—your customers are assured of quality 
and uniformity—you simplify your sales job when you sell 
MILWAUKEE Industrial Brushes. 


MILWAUKEE production brushes for power use MILWAUKEE production brushes for hand use 
MILWAUKEE brushes for various maintenance needs 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-35 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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ATLANTIC 
4 Keys to More Flexible 


Metal Hose Sales 


offers you 








When you sell Atlantic flex- 

ible metal hose, you know you can 

deliver —on time! Because Atlantic is 
geared for fast production and service to the 
Distributor. 


Check an Atlantic catalog. You will see flexible metal hose 

for every application ...conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
.»-for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—swiftly! 


Atlantic flexible metal hose is backed by 38 years of acceptance by 
leading industrial users. Every length is Job Tested and Guaranteed 
to Do Its Job! 


More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 
Power and Diesel Transportation pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metals—\%”-36” I.D. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 500. It is especially designed for Distributors’ use. 


ATLANMC METAL HOSE CO., INC. 


1604 WEST G4TH ST... NEW VORK 23,5.¥. 
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William C. Gage 


Flexonics Names 
Sales Executives 


Flexonics Corp. has appointed Wil- 
liam C. Gage as sales manager of its 


| aircraft division and Howard W. Gries- 
| bach as bellows division sales manager. 


Mr. Gage succeeds Thomas K. 


| Wells, recently named general sales 





manager of the company. He was 
formerly with Allison Division of 
General Motors Corp. and Whiting 
Corp. 

Mr. Griesbach had been assistant 
sales manager of the bellows division. 


Pacific Division Head 
Named by Link-Belt 


Link-Belt Co. has named Harvey V. 
Eastling as general manager of the 
company’s Pacific Division with head- 
quarters in San Francisco. He suc- 
ceeds Ralph M. Hoffman, retiring 
after 40 years’ service. 

Mr. Eastling has been assistant gen- 
eral manager of the division since June 
1. He started his career with the com 
pany in 1925 as chief draftsman at 


Harvey V. Eastling 





the San Francisco plant, later became 
chief engineer of the Pacific Division 
and then manager of engineering sales 
at Seattle. In 1940 he was appointed 
general sales manager of the division. 

Mr. Hoffman joimed the predecessor 
of I ink-Belt Co.'s Pacific Division, SAFETY-PULL 
Meese & Gottfried Co., in 1913. He ena RATCHET LEVER 
became Pacific Division president un HOISTS 
der Link-Belt in 1943 and in 1948 was — 
HOISTS 10 roller-chain 


elected a Link-Belt vice-president. He 
] 7 one models — 1,500- 


is retiring in accordance with th bi oy to 30,000-Ib, 

firm's retirement plan. ; 4,000-Ib. 2 ceil-chein 
The Pacific Division of Link-Belt models — 1,500- 

serves Western industry from plant and 3,000-Ib. 

in San Francisco, Los Angeles and 

Seattle and district offices and factory 

branch stores in those cities and Port 

land, Spokane, Oakland and Salt Lake 


City. 








fill all your 
portable hoist needs 
from one reliable source 


Over a hundred sizes and models of Coffing Hoists 


PULLERS BINDERS — 1'%- te 


Peter J. Petropoulus as account super- 
24-ton 


visor for its Merchandising Division 
He will direct all the division’s adver 
tising and sales promotion activities. 

With the company since 1950, he 
became an assistant account SUPETVISOI 
in 1951. He has been attached to 
the company’s Holyoke, Mass., Plain 
field, N. J., and Harrison, N. J., plants. 


2 sizes —500- 2 models — 
and 1,000-ib. 3,000- and 
6,000 Ib. 




















"a HOIST BINDER 
= 3,000-Ib. 
eter J. Petropoulus . capacity 
¥ 
W orthington Names WE... 
Account Supervisor MIGHTY- SAFETY HOISTS 
Worthington Corp. has named MIDGET LOAD 12 modets 





1-BEAM TROLLEYS CLEVIS-CONNECTED DIFFERENTIAL CHAIN 
21 models — '- to 25-ton HOISTS HOISTS 


Europeans Visit Plants 11 models — 4-10 10-ton 2 sizes — Y- and 1-ton 


A group of 30 scientists from seven 
European countries recently inspected 
advances in powder metallurgy at 
plants of Sylvania Electric Products 
Inc. John B. Merrill, Svlvania vic« 
president, hailed cooperative effort in 
tungsten and other metals processing 
between this country and Europe and 
said that combining the best of the 
techniques from the two continents COFFING HOIST COMPANY 
would provide the Free World with 
improved manufactured products Danville, Illinois 


HOIST-ALLS EXTENDED HAND WHEEL ARMY-TYPE HOISTS 


2 sizes — 1- and 2-ton HOISTS (plain and geared) 
6 models — ‘'%4- to 3-ton 11 models — Y%~- to 10-ton 





The broad Coffing line lets you offer exactly the right 
hoist for the job—assuring complete and lasting sastis- 
faction. Write Dept. Al for details. 
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Federal-Mogul Corporation Names Three Operations Executives 


ROBERT E. KARE has been named CARL F. BROWN succeeds Mr. Kare WILLIAM C. ROBERTSON will di- 
general manager of all manufacturing as manager of Federal-Mogul’s Green- rect the company’s manufacturing oper- 
operations of Federal-Mogul Corp. ville, Mich., plant ations at St. Johns 





Named by Westinghouse To Sell for Baker-Raulang H. M. Harper Names 


William A. Patterson, president of The > oe Co. has ap- General Sales Manager 


United Air Lines, has been elected a pointed St. Louis Railway Supply Co. Earle A. Channer has been ap 

director ot Westinghouse k lectric to handle its lines in the St. Louis yoin ted general sales manager of The 
Corp area, 1. M. Harper Co. 

Mr. Channer joined the compan 

in 1939. After wartime service in the 

Army Air Corps, he became district 

| manager of Harper’s Cleveland office 


In 1951 he was named Eastern Dis 

For Volume Sales trict sales manager, with offices in New 
York City. The following year he 

served as an industrial specialist with 


the National Production Authority in 
Washington. 


. ie He will move his residence to Lake 
CONCO SPUR GEAR HOIST ; oe aa ge * yore head 
In capacities ranging from Y-ton through 25. ’ quarters at Morton Grove. 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 








CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities '2-ton 
and |-ton. Request bulletin 1520. 


CONCO |-BEAM TROLLEYS 

Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 

Request bulletin 1510. 





RECEIVING and shipping is handled 
at Dietz Industrial Supply Co., Aurora, 


CONCO ENGINEERING WORKS CONCY fre ae 


perience in industrial supplies behind 
Division af H. D. Conkey & Co., Division Street, Mendota, Iiinels him 
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Tube Turns Assigns 
Sales Engineers 


Tube Turns Inc. has announced 
new sales assignments at Houston, 
Texas, and Seattle. 

Richard T. Burke, formerly sta- 
tioned at Midland, Texas, has joined 
the Houston staff as sales engineer. 
With the company since 1949, Mr 
Burke attended Massachusetts Insti- 
tute of Technology. 

Earl R. Muir, Jr., formerly at the 
San Francisco office, has been assigned 
as a sales engineer in Seattle, with 
headquarters at the White Building 
Mr. Muir has been with the firm 
since 1943. A graduate of Centre Col- 
lege, he served with the Marine Corps 
in World War II. 





William N. Benjamin 


Stanley Tools 


Stanley Tools has appointed Wil 
liam N. Benjamin as special indus 
trial sales representative for the com 
pany’s soldering irons and armor clad 
tips 

With the company since 1948, Mr 
Benjamin has been working recently 
on special engineering and production 
issignments. He studied mechanical 
engineering at the University of Con 
necticut. During World War II, hi 
“ommanded a Navy LST 


Topolinski Elected 
Skil Director 


Jerome J. Topolinski, vice-president 
of Skil Corp. in charge of manufactur 
ing, has been elected a director of the 
company. 

Mr. Topolinski takes the post for- 
merly held by the late William A. 
Ryan. 


Federated quality helps YOUR sales 


Veedless to say, it helps our sales. too. 


Look at it this way; 

You recommend Federated Solder. It works perfectly. The new customer 
likes it and comes back for more. The second lot not only works well, 
but works precisely as it did before . . . not better, not worse, not 


differently, but precisely as before. 


And so, Federated has helped you make and hold a customer. Next he’s 
buying wire, nuts and bolts, and tools. He’s your customer, and 
Federated’s customer, because he is depending on the quality of 
Federated products and the repute of the dealer who sells Federated 


products and other lines of similar quality. 


Quality is possibly one of the most difficult things to sell. You can't 
weigh it, nor see it, nor put a price on it. Indeed, in our business, the 


“quality” product costs no more than the “medium good.” 


Quality is an idea, not a tangible, It is measured, if at all, in the eagerness 


of the consumer to come back for more of “that solder you sold me last week.” 


Federated—Headquarters for Non-ferrous Metals 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5, N. Y. 


In Coneca: Federated Metals Canada, Ltd., Toronto, Montreal 
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> 


a new repair man comes to your shop for solder. 


spends millions of dollars 


annually to maintain the quality of non-ferrous products that helps build your sales. 


Sedna White Qwiin 


Aluminum and Magnesium, Babbitts, Brasses and Bronzes, Anodes, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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ALLIGATOR 
_V-BELT DRIVES 


sell your customers 
complete units 


fa 


VERE 


* Introductory Units contain Alli- 
gator open end V-Belting, Fas- 
teners and Tools — Everything 
needed in One Package to Make 
Up V-Belts. 

* Replacement Units contain belt- 
ing and fasteners only. 

* Sell these units and participate 
in the increasing volume of non- 
endless V-Belting. 

* Help your customers avoid 
costly delays, shut-downs and 
pick-ups. 

* Completely modern packag- 
ing. “B” Introductory Units in 
4-color counter display. 

* Yes, the usual Alligator profit 
margin! 

* Alligator V-belt drive units 
available in sizes A, B, C & D. 

* Field Representatives available 
to work with your salesmen. 

* Write for complete details. 
Ask for Bulletin V-215. 


Two District Sales Posts Assigned by DeWalt 


Robert H. Bergen 


DeWalt Inc. has named Robert H. 
Bergen and Robert A. Wilson to sales 
management posts in the East. 

Mr. Bergen takes over a territory 
comprising Maine, New Hampshire, 
Vermont, Massachusetts and Rhode 





| to the 


| served with 


Island. Mr. Wilson has been assigned 
New York State area west of 
Ithaca 

Mr. Bergen has been a sales repre 
sentative since 1931, except for three 
World War. II when he 
Army Ordnance as a mas 
ter sergeant. He has worked for 
Goodvear Tire & Rubber Co., Con 
necticut General Life Insurance Co., 
and his own public relations firm in 
New York City which he operated 
from 1946 until his present appoint 
ment. 

Mr. Wilson has been with Bell Air 
craft Co. since 1941 as an expeditor. 


years in 





CATALOG is checked bv E. I 


Robert A. Wilson 





General Electric 
Honors Scientist 
Dr. William D. Coolidge, world 


famous scientist credited with the dis 
covery of ductile tungsten, was hon 
ored recently by General Electric Co 
on his 80th birthday. 

More than 100 friends and 
ciates marked the event at a dinner 
in Cleveland. 

Dr. Coolidge’s discoveries are re 
sponsible for the company’s modern 
light bulb, X-ray and other electronic 
tubes, powder metallurgy and indus- 
trial cutting tools. Four units of Gen- 
eral Electric which owe their existence 
to Dr. Coolidge—the Lamp Division, 
Carboloy Department, Electronics 
Division and X-Ray Department 
joined in celebrating his birthday. 

Dr. Coolidge is a former vice-presi 
dent and director of research of Gen- 
eral Electric. 


asso 


New Regional Manager 
Named by Pabco Products 


Pabco Products Inc., has named 
James W. Cordrey as Eastern regional 
manager for the company’s Insulation 
Department. 

Mr. Cordrey’s former post as ad- 
ministrative assistant in San Francisco 
will be assigned to George J. Splittorf 

Mr. Cordrey will direct all Eastern 
sales activities related to Pabco insula- 
tion from the company’s New York 
City offices. 

He has had 16 years’ experience in 
the manufacture and application of 


85% magnesium and other high tem- 
perature insulations 


Shearin, branch manager, Dillon Sup 


4035 Lexington $t. Chicago 44, Ill. ply Co., at Rocky Mount, N. C 


FLEXIBLE STEEL LACING CO. | 
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Thermoid 
Multi-V Belts | 
cut operating costs oie $ C, D and 


There’s a Thermoid V-Belt for every plant application. 
Every belt is pre-stretched to provide longer service and 
maximum power transmission without slippage. 


Thermoid C, D and E sections are rayon-grommeted for 
brute strength and extra flexibility that withstands repeated 
shock loads. The entire belt is vulcanized into a solid unit 
that resists moisture, abrasion, internal friction and heat. 


Mr. Distributor: Thermoid “‘built-for-the-job’’ mechanical 
rubber products can help you increase your sales to all 
industries. You can always rely on Thermoid service and 
the complete cooperation of experienced Thermoid Sales 
Engineers with their intimate knowledge of industrial 
rubber problems. 


Smee & cor Belting » Transmission ie therm mol 
HLF i Be sanmone & ia 


Therm vid Colina any ° Offic 





OI 


—_ 











BALL- 
BEARING 


GRINDERS 


CARBIDE TOOL GRINDER 


BALDOR builds a complete line of bench and pedes- 
tal type grinders (including the special Carbide 
Tool Grinder shown above). 6” to 12° wheels, bal- 
aneed for smooth operation and precision grinding. 
Ball-bearings in dust-proof housing are ivbricated for 
life 


BALDOR ELECTRIC CO. 


4364 Duncen Ave. ST. LOUIS 10, MO. 
SOLD 
THRU 


DISTRIBU- 
TORS 


Ask for 
Bulletin 
321-H 


Zell lamtiela 42° 
se) eee ale 
Precision Braud 


SHIM STOCK 


packaged in dispenser cartons 
for over-the-counter sales 


@ Large Market in almost all industrial 
plants and repair shops of all types. Sell 
the shim carton that really sells! Avail- 
able in largest range of sizes and ma- 
terials in the market. Brass, steel and 
stainless steel. Cellophane wrapped car- 
ton is moisture proof. Precision-gauged 
for accuracy. 


Stock “These rblse 


@ Music Wire—in specially designed and 
patented dispenser carton — wire is drawn as 
needed. 


@ Feeler Stock — another pockaged item cello- 
phane wrapped for moisture protection. 


PRICES AND DISCOUNTS UPON REQUEST 


PRECISION 
STEEL WAREHOUSE, inc 


Man s 
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Stanley Works Names Promotion Executives 


Richard G. Edwards 


The Stanley Works has appointed 
Richard G. Edwards to the newly 
created post of director of merchan- 
dising. Gerald M. Fletcher has been 
named director of advertising. 

Mr. Edwards has been with the 
company since 1947. He has been 
sales promotion manager of the com- 
pany’s hardware division and manager 
of the Magic Door division. As mer- 
chandising director he will direct the 
merchandising and promotional actvi 
ties of all divisions. 

One time sales promotion manager 
in New York City for the Chase Brass 
& Copper Co., he later joined Patter 
son Brothers, New York City, as sales 
manager. He has also worked for the 
American Hardware Cc. as assistant 
purchasing agent and as sales manager 
of its P. & F. Cordin Division. 

Mr. Fletcher started with The 
Stanley Works in the engine room in 
1920. Later he transferred to the 
cost department and in 1928, to the 
advertising department. He has been 
idvertising manager since 1930. As 
director of advertising, he will super 
vise all phases of the work in all com 
pany divisions in the United States. 


Pacific Coast Manager 
Named by Aeroil Products 


Acroil Products Co. has named 
Charles Klevies as Pacific Coast man- 
ager with headquarters in Seattle. 

He was formerly manager of the 
company's Seattle branch. 

[he company has appointed Bill 
Wonder as representative in 
the Midwest, with headquarters in 
Kansas City. He will be responsible 
to Bob Willems, regional manager in 
Chicago. 


sales 


Gerald M. Fletcher 





Flexible Tubing Names 
General Sales Manager 


Adelbert H. Loux has been named 
general sales manager of Flexible Tub- 
ing Corp. 

Mr. Loux joined the company in 
1949 as manager of distributor sales 
and was instrumental in establishing 
Flexible Tubing’s present network of 
distributor representation. 

He was with the War Production 
Board for five years as head of its 
Production Service Department in 
Albany, N. Y. Later he was assistant 
district manager of the Civilian Pro- 
duction Administration. He has also 
been connected with the wholesale 
petroleum products field. 

In his new post, he will be respon- 
sible for all the company’s sales ac- 
tivities, including sales through dis 
tributors and through the Technical 
Sales Division. 


Adelbert H. Loux 








TOLEDO SS 


POWER DRIVE 


BETTER... 
STRONGER... 
MORE POWERFUL.. 


for operating 
hand pipe threaders, 
cutters, reamers 


@ Fast... rugged . . . efficient... 

saves time and muscle! 

@ Light weight . . . aluminum 

housing... easy to carry about! 

®@ Capacity—'%"’ to 2’’ pipe, Ya'’ ro 12" bolts; 
with universal drive shaft, geared die stocks 
and cutters up to 12°’. 


Converts hand tools to power—in your shop or 
on the job anywhere! Toledo-engineered to give 
you finest performance . . . advanced features 
throughout! Can be mounted on bench or serv- 
ice truck or furnished with set of legs and tool 
tray as accessories. 

See it... try it! Write for new catalog. Order 
through your supply house. The Toledo Pipe 
Threading Machine Co., Toledo, Ohio. New 
York Office: 165 Broadway, Room 1310, — 


RELY ON THE LEADER ... all the way! 


TOLEDOe 


PIPE TOOLS .. . POWER PIPE MACHINES 
... POWER DRIVES 


ae 


TOLEDO 
PIPE 
WRENCH 


Here's the wrench for rug- 
ged duty—and hard tough 
work—backed by our wncon- 
ditional guarantee! This means 
you are fully protected against 
expense if the wrench housing 
or hook breaks or distorts—we 
will replace it Free. 
You'll like the easy-action nut 
and single spring that assure quicker 
easier setting of jaws... 
handle design that increases [ 
and provides better hand-grip. Ba 
for easy handling . . . long life! Co 


Threading Machine Co., Te 
Ohio. New York Office: 1 
way, Room 1310. ’ 








These Ads appearing in 
29 leading trade magazines 
with 803,919 Circulation! 


Place Your Stock Orders NOW! 
Cash in on this Advertising! 
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BURNERS THAT OFFER 
MORE THAN HOT FIRE 


(1500° in 5 minutes — 2300° in 30 minutes) 


No. 120 
Hi-Speed Steel 
Heat Treating Furnace 


No. 118 
Combination 
Bench Furnace 


No. 130A 
Hi-Speed Steel 
Heat Treating Furnace 


EFFICIENCY Sele] fe] Bf 
DEPENDABILITY 


» + « « from a name 50 years old 
in the Gas Appliance Industry 


When the job calls for heat treating tools, dies 
and small metal parts, both you and your cus- 
tomers profit from the big line of Johnson Gas 
Burning Equipment. Write for the free com- 
plete Johnson Catalog which shows additional 
profit-making items. 


No. 1202 Blower 


No. 101 
Bench Furnace 


a 


No, 60ABC 
Concentric 
Ring Burner 


JOHNSON GAS APPLIANCE CO. 


No. 706 
Annealing 
Furnace 


583 E Avenue N.W. Ceder Rapids, lowa 


iF OU GAS LOOK TO 


1901 
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Larry Boyes 


Milwaukee Brush Appoints 
Boyes to Midwest Area 


Che Milwaukee Brush Mfg. Co. has 
appointed Larry Boyes to cover sales 
in Chicago, Indiana, and the lower 
peninsula of Michigan exclusive of 
Detroit. This is the territory which 
was formerly covered by the late Guy 
\. Hamilton. 

In reference to Mr. Boyes’ appoint 
ment, E. F. Streich, president of Mil 
waukee Brush, said: “Larry Boyes has 
had long sales experience with a na- 
tionally known manufacturer. He is 
very capable and we feel he is well 
qualified to look after our interests in 
the territory assigned him.” 


Robert White 


Arrastrong-Bray 
Names Sales Manager 


Robert White has been named sales 
manager of Armstrong-Bray & Co. 

Eastern salesman for the company 
for a number of years, he will take over 
the new post the first of the year. He 
served in World War II as a captain 
in the Army’s Tank Division. 





Columbus Iron Works 
Adds to Sales Staff 


Leonard Ruffin, formerly with 
Manning, Maxwell & Moore, Inc., has 
joined the sales staff of Columbus 
Iron Works Co., Columbus, Ga. 

His headquarters will be in Albany 
Ga. A graduate of the University of 
Georgia, he served in the Navy in 
World War Il. 


Starts Training Program 


Columbus Iron Works’ industria! 
supply division has organized a new 
sales training program with more em 
phasis on attendance at Manufactur 
ers’ schools, the management said 
recently 

Louis Kunze and Ralph Riddle r 
cently attended the power transmis 
sion school of the American Pulley 
Co. in Philadelphia. Other salesmen 
will attend specialist schools as part 
of their training at later dates 





Thomas N. Stith 


Desmond-Stephan Mfg. 
Names Sales Manager 


Thomas N. Stith has been ap 
pointed sales manager of The Des 
mond-Stephan Mfg. Co. in charge of 
domestic sales of grinding wheel dr 
ers and vises 

Mr. Stith has had several vears 
sales experience in the Midwest. Hs 
is a veteran of three vears of Worid 
War II Army service 


LeValley McLeod 
Names Vice-President 


Orin Crandall. manag f 
Olean, N. Y., branch of LeValle 
McLeod, Inc., Elmira, has been 
elected a \ presiden th n 
pany 

He has been manager at O 
December, 1952 














The Skinner line of pawer chuck- 

ing equipment has tHe strength, 

rigidity and design features so 

essential for today's production 

needs. Chucks are avaiable from 

6" to 21" with forged sel bodies, 

a and with either 2 or 3 adjustable or non- 
seks ~S , adjustable jaws. Exclusive sliding wedge 
2) construction grips internal or external work 
‘ positively regardless of jaw position. The chugk will not 
release the work, even if air line is broken, unt#l operator 
actuates the draw bor. Skinner double-actigg rotating 

(series 2100 for speeds up to 1500 R. P.M.) and nén-rotating 

cir cylinders are available with semi-steel bodies for pil sizes of 
Skinner power chucks, and for actuating all types}of holding 

fixtures and tailstocks. Series 2200 double-acting 

rotating air cylinders have aluminum bodies fpr efficient 

operation up to 3000 spindle R. P.M. Skinner 

accessories include hand-operating valves + complete 

air unit, including regulating valv@, pressure 

gage and lubricator — filters — softiblank top 

jaws; draw bars— drawftubes, etc. 


Writ for catalog giving 


complete deWils on the Skinner line 
of power and manually operated 

chucks. And ask about new movie SERIES 
“Chucks and Their Uses’ —available 
for free showings. 


THE SKINNER 


CHUCK COMPANY 
205 Edgewood Ave., New Britain, Conn. 


Sold by leading distibutor 


im every industiial area 
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Cell Your Distributor or Write to 


Worthington Names Division Executives 


Paul Galton 


Worthington Corp. 


Galton manager of 


has named Paul 
the company’s 


Welding & Positioning Equipment 


Sales Division. 
The corporation 


also 


appointed 


Paul O. Bancroft as account supervi 
sor for the Air Conditioning & Re- 


LB. ALLEN CO., INC 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 
@ Sold thru Distributors 
@ Send for Catalog 


frigeration Division, with responsibil- 
ity for advertising and sales promotion. 
Mr. Galton has been active in the 


welding field since 
executive for both 


1941, as sales 
manufacturers 


S$ TO WIND UP WITH A 
FIT IN SCISSORS and SHEARS 


Sen with confidence these fine 

CLAUSS tools, selected from over 100 
medel. Each is custom made to meet 

@ specific need in industrial cutting. 


4 THREAD CLIP 


No. TC4'4—4'%* overall length 
Packed 6 per box. Hardened and 
tempered for longer life between 
sharpenings. Double-plated 
chrome over nickel, with special 
stainiess steel screw and lock nut 
to prevent rust from perspiration 
USED by Fabrice Mills, Garment 
Makers, and Mfrs. of Electrical 
and Electronics Equipment— for 
snipping loose threads and fine 
wire 





dl FILAMENT SNIP : 


76%—6'%" overall length 
Packed 6 per box. Smal! blades for 
close tolerance, yet with tremen- 
dous leverage. Special handles for 
hand protection 
USED by Mfrs. of Electrical and 
Electronics Equipment or other 
Small Parts for cutting bard-to- 
reach filament, light wire. light 
metal 


1 WINDLACE SNIP 


No. 928's-—-8'%* overall length 
Packed 6 per box. Sharp, hard 
biades for clean cutting without 
nicking. Long, spring-action 
handies and short, stubby jaws 
deliver tremendous power 

USED by Automotive and Avia- 
tion industries, for cutting weather 
stripping. beading, spring wire 
core sponge rubber fabric- 
covered insulation material 





\. 
- 


iy) 


g INDUSTRIAL SNIP 


4268— 8° 


No overall length 
Packed 6 per box. Long handics 
and light weight for easy handling 
and unusual leverage 

USED by Automotive Industry 
Mfrs. of moided rubber items and 
Poultry ws for cutting 
light metal, upholstery fabrics 
rubber. in body work, srimming 
fash from molded rubber farts 


PImE CUTLERY Since ter? 


. HO! MAMMER-FORGED 
THE HENKEL-CLAUSS CQ 
New York Offe4 ~ 1107 Broodway 
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Paul O. Bancroft 


and welding distributors. For the past 
several years he has been sales mana 
ger for the Central Transformer Corp. 
of Pine Bluff, Ark. 

Mr. Bancroft joined Worthington 
in 1952 as account supervisor for the 
company’s Merchandising Division. 
He was previously with General Elec 
tric Co. 


Name Kansas City Manager 


John R. Hamill has been appointed 
manager of Worthington’s Kansas 
City district office succeeding Paul J. 
Foley, recently named general sales 
manager of the company’s Plainfield 
Works, 

With the company since 1937, he 
has served as estimator in the Oil 
Field Product Division, sales engineer 
at the Buffalo Works, and Gulf Coast 
manager of the Marine Division. 
Since 1950 he has managed the Wil 
mington branch office. 


Assigned to New England 


Worthington has appointed Charles 
M. Barry as New England district 
representative for its Worthington 
Gamon Meter Division. 

Recently employed by the city of 
Winthrop, Mass., he will assist Worth 
ington’s district manager in the sales 
of liquid meters in the territory. 


Plans Service Meetings 


Worthington Corp. has launched a 
program of ten refrigeration and air 
conditioning equipment service meet 
ings for distributors, contractors and 
utility organizations 

Ten cities will be covered. First of 
the sessions have already been held 
at Holyoke, Mass. Others are planned 
for New York, Washington, Atlanta, 
New Orleans, Kansas City, Los An 
geles, Seattle, Chicago and Cleveland 











Carey Open House 
Polishes Off Problems 


More than 500 plant men visited a 
three-day abzasive clinic held recently 
at the showrooms of Carey Machinery 
& Supply Co., Baltimore 

On hand to advise the visitors on 
grinding and polishing problems were 
Carey’s sales force and a number of 
manufacturers’ representatives 

['wo months ahead of time, Carey 
Machinery sent out engraved invita 
tions to its list of customers. To back 
up the invitations, more than 500 
large posters were displayed on plant 
bulletin boards proclaiming the event 
I'wo weeks before the clinic, multi 
graphed reminders were mailed out to 
the list. 

The clinic was set up in the display 
area of Carey's big building, 
and consisted of separate booths for 
each manufacturer and his equipment 

“We were especially pleased,” said 
D. M. Munroe, vice-president, “at 
the high attendance and the tremen 
dous interest shown by plant people 
in this area. The clini many 
friends for us, and many 
pects.” 


room 


made 


new pro 


Lewis Supply Co. 
Names Sales Engineer 

Henry Sajonce, who has been rep 
resenting Lewis Supply Co., Mem 
phis, in Arkansas, has been pr 
to sales engineer 


moted 
He will handle sales 
and field work for the firm’s line of 
metalworking lubricants 

Lee Walker succeeds M1 
in Arkansas 


Sajonce 





NEW STOCKMAN AT WORK 


Garco, Garrett 
hanical man, draws no 
plenty of oil and kik 
Chapman one of the I 
firm's engineers, created t 

ster He talks, too 


—" 
Supply ( 
salar 


watt 


a 
a? . 
a 


depends. 


on so little wy 


YOU GET THESE ADVANTAGES 
WITH “CHICAGO” HEAT- 
TREATED CAP SCREWS. 


Corners stay sharp ... 
provide positive non- 
slip wrench grip ... No 
decarburized surface. 


¢«-— Bodies wear longer . .. 


nominal diameter re- 
mains to size . . . No 
decarburized surface. 


Threads without nicks... 
hold tighter in engage- 
ment... No decarbur- 
ized surface. 


HERE’S WHAT “CHICAGO'S” 
NEW PROCESS OF CARBON 
CONTROL MEANS TO YOU: 


Unretouched microphotograph of 
common heat treated screw thread 
showing soft outer skin which causes 
excessive wear and breakage. 


Same View of a “Chicago” High 
Carbon Heat Treated screw thread, 
showing uniform hardness through 
the entire thread structure. This 
insures complete freedom from 
scale, more accurate fit to permit 
tighter wrenching 





> -— ~~ : -_ 


Don't settle for less than 
“Chicago” High Carbon 
Heat Treated Cap Screws 


@ For complete hardness from the 
center all the way out — no soft 
skin to cause wear or breakage 
due to fatigue. 


® For freedom from scale — cleaner 
to handle — give a tighter thread 
fit — have smoother bodies. 


@ For extra safety — better appear- 
ance — ALL at no increase in cost 
to you. 

High Carbon Heat Treated “Chi- 
cago” Cap Screws are not super- 
ficially cyanided. Heads, bodies, 
threads and points all are of the 
same, true hardness. It is no longer 
necessary to cut threads to remove 
decarburized surfaces. Chicago's 
improved heat treating in carbon 

recovery atmosphere gives a 

smoother, more accurate, stronger 

product at no increase in cost, mak- 
ing “Chicago” Heat Treated Cap 

Screws even safer than before. 

Continuing our long established 

policy, “Chicago” Screw Products, 

in bulk or in packages for original 
equipment or replacement, are sold 
through Service-Conscious Indus- 
trial Supply Distributors. If you 
do not now stock “Chicago” Heat 

Treated Cap Screws, write us for 

full details and samples. 


THE CHICAGO SCREW COMPANY 


2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOTS 


me 


q 


Hexegon Head (op Screws, Steel ond Brass » Square Head and Headless (up Point Set Screws © Semi-Finished Hexogon Huts, Steel ond 
Brass » Hexogon (ostellated Nuts » Fillister and Flat Heed Cop Screws » Taper Pins » Milled Studs » Socket Head Cap Screws » Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts or Shoulder Screws » Squore Head Dog Point Set Screws © Keys, Assortmonts ond Kits 
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thanks to you...we've got the marketdata 
your suppliers need 


Thanks to the wholehearted cooperation of distributors everywhere, INDUSTRIAL 
DistRIBUTION has complete—and in most cases exclusive— information on the 


four billion dollar distributor market. 


Your suppliers and potential suppliers use this information. They depend on 
INDUSTRIAL DistTRIBUTION for the general marketing picture as well as specific 
distribution data on their type of product. They want to know where the markets 
for their products are, the potential offered by each market and the most effective, 


economical means of selling that potential. 


INDUSTRIAL DisTRIBUTION’s market data dramatically highlights your importance 
to both industrial buyers and manufacturers of operating and maintenance equip- 
ment, tools and supplies. It promotes the advantages of selling through industrial 
distributors and shows the necessity of a close, working relationship between 


manufacturers and distributors. 


Much of this material is the result of the generous response of distributors across 
the country to InpustriaL DistrRIBUTION’s continuing research projects. Your 
customers and suppliers have also been extremely helpful. 


These facts, conclusive proof of your importance in American industry, are widely 
publicized. This is done through personal contact by InpusTRIAL DisTRIBUTION’S 
representatives with your suppliers and potential suppliers, in direct mail promo- 
tion to manufacturers and their advertising agencies and marketing consultants, 
and in advertisements in selected advertising and sales publications. Virtually 


every important person in sales and distribution planning is contacted. 


This is another reason why your suppliers refer to INDUSTRIAL DISTRIBUTION as 
“headquarters for distribution information,” why distributors say it is a “truly 


indispensable service” to the field. 
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The Directory of Industrial 
Distributors gives compre- 
hensive data on more than 
2,600 main and branch dis- 
tributor houses throughout the 
United States and Canada. 


Lines Handled by Indus- 
trial Distributors shows the 
number of distributors stock- 
ing and selling each of 120 
different products by state and 
by district for the United States. 


The Industrial Buyer Tells 
You is on eight-city survey 
conducted by the McGraw-Hill 
Research Department  exclu- 
sively for Industrial Distri- 
bution. The survey shows 
that most industrial buyers 
purchase most of their pro- 


duction and maintenance 


equipment, tools and supplies 
from local distributors. 


The Industrial Distribution 


hi 

and Marketing Wall Map t Is market data 
indicates the value added by proves 
manufacture (Over $5 million) . 

in each county of the United your importance 
States and the number and 

location of industrial distribu- to 

tors. It proves that the dis- 

tributor offers extensive cover- 
age of the industrial market. 


the Census Booklet is a 
complete report on the num- 
ber ‘ef manufacturing estab- 
lishments, production workers 
and value added to products 
by manufacture by states, dis- 
tricts, major industry groups 


American Industry and plot sie 


TL U S r (] The McGraw-Hill publication 


edited exclusively for Industrial Distributors 


and their salesmen. 


Distribution 


330 WEST 42ND STREET, WEW YORK 36, N.Y. 
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SELL THE 


(adillac 
COMBINATION 
BLOWER-SUCTION CLEANER 


-~ Advertised in Z aes 


leading industrial fam 
\ mages 


- 


PLANT 
OPERATORS 
EVERYWHERE 
READ ABOUT THIS FASTER 
BETTER, EASIER, LOW-COST 
CLEANING METHOD 


MADE IN 5 MODELS 
MLUSTRATED: 1 HP. 
2 SPEEDS 





BLOWS 
. 


SUCTION 
CLEANS 


SPRAYS 
Removes 
damaging dust, 
dirt and grit 

from 


Profitable sales come easy and often 
when you catalog and demonstrate the 


versatile CLEMENTS-CADILLAC 


blower-suction cleaner. 


Available with numerous attach- 


ments, this blower can be quickly 





converted to handle a broad vari- 
ety of maintenance and production 
jobs. It’s widely used for blowing 
and suction cleaning, spraying— 
also for preheating, bending, an- 


nealing and soldering operations. 


Write for complete information 


Today / 


CLEMENTS MFG. CO., 6624 §. NARRAGANSETT AVE., CHICAGO 38, ILL. 


LSTOCK BINS! 


ee aa 


Nf 44 YEARS! 
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F. Doyle Bowers 


Republic Rubber Names 
Southern District Head 


Republic Rubber Division of Lee 


| Rubber & Tire Corp. has appointed 
| F. Doyle Bowers as Southern dis- 


| trict manager in Atlanta, Ga. 


He will be responsible for super 


| vision of field representatives in Jack- 





son, Miss.; Chattanooga, Tenn.; and 
Columbia, S. C. 

Mr. Bowers joined Republic in 
1943 after many years experience in 
the industrial supply field with dis- 
tributors in Memphis, Shreveport 
and Greensboro. He has since been 
field representative for Republic at 
Chattanooga. 


Field Engineer Named 


Stanley L. Martin has been ap 
pointed field engineer for Republic 
Rubber in Houston, Texas. 

He will serve rubber users in south 
ern Texas. 

A graduate of Youngstown Col 
lege, Mr. Martin spent two years in 
the Armed Forces. He has been 
with Republic in the Youngstown, 
Ohio, home office since July, 1952. 


Stanley L. Martin 





Georgia-Alabama Supply 
Assigns Specialist 


Georgia-Alabama Supply Co., West 
Point, Ga., is expanding activities in 
the industrial electrical and power 
transmission fields, the management 
announced recently. Frank Dixon, 
general salesman who has been with 
the firm for a number of years, will 
specialize in this work. 


Training Program Changed 


The company has lost its two sales 
trainees who were working under a 
student-cooperative plan, one to the 
Army and the other to marriage and a 
transfer to full-time university work 

The two Alabama Polytechnic In 
stitute men were studying in a course 
which alternates class work with work 
in industry. 

The company’s management said 
they would await more settled times 
before starting another cooperative 
program. 


T. G. Barnes 


Firth Sterling Names 
Sales Vice President 


Firth Sterling Inc. has elected T. G 
Barnes as vice-president, sales 

J. T. O’Brien has been named vice 
president, operations. 

Formerly general manager of sales 
Mr. Barnes joined the company in 
1949 as production manager. He has 
also been connected with Jones & 
Laughlin Steel Corp. and Reynolds 
Metals Co. He served in World War 
II as an Army lieutenant colonel 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades... key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gotham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Orhan TOOL COMPANY 





“ie : oy 
14406 WOODROW WILSON ° DETROIT 3. MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 


Southern Office Moves 





The Southern district office of Firth 
Sterling has changed its acdress in 
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Flawless Quality 
and Perfor rmance. 


‘? 


MADEA perry a 
* EATING «=> 


it 
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a wre re ANAT 


* °C T-BOSS” <= 
Around joint fe male coupling % 
Style X-34 | Bat 


The original washerless 
hose coupling ... prod- 
uct of true perfection in 
design and constructien. 
Provides unequalled 
convenience,” durability 
and safety on all high oF 
low pressure lines. Cad- 
mium plated—rustproof. 


Let | s Pat. OW 


SIXON VALVE & 


BOSS GJ-BOSS DIXON 
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liability and le 
omy will 


AIR KING 


J. T. O’Brien 


Birmingham, Ala., from Fourth Ave. 
North to 2201 Highland Ave. 


Set Up Brazilian Firm 

Firth Sterling has completed at 
rangements with Dr. Ary Torres, Bra 
zilian industrialist, for the founding of 
a Brazilian firm in Sao Paulo to im- 
port and produce tungsten carbide 
cutting tools. The company is ex 
pected to be a Brazilian counterpart 
of Firth Sterling’s U. S. operation. 


Appointed by Flexonics 


Flexonics Corp. has appointed Carl 
W. Schwendener as factory manager 
of the company’s Elgin Division and 
Fred A. Abben as industrial relations 
manager. Richard Benton has been 
named factory manager at Rock Fails 
Il. 


Frederick Johnson 
Assigns Territories 


Frederick Johnson Co., Seattle 
manufacturers’ agents, have appointed 


Elmer,R, Benson, of Boulder, Colo., 


Elmer R. Benson 








to cover Colorado, Wyoming, New 
Mexico and E] Paso, Texas. Loren C 
Mavbec, of Portland, has been 
signed to cover Oregon 

Max M. Johnson continues in charge 
of the Utah, Idaho and Montana ter 
ritory, from his Salt Lake City head 
quarters. l'rederick Johnson covers 
Washington State from the Seattk 


office. 


Loren C, Maybee 





Ex-Cell-O Corp. Wins 
Annual Report Contest 


Ex-Cell-O Corp. has been cited by 
Financial World magazine for the 
best annual report in the machine tool 
industry. It was the firm’s third top 
rating in this annual survey of 5,000 
company reports. 

[he trophy was presented to H 
Glenn Bixby, Ex-Cell-O president, at 
the Annual Awards Banquet in New 
York City recently. 

In the same industrial classification, 
Monarch Tool Co. was runner-up 
and Cincinnati Milling Machine Co 
placed third. 


Reliance Electric 
Promotes Engineers 


Relian Electric & Engineering 
Co. has promoted three sales applica 
tion engineers to new assignments. 

John Drollinger, Jr., manager of 
the company’s Toledo branch sales 
office for the past two years, has been 
named manager of the Renewal Parts 
& Repair Division in Cleveland 

William C. Mitchell, formerly sal 
application engineer in Baltimore, 
succeeds Mr. Drollinger in Toledo 

Robert O. Gee, application engi 
neer in Cleveland, becomes manager 
ft service. 


FOR 


oie. 


more STAR 


METAL CUTTING SAWS 
HAVE BEEN SOLD 
THAN ANY OTHER BRAND 


FOR SEVENTY-FIVE YEARS 


Star Blades have been sold only through Industrial 
Supply and Wholesale Hardware Distributors. 


FOR SEVENTY-FIVE YEARS 


Star quality materials and specially designed fabri- 
cating equipment have been industry's assurance of 
product uniformity. 


FOR SEVENTY-FIVE YEARS 


Demand for Star Blades has continued to grow. Year 
after year, Star national advertising tells industrial 
consumers — your Customers — to buy Star Blades from 
you. And, of course, the Star line is complete—includes 
all types of hand and power blades, metal and wood 
cutting band saws. 


INQUIRIES ARE INVITED 


FROM INTERESTED 
INDUSTRIAL DISTRIBUTORS 


LLEMSON 


CLEMSON BROS., Inc. 
; MIDDLETOWN, N.Y., U.S.A. 
ieee fe 8 Makers of Hand and Power Hacksaw Blades, Frames, 


ally Metal and Wood Cutting Band Saw Blades and Clemson Lawn Machines. 
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Atkins Saw Division Names Sales Director 


HOISTS 
TROLLEYS 

















Geserestias 
Gear Hoist 


. for All Needs 
pee % to 25 tons 


offers distributors 4 keys 
to easier Hoist Sales. 


Low 
Trettey Hoist 


1—Quick Delivery 
2—Superior Product 
3—A Complete Line 
4—National Acceptance 


All these thin 
—Something 
Philadeiphia Hoist features all malleable tron construc 
tion, Timken-Mounted load sheaves, bronze-bushed hollow 
load sheave shafts, complete enclosure of all bearings 
and many other performance advantages 


s add up to values to your customers 
t means repeat business for you. 


Full details of the complete 
“Philadelphia” line are available on request. 




















CHAIN BLOCK &7 MFG. CO. | 
MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. | 
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Ray F. Ellis 


Atkins Saw Division of Borg-War 
ner Corp. has appointed Ray F. Ellis 
as director of sales and Burleigh L. 
Owens as director of marketing. 

Both Mr. Ellis and Mr. Owens are 
long-time members of the Atkins or 
ganization and were until recently as- 
sistants to the vice-president, sales. 

Mr. Ellis will be in charge of all in- 
ternal sales functions and Mr. Owens 
will direct outside sales activity. 


Named to Conference Board 


Colonel Willard F. Rockwell, chair- 
man of the board of Rockwell Mfg. 
Co., has been re-elected for a one- 
year term on the National Industrial 
Conference Board. Colonel Rockwell 
recently returned to private business 
after serving nine months with the 
Mutual Security Administration and 
the Defense Department. 





STOCK levels are discussed by George 
Bush, purchasing agent, and Mrs. Co- 
rinne Uland, general office manager, 
Uland Rubber & Supply Co., Louis- 
ville, Ky 


Owens 


Burleigh L. 





Materials Handling Firm 
Organized in Michigan 


K. P. Klink, inc., a new firm, has 
been organized in Livonia, Mich., to 
specialize in materials handling equip 
ment. 

Officers are Kenneth P. Klink, presi- 
dent; Otis Dean, vice-president; and 
William W. Brashear, secretary. The 
firm, capitalized at $100,000, has been 
appointed exclusive Michigan and 
Ohio distributor for the Dean caster 
and other products of Lansing Co. 
The company also will handle wheel- 
barrows, hand trucks and other equip- 
ment. 


Wales-Strippit Names 
Sales Engineer 


Wales-Strippit Corp. has named 
Bill L. Gaines as sales engineer for its 
South Central Division, with head- 
quarters in St. Louis. 

He will cover most of Indiana, II- 
linois, Missouri and Kansas . 

Before joining Wales-Strippit, he 
was a tool engineer for International 
Harvester Corp. His chairman of the 
American Society of Tool Engineers’ 
editorial and public relations com- 
mittee. 


Self Employed Must Pay 
Social Security Tax 


Self employed persons covered by 
the Social Security law must report 
their earnings from self-employment 
after the end of the year and pay the 
24% Social Security tax before March 
15, the Government reminded busi- 
nessmen recently in a special an- 
nouncement. 

If you are self exnployed and cov- 








ered by the law (some 4,000,000 in 
dividuals are) you must fill out a 
special report which is attached to 
the regular income tax form This 


form should include vour Social S« 
curity number and a clear des nption 
of the nature of vour business 
Ihe Social Security tax rate 1s 
24% on annual net income earned 


up to $3,600. Beginning Jan. 1, 
1954, the rate is automatically in 


creased to 3%, payable before Mar 
15, 1955. Subsequent increases will 
be: 1960, 33%: 1965, 44%: 1970 
43%. 


Sales Promotion Head 


Named by Twin Dis in welding-equipment sales! 


win Disc Clutch Co. has ap 
pointed Jack N. Yetter as manager 
of sales promotion, with headquarters 
at the company’s home office in Ra A P:.H FRANCHISE 
cine, Wis. on the line that's a top profit-maker 


_ Mel H. Woodward succeeds Mr for aggressive distributors everywhere! 
Yetter as manager of the company’s 
Tulsa, Okla., district. 


N ( , ; 
Ir. Yetter has also been district The Most Complete Line! You've got something to 
sales engineer and assistant district - ; 
manacer ot Tules Refee icinint sell — something that meets a real need — in almost 
allay al a. g , . 
every plant or shop — any place there's a job of fab- 


the company in 1949, he was a dis — ; 
trict sales engineer with Link-Belt ricating of maintenance. 


Co. in the Southwest. 


Mr. Woodward started with Twin Exclusive Features! Only P&H welders have Dial- 


Dise as installation engineer at Tulsa lectric Instantaneous Remote Control that lets the 
and later became district sales engi operator adjust heat right at the work, as easily as 
neer and assistant district manager tuning a radio. No hard-working cranks to turn, no 
moving parts to wear out and cause delays and 
maintenance expense. 


Named by Silicone 


The Silicone Paper Co. of Americ Powerful Advertising! As many as a million sales 
has — ay “ wt pt messages a month in 17 leading trade journals talk 
$8 VCO SCENT TR CEStge CS pron P&H advantages to the purchasing agents, the pro- 
tion. He was formerly with Westing power , h Idi d 
house Electric Corp uction engineers, the welding superintendents — 

all the men you’ve got to sell first to make a sale. 


Profits and Prestige! If you cari see that your name 
plus PaH, one of the big names in industry, can 
add up to real success in welding-equipment sales, 
write us for information regarding a franchise in 
your territory. 


pH WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 West National Ave., Milwavkee 46, Wis. 





“FEEL DEPRESSED? Try Singing, ; 
urges F. Marsena Butts It's espe AC Weld BC Bestitier” 
cially effective when you are with a 


good gang “ 
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SELF 
ALIGNING 


PIPE CUTTER 


for use with power units /s" to 2” 


MAKE THIS TEST YOURSELF: 


FIRST...Use any conventional Pipe Cutter and 
note the time, effort and aligning necessary to 
make a cut. 


THEN... Try the NYE Power Pipe Cutter. 


RESULT... Quicker, easier, no spiraling. 


This advertisement is appearing in leading 
industrial and plumbing publications to help 
you sell Nye Tools. Catalog available on request. 


Lee E. Cearral 


Florida Representative 
Named by Powell Valves 


Lee E. Cearnal, of Jacksonville, 
I'la., has been named sales representa 
tive for The William Powell Co. in 
the southern part of Georgia and 
South Carolina and all of Florida ex 
cept the area west of the Appalachi 
cola River. 

Mr. Cearnal was formerly with Far- 
quhar Machinery Co. and S. B. Hub- 
bard Co., both of Jacksonville 

James Coombe, William Powell, 
president, said the appointment was 
part of the company’s sales expansion 
program. 


Name Mobile Representative 


Powell Valves has appointed Carl 
L. Noe as sales representative in Mo- 
bile, Ala., covering southern Alabama, 
southern Mississippi and the western 
panhandle of Florida. 

Mr. Noe was formerly engaged in 


| procurement work at Oak Ridge, 


Tenn. 





“The “Jools You Swear Sy and Tever At 
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American Steel & Wire 
Names Sales Executive 


American Steel & Wire Division of 
United States Steel Corp. has ap 
pointed Maxwell D. Millard to the 
newly established post of assistant gen 
eral manager of sales. 

District manager in Detroit since 
1949, Mr. Millard started with the 
division in 1934 as a technical appren 
tice. He is a graduate of Princeton 
University and Massachusetts Insti- 
tute of Technology. He joined the 
wire rope sales department in Cleve 
land in 1936, and after World War 
II Navy service, was appointed to the 
division’s New York City office. In 
1947 he transferred to Detroit as 
assistant district manager. 

In his new post he will serv 
assistant to John Graham, genera 
manager of sales at the division 
Cleveland headquarters. 


} 





Fred E. Gregor 


Standard Steel Works 
Names Sales Manager 


Fred E. Gregor has been appointed 
sales manager of Standard Steel W orks 
Division of Baldwin-Lima-Hamilton 
Corp. 

Formerly western sales manager for 
the company’s Hamilton Division, he 
has had varied sales and engincering 

xperience including three years in 
the Navy’s Bureau of Ships. 


Named by Fairbanks, Morse 
Donald L. Harwood has been ap 


pointed general purchasing agent of 
Fairbanks, Morse & Co., Chicago. He 
will work with Frederick J. Heaslip 
vice president in charge of purcha 


ind trafh 


SHELDON 


CHICAGO 


It Pays to Sell What they Want 


Today’s machine tool buyers are looking for, (st) 
production capacity per dollar, (2nd) greater precision 

closer tolerances, (3rd) more convenience. 

Sheldon TS-56B Precision Lathes exactly meet these 
demands. (1st) They have sufficient capacity to handle 
the great bulk of lathe work—11}” swing, 1}” hole thru 
spindle, 1” collet capacity, 35” between centers. (2nd) 
Spindle bearings are “Zero Precision” Taper Roller 
Bearings—can work to the very closest tolerances, will 
hold their extreme accuracy. (3rd) Comes with 4-speed 
V-belt underneath drive—has quick change gears, power 
cross feed and all standard quality features . . . is of the 
new lighter, faster, handier and less expensive type 
precision machine tools, in such great demand today, 
for tool rooms, small part and second-operation produc- 
tion and general maintenance work. 


Write for Catalog showing Sheldon Precision Lathes, 
Sheldon Milling Machines and Shapers. 


SHELDON MACHINE CO., INC. 
4232 North Knox Ave., Chicago 41, Illinois 
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GRIES REPRODUCER CORP. 


GRC WING NUTS 


Exclusive, finger-grip 
design; easy to as- 
semble, disassemble 
brightly finished; 
clean threads. 


For faster volume selling , 
GRC exclusive die cast Wing 
Nuts and Cap Nuts in fast sell 
ing display assortments— packed 
four popular sizes to box! 


Also available in bulk in all com- 
mercial finishes 

Write today for samples, 
prices, catalog sheets 


NHS 


165 Beechwood Ave., New Rochelle, N. Y. 
3-8600 


266 


NEw Reoohelle 3- 





John A. Petrie 


John A. Petrie has been appointed 
factory representative for the Truarc 
Division of Waldes Kohinoor, Inc. 

John C. Parry has been named to 
Mr. Petrie’s former post of assistant 
to Harold F. Bower, sales manager. 

Mr. Petrie will call on accounts in 
Ohio, West Virginia, eastern Ken 
tucky and western Pennsylvania, work 
ing closely with Bearing Specialists, 
Inc., of Cleveland. His headquarters 
will be in Columbus. 

With the firm since 1951, he is a 
graduate of Manhattan College and a 
Navy veteran. 

Mr. Parry, a Colgate University 
graduate, also is a Navy veteran. 


Omaha Firm Appointed 


ruare Division recently appointed 
Precision Bearing & Transmission Co., 
Omaha, to handle the division’s lines 
throughout Nebraska. 

Bearing Distributors, Troy, N. Y., 
another Truarc representative, recently 
opened a branch office in Pittsfield, 
Mass. 


Minneapolis-Honeywell 
Sets Course Schedules 


The Industrial Division of Minne 
apolis-Honeywell Regulator Co. has 
scheduled a 14-week class on new de 
vices as well as two five-week customer 
courses and three shorter 
for the coming year. 

The company has held customer 
schools for the past 18 years. The 
new 14-weeks course was started last 
year. 

The 14-weeks course will open Feb. 
15. The two five-week sessions will 
start Jan. 4 and April 26. Shorter 
courses begin Feb. 15, March 8, April 
5 and June 7 


sessions 
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Michigan Tool Plans 
Manistee Purchase 


Negotiations are under way by 
Michigan Tool Co. to purchase Manis 
tee Iron Works, Manistee, Mich., 
which Michigan Tool is now operat 
ing under lease. 

The Manistee firm manufactures 
salt evaporators, pumps, valves and 
hydrants. Its operation by Michigan 
Tool resulted from efforts of a 
Manistee Citizens’ Committee to r 
vitalize the plant. The Michigan 
Economic Development Commission 
assisted this group in a drive to in- 
terest outside capital sources. For a 
while in recent months, National 
Electric Welding Machines Co. acted 
as lessee. The lease was later trans- 
ferred to Michigan Tool. 


Whiting Corp. 
Marks 70th Year 


Whiting Corp. was host to moré 
than 250 industry executives at an in 
formal reception in New York Cit) 
recently marking the company’s 70th 
VCar. 

The event followed a_ directors’ 
meeting held in New York in accord 
ance with the firm’s program of hav 
ing directors meet periodically in dif 
ferent industrial centers. 

Stevens H. Hammond, chairman of 
the board, announced the company’s 
plans for 1954 in the materials 
handling and other fields. 

Whiting Corp. was founded in 
1884 as a supplier to the foundry 
industri 





Armstrong Cork 2 
Revamps Division 


Armstrong Cork Co. has formed a 
new department and consolidated two 
others im its Industrial Division. 

A new Friction Materials Depart S| 4 * li 
ment has been organized to handle rop- orge € Pps 
sales of power transmission and power 
braking equipment. Ralph M. Hill, 
former department manager for Cork 
& Rubber Products, is in charge. 

lhe Cork & Rubber Products and 
Cork Products Departments have 
been merged to form the Gasket & 
Packing Department under C. B 
Grove, former manager for cork prod 
ucts 

Officials said the merger is expected 
esult in more efficiency by coordi 


ill gasketing activity Heavy, Stee! U-bolt; hot 


galvanized after thread- 
ing to prevent weak- 
ening from rust or 
corrosion. 


tne 
! 





Clip bases drop- 
forged under 
close supervision 
in accurately 
CONTROL VALVE is descril mode dies. Bases 
tr by Harold Lavan (1 made of high 
ipervisor, at service school of grade forging 
rials Handling Divisior ' steel and hot 
_ a t American Standard Gaveees 
Yale & Towne Division 
! heavy hex nut... 


Holds Service School crt hot galvanized 
rr for long life. 


ners from as far as Tokyo, 
ittended a recent customer mae 
school conducted by the Yale 4 Creer eereroerereraegteny 


terials Handling Division of The 
& Towne Mtg ». in Philad PSON-WALTON drop-forged steel 


clips are made to the highest standards 
of quality for tough, heavy-duty service and 
engineered for safety. See your nearby 
distributor for quick and efficient service 
from stock. Write for free catalog on wire 


rope fittings. l “PAG maereg 


Sell Trucks 


Industrial ‘Trucks, Inc., 


d Rocky Hill, Conn., has been ap 
Rew Ti Comm bs bean? 1H UPSON-WALTON COMPANY 


Materials Handling Division i 12500 ELMWOOD AVENUE «© CLEVELAND 11, OHIO 


trucks. The firm will I 
4 een gel ie New York ° Chicago . Pittsburgh 
Tr ithwestern New 
YOU CAN DEPEND ON UPSON-WALTON’'S LONG EXPERIENCE—ESTABLISHED 1871 
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CORRECT 
IDENTIFICATION 
OFTEN MEANS THE 
DIFFERENCE 
BETWEEN PROFIT 
AND LOSS! 





INSIST ON AMERICAN 
AND OLD FAITHFUL 
MARKERS. 

From raw material to fin- 
ished product . . . from 
factory to point of distri- 
bution . . . clear, legible 
markings are important to 
profitable production. 
You're sure of top-quality 
markers to meet every 
need... when you choose 
from the complete line of 
American and Old Faith- 
ful Markers. 

Write today for your Free 
Marking Booklet. Dept. 


me ia 








NEW SKYSCRAPER nearing com- 
pletion at 261 Madison Ave., New York 
City, will be the home of American 
Machine & Foundry Co. 


American Mach. & Foundry 
Plans New Home Offices 


American Machine & Foundry Co.., 


parent firm of DeWalt Inc., will con 
solidate its New York City 
offices in a new 28-story building ex 
pected to be completed this February 
at 261 Madison Ave., Manhattan. 

With the company 
tenant, the structure will be known as 
the “AMF” building and will bear 
the company’s trademark on its tower. 
The first move of the AMF executive 
offices in more than 35 years, the trans 
fer will involve offices now at 51] 
Fifth Ave., 485 Fifth Ave. and 26] 
Fifth Ave. 


as its largest 


Briggs-Weaver Cites 
Long-Service Records 

Briggs-Weaver Machinery Co., Dal 
las, recently honored 18 employees fo: 
service ranging from five to 40 years 

S. E. Myers, with 40 years, had the 
longest Cited for 25 years’ 
service were Lynn Stoker and C. C 
Gaillard. C. C. Crockett and H. S 
Bohannon marked 20 years’ service 
Others were: Beall Robinson and 
Lloyd Wyrick, 15 years; J. C. Russell 
and Lucille Kerr, ten years; and Paul 
ine Keffer, Irma Tresp, Aubrey Boozer, 
Leslie Crawley, J. T. Peurifoy, Jo 
Riffe, E. A. Plasek, Fred Starck and 
Horace Allen, five vears 


record. 


Names Representative 


Flectric Tools. Inc.. has 
Lewis \ Revnolds as 


Portable 
ippointed 


home 


Always 


TOP 


PERFORMERS 


HOSE CLAMPS 


ans 


People applaud the way AERO 
SEALS keep a tight, leakproof, 
vibration-proof connection. No 
pinched or damaged hose 
and the clamp won't come 
loose Or snap open, no matter 
how rugged the service. Easy, 
one-hand installation. 
driver or thumb clamp. The 
precision worm gear drive does 
the trick, and AERO-SEALS 
can be used again and again 
Stainless steel bands. 4 sizes 
cover 90% of needs. There's 
worthwhile profit for you and 
for your customers with AERO- 
SEAL. We're promoting the 
product to the men who buy 
from you. 


4hew-Seal’ 


BL C2 vce) Jc) th 3 
= WA 
’ \=S 


Worm Drive 
Never Works 
Loose 


Screw 


HOSE CLAMPS 
ANOTHER PRODUCT 


manufacturer's agent to represent the 
Alabama and 


THE AMERICAN CRAYON COMPANY 


BREEZE CORPORATIONS, INC. 
SANDUSKY,OHI0 = NEW YORK 


41 South Sixth Street, Newark 7, N. J 


company in Georgia, 


Mississippi. 
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Rockwell Mfg. Names 


Meter Promotion Head Get Top Profits with _- 


Hi. O. Proske, service manager for 
Rockwell Mfg. Co.’s Meter & Valv« 
Division, has been named national 
representative specializing in gas mete 
sales promotion for the company. 

He will supervise sales and produc 
tion liaison between the firm’s g 
meter manufacturing plants at Pitt 
burgh and DuBois, Pa., and tl 
Rockwell field sales force and sa 
management 

Gilbert ‘T. Bowman, manager of the 
company’s Products Department, said 
the new arrangement is expected t 


provide faster service to custome! 

Mr. Prouske joined the company 
in 1937 as sales engineer in Kansa 
City In 1952 he became service 
manager. He has also worked for the 


; = Government as a rainfall and N a ft j re) n ad | ly 
advertised! 


i 


1age specialist and for Homelite 


1 sales engineer 


Clark Equipment 
Adds Ross Line 


Clark Equipment Co. ha 
its dealer organization in the Midwest You'll make fast volume sales and 
ind South to handle its new! substantial profits with the com- 
quired Ross Carrier Co. line: plete line of Taylor Made Chain. 
Comnenite oftine Bees. neodect It's nationally famous and it's 
5 nationally advertised in the 
Modern Handling Equipn ent Saturday Evening Post and 
Chicago; Materials Handling Collier's plus a complete schedule 
quipment Corp., Cleveland: Mate of leading industrial magazines. 
rial Handling Sales Corp., Detroit 
Wisconsin Industrial Truck Co., Mil 
waukee; Industrial Truck Sales & Ser 
ice Co., Greensboro, N. C.; Luka 
Equipment Co., Columbia, S. ¢ 
M-H Equipment Co., Birmingham 
Ala.; Dempster Brothers, In Knox 


vill Tenn Whitmore Industrial] 


ramp Fla.; and Equip Co . f ; Backed by 
| effective 











Taylor Chain’s complete and 
effective assortment of sales helps 
includes a brand new catalog... 
attractive, fact-filled bulletins on 
every item, envelope enclosures 
newspaper mats... telephone 
directory ads and factory sales 
assistance when needed. 


Ss. G. TAYLOR CHAIM €0., Hammond, Indiana 


Chain Co 
mmond, Indiana 


s on the complete Toylor 
< Send Coupon 


MANAGER of the industrial supply for Details! 
department of The Mine & Smelter 
Supply Co., Denver, is R Madder 


a ft a tside sal nan 
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DIAMOND 
WHEELS 


Sales distributor opportunity 
for complete line. Prompt 
delivery of finest diamond 
wheels available in all sizes 
for tool grinding. 

Nationally known manu- 
facturer increasing distribu- 
tion. Will appoint distribu- 
tors to specialize primarily 
in selling cutting tools to in- 
dustrial accounts. 

Write for details of our 
sales and service program in 
your territory. 








United States Diamond Wheel Co. 


1838 ‘Illinois Avenue Aurora, Illinois 








~\ 


Ne. 1 Punch. . a” hole thru 1%” 
iren—a well balanced tool 


No. &-8 Punch... 4” hole thru 
ee” iren—side gauge marked in 
fractional inches 











News A 
W. A. WHITNEY 
LEVER PUNCHES 


Industry has been using W. A. 
WHITNEY Punches since 1908 .. . 
they can rely on getting the right 
tool for the job from this complete 
line of Lever Punches. These Lever 
Punches are built for the hardest 
service according to their rated 
capacities—they are finely bal- 
anced—they are well and strongly 
constructed. This is a good line for 
steady income. 


® Send for catalog which shows the 
complete line. 


W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 
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Caterpillar Names Industrial Sales Head 


J. H. Gill 


J. H. Gill has been named manager 
of the industrial sales section of Cater 
pillar Tractor Co.'s newly formed en- 
gine division. He succeeds H. W. 
Smith, appointed consulting engineer. 

Mr. Gill has been with the com 
pany since 1937 as engine representa- 
tive and field representative in the 
engine sales department. 

H. J. Hunkele will become assistant 
manager of industrial sales. He was 
formerly assistant manager, central 
sales division. 


Named to N.A.M. Offices 


H. B. Smith, president of Illinois 
Tool Works, and Charles C. Haffner, 
Jr.. chairman of R. R. Donnelly & 
Sons Co., were recently elected vice 
presidents of the National Associa- 
tion of Manufacturers. 





STEEL warehouse shelves and bins 


enable Wimberly & Thomas Hdwe 
Co., Birmingham, Ala., to stock small 
items efficiently. F. N. Manning, sup 
ply manager, helps Clyde Lanham 
make an inventory check 
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Libby-Owens Division 
Opens St. Louis Office 


Fiber Glass Division of Libb 
Owens-Ford Glass Co. has opened a 
new district sales office in St. Louis 
under Arthur S. White as district 
manager. 

Mr. White for some time has been 
associated with the Chicago office but 
worked actively in the company’s St. 
Louis territory, which includes seven 
states and parts of two others. He will 
work closely with aviation, electrical 
insulation and refrigeration industries 
as well as textile outlets for fiber glass, 
company officials said. 

The office is located at 4]] North 
7th St. 


Sheffield Corp. Head 
Named A.S.M.E. Director 


Louis Polk, president of the Shef 
field Corp., has been named a directo 
of the American Society of Mechani 
cal Engineers. 

He is also a director and vice-presi- 
dent of the American Ordnance Asso- 
ciation, permanent director of the 
American Society of Tool Enginee: 
Research Fund Committee, memb« 
of the American Gage Design Com 
mittee, U. S. Bureau of Standards, an: 
member of the Government Relation 
Committee of the National Machi: 
Tool Builders Association. 


To Sell Bronze Products 


American Smelting & Refining (¢ 
has appointed The Clifford Metal 
Sales Co., Providence, R. I., to handk 
its line of continuous-cast bronze prod 
ucts in the area. 








Wh 


NEW PRESIDENT of Service 
Institute is Martin M ro, vice 
president of Duro Metal Products Co 
He icceeds J. G. Geddes, president 
of H. K. Porter, In 





Whitman & Barnes 
New Atlanta Warehouse 


Opens 


Barnes has opened 
Atlanta, Ga. 


Whitman & 
warehouse in 

Located at 1851 Cheshire Bridge 
Road, N. E. (Buford Highway), it 
will stock carbon, high speed and cat 
bide tipped drills and  reamers, 
countersinks, counterbores, high 
speed and carbide tipped tool bits 
and other cutting tools. The staff 
will consist of office and warehouse 
personnel and an office manager, com 
pany officials announced. Addition 
to the sales staff will be forthcoming, 
according te the announcement 

[The warehouse is Whitman & 
Barnes’ fifth. Others are in Chicag« 
Houston, Los Angeles and New York 


new 


Saginaw Firm Appointed 


Mahar Tool Supply Co., 
Mich., has been named to 
products of Carboloy Department. 


Saginaw, 


handle 





DAN W. GARTNER has been 
production manager of The 


Vise & M(fg Cr 


; 
named 


“LIKE OLE MAN pr 


© 5 giving UNUSUAL service to 
~_—— DISTRIBUTORS 


BELTING 


Transmission Conveyor 
Elevator 


HOSE 


Steam—Acid—Mill 
Chemical—Creamery 
Suction—Water—Air 
Jetting—Sand Blast— 
Fire 


PACKING 


Sheet and Rod Packings 
for every purpose 


“N.B.O.” 





Anyone can give you “the usual” service on 
mechanical rubber goods. But “when the dam 
busts” and you're flooded with special over- 
night rush requests that need special extraor- 
dinary facilities and seasoned know-how to 
handle—THEN you'll appreciate the smooth 
way HOME RUBBER takes care of things. 
This is REAL round-the-compass and round- 
the-clock service on mechanical rubber goods, 
whose quality has been maintained at the 
“high water mark” for over seventy years. 





the original a 
BLACK SHEET PACKING 


The HOME RUBBER CO. 


Factories and Main Office 


TRENTON 5, N. J. 


Branches 


: New York - 


Chicago - London 
SERVING U.S 
INDUSTRY 
SINCE 1880 


whether it’s the USUAL 


— Oy} the 


“IMPOSSIBLE” 


depend on HOME RUBBER 


for SERVICE 
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dic SCREW EXTRACTOR—TAP HOLDER 
OAGICK i vreRNAL PIPE WRENCH 


INTERNAL PIPE WRENCH 
A must for every man who works with pipe. Gets - ‘ Cong, eeteme, 
to and at places no other pipe wrench can reach. " eur aains 4 
Use to tighten or remove pipe and fittings easily methine feo! 
without damage to threads or highly polished pipe © Easily in- 
walls. The exclusive “cam action” does all the work. stalled 
Sizes Ve" thru 2°’. Priced from $1.98 to $5.00 —in a matter 


4 


Set of 4 wrenches 3@", V2", 44, 1” in fibreboard of minutes 

container <= TEES . « A size for every 

WEDGE-PRUF SCREW FITTING EXTRACTOR ; —s, i 
The Roddick Extractor forms teeth inside the hole permit- only or the 

ting a high torque without the expansion of the part. Tank Units 

Use whenever part has hole or cen be drilled. “Wedge- e Can be used with 

Pruf” shoulder eliminated wedging part into place. For liquids, bearing abrasives 
maintenance, machine shops, manufacturing and processing | . Dependable—long wear- 

plants. Available to fit hole sizes 1/8” thru 7/8” by 1/32” ing—economical to use 

Priced from 75¢ to 95¢ each — Set of 25 Ye" to Ye” $20.75 


(Weight: Approx. 4 Ibs Graymills Centrifugal pumps, 


for high volume at low pres- 

BALL-ACTION UNIVERSAL TAP CHUCK __tures, oF Graymill Gear 

pumps where high pressu ired, 

FOR CONSISTENT GOOD THREADS res ere ideo! for every machine tool eppli 

Works either right or left hand threading. Self- cation—for coolants, oils and compounds. 

aligning. Can be used as non-releasing or smooth Tank capacities range from 2 to 128 gals. Motors are 

of nationally known quality in 1/25, Ye, % and 2 
self-releasing with same accuracy. Two Rubber Flex H.P., totally enclosed or drip-proof 

Collets fit number 10 to %e” taps inclusive. Tap- Easy to sell —each unit pockaged for quick handling 

changing operation takes just seconds without —salesmen need ae be pump oom 

* —new catalog gives complete 

bushings of any kind. Standard shanks . . . 4”, information—the Graymills 

Write for %”, 1” of #2 and #3 Morse. Can be fitted to line is por ae depen 

Full a pump with tank for every 

itormation nearly any machine tool and will outperform any aiiien Gueh iecanie came 

tap holder on today’s market. $35.00. selection and sale. 


Available thru Supply Hc — Inquiries — Ord F ded to Dealers. 
vailable thru Supply ses nquiries rders Forwarded to Dealers TITTTICNT yy 


RODDICK TOOL CO., 1025 Pauline Street, Anaheim, California 
CHICAGO WAREHOUSE: FRANK DONOVAN CO., 9 S. Clinton St., Ph. Dearborn 2-0180 


ST RAI N F R for Customer Service School 


Organized by Clark 


H EADQUARTE RS Jobbers Clark Siteie Co. has organized 


a mobile service school to train cus- 
tomer personnel in operation of mate- 


F [ K LF rials handling equipment. 
K Y An extension of the company’s fac- 
CHICAGO course for customers, the new 
schocl equipment will tour the coun- 
iad try on‘a tractor-trailer. Two sessions 
STYLE A—"Y™ Type. Standard will be held daily at customers’ plants 
and extra heavy flanged, flanged in cooperation with dealers. 


blowoff. 








STYLE B —“Y” Type. Screwed Leasing Plan Offered 
connections, screwed blowoff. 

A new equipment leasing plan has 
been organized by Clark Equipment 
through the Harris Trust & Savings 
STYLE D —Basket type. Screwed Bank of Chicago. Officials said its 
or flanged. purpose was not to promote rentals 
instead of outright purchases, but 
only to accommodate firms who need 
working capital during periods of 
“profitless prosperity.” 


STYLE C—"“Y” Type. Screwed 


connection, flanged blowoff. 


Screens, perforated or wire 
mesh, in brass, steel, monel or 
stainless steel 


| re you need in strainers! A complete line ready for fast 
delivery to satisfy your customers. Make Keckley your strainer head- 
quarters! Ask ela Catalog No. 54-C. Joins Erskine-Healy 


: “os 2 ge K t E Y COMPA N Y Al Birnbaum, formerly with the 
/O/4- est Madison © Chicago 6, Iiline /9 4 Internal Revenue Service, has been 
¢ 40-3 ; Cini epoahs £2) appointed comptroller of Erskine 


7+ , oe * | 
PUMICE b. y Healy, Inc., Rochester, N. Y. 
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FLOOR. & 
~TO-FLOOR... 4 


4 





500TH “Y” type compressor turned 


. ee a 
ut by Worthington Corp. is inspected . 
\. C. Ross, vice-president and man O % ULK 


f the company’s Buffalo works, 


\ Murray, manager of the 
di ANDLING 
. >. a 





» 


Standards Association 


Publishes Booklet % GRAVITY 


Standards Are Your Busine xe, 


" “4 : ' 
oklet defining standards of st, 
. 
rae 


ction and their value as a tool 


; : we 
agement, has been published ’ 
w, revised edition ‘seued by a MODELS 
in Standards Association * eS 
? 


the economic importance of 


irdization 


booklet gives the philosophy . 
fae , You offer your customers the right 


tives of the voluntary stand 


ar taka Games conveyor for every job when you sell 


deals with Federal Govern 


v toward industry standards 
novhnes wong Sr gree FARQUHAR CONVEYORS 


1 are examples of ivings 
tandardization by U. S. cor 
, including Remington \rms Versatile Farquhar Conveyors they're backed by 37 years of 
- were : a . Sa offer you a complete line to Farquhar experience in conveyor 
eee One, ee solve almost every conveyor engineering—plus the complete 
problem! They’re available ina _ facilities of the famous Oliver 
wide range of types and sizes for Corporation! For details on a 
portable, semi-portable and per- good profitable line to handle, 
manent installations. Gravityand write or phone: THE OLIVER 
power-driven models are avail- CORPORATION, A. B. Farquhar 
able—either standard or specially Division, Conveyor Dept. J-46, 


engineered to your needs. And York, Pennsylvania. 





eo] 8i'43°2 FILL OUT AND MAIL COUPON BELOW 


har THE OLIVER CORPORATION, 
A. B. FARQUHAR DIVISION 


CONVEYORS Conveyor Dept. J-46, York, Pa. 


Gentlemen: Tell me more about the sales potential of Farquhar Conveyors 


aah 


POWER-BELT 

. ra : AND FIRM 
. * pone mt va a - cr so GRAVITY ADDRESS 
Liquid Carboi rp.’s Compressed CONVEYORS ZONE _STATR.............. ] 


s Division 


NAMI 


ee ee ee 
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Planned Selling Needed, 


Only factual marketing plans geared 
to professionally planned factory op- 
erations can prevent a depression, 
John L. Busey, marketing vice-presi- 
dent of General Electric Co., told 
1 recent conference of the American 
Management Association. 

Mr. Busey; J. Keith Louden, vice 
president of York Corp.; and Gerald 
C. Denebrink, vice-president for sales, 
C. H. Masland & Sons, were among 
the 17 executives who addressed con 
ference sessions on various subjects. 
More than 700 attended the course. 

There need be no economic decline 
if engineering, manufacturing and 
marketing men rise to accept the 
challenge, Mr. Busey told the group 

The “average” economic forecast 
for the coming year, he said, calls 
for a dip from mid-1953 to the end 
of 1954 of 17% in industrial pro 
duction, 7% in gross national prod 
uct, and 4% in disposable income. 

However, said Mr. Busey, “Busi- 
ness can prevent a depression.” 

“The preventives are fundamental 
to any successful business no matter 
what the economic climate. They are 
new and improved products, planned 





: 
L 





COLLET 


COLLI S EQUIPMENT 





% COLLIS Equipment fills today’s 
important production needs so well 


because they are made by men 
skilled in making this type of equip- 
ment. Supply the proper unit from a 
complete range of types and sizes 
for Drill Sleeves and Sockets, Lathe 
Centers, Chuck Arbors, and Drill 
Drifts. We will handie your orders 
promptly. 


tHE COLLIS company 


274 


DEPT. A, CLINTON, IOWA 
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Says G.E. Executive 


from the customer's standpoint; more 
volume at better margins; discarding 
obsolete or unmoving unprofitable 
lines; improved manufacturing costs; 
better pricing for better values; and 
the movement of products up the S 
curve through intensified advertising 
and selling efforts.” 


No More Order Taking 


He said that regardless of whether 
or not there will be a depression, busi- 
ness is emerging from the era of a 
dozen years or so of “order taking.” 

“Hard selling will become our way 
of business life, not for any tempo 
rary period of economic emergency 
but as a permanent, all-time, all-out 
way of moving goods from the fac- 
tory door to the customer. . . . Barring 
all-out war, we may never again in 
this country in our lifetime see a 
period such as we have experienced 
when customer demand was greater 
than our ability to produce.” 


Factory of Future Here Now 


Mr. Busey said the “factory of the 
future” was “already here for all prac- 
tical intents and purposes.” Highly 
automatic factories, he said, now can 
be designed to produce almost any 
kind of goods, apparatus or products 
in huge quantities at low cost” if 
they are run steadily at capacity vol- 
ume.” Because such plants have high 
invested capital, high fixed deprecia- 
tion charge property taxes and capital 
money costs, and high salaried and 
maintenance payrolls, combined with 
comparatively low direct labor and 
other controllable costs, they must 
be run on a well-planned high-volume 
basis, he said, or “the whole enter- 
prise will go into the economic sink.” 

To keep the economy running in 
high gear calls for mass distribution 
in balance with mass production. 
This does not mean a return to the 
so-called “golden age of selling” of 
the 1930's, characterized by such 
“outmoded, outworn, questionable 
sales methods and techniques as Mon- 
day morning piano pounding sales 
meetings, the high-pressure artistry of 
super-salesmen, door-to-door cold can 
vass and quota-busting deliberations.” 


No Hunch Players Needed 


He warned against the “hunch 
player, the by-guess-and-by-gum_ type 
of sales manager, and costly expendi 
tures of ill-planned, ill-timed and 
thoughtless sales and promotions.” In- 
stead, marketing today calls for scien 
tic planning of long range, pro- 
grammed activities and the meshing 


£ 


of all work in one basic purpose of 
making and marketing goods. “Un- 
less this functional teamwork is 
achieved,” he warned, “there will be 
small chance for survival in the com- 
petitive years ahead.” 


Predicts “Radical Changes” 


Mr. Louden said “radical chang 
lie ahead for American industrial pra 
tices and concepts, particularly 
sales. 

“By lack of necessity,” he said, t 
marketing or distribution function 
business has been the most “laggard 
and unimaginative” of all industrial 
fields. So it is in for the greatest 
changes. “To recognize the need for 
greater improvement in marketing, ll 
you have to do is study your cost-price 
relationships.” 

He predicted that the present profit 
squeeze in industry would becom« 
tighter in the coming “hard sell” era 

He warned against “traditional cost 
cutting methods” since cost-cutting 
alone is “defensive, stifling and lim 
ited in application.” It usually re- 
sults only in shrinking the business, 
he said. He also cautioned against 
impulsive or inadequately planned 
spending of money under the pres- 
sure of competition, which he termed 
a “suicidal” practice. 

“The company that is going to 
successful,” he said, “is the one that 
has carefully thought out where it 
wants to go, why it wants to go the 
how it can get there, and when 
should get there—and then sets about 
to see to it that it does so with a 
minimum of dislocation and mishap.” 


it 


No Time for Panic 


“This is no time,” Mr. Louden said 
“for panic, recriminations, or passing 
the buck between functions. It is a 
time for calm thinking, cooperatio 
planning and action.” 

As an example of the kind of 
operative effort business needs, h 
suggested use of the so-called prod- 
uct manager. He said he was con- 
vinced that “in growth companies, 
the day of broad product or func- 
tional responsibility is over.” He said 
he believed in the principle of prod- 
uct management, where a group 
given full responsibility for the sale, 
manufacture and engineering of a 
definable line of products. This would 
include concentration of all effort on 
a vertical basis, with responsibilit 
for profit and loss. 


Urges Sales Forecast 


Mr. Louden cited sales and fina: 
cial forecasts as the chief planning 
tools in a well run company. TI 
sales forecast would be used to esta! 
lish sales quotas, to serve as the ba 








for all sales plans and programs; as 
the basis for initiating manufacturing 
releases; to determine the adequacy of 
manytacturing and engineering facili 
ties 4nd manpower; and as the basis 
for cémparison with long range com 
pany, objectives by product line 

iY financial forecast, he said, is 
base@ on the sales forecast but repre 
sentg management’s evaluation of the 
degrée of possible achievement of the 
sales forecast when reviewed in tl 
light of the company’s over-all posi 
tion! It isn’t used to establish budget 
levels for all phases of the business 
except manufacturing, whose budget 
is based on direct labor hours 


New Version of Old Saw 


Mr. Denebrink, speaking on the 
panel on inter-department relation 
ships, called the present buyers’ mai 
ket a “normal condition” which 
“serves as the very symbol of out 
American enterprise system.”” He said 
industry's old philosophy, “Here’s 
something we can make; let’s sell it,” 
must be replaced by a new version, 
“Here’s something we can sell; let’s 
make it.” 

With the return of competitive 
conditions, he said, “Success in busi 
ness will no longer depend on ow 
ibility to produce all the goods we 
can sell. Rather it will depend on 
our ability to sell all the goods we 
can and do produce.” 

Many industries are “right up t 
their necks in a buyers’ market,” he 
added. 


Named by Borg-Warner 

H. Hunter Gehlbach, assistant gen 
eral counsel of Borg-Warner Corp., 
has been named assistant secretary of 
the corporation 





SCHOOLS are Lowell Eller’s “beat” in 
and around Norfolk, Va., where he sells 
for Nelson Hardware Co. He’ll cover 
the schools for about a year 


3 Reasons Why 
WENDT-SONIS Carbide Tools 


are SUPERIOR... 
Easier to Sell 





New Wendt-Sonis carbide. 
Close quality control assures 
uniform high quality. Wendt- 
Sonis carbides hold their 
cutting edge longer. 


Tool steel shank is 
normalized to eliminate all 
stress. 


Carbide is carefully 
brazed to the shank by the 
exclusive Wendt-Sonis slow 
braze process. A high 
strength bond for longer 
tool life is insured. 





Actual tests prove that the highest quality workmanship plus 
the new Wendt-Sonis carbide increases production with all Ww-S 
tools. 


Wendt-Sonis makes a complete line of finished and semi-finished 
carbide tipped single point tools. All of these tools are 
available with W-S carbides in all standard grades. 


There is now one source for all your carbide tool needs. Write 
for catalog listing on the complete line of W-S tool bits, 
drills, reamers, counterbores, milling 

cutters, end mills and carbide blanks. 


Return coupon or write dept. ID-1 for 
the new W-S feed and speed calculator. 





q Wendt-Sonis Company, Dept. 1D-154 ~ 
Hannibal, Missouri 

Please send me your: 

New Feed and Speed Calculator. 

Catalog on the complete line of W-S tools. 


WEnNDT-sonis 


HANNIBAL, MISSOURI 


576 WN. Prairie Ave. 
Hawthorne, Calif. 








5308 West Diversey 
Chicago, Ill. 


STATE 
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BUSINESS EXECUTIVES! 
CHECK THESE QUESTIONS 


lf you can answer “yes” to most of them 
you —and your company—are doing a needed 
job for the National Blood Program 





HAVE YOU GIVEN YOUR EMPLOYEES TIME 
FF TO MAKE BLOOD DONATIONS 


HAS YOUR COMPANY GIVEN ANY RECOG 
NITION TO DONORS 

DO YOU HAVE A BLOOD DONOR HONOR 
ROLL IN YOUR COMPANY 

HAVE YOU ARRANGED TO HAVE A BLOOD 
MOBILE MAKE REGULAR VISIT 

HAS YOUR MANAGEMENT ENDORSED THE 


I AL BLOOD DONOR PROGRAM 


HAVE Y NFORMED EMPLOYEES OF YOUR 
MPANY PLAN OF PERATION 


WA 44 NFORMA N VEN THROUGH 
PLAN BULLE N RH —E MAGAZINE 


HAVE Y NI TE A DONOR PLEDGE 
AMPAIGN IN YOUR MPANY 


HAVE YOU SET UP A LIST OF VOLUNTEER 
HAT EFF ENT PLAN AN BE MADE 
h HEDULING DONOR 


OOQOO0O0O000 


Remember, as long as a single pint of blood 
may mean the difference between life and 
death for any Americar the need for 
blood is urgent! 


NATIONAL BLOOD PROGRAM 





America’s blood bank needs more blood, now. Be a regular depositor and know 
that your dividend is saving a life of some American—somewhere. 


It may be a soldier shot down in battle, suffering from shock. Or someone 
here at home, sick and in dire need of new blood to restore life. A mother in 
childbirth, or a child in an accident. 


America must give. America is you. Won't you call your Red Cross, Armed 
Forces or Community Blood Donor Center right now, for an appointment? 


=} Bele] 


... give it again and again 





Scévili Enlarges New York Office 


Scovill Manufacturing Co has 
moved its New York City sales office 
from the Chrvsler Building to the en 
tire 18th floor of the Chrysler Building 
East, George D. Engle, district man 
wer, announced 

He said the 
iccommodate an expanding 
service staff in the territory 

lhe New York office is headquarters 
for the company’s main plant prod 
ucts include mill and 
iluminum mill products, clothing clo 
sures, garden watering accessories and 
manufacturmg light metal 
products. It is also the headquarters 
of two of the firm’s four other divi 
sions, the Hamilton Beach Co. and 
Oakville Co. The Waterville Division 
which manufactures brass plumbing 
fittings and industrial fasteners, main 
tains its sales headquarters at Mont 
clair, N. J. The A. Schrader’s Son Di 
vision, producers of tire valves and ait 
ind gas pressure controls, has head 
quarters in Brooklyn, N. ¥ 

The New York office is the largest 


of the company’s 25 offices located in 


move Was necessan 
| 


} 
ues ana 


which brass 


contract 


ee) 


the United States, Canada, England 

d Australia 

It is the third Scovill office to be en- 
larged in the past few months. Others 
enovated recently are in Kansas City 
nd Greensboro, N. C 

The company’s main offices are at 
Waterbury, Conn 


Marks 64th 
Scovill Manufacturing Co. recently 


published a 20-page booklet marking 
its 64th vear 
It was issued to announce results of 


Year 


in aluminum work. 


the firm’s recent research toward alum 
num strip improvement. 

I'he booklet also traces the com 
pany’s history since 1889, when the 
Pittsburgh Reduction Co., predecessor 
f Aluminum Company of America, 
greed to furnish ingots to Scovill on 
the basis that the next six months “be 
devoted to testing possibilities for mak- 
ing a market for aluminum and alumi 
num alloys.” 

\ section of th« 
technical data on five basi 
fered bv Scovill 


booklet contains 
allovs of 





DR. O. G. HAYWOOD, TR.., has been 
named manager of engineering planning 
of Sylvania Electric Products 





Baker-Raulang 
Names Executives 


lhe Baker-Raulang Co., Cleveland 
has named John A. Matousek vice 
president and general managet He 
will be responsible to the chairman 
of the board for all company 
tions. 

Mr. Matousek was formerly vice 
president of manufacturing 

Ernest R. Scovil, formerly 
has been named secretary 


Opeta- 


nrer 
t 


Plans Research Center 


United States Rubber Co. has ac 
juired options on a 90-acre tract in 
Preakness, N. J., for a new center for 
cientific research in rubber, chemicals, 
textiles and plastics. Three buildings 
ire planned at a cost of about $4,- 
10 OOO 

In Baton Rouge, La., the com 
panv’s Naugatuck Chemical Division 
has zroken ground for new produc- 
facilities for Kralastic, a resin 
rubber plastic for industrial piping and 
ther extrusion and injection molding 
ipplications. The project will triple 
itput of this product, officials said. 


tion 


To Sell for White-Roth 


White-Roth Machine Corp. has 
named Motch & Merryweather Ma 
hinery Co., Lorain, Ohio, as regional 
epresentative for the company’s Burr- 
Master tumbling machine. Sales in 
istern Michigan, Ohio, western 
Pennsylvania, Kentucky and West 
Virginia will be handled by 40 sales 
ngineers of Motch & Merryweather’s 
new Machinery Distributor Division. 


+ 


Name 3M Officers 


Minnesota Mining & Manufactur 
ng Co. has appointed John G. Kruse 
ind Richard L Post as assistant sec- 


retaries 


HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 





Standard & Double) 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 4000- 
Ib. sizes Ye” to 3”; 


6000-lb. sizes Ye” 
a to 2”, oid 


ORIFICE) 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and G000- 


lb. service. — 


a 


























(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-ib, 


am ice only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends 
3000-lb. and 8000-Ib. 


\ service, 


WRITE FOR CATALOG 11 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 


FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 











~ 
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THiS LUBRICANT 
SAVED UC 
'2.008°16 

IN SEVEN MONTHS 


—soys THE BROWN COMPANY 
Quality Paper Makers of Berlin, WH. 











“During a seven-month period 

before using LUBRIPLATE No. 
130-AA in the bearing of our Kraft 
Mill Lime Kiln, we u a conventional 
oil at a cost of $2,134.00. In the seven 
months that followed, we used LUBRI- 
PLATE No. 130-AA for initial filling 
and replacement at the cost of $35.84." 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease ano 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 

















LUBRIPLATE is available WBAIPLATE 
in grease and fluid densi- oe 


ties for every purpose . t 
LUBRIPLATE H.D.S 

Moror OIL meets today’s 

exacting requirements for 

gasoline and diesel 

engines. 

For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOoK”’...a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 


Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 





SEROTHERS REFINING 


ee 


ITS A CINCH 
TO SELL 
SAVINGS 


With taxes what they are and today’s 
high prices of materials, labor and 
general overheads, the plant operator 
is just hungry for savings. Offer him 
savings and he is your friend as well 
as your customer. And you are offering 
him savings when you tell him about 


LUBRIPLATE Lubricants 


Just look at the LUBRIPLATE adver- 
tisements alonside of this column. 
Here are two nationally known con- 
cerns that are so pleased with savings 
they have enjoyed through the use of 
LUBRIPLATE Lubricants that they 
wrote us about them and gave us per- 
mission to use their names. That’s what 


selling savings will do 


Lubri- 


LUBRIPLATE 


cants make the perfect line for the In- 


Furthermore, 


dustrial Supply salesmen to push. Its 
sale is restricted to authorized distribu- 
tors, so when you open up a new cus- 
tomer, he is yours for keeps. They 
furthermore make the ideal introduc- 
tion to new accounts where the sales- 
man can also sell the other products 


he Carries 


LUBRIPLATE Lubricants are nation- 
ally advertised in over fifty journals 
that reach every one of your customers, 
irrespective of what they manufacture. 
LUBRIPLATE Service Engineers are 
available and ready to travel with you 
to help solve knotty problems. LUBRI- 
PLATE literature 
plentiful 


1S complete and 


If you are not pushing LUBRIPLATE 
Lubricants, you're missing a big bet 


because it’s a cinch to sell savings 


(ADVERTISEMENT ) 
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THIS LUBRICANT 

CUT OUR PARTS 

REPLACEMENT 
50%" 


—says THE NORTHERN PACIFIC TRANSPORT CO. 


y, 











“The use of LUBRIPLATE in the 
worm-gear, hypoid and two speed axles 
has enabled us to change our oil-change 
period from 15,000 miles to 40,000 and 
sometimes more. Our overhaul periods 
are stretched from 50,000 to 100,000 


TT 


miles and repair parts bill cut 50% 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose 
LUBRIPLATE H.D.S. 
MOTOR OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


WBRIPLATE 


MOTOR Of 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOK” a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 
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NO.18 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY se 


SALES LEADS 


SINCE 188O WORLD'S GREATEST TOOLMAKERS « 





SOOsSB 


MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS + DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES 


ATHOL, MASS., U.S.A 


V BLOCKS AND SMALL VISES 
Don’t Neglect These Profitable Starrett Items 


Mechanics buy these handy tools on sight. Their wide utility is obvious 


V BLOCK AND CLAMP 
No. 268 


Round work of any length can be se 
blocks for 


punching and 


curely held in these V 


measuring, marking, 
drilling. Blocks are 112” 


long, with 90° V's. Clamp holds work 


” 
) 


Square x 


up to 14%” diameter. Other V or Drill 
Blocks available 


and the Starrett name leaves no doubt about quality and value. Stock 


them, display them, talk them up for more sales, greater profit, 


| 


PIN 
VISES 
No. 240 


Designed for use as hand vises or for 
chucking in machines to hold small 
stock, wire, taps, drills, reamers, files, 
etc. Special double bevel collet design 
insures better grip, true centering with- 
out wobble. See Catalog 26-A for other 


models 





BUY THROUGH 
YOUR DISTRIBUTOR 


INDUSTRIAL 
DISTRIBUTOR 


A Hard and Fast Starrett 


Policy... Since 1880 


The Starrett Distributor Policy is a 
policy of close cooperation and com 
plete protection for distributors stock 
ing the Starrett line. This firm policy 
was established by Laroy S. Starrett 
when he sold his first combination 
square through dealers and distril 
tors 75 years ago 


Today, the complete line of Starrett 


Mechanics’ Hand Measuring Tools 


and Precision Instruments, Dial Indi- 
ators, Steel lapes, Precision Ground 
Flat Stock, Hacksaws, Band Saws and 
Band Knives offers industrial distrib- 
possibilities for 
volume and profit. The Starrett Dis- 
tributor Policy is backed by aggressive 
advertising and sales promotion that 
prominently features 


itors tremendous 


constantly and 
the advantages of buying through in- 
lustrial listributors 


HAND VISE No. 86A 


Furnished with both handle and clamp 
for use as a combination hand vise and 
small bench vise. Jaws are made from 
forgings, nicely tempered, knurled for 
sure grip and notched for round work 

Bail-end vise handle insures powerful 


grip. Capacity, 1/2”. 


a 
A 


“That was the Censor’s work.” 
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. WH-1 


WRIGHT \G) 


Low Headroom 


SPEEDWAY HOIST | 


lf Hoist Headroom 
is a Headache 
for Your Customers... 


® Look at this. The bearing point of the hook of 
this WH-1 Low Headroom WRIGHT Speedway Hoist 
can be raised so it is only 12% inches below the 
beam. And this is a 1-ton hoist with the five key 
features that make WRIGHT Speedways last longer 
and require less servicing. 

This hoist has heat-treated and surface hardened 
alloy steel gears, hard alloy silver electrical contacts 
in controller, heavy duty crane type safety limit 
stop, automatic multiple disc load brake, and ball 
bearing gear shafts. 

Add to this grooved cable drums, improved plow 
steel preformed cable, concealed motor wiring, com- 
pletely enclosed and ventilated weatherproofed 
housing, etc., and you’ll have a combination of 
features found only in the WRIGHT Speedway Hoist. 

Best of all—WRIGHT Speedways are priced no 
higher than ordinary hoists. In the long run they’ll 
cost your customers less. So when you sell WRIGHT 
Hoists, you sell quality and value which pay off in 
repeat business. Write our York, Pa., office today 
for complete details. 





WRIGHT 


Hoists 


WRIGHT HOIST DIVISION Trolleys 
AMERICAN CHAIN & CABLE \.. Cranes 
‘ 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 





